








Duplicating Sales 
with WEBSTER 


“GOOD GOODS” make GOOD CUSTOMERS controlled to assure you those all impor- 
tant repeat sales. Successful stationers 
GOOD CUSTOMERS make EXTRA PROFITS 







everywhere can tell you the prestige of 
Stock Webster and you stock the profit the Webster name and the dependability 
line! Every Webster item is quality- of Webster dealer relationships. 














Webster’s New Durametric Carbon Papers — 


Crispness, durability, plus scientific non-curling treatment 






built right into each sheet for more satisfaction and service. 






Newest and finest carbon with Webster’s exclusive 






Micrometric scale edge, of course. 






Webster’s MultiKopy MICROMETRIC Carbon Papers 


For years the best, and still out in front. This is the quality 







carbon made famous by the Micrometric scale edge that 






measures the typing space on the page —— prevents errors. 











Webster’s MultiKopy PENCIL Carbon Papers — 


100 impressions, legible and lasting, from every sheet of this 






carbon. 








Webster’s STAR Tabulating Ribbons — Highest 


quality silk or cotton, correctly inked for each machine 






requirement. Longer wear guaranteed! 








Webster’s MultiKopy Typewriter Ribbons — Need 


changing only half as often as standard ribbons. Made in 






extra lengths with special ink formulas for every typewriter. 







All these and many more 
available from... 








Stock the protit line 
stock WEBSTER'S 


s « TYPEWRITER RIBBONS F. S. WEBSTER COMPANY 


NG SU PPLIES 







CARBON PAPER 
DUPLICATI 











13 Amherst St., Cambridge 42, Massachusetts 






Webster’s warehouses in 


New York, Philadelphia, Pittsburgh, Chicago, San Francisco, Cambridge 
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oped through 34 years by Evan Johnson. 


Published on the 25th of each month pre- 
ceding the month of issue by The Office Ap- 
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ing American Stationer, New York, estab- 
lished 1873, the original trade journal serv- 
ing the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; 
The Office, Franklinville, N.Y., 1904; The 
Office Appliance Journal, Chicago, 1905; Busi- 
ness Equipment Journal, Chicago, 1908; Of- 
fice Outfitter, Chicago, 1908; the original 
National Stationer, New York, 1909. 


departments 


Ad-Viser ines 37 
Appointments 62 
Business Builders .. i 21 
Dates to Remember ' .. 66 
Editorial . . 47 
Export Statistics 204 
Guest Book 66 
Here & There 48 
Installations —_s > ' 44 
Meetings—Dinners—Conventions 74 
Modern Display ................. 34 
New Equipment & Supplies.. 49 
News & Miscellany 84 
News Notes 
Australia : 191 
British Isles 72 
Canada 196 
Maritime Provinces 165 
Southern California 169 
News Notes, NSOEA 
District No. 4 136 
District No. 5 140 
District No. 6 144 
District No. 7 148 
District No. 8 154 
District No. 9 158 
District No. 10 162 
District No. 11 166 
NOMDA News 70 
Office Furniture 38 
Old Timers’ Party 20 
Other Lands, In 72 
Passed Away — 
Patents ...207 
Sales Stimulators 212 
Salt Lick ' S | 
Wedding Bells 102 
What the Courts Say 18 





Office Manager: R. M. Daugherty 

VOL. 99 @ JANUARY 1954 @ NO. | Service Bureay Mgr.: R. G. Johnson 
Contributing Editor: Evan Johnson 

Representative Emeritus: C. H. Everly 





Profile of a Dealer ; Se ee in 
Care as Well as Honesty Needed to Protect Receipts........... ... 1 
The Income Tax Experts — 
Showmanship in Selling—Right Timing a Vital Element or 
Merchandising Primer—Selecting the Right Appeal eet 
Office Specialties Section ; RAR al ty 
Have You Taken a Good Look at Your Windows Recently?. ale 
Sell by the Package pabhacwitia vulbltidabes 35 
Systems Display Leads to Added Sales 35 
For the Office Furniture Buyer rine cidlititaasdicapaas aa 
Balanced Diet Keeps Barney's Healthy _ 4) 
Selling Steel Card Files.......... ee 
ia the news 
H. P. Rockwell Observes 50th Year. aectoenuneetis 84 
Do/More Opens New Chair Factory — — 86 
Lyon Metal Grows in Aurora, Ill. -Sitadsebcedadaaa ae 
Shaw & Borden, Spokane, Remodels iia 
Swingline Announces Contest Winners... -...-------------eeseseeees 92 
Marchant Series of Promotions Announced <iiniill 
Honor Gianella for 50 Years with Higgins iialalscaesei inne 
Stewart Office Supply Again TV Sponsor scihchsiine staan 
Name Top Salesmen in Mosler Drive ech Sones! ..102 





G. C. Wheeler: Vice-President 
H. L. Sime: Vice-President 
Cc. W. Gilbert: Secretary 
J. A. Gilbert: Treasurer 


R. M. Daugherty: Asst. Treasurer 


“Office Appliances” is registered in the 
United States Patent Office, Washington, D.C. 


Copyright: Contents covered by copyright, 
1953, by the Office Appliance Company. 
Entered as second-class matter, July 8, 1905 
ot the post office in Chicago, Ill., under 
Act of March 3, 1879. 


OA — 1/54 





OFFICE APPLIANCES, a news and technical trade journal, serves every phase of the distribution 
division of the office equipment and supply industry. 

No person, firm or organization directly or indirectly connected with the industry has any share 
in this journal’s ownership or voice in shaping its policy, which has in view the best interests 
of the field it serves. 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of opinion, the publishers obvi- 
ously cannot undertake to guarantee trans- 


actions 


between advertisers and customers. 


They do, however, offer their services in re- 
solving any disagreements which result from 


relations established through the journal. 
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T.. Service Bureau of Office Appliances 
is maintained 
subscribers and advertisers. It answers by 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


for the exclusive use of 


Service Bureau 





manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. Subscribers in every 
land have made, and are making, good 
use of this bureau 
field have evidence of its proved value. 
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Accounting Systems Equipment 


Aigner, G Co 
Aigner I x « fN. Y. 
Adding Machine Parts 
Ames Sut ( 
Shipman -W Mfg. ¢ 
Adding Machines 
Addo M ( Ine 
Allen, KR. ¢ B ness Machines 
Rur ‘ 
Munroe ¢ Machine Co 
Oerlikon T & Arms Corp 
Regna Ca R ter 
Ret Ra Ine 
8 t Coror I 
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Underw Cort 
Victor Ad Machine Co 


Adding Machines, Rebuilt & Used 
Int’] Office Apr ces, Inc. 


Office Eq Cort 

Shipman-Ward Mfg. Co 
Addressing Machines 

Heyer Cort 

Master A r r Ce 
Adhesives 

See Ink 4 es, ete 
Arch & Clipboard Files 

Cu & D n Mfg. Co 

Elbe F & Binder Co.. Inc 

Globe-W ke Co 

Hardb I tors, Ine 

Serv Prod Di 

Shaw-W r ( 

Yaw : & Erbe Mf Co. 
Ash Trays & Stands 

La Sa P < 

R Metal Mf ( 

S K I 

Va ( 

Wel ( ( 
Autographic Registers 

Hano, I ( 
Bank Supplies 

A Pa k Co 

D ne L., & Co 

Guards! Valentine, Ine 
Bankers Note Cases 

Art Steel S Cort 

General | fing Co 

Globe-We \ Co 

Victor Safe & Eq ent Co 
Billing Machines 

Remir nm Rand I 

Underwa Cor 


Binders, Catalog & Periodical 
Acco Product Inc 


Elbe I & Binder C Inc 


W mn Jo ‘ 

Binders, Permanent Storage 

tanks B ( 

Elbe I} & Binder Cs Inc 
Master-Craft Corp 

N un Loose I & Bdry. Co 
Sheppard, C. I ( 

Blackboards 
Service P Dis 

Blankbooks 
Boorum & ] e ( 

Nat ] Book Co 
Wilson Jor ( 

Blueprint & Plan File Cabinets 
1l-Ste I t Ine 
Art Metal ¢ tion Co. 
Art & Sales Corr 

( e Ste I ent Co 

( ~ Equipment C« 

( la v Mfg. Corp 

‘ ng Co 
I I M Furn. Co 
f pment Co 

Shaw-W ( 

Stacor Ka Corp 

Yawman & |} e Mf Co 

Bond Boxes 
See ta 

Bookeases 
All-Steel I nt In 
Borr 
Brow M ( 

( J Mfg. Corp 
& € W ‘ 

H-O-N ¢ 
Metal Off 
Morval ( 
security S I pment Co 
W Mf ( 

Bookkeeping Machines 
Allen, R. ¢ B r 
surroug! ( 

Monroe (¢ Ma ine (x 
Re 
T r 

Books, B 
McG: 

Box Letter Files 
Amberg I & Index Co 


Art & S r 


€ Machines, Inc 


gement 


Ine 


usiness Mana 
H took ¢ 


( Ss I ent C 
Globe-W ( 
Weis Mfg. ¢ 
Brief & Zipper Cass 
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Elbe File & Binder Co.. Inc 

Master-Craft Corp 
Built to Order Office Furniture 

Watson Mfg. Co., Inc 
Bulletin Boards 

Acme Bulletin Co 

Davenport, A. ¢ & Son 
Business Forms 

Aigner, G. J., Co 

Aigner Index Co. of N. Y 

Amer. Passbook Co 

Consolidated Ribbon & Carbon (« 
Calculating Devices 

Colonial Co., The 

Shipman-Ward Mfg. Co 

Victor Safe & Equipment Co 
Calculating Machines 

Addo Machines Co., Inc 


Allen, R. C., Business Machines, Inc 


Burroughs Corp 
Monroe Cale. Machine Co 
Oerlikon Tool & Arms Corp 
Smith-Corona, Inc. 
Swift Business Machines Corp 
Victor Adding Machine Co 
Calculating Machines, Used 
Int'l Office Appliances Inc 
Shipman-Ward Mfg. Co 
Caleulators, Used 
Office Equipment Corp 
Calendar Pads & Stands 
Columbian Art Works Inc 
Stark Calendars, Inc 
Carbon Papers 
(See Ribbons & Carbons 
Card Index Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co. 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Cole Steel Equipment Co 
Columbia Steel Equipment Ce 
Corry-Jamestown Mfg. Corp 
Farber, Lou H., Co. 
Globe-Wernicke Co 
Guide System & Supply Co 
H-O-N Co. 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
l’arker Steel Products, Inc 
Peerless Steel Equipment Co 
Shaw-Walker Co. 
Smead Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Card Index Files, Expanding 
Smead Mfg. Co. 
Cash Boxes 
Art Steel Sales Corp. 
Central Can Co., Inc 
Cole Steel Equipment Co 
General Fireproofing Co 
Guide System & Supply Co 
Peerless Steel Equipment Co 
Cash Registers 
Allen, R. C., Business Machines Co 
surroughs Corp. 
Regna Cash Register C« 
Cash Tills 
Regna Cash Register Co 
Casters, Caster Bearings, Slides 
Bassick Co., The 
Colson Corp, The 
Center Drawer Desk Trays 
Art Steel Sales Corp. 
Chair trons 
tassick Co., The 
Seng Co., The 
Chair Mats 
Hardboard Fabricators, In 
Service Products Div. 
Chairs, Folding 
Adirondack Chair Co 
Farber, Lou H., Co 
lonia Mfg. Co 
Krueger Metal Products 
Lyon Metal Products, Inc 
Royal Metal Mfg. Co 
Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co, 
Domore Chair Co 
General Fireproofing Co 
Grand Rapids Lthr. Furn. Cx 
Gregson Mfg. Co, 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Huntington Chair Corp 
Imperial Leather Furn. Co 
Indiana Chair Co 
Jasper Chair Co 
Jasper Seating Co 
Metal Office Furniture Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Murphy Chair Co., Inc 
Niemann Ine. 
Riteform Chair Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 
Wells Chair Corp 
Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co. 





Cramer Posture Chair Co. 
Domore Chair Co. 

General Fireproofing Co. 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp. 
Harter Corp., The 

High Pt. Bending & Chair Co 
Imperial Leather Furniture Co 
Indiana Chair Co 

Jasper Chair Co 

Johnson Chair Co 

King Posture Chair Co 
Metal Office Furniture Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co. 
Ohio Chair Co. 

Riteform Chair Co. 

Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co 

Wells Chair Corp. 

Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co. 
dagper Chair Co 
Wells Chair Corp. 

Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., Co 

Cheekwriters, Used 
Office Equipment Corp 

Clipboards 
(See Arch & Clipboard Files) 

Coin Bags, Trays, Wrappers 
Amer. Passbook Co 
Downey, C. L., & Co. 

Continuous Forms 
Hano, Philip, Co 

Copyholders 
Acco Products, Inc 
Bankers Box Co. 

Int'l Office Appliances Inc 
Rite-Line Corp. 

Correspondence Trays 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co. 

General Fireprooting Co. 
Globe-Wernicke Co. 

Haskell, Inc 

Imperial Methods Co, 

Metal Office Furniture Co 
Peerless Steel Equipment <o 
Security Steel Equipment Co, 
Sengbusch S-C Inkstand Co. 
Service Products Div 
Shaw-Walker Co 

Valeo Co. 

Weis Mfg. Co. 

Wells Chair Corp 

Yawman & Erbe Mfg. Co 

Costumers 
Glaro Machine Products 
Globe-Wernicke Co. 

La Salle Products Co, 

Metal Office Furniture Co. 
Peerless Steel Equipment Co. 
Royal Metal Mfg. Co. 
Security Steel Equipment Co 
Valeo Co. 

Wells Chair Corp. 

Covers, Loose Leaf 
Smead Mfg. Co. 

Crayons 
Tweeten Fibre Co., Inc 

Dating Stamps 
Bates Mfg. Co. 

Force, William A., Co 

Fulton Marking Equipment Co 
Rivet-O Mfg. Co, 

Stewart, Rh. A., & Co. 

Desk Lamps 
General Lamps Mfg. Corp 
Glaro Machine Products 
Industrial Lamps Corp. 
Wells Chair Corp. 

Desk Name Plates 
Acme Bulletin Co. 

Acme Products Co. 
Force, William A., Co 
Heyer Corp., The 

Desk Pads & Tops 
Chicago Desk Pad Co 
Wilson Jones Co 

Desk Pen & Ink Sets 
Chatham Mfg. Co 
Esterbrook Pen Co 
Sengbusch S-C Inkstand Co 

Desk Side Files 

Amberg Vile & Index Co 
Art Steel Sales Corp 
Cole Steel Equipment Co. 
Farber, Lou H., Co 
Yawman & Erbe Mfg. Co. 

Desk Trays 
(See Correspondence Trays) 

Desk Work Distributors 
Advanco Products Diy. ASI 
Art Steel Sales Corp. 
Globe-Wernicke Co. 

Lyon Metal Products, Ine 
Victor Safe & Equipment Co 
Wilson Jones Co. 

Desks 
Alma Desk Co 
Art Metal Construction Co 
Art Steel Sales Corp. 
Bentson Mfg. Co. 
Browne-Morse Co. 
Columbia Steel Equipment Co 


For the benefit of the subscribers the line 
advertised in this issue are here classified 
Many of the requirements of the modern busi 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Corry-Jamestown Mfg. Corp 
Farber, Lou H., Co, 

G. BR. Products Inc. 

General Fireproofing Co 
Globe-Wernicke Co. 

Haskell, Ine 

Hillside Metal Products Ine 
Imperial Desk Co 

Indiana Desk Ce. 

Jasper Desk Co 

Jasper Office Furniture Co. 
Lehigh Desk Co., In 

Metal Office Furniture Co 
Morval Corp 

Myrtle Desk Co. 

Orna Metal Ine. 

Peerless Steel Equipment Co 
Security Steel Equipment Co 
Victor Safe & Equipment Co. 
Wells Chair Corp. 

Worden Co., The 

Yawman & Erbe Mfg. Co 

Diaries 
(See Memo Books) 

Dictating Machines, Used 
Amer. Dictating Machine Co 
Int'l Office Appliances Inc. 
Shipman-Ward Mfg. Co 

Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp 
Haskell, Ine. 

Drafting Tables 
Stacor Equipment Corp 

Drills, Paper 
Smead Mfg. Co. 

Duplicating Machines & Supplies 
Ace Duplicating Supply Co.. Ine. 
Amer. Stencil Mfg. Co 
Ames Supply Co. 

Avery Adhesive Label Corp 
Bohn Duplicator Corp 
Buckeye Ribbon & Carbon Co, 
Codo Mfg. Corp. 

Duplicopy Co. 

Harding, Milo, Co 

Heyer Corp. 

Ink Specialties Co., Inc 
Manifold Supplies Co. 

Old Town Corp. 
Peerless-Imperial Co., Inc. 
Print-O-Matie Co., The 

tose Ribbon & Carbon Mfg. Co. 
Smith-Corona, Ine. 
Speed-Q-Print Corp 
Technygraph Co., The 

Victor Safe & Equipment Co, 
Wolber Dupl. & Supply Co 

Duplicating Stencil Files 
Atlas Stencil Files Corp. 
Halverson Specialty Sales 

Envelope Openers 
MacKenzie, Arnold, Inc. 

Envelopes 
Justrite Envelope Mfg. Co. 
Northern States Envelope Co. 
Quality Park Envelope Co, 
Wilson Jones Co, 

Envelopes, Plastic 
Aigner, G. J., Co 
Aigner Index Co. of N. Y. 
Markilo Co. 

Smead Mfg. Co. 

Erasers, Rubber 
Ames Supply Co 
Roberts, Weldon, Rubber Co. 

Expense Books 
Beach Publishing Co 
Boorum & Pease Co 

Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 

Rivet-O Mfg. Co. 

File Boxes, Fibre Collapsible 
Bankers Box Co, 
Globe-Wernicke Co. 

Guide System & Supply Co. 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co. 
Meilink Steel Safe Co 
Mosler Safe Co. 
Shaw-Walker Co. 

Victor Safe & Equipment Co 

Filing Cabinets, Metal 
Advanco Products Div, ASB 
All-Steel Equipment Ine. 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Bentson Mfg. Co., The 
Browne-Morse Co. 

Cole Steel Equipment Co 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Farber, Lou H., Co 

General Firepreofing Co 
Globe-Wernicke Co. 
Guardsman Safe Co. 

Hillside Metal Products Inc. 
H-O-N Co. 

Invincible Metal Furn. Co. 
Metal Office Furniture Co. 
Parker Steel Products Co. 
Peerless Steel Equipment Co. 
Remington Rand Inc. 
Security Steel Equipment Co. 
Shaw-Walker Co. 

Victor Safe & Equipment Co. 
Watson Mfg. Co. 

Weis Mfg. Co, 

Yawman & Erbe Mfg. Co. 


(Continued on page 6) 
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Filing Cabinets, Wood 
Globe-Wernicke Co. 
Imperial Methods Co 
Weis Mfg. Co. 

Wells Chair Corp. 

Filing Supplies 
Acco Products, 

Advanco Prodiicts Div. ASB 
Aigner, G. 

Aigner Index a ‘of N 
Amberg File & Index Co 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Barkley, C. L., & Co 
Browne- Morse Co. 

Corry -Jamestown ae: Corp 
Farber, Lou H., 

Guide System & ats Co 
Imperial Methods Co. 
Justrite Envelope Mfg. Co 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products Co 
Quality Park Envelope Co 
Security Steel Equipment Co 
Shaw-Walker Co. 

Victor Safe & Equipment Co 
Warshaw Mfg. Co. 

Weis Mfg. Co 

Yawman & Erbe Mfg. Co 

Finger Grip Cream 
Lee Products Co. 

Fountain Pens (incl. Ball Pt.) 
All-Rite Pen Inc. 
Esterbrook Pen Co 

Gathering Racks 
Evans Specialty Co. 

Gummed Cloth Rings 
Aigner Index Ce. of N. Y¥ 
Reyburn Mfg. Co., Inc. 
Warshaw Mfg. Co 

Gummed Tape & Sealing Machines 
Reyburn Mfg. Co., Inc 

Hardware, Office Desk 
National Lock Co. 

Honor Rolls 
Acme Bulletin Co. 

Index Card Signals 
(See Signals, Index Card) 

Index Tabs 
Aigner, G. J., Co. 

Aigner Index ‘Co. of N. 
Amberg File & Index Co 
Barkhkey, C. L., & Co. 

Elbe File & Binder Co., Inc 
Globe-Wernicke Co. 

traff, George B., & Co 
Guide System & Supply Co 
Markilo Co. 

Master-Craft Corp 

Reyburn Mfg. Co., Inc 
Shaw-Walker Co. 

Sheppard, C. E., Co 

Victor Safe & Equipment Co 
Warshaw Mfg. Co. 

Inks, Adhesives, ete. 

Fulton Marking Equipment Co 
Ink Specialties Co., Inc 
Marsh Stencil Machine Co 
Rivet-O Mfg. Co. 

inkstands 
Cushman & Denison Mfg. Co 
Sengbusch S-C Inkstand Co. 

Labels 
Imperial Methods Co. 

Oxford Filing Supply ¢ 
Reyburra Mfg. Co., Ine 
Smead Mfg. Co 
Warshaw Mfg. Co. 
Weis Mfg. Co. 
Wells Chair Corp 
Labels, Pressure Sensitive 
Avery Adhesive Label Corp 
Ladders, Library Store & Vault 
Card, D. R., Co. 
Cotterman, I. D. 
Leather Goods 
Bristol Mfg. Co. 
Chicago Saddlery Co 
Letter Trays 
(See Correspondence Trays) 
Library Equipment 
All-Steel Equipment Inc 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Co 
Lockers & Storage Cabinets 

All-Steel Equipment Inc 

Art Metal Constructien Co. 
Browne-Morse Co 

Cline, K. F., Co., Inc. 

Globe-Wernicke Co. 

Invincible Metal Furniture Co 

Lyon Metal Products, Inc 

Parker Steel Products. Inc 

Security Steel Equipment Co. 

Shaw-Walker Co. 

Steel Service Mfg. Co 

Supreme Steel Products, Inc. 

Yawman & Erbe Mfg. Co 

Loose Leaf Books P Devices 
Aigner, G. J., 

Aigner Index my of N. Y 
Amberg File & Index Co. 

Boorum & Pease Co 

Elbe File & Binder Co., Inc 

Free Hand Binder Co. 

Master-Craft Corp 

National Blank Book Co 

Neiman Loose Lf. & Badry. Cx 

Sheppard, C. E., Co. 

Loose Leaf Metals 

Elbe File & Binder Co.. Inc 

National Blark Book Co 

Sheppard, C. E., 

Wilson Jones Co 

Loose Leaf Sheet Covers, Plastic 

Aigner, G. J., Co 

Aigner Index Co. of N. Y. 

Amberg File & Index Co 

Neiman Loose Lf. & Bdry. Co 

Loose Leaf Tray Binders 

National Blank Book Co 
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Sheppar ( EK ( 


Wilson Jones ‘ 
Mail Otetetauters 


Adva D 

Art Steel Sales Corp 

( e- We - Co 

\ r Sa juipment 
Manifold Books & ‘Business Forms 

Hano, Philip, Cc 
Map Tacks 

Graff. G B ( 


Marking Devices 
Force, William A., Co 
Marst Machine ¢ 
rweeten Fit ( In 
Marking Pens “Laundry 





Ste 





ASB 


i) 


Taubman, Samu & Co 
Matehed Office Suites 
Indiana Desk ¢ 
Morval ¢ 
Memorandum. Books 
Boorum & P e Co 
Ennis Tag & Salesbook Cx 
Master-Craft Corp 
National Blank Book Cx 
Wilson Jones ( 
Memorandum Devices 
Bates Mfg. Co 


Currier Mfg. ¢ 
— Tape 
rn Mfg. Co., Inc 


Me ital Badges, Cheeks, Tokens 


Dayton Stencil Works 
Moisteners 

Rivet-O Mfg. Co 

Sengbusch S-C Inkstand 
Numbering Meshiaes 

Bates fg 

Force. W m A., Co 

Stewart, R. A & Co 


Office Furniture Sectional Units 


Co 


nt ¢ 


s 


Art Stee Sales Cor 

( » Steel Equipme 

G. R. Pr ict ne 

Globe-Wernicke ¢ 

Peerless Steel Equipment Cx 
Office Partitions & Railing 

Globe-Wernicke Co 

Watson Mfg. Co., Inc 


Office Printing Outfits 
Force, William A., Co 
Fu Marking Equipm 

Pads, Figuring 


Esterbrook Pen Cx 
Paper Clips 
Cushman & Denison Mfg 
Noesting Pin Ticket ( 
Oakville ¢ Div. Scovill 
Pittsburgh Cut Wire Co 
Mfg 


Vail g. ¢ 
Paper Fasteners and Washers 


Oakville ¢ Di Scovill 


Paper Fastening Machines 
Ace Fastener Cort 
Arrow Fastener Co., Inc 
Bates Mfg. Co 
Markwell Mfg. C« 





Victor Safe & Equipment Co 
Parcel Pest a Pestal Seales 
Hanson Sca ( 
Paste 
See Ink Adhesives, etc.) 
Pen & Ink Sets 
See Desk Pen & Ink Sets) 
Pen & Pencil Desk Clippers 
Rowley’s Office Equipment C< 
Peneil Sharpeners 
Elward Mfg. Co 
Pencil Sharpeners, Electric 
Stile-Craft Mfrs. Ine 
Pencils, Mechanical 
Esterb k Pen Co., The 
Tweeten Fibre Co., In 
Pens, Steel 
Esterbrook Pen ¢ The 
Sengbusch S-C Inkstand C¢ 
Pins & Pin Containers 
Noesting Pin Ticket Cc 
Oakville ¢ D Se I! 
Vail Mfg. ¢ 
Platens, LL aah etc 
hipman-Ward Mfg. C 
Polish & Cleaner 
Posting Trays - Stands 
Loose Leaf Tray Binders 
Prese atetion Covers 
berg File & Index Co 
File & Binder ¢ Inc 
Smead Mfg. Co 
Price & Sign Markers 
Fore Williar \ Co 
Fulton Marking Equipment Co 
Stewart, R. A., & ¢ 
Publications 
Office At ance 
O. A. Buyers Index 
Punches 
Acco P In 
\ r x Cx YN. Y¥ 
Ra S Mfg f 
Boorum & Pease ( 
Wernicke Co 
H mn & Pettis Mfg. ( 
Natior Blank Book Cx 
S nd Mf ( 
Wilson J Cc 
ee and Cartons 
ed Carbon & Ribbon Mf 
ar r. Stencil Mfg. Co 
am Sens ( 
Buck R & Carbon Cc 
) Mf ( 
Cor R n & Cart 
Mar s Co 
Oo} I ‘ r 
P Im Co., Ir 


0 


Regal Typewriter 

Remington Rand = 

Rose Ribbon & Carbon Mfg. Co 
Royal Typewriter ¢ 
Shipman-Ward Mfg. Ce 

Storms, H. M., Co 


Underwood Corp 

U. S. Carbon & Ribbon Mfg. Co 
Webster, F. 8., ¢ 

Write Ine 


Rubber Bands 
Bankers & Merchants, Ine 
Roberts, Weldon, Rubber Co 
Rubber Stamps 
Bankers & Merchants, dnc 
Rubber Type 
Force, William A., ¢ 
Stewart, R. A., & ¢ 
Rulers, Transparent 
C-Thru Ruler C« 





Art Metal Cor ucti ce 
Brush-Punnett ¢ 

( Steel Equipmer ( 
General Fireproofing ¢ 
Guardsman- Valentine, Inc 
Herring -Hall tom Safe Ce 
Invincible Met ! cr 
Meilink Steel Safe ( 

Mosler Safe ¢ 


Remington Rand In 
Schwab Safe Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Sales Books 
Ennis Tag & Salesbook Co 
Salesmen Wanted 
3¢ x N-95 
x N-96 
Sand Urns 
Glaro Machine Prod 
alco Co 
Scales, Postal 
Hanson Scale ¢ 


Scrapbooks 


Elbe File & Binder Co., Ine 
Globe-Wernicke ¢ 
Weis Mfg. ¢ 
Wilson Jones Co 
Shelving 


All-Steel Equipment Ir 
Bankers Box Co 

Borroughs Mfg. ¢ 
Browne-Morse Co 

Cline, K. F., Ce Ine 
Corry-Jamestown Mfg. Corp 
Estey Metal Products Inc 


Lyon Metal Products Inc 
N auer Mfg. ¢ 
Supreme Steel Products, Inc 


Signals, index Cards 
Ennis Tag & Salesbook Co 
George B., C¢ 
Victor Safe & Equipment Co 
Signs, Changeable Letter 
Acme Bulletin ¢ 
Davenport, A. ¢ & Sor 
Smoking Stands, Office 
Glaro Machine Produ 
La Salle Product 
Royal Metal Mfg. Co 
Smo-King Product 
Valeo Co. 
Wells Chair C 
Sorting Devices 
Amberg File & Index ¢ 








Graff 


Art Steel Sales Corp 

Assoc. Industrial Designers 
Currier Mfg. Co 

Yawman & Erbe Mfg. ¢ 


Spindle Files 
Wells Chair Cort 
Stamp Pads 
Bates Mfg. C« 
Force, William A or 
Fulton Marking Equipment Co 
Rivet-O Mfg. C« 
Stewart, R. A., & Co 
Stands for Office Machines 
All-Steel Equipment Inc 
Ames Supply Co 


Art Steel Sales Cort 
Cole Steel Equipment Cx 
Farber, Lou H.. ¢ 
General Fireproofir ( 
Harter Corp 

H-O-N Co. 


ilink Steel Safe ¢ 

Midwest Metal Mfg. Co 
Security Steel Equipment Co 
Sherman-Manson Mfg. (Cc 
Shinman-Ward Mfg. C« 
Tiffany Stand ¢ 
Wells Chair Corp 

— Extractors 

Fastener ( if 

Staples & Stapling \ saeemenns 
Ace Fastener ( 
Arrow Fastener Cx In 
Bates Mfg. C 
Markwell Mfg. (« 
Vail Mfg. ¢ 
Wilson Jones ¢ 

Stationery Racks 


Halverson Special Sales 
Stercils, arene 
Dayton Stencil Work 


Ste nographers’ * Notebooks 
Ennis Tag & Salesbook Cs 
National Blank Book Cc 

Stools 
Harter Corp., The 
Metal Office Furniture Co 
Roval Met Mie. ¢ 
Wells Chair Cory 

Storage Cabirets 


Art Steel Sales Cort 
Storage and Transfer Cases 
] qu vent Inc 
& Ind x Co 
nstruction ¢ 





Cole Steel Equipment Cx 
Columbia Steel Equipment Co 
Convoy Inc 

Corry-Jamestown Mfg. Corp 
Dolin Metal Products, Inc 





General Fireproofing C« 
Globe-Wernicke (C<« 

Guide System & Sup ‘ 
H g~-Hall-Marvir e ( 
H-O-N Cr 


Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
lucts 


Parker Steel 











Peerless Steel Equi nt Co 
Pronto File Corp 
Security Steel Equipment Co 


Shaw-Walker Co. 

Weis Mfg. Co 

Yawman & Erbe Mfg. ¢ 
Store Fixtures & Equipment 

All-Steel Equipment Ine 
Strong Boxes, Fire Protected 

Art 


Steel Sales Corp 


Herring-Hall-Marvin Safe Ce 

Meilink Steel Safe Cx 

Victor Safe & Equipment Co 
Tables 

Art Metal Construction Co 


Art Steel Sales Corp 

Browne- Morse Co 

Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Farber, Lou H., Co 


Globe-Wernicke C« 
Haskel Ine 

Jasper Table Co., Inc 

I n Metal Products, In 


Metal Office Furniture ¢ 
Morval Corp 


Peerle Steel Equipment Co 
Royal Metal Mfg. C« 
Security Steel Equipment Cx 





Shaw-Walker Co 

Victor Safe & Equipment ( 

Wells Chair Corp. 

Yawman & Erbe Mfg. ¢ 
Tables, Folding 

Ad lack Chair Co 

Midwest Folding Product 
Tablets & Pads 

fohawk Tablet Co 
Valetating & Statistic Machines 

Bur ghs Corp 

Remington Rand Ir 


Tags 
Ennis Tag & Salesbook Co 
Reyburn Mfg. Co., Inc 
Tape, Pressure Sensitive 
Avery Adhesive Label Cort 


Telephone Accessories 
Art Steel Sales Cort 
Bates Mfg. Co 
Elbe File & Binder ¢ Im 
Glidex Corp 
Marval Mfg. Co 
Rest-A-Phone ¢ 
Victor Safe & Equipment C« 

Thumb Tacks 
Graff. George B., ¢ 
N Pin Ticket ¢ 


Oakville Co. Div. 8 

Vail Mfg. Co 
Tieket Holders 

\ G. J ( 

Aigner Index Co. of N.Y 

Smead Mfg. Ce 
Trimming Boards 

PI Materials C« 
Type, Typewriter 

I Supply Ce 


Shipman-Ward Mfg. Co 

oa Cleaning Materials 
s Supply Co 

‘ linell Corp 

Norta Distributing ¢ 

Regal Typewriter Cc 

Rivet-O Mfg. Co 

Roger ws eee 

man-Ward Mfg. ¢ 

we r, F. 8., ¢ 
neue Covers 

Shipman-Ward Mfg. ¢ 
Typewriter Cushion Bases & Knobs 

Amer. Hair & Felt C 

Ames Supply Co 

Peerless-Imperial ¢ Ir 

Ship n-Ward Mfg. C« 
Speed Key Corp 
Typewriter Cushion Keys 

Ames Supply Co 

Shipman-Ward Mfg. ¢ 
Typewriter Parts & Tools 

Ar Sunply Co 

Shipman-Ward Mfg. ¢ 
Typewr. Pedestal Desk Mechanisms 

Ser Co., The 
Typewriters, Mfrs. of 

\ an, RB. C tusiness Machines 








Remington Rand Ir 

Re Typewriter ¢ Ine 

Smith-Corona, Ir 

1 lerwood Cort 
Typewriters, Rebuilt & — 

Int Office Appliances 

Regal Typewriter 

~ man-Ward Mfg. ¢ 


Upholstered Furniture 
Rr 





Gra ‘ 
Huntingt 
Imt 
Ta Seating Co 
Niemann Ine 
R Metal Mfg. ¢ 
Stationers Mfg. C« 
Wel Chair Corp 
Upholstering Sunes Supports 
Flex-O-Lat 
Upholstery Materials 
B » Products Sales 
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ants & For Sale 








EXECUTIVES AVAILABLE 


RE ¥ TIVE POSITION with aggressive and growing firm. Have thor- 
’ f all phases of operation of office equipment business 

twenty years’ experience. Am particularly qualified to 

and personnel problems, directing activities of em- 


y } i merchandising. If you are wanting to retire, | can man- 
4 for you. Box A-!21, care Office Appliances, Chicago 6. 


SALESMEN AVAILABLE 





ITSIDE SALESMAN FOR RETAIL STORE familiar with leading brands of 
snd supplies; seven years’ experience. Prefer Midwest or 
Top references. Box A 122, care Office Appliances, Chi- 


OFFICE MACHINE MECHANICS AVAILABLE 
ai MA NE MECHANIC, factory trained, twenty years’ experience 
fice machines. Now located Atlantic Seaboard—may con 
References. Box A-127, care Office Appliances, Chicago 6. 


EXECUTIVES WANTED 


Machine and Equipment Dealer on the Pacific Coast 
He ¥ 1 office supply or office machine salesman good position or 
i climate. Write N-97, care Office Appliances, Chi- 


SALESMEN WANTED 


ED MANUFACTURER of carbon paper and ribbons, located 


W k pening for salesman, covering greater New York area, 
tan. Must have dealer contacts or considerable consumer 
ta 1 information and performance records, essential. State 
ent. Box N-98 are Office Appliances, 100 East 42nd 
7 N.Y. 


MAN WANTED—Old Established manufacturer of Expanding Portfolios 

seeks full-time representative to call on stationery and 

the Carolinas, Ga., Fla., Ala., Miss., La. and Eastern 

ex Xf and bonus. Must be willing to travel extensively. 
Box N-9 fice Appliances, Chicago 6 


MAN WANTED—ONE OF THE BIG SIX in steel office furniture indus- 
3 three travelers. Age 30-40. Willingness to travel and 
ears’ experience in selling Shaw-Walker, G.F. or Globe for 

ranch essential. Box N-99, care Office Appliances, Chi- 


MENT AND SUPPLY FIRM located in growing Spokane area 
portunity for resourceful, able salesman with proven sales 

Downtown location, plenty of territory. Give complete 
x N-100, care Office Appliances, Chicago 6. 


CASE COMPANY, weil known and highly regarded by 
snd department stores for its complete line of fine 
everal territories open. Write E. R. Manning, 512 S. 


MEN NOW ALLING on stationery trade who wish to add a well- 
} pplies line. Manufacturer of excellent reputation, Sev- 
throughout the country. State territory desired. Write 


Box N fice Appliances, Chicago 6 


OFFICE MACHINE MECHANICS WANTED 


ERV MEN—Adding Machine, Typewriter and Calculators; also Cash 
Reg tarting salary $100.00 a week with unlimited advancement to 
’ bility. Burgauer Business Machine Co., 109 W. Jackson St., 


The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 





TYPEWRITER AND ADDING MACHINE MECHANIC to Service popular 
makes. Must be competent, to take charge of service department. Attractive 
salary plus commission. Same location 27 years. Rex Typewriter Co., 207 
Mass. Ave., Indianapolis, Ind 





WANTED—EXPERIENCED UNDERWOOD Standard and Electric repairman 
permanent position, well established. Must be reliable, sober. Underwood 
Agt. located in North Carolina. Box N-I0!, care Office Appliances, Chi- 
cago 6. 





WANTED—Experienced typewriter mechanic capable of operating shop and 
taking care of customers. Good proposition to right party. Box N-102, care 
Office Appliances, Chicago 6. 





WANTED OFFICE MACHINE MECHANIC capable taking charge service de- 
partment. Have Smith-Corona, Victor, Friden, Rex Rotary and Rex Recorder 
franchises. Experienced office machine men recently organized. Write or 
wire Office Equipment Corp., 418 Boyd Bldg., Cheyenne, Wyoming. 





SALES REPRESENTATIVES AVAILABLE 





FOR THE PAST 25 YEARS have been covering West Texas, New Mexico, and 
Arizona. Can serve as direct factory distributor and jobber in all or part of 
this territory. Line need not be confined to office supplies but must have 
essential repeat business and require stock service from El Paso. Office 
Supply Co., 214 E. Yandell Bivd., El Paso, Texas 





NEW MANUFACTURER'S REPRESENTATIVE wants exclusive distributorship for 
Office Equipment and Supplies lines for Kentucky and Tennessee. 7 years sell- 
ing experience same territory and lines. Box A-123, care Office Appliances, 
Chicago 6. 





DISTRIBUTOR, CONTACTING COMMERCIAL STATIONERS and co-related 
merchandisers. Desires to add more established lines exclusively by us for 
the entire state of Florida. Box A-124, care Office Appliances, Chicago 6. 





EIGHTEEN YEARS EXPERIENCED Retail and Manufacturing, desires lines of 
major importance or potential for Penna., Ohio, W. Va., as manufacturers’ 
representative. Box A-125, care Office Appliances, Chicago 6. 





MANUFACTURERS’ REPRESENTATIVE covering California and Southwestern 
States can handle one additional stationery line, preferably having repeat 
possibilities. Complete coverage of small town retail outlets. Box A-126, 
care Office Appliances, Chicago 6 





JOBBER ITEMS WANTED—Smallier office supply items and supplies wanted to 
distribute along with the Print-O-Matic machines and supplies in Minnesota, 
Dakotas and surrounding territory. Donald F. Rossin Co., 423 So. 5th St., 
Minneapolis 15, Minn. 





SALES REPRESENTATIVES WANTED 





Sales Representatives for leading manufacturer of steel office and factory 
equipment. Fine quality line. Exclusive territories available to qualified men. 
Write stating background and references. Box N-103, care of Office Appli- 
ances, 100 East 42nd Street, New York 17, N.Y. 





MANUFACTURER OF HIGH GRADE CARBON PAPER and typewriter ribbons 
wants sales representation in key cities, full or part time. High commissions. 
Sinclair Carbon & Ribbon Corp., 55 Nassau Avenue, Brooklyn, N. Y. 





COMMISSION MEN WANTED for Ohio, Michigan and Indiana to sell Office 
Plastic Chair Mats, Black Boards, Linoleum, Bulletin Boards, Desk Pads, Chair 
Cushions and Clip Boards. Geo. E. Fox & Co., 1051 N. Throop Street, Chi- 
cago 22. 





WANTS AND FOR SALE, Continued on page 8 





(Continued from page 6) Art Steel Sales Corp. 

Vault Steps Boorum & Pease Co. 
Cottern ID Globe-Wernicke Co. 

Visible Systems Equipment Master-Craft Corp. 


Aigner, G National Blank Book Co, 
Aigner Index Co. "a N.Y. Remington Rand Inc. 
Art Metal Construction Co. Shaw-Walker Co, 
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Sheppard, C. General Fireproofing Co. 

Victor Safe & ‘odeneet Co. Globe-Wernicke Co. 

Wilson Jones Co. vee y Ine. 

Yawman & Erbe Mfg. Co. Metal Office Furniture Co. 
Waste Baskets Security Steel Equipment Co. 

Art Steel Sales Corp. Shaw-Walker Co. 


Wells Chair ty 








WANTS AND FOR SALE, Continued from page 7 FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











HERE 1S SOMETHING YOU CAN SE ' ” st ($8 
list) Fatigue Reducer desk stand { , ptomet 
Totally unlike anything on the 

work by eliminating wrist strair 





tionery, office supply and AN 5 node E Yi kee | ) 

to Airline Manufacturing Compa & M M 0,000 f 6 M 

SMALL REPEAT OFFICE SUPPLY , } } tar TT-F i1ER AN JNDSTRANL[ npt t Burroughs 

Good DOOR OPENER that be REF B N-104 f ff j Ma t_ Monroe Calculator { at typewriter Adding 

Appliances, Chicago 6 hine , ff machines bought ted t. Teeter-Warst 
849 N t Milw kee 3, W 








LARGE LOOSE-LEAF MANUFACTURER 14 YEAR ; ae HS BOOKKEEPING MACHINES. All Mod ae ee a 





Representatives. Cor n t A t t peer Ls bf er R f ‘ 

sired, etc. Box 951, Fall River, M 6 W Dets + 26 M g a it 

SEVERAL TERRITORIES NOW Availat é f bulletir WANTEL ALL MAKES calculators a tate ske ode 
9c to $ ? reta F é jeta ‘ numbe 1 adding apacit sal Ar ance | 


boards for home ‘'pin-up" use. 89 : : 
first letter.* Box N-105 are Office A i 326 Broadway, New York 7. N.Y. 











WANTEL B J bookkeeping s, Mod A, C and D 
MIDDLE WEST manufacturer rf f f t with exclu J re t number erial z¢ ) ye and whett f + fee e 
sive, new features designed to s k turer epre ick feed f ; ffice Appliar 326 Broadw New York 7 
tatives for the Southwest, Southeast M West ft t Men wit N 
dealer contacts will find substant f ' f + ome eas =e 
Box N-106, care Office Apr 

KK h + KINS. £ F Rerr } 4 3 Ma 
f Stat 8 
SALES REPRESENTATIVES WANTE t { é f Ste ind we W te highest cash pr f Apr 
M iN f 326 5 Yv New York 7, N.Y. 





Office Furniture and Equipment in the West, Mid-West tm and New Eng eaceieieticeiandesiiedicadetiamaiad 
land areas. Protected territories, | r h r ff 
Appliances, 100 East 42d St., roon New York , — . 

PP ; ASH FOR NIAGARA BX2M and A. B. Dick 90 Mimeographs and late mode 








SALES REPRESENTATIVES WANTED ¢ tact J work with tt 
men for profitable line of portat ' ' Jur + snd 
plies on commission basis. Apply to RoN n. Ad Mact 

pany, Inc., 145 West 57th Street. N 


ASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers, Mimeograph, Ad 
ters Presses. A we trade and Mette f 





RETAIL BUSINESS FOR SALE pment, t ; 1. W. J. Crowley pa y, 706-908 N. Water 





OFFICE SUPPLY & FURNITURE 


franchised lines. Gross over $150.0 N ’ t D¢ f R SALE B'' R rd late style Frame snd Tra Pan Amer 
ventory plus fixtures. Would t t fied part ff Ma 247 S. Olive St Angeles, Ca 


Box N-108, care Office Appliances Se Ee 


























R A 3 o WwW > 
? srk s. Eat ota P 
WANTED—LIVE STATIONER whos bit fits} e+ , schiainapeiiabieastiiteinaiictatemeatiseabindet 
take over business grossing $35,000—f $10 fast arowina ; ' 
suburb of Chicago. Business w t ty cee dill . WANTED—B } N.C.R, Bookkeer i 8B ) s ; 
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O4's Press-“Sime Bulletin 


Late and Important News for Our Readers 





FIRST U.S. SHOWROOM: The Olivetti Sales Corporation opened a Chicago showroom, its 
first in the United States, at 230 N. Michigan Ave., on December 7. Dino 
Olivetti, president of the Olivetti Corporation of America, was present 
for the opening to assist John P. Berg, Great Lakes. division manager. 
Opening of the Chicago office marked the introduction in that area of 
the Olivetti Lettera 22 portable typewriter. 


HIGH POINT BENDING 50 YEARS OLD: Among the firms in this industry which are ob- 
serving 50-year anniversaries in 1954 along with Office Appliances is 
the High Point Bending & Chair Company of Siler City, N.C. A 50th anni- 
versary catalog will come off the presses soon. Operating the business 
are two sons of the founder—F. J. Boling, president, and J. K. Boling, 
vice-president. Other officers are K. G. Clapp, treasurer, and H. E. 
Stout, secretary. 


APPOINT OAKVILLE REPRESENTATIVE: The Oakville Company Division, Scovill Manufac- 
turing Company, manufacturers of a line of paper fastening devices, has 
announced the appointment of Clarence Balliett as its representative 
in the states of Illinois, Wisconsin and Minnesota. Mr. Balliett suc- 
ceeds Neilan N. Short of Harry L. Short & Son, who recently relinquished 
the Oakville line in this territory because of the lack of time to carry 
out his extensive responsibilities. Mr. Balliett is maintaining head- 
quarters at 10 S. LaSalle St., Chicago 3, Ill. 


NATIONAL VULCANIZED FIBRE IN EXPANSION: A broad new plan for enlargement of man- 
ufacturing facilities and product development at the National Vulcan- 
ized Fibre Company, Wilmington, Del., has been announced by E. R. Perry, 
president. A new development and research department will be devoted to 
improvement of company products. In the offing, too, is a half-million- 
dollar building and facilities expansion project at the company's Phen- 
olite plant in Kennett Square, Pa. 


CHICAGO FIRM NAMES VICE-PRESIDENTS: Three new vice-presidents have been named by 
Office Equipment Company of Chicago, according to Harlow Mace, presi- 
dent. They are Anthony I. Onofrio, B. T. Schiek and Gerald L. Hall. 


SCRIPTO TO HOST CREDIT EXECUTIVES: Credit executives associated with manufactur- 
ers selling stationery, office and school supplies, office furniture 
and allied lines are interested in the 27th annual credit conference to 
be held at Hotel Henry Grady in Atlanta, Ga., April 21-23. Scripto, Inc., 
will be host. The conference will be under the direction of national 
chairman A. Roach of Scripto, Inc., assisted by two vice chairmen, Carl 
J. Michaels of Lakeside Central Company, Chicago, representing the West, 
and Kenneth V. Smith of Eberhard Faber Pencil Company, representing the 
East. 


FURNITURE EXECUTIVE DIES: James A. Wallace, general manager, Jasper Office Fur- 
niture Company, Jasper, Ind., passed away on Wednesday, December 16. A 
well known figure in the furniture industry, Mr. Wallace was active in 
the affairs of the Wood Office Furniture Institute and other furniture 
groups. More details concerning his career will be published next month. 


SALESMENS SPRING MARKET: All stationers, office supply, office furniture and 
equipment, book and gift dealers in Kansas, Missouri, Iowa and Nebraska 
have been invited to attend the annual salesmen's spring market dis- 
plays at the Town House Hotel, 7th and State Ave., Kansas City, Kans. 
Displays open at 10 a.m. Sunday, January 24, and continue until 5:30 
p.m. Monday, January 25. The annual banquet and entertainment will be 
held Monday evening at 7 p.m. Space reservations are to be made by De- 
cember 30 with W. F. Cromwell, R. R. #10, Kansas City 16, Mo. Kansas City 
Book Dealers Association is meeting at the Town House on January 25. 
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@ Fair Trade Strengthened. Proponents of fair trade 
laws have been cheered by court decisions handed 
down recently. When the Fifth U.S. Circuit Court of 
Appeals upheld the constitutionality of the Louisi- 
ana Fair Trade Trade Act in the celebrated case of 
Eli Lilly & Company vs. Schwegmann Bros. it marked 
the 18th time that the highest courts of the states and 


of the nation have upheld fair trade’s constitution- 
ality. 
“Fair trade is once again on a firm constitutional 


says agai 3 Mermey, 
on Fair Trade. 


basis in the United States, 
director of the Bureau of Edi ucatio 


@ Not Wholesalers. Retailers of this i ndustry have 
been advised by NSOEA that in wth 4 to a 
Census Bureau “wholesale tr xde" questionnaire 
they should attach to the completed form “a state- 
ment that the company is engaged in the retail sales 
of office equipment and office supplies and that the 
company is not engaged in the wholesale trade as 
this term is generally understood.” 


@ Recognition of Growth. American Business maga 
zine in commenting on the National Business Show, 
held recently in New York City, says this exposition 
“gave some idea of the phenomenal growth of the 
office machine and equipment industry. In 1940, 
sales of the top companies were less than $300 mil- 
lion. In 1952, sales were boosted five times to more 
than $1.5 billion. The estimate for 1953 puts the gross 
income at over $2 billion, placing the industry 
among the 10 leading produc icers in the nation, More 
than 230 leading manufacturers displayed their 
products at the show.” 


@ Excise Tax Argument. James V. Carmichael, pres- 
ident of Scripto, Inc., has concisely stated his oppo- 
sition to the excise tax applicable to fountain pen 
and mechanical pencil products. Writing to Repre 
sentative A. Sidney Camp, a member of the House 
Ways and Means Committee from the State of Geor 
gia, Mr. Carmichael said in part: 

“What we are asking is that a termination or ex 
piration date be fixed for the excise tax applicable 
to our products. While many excise tax laws carry 
a termination or expiration date there is no such 
date fixed for the excise tax on functional fountain 
pens, ball point pens and mechanical pencils. We 
hope that your committee will see fit to fix this date 
at the earliest possible time so as to give what we 
consider is a much needed and much deserved re- 
lief. 

“The tax is clearly discriminatory, because it, sin- 
gles us out and levies no tax on our competition— 
the wood-cased pencil, dir t id clutch type pen- 
cils. It puts us at a great disadvantac je in meeting 
competition from these other writing instruments. 
The tax is further discriminatory, because our prod- 
uct is one used by the white collar workers in mak 
ing their livings, and by the school « 1ildren of Amer- 
ica, and is just as much a tool of | the trade as the 
carpenter’s hammer and saw . . 

“Fountain pens and mechanical pencils which 
have precious metal decorations are already sub- 
ject to the jewelry tax, and our industry is not mak- 


10 


the Tududstry 


ing any regest for relief from this tax. We are asking 
relief only on those fountain pens, ball point pens 
and mechanical pencils which do not have precious 
metals in their decoration they are purely an 
essential of life in this modern world in which we 
live... 


@ Meet Me in St. Louis. Vying with Chicago for im- 
portance as a site of 1954 conventions in our industry 
is St. Louis. While Chicago hosts the National Office 
Furniture Association and the National Stationery 
§. Office Equipment Association 1954 sessions, St. 
Louis will entertain the National Office Management 
Association and the National Office Machine Deal- 
ers’ Associations. Dates of these important meetings 
und their sites are: 

May 8-11. Hotel Sherman, Chicago, NOFA. 

May 24-27. Kiel Auditorium, St. Louis, NOMA Ex- 


position. 


June 21-23. Chase-Park Plaza Hotels, Louis, 
NOMDA. 
September 18-22. Conrad Hilton Hotel, Chicago, 


NSOEA. 





Page 10. Continuing the ‘Profile of a Dealer ff 
Appliances this month provide: ; data on self-serv- 

ice, delivery service and pacha ye selling. These ar 

mportant issues to today’s retaile in Our indusiry 


tunity for the deale 
to learn the percentages of retailers who make 
type of buying easy, who deliver to special l 
who own their own delivery vehicles or retain an outside 

srvice. Other percentages quoted relate to the prevalence 
of the “package” or the model office plan of selling furniture 
In this survey Office Appliances uses industry-wide coverage 
throu gh employment of independent experts trained in re- 


Here is an oppor 
the impulse 


sustomers 


Page 13. 1 know how to train your employees in the 

proper the cash register in order to giant store 

receipts? Correct procedures are outlined in a feature article 

packed with know-how 

Page 17. Right timing is a vital element for successful show 
K fyy + ne ; thi 


manship in selling declares Zenn Kaufmann. Once again thi 
vigorous exponent of the spectacular in sales ideas pro- 
vides inspiration to OA readers 


Page 22. He Office Appliances 29th annual feature sec 
tion on Office » Specialities In the success stories by outstand 





ing dealers are tips which can be adopted for specialization, 
leading to larger sales volumes and more satisfied customer 
Tried promotion methods here outlined can be adapted to 
Page 37. Do you know how to test direct mail for effective 
ness? If n turn to this article by Irving Settel in the Ad- 


viser section. There’s ammunition here for an overhauling 


your advertising methods as they apply to direct mail. 
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Does His Store Have Self-Service Features? 


a — . » 


The profile illustrates the limitations the dealer has 
encountered in introducing self-service techniques. A 
variety of commercial stationery products can be classi- 
fied as ‘impulse merchandise” and therefore suitable |~ have self-service for social stationery 
for self-service, or at least self-selection, displays. The 
majority of items, however, require some degree of 
personal sales assistance if the customer's needs are to 
be fulfilled adequately. Consequently, most office sup- 
ply and equipment dealers have adopted self-service 
features in a very limited way. 


have self-service for small “impulse type’ 
office supplies 


have self-service for products other than 
small supply items and social stationery 


Delivery Policies for Various 
Kinds of Customers 


Does He Provide Delivery Service? 


Practically every dealer—97 % of the total—has deliv- 
ery service. However, in some cases deliveries are 
made only to special customers. Most dealers find it 
more economical to own their own vehicles, although 
24% supplement their own facilities with an outside 
service. 


» 

| Ownership of Delivery Vehicles 

; 

| 

, file of a DEALER 

i. Copyright 1953, OFFICE APPLIANCES Mogozine, 600 
W. Jackson Bivd., Chicago 6, Ill. Date obtoined ond 

’ compiled by Elrick, Lovidge & Co. Reproduction pro- 

4 hibited without permission. 


PACKAGE SELLING 































NUMBER OF EMPLOYEES TRAINED POR “PACKAGE” SELLING 


28% 41% 4% 


profile of a DEALER 


Copyright 1953, OFFICE APPLIANCES Magazine, 600 
W. Jackson Bivd., Chicago 6, I!!. Dota obtained and 
compiled by Elrick, Lavidge & Co. Reproduction pro 
hibited without permission. 





Does He Sell the 
“Package” Plan? 


On an industry average, only 6% 
of the dealers have sold a package 
installation. However, the larger 
dealers are doing a much better 
job of merchandising the package 
than the 


would indicate. 


plan industry average 


Of more significance is the fact 
that one out of four dealers that 
have sold package installations still 
do not have any salesmen specially 
trained for this type of selling. Also 
there are several dealers who have 
trained their salesmen but as yet 
have made no package sales. 


Does He Use Model Offices 
To Sell Furniture? 


The profile shows that the policy of 
using model offices to display furni- 
ture is better established than is 
the package plan. Dealers whose 
greatest volume is in furniture lead 
in this respect but it is important to 
19% of 


whose most important line is office 


note that the dealers 


machinery have model offices to 
display furniture. 
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@ IN NEARLY EVERY line of retail 
merchants who have 
habits 


business there are 
need t their “change” 


rtain of getting all the 


so as t 


cash tl issed across the counters 
from day t ry and also to be certain 
that tl intake is correctly re 
corded 

Not « hat, but strange as it may 
seen th odern day, there are still 
1 fev ts who also have need to 
retor { rutiny of sales so that no 
item v the store unpaid for or 
uncharg 

It cert $ as important to protect 
one’s to protect one’s legiti 
mate adherence to standard 
prices. V the modern cash register, 
whicl veen called the finan 
cial sa of retail operations, 
provid rotection, the cash reg 
ister, lik xtinguisher, must be 
used | or maximum effective 
ess 

Owings ict that comparatively 
tew stat utlets employ cashiers, 
the resp ty for the correct and 
honest I gy of the store's daily cash 
intake irily invested in the 
Sales pr of the business. The 
hange vy is left in the hands of 
those wl the merchandise. 

If tl [ factor were as depend 
ible a hanical factor, there 


would be no problem of the protection 
of receipts, but no cash register can 
protect the stationer against the results 
of carelessness, lack of knowledge ol 
correct change-making procedure, or 
lack of vigilance in the application of 
that knowledge. 

In consequence of this fact, the an- 
nual losses from careless and inefficient 
handling of receipts, considering the 
retail business as a whole, are much 
larger than retail business men gener- 
ally realize. 

Every experienced merchant accepts 
philosophically the inevitability of an 
occasional error in any large and busy 
store, but the fact remains that ade- 
quate supervisory control over this basic 
responsibility of protecting the store’s 


receipts can wipe out errors entirely. 


The Perfect Score 

This perfect score for efficiency in 
handling the money of the business has 
been achieved by many progressive 
stationers who have studied the prob 
lem and trained their personnel accord 
ingly. 

Errors in making change result in 
loss either to the store or to the cus 
tomer, the prestige of the store being 
injured by both types of mistake. That 
is why correct change-making habits 
must be inculcated among the sales 


to Protect Store Receipts 







Use Careful Supervision to 


Guard Against Cash Losses 


by VICTOR N. VETROMILE 


feature writer 


personnel so as to eliminate such 
money-handling errors. 

The obvious remedy is a course of 
change-making habits for the intensive 
training of salesmen who tend to func- 
tion too much like automatons in ring- 
ing up the store’s cash, 

The error -conducing practices of 
such men require to be broken off and 
supplanted by correct habits that will 
soon become so natural that losses from 
errors will be things of the past. 


What to Watch 


Here is a good summary of anti-error 
habits as prescribed by an experienced 
stationery and appliances merchandiser: 

1. Always examine the money tend- 
ered by the customer and state clearly 
and pleasantly what the amount is, so 
that the customer hears you. 

Open out bills before the cus- 
tomer immediately as you accept them. 

3. Never lay the money on _ the 
counter or register ledge and divert 
your attention to something else, even 
momentarily. 

4. Hold the money in your left hand 
while you operate the cash register with 
your right hand. (Left-handed clerks, 
of course, have the Divine right to 
reverse the order). 

5. Count the change at least twice— 
as you take it from the register, and as 
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you count it into the customer’s hand. 
Rush or no rush, take time to do this 
—always. 

6. Always give the customer change 
in the largest units available. This rule 
tends to minimize errors. 

7. If any coin looks spurious, test the 
ring of the coin on the register ledg 
without attracting the attention of the 
customer if it can be avoided 

8. Always count the money into the 
customer's hand. 

9. Don’t accept payment from th 
customer until the order has been filled. 

10. Do not let cash li 
counters during a sale. 


ibout on 


11. Complete each transaction before 
‘ringing up another sale, and always 
ring up your own cash. Don't entrust 


it to someone else. 


Correct Procedure 

Observance of this code will elimi 
nate the principal causes of losses which 
are now generally recognized as care 
lessness in making change; failure to 
count correctly, or the confusion result 
ing from excessive repetition of count 
ing; leaving money about on counters 
during the rush of a big sale, and ac 
cepting counterfeit coins or currency. 

In an attempt to codify rules of cor 
rect procedure for the efficient and pro 
per handling of cash registers through 
out its entire chain of stores, a large 
Eastern drug company has drilled its 
sales personnel in the following regula 
tions: 

1. Keep the cash register drawet 
closed at all times, except when record 
ing a sale or stocking the till with 
change and currency. 

2. Register immediately the full 
amount of each sale, and deposit at 
once all money in the register drawer, 
except in cases where change is to be 
made out of a bill of $5.00 or any larger 
denomination. In such transactions, the 
bill is to be laid flat on the slab of the 
cash register until the necessary chang: 
has been taken from the register 
drawer. 


3. Always call back the 


each sale as well as the amount of 


amount ol 


money tendered by the purchaser. For 
example: If you make a $1.00 sale and 
the customer presents $10.00 declare 
the transaction, audibly and clearly 
“One dollar out of ten dollars.” 

4. Do not split sales. Always regis 
ter the total amount of each transaction 
as one sale. For example, if a customer 
purchases at one time two irticles at 
$1.00 each, register the transaction as 
one $2.00 sale. 
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Register 


5. Le not combine sales. 


immediately the total amount of each 
customer’s purchase, but under no cir- 
cumstances are you permitted to regis 
ter sales made to two or more buyers as 
one transaction. 

6. Do not 


ring’ at any time. 


“under-ring” or “over 
Record the full 
amount of every sale accurately. 

7. If, through an error, you make an 
“over-ring’, never attempt to balance 
this “over-ring” by making a deliberate 
“under-ring” for a subsequent sale. 

8. Likewise, if you “under-ring” do 
not attempt to adjust this error by 
“over-ringing’ on any subsequent sale. 

9. When you make an error in reg- 
istering a sale, handle the error in this 
mannér: Make out an error slip which 
will void the amount registered in error; 
have the error slip approved by the 
store manager, and then place the error 


slip in the register. 


Keeping the Record 

For example, if through error, you 
register. $.50 instead of $1.50, make out 
an error slip voiding the $.50 recording, 
have the slip O. K’d. by the store man- 
ager at once, and then register the 
correct amount of $1.50 immediately. 

10. Should a cash register get out of 
order, report the matter to your supe 
rior at once. If he does not instruct you 
to use an auxiliary register, then, while 
your register is out of order, you are 
required to make an accurate written 
record of every sale immediately as 
each sale is made. 

A record must also be kept of all 
sales made while a register tape is being 
replaced. These records must accom 
pany the daily cash report. Just as soon 
as the register has been restored to 
working condition, or the tape re- 
placed, all these sales should be rung up 
individually. 

11. The front and dial of each regis 
ter must always be kept clean. Under 
no circumstances, shall any salesclerk 
hang signs or stack merchandise in 
such manner as to obstruct complete 
visibility of the register dial to both 
clerk and customer. 

12. Register tapes must be well 
inked at all times—not only to save our 
own time and eyesight, but so that the 
customer will also have a legible receipt. 

13. If detail tapes are used, be sure 
that they are in good working order. 

14. Do not make any “paid-outs” 
from your cash register under any cir 
cumstances! Such disbursements are 
the sole responsibility of the store man 


ager in each unit 





15. Each employee must be vigilant 
in observance of these rules at all times 
and should take pride in striving for a 
mistake-free record. 

Change should never be made twice 
for any scheming or contentious cus- 
tomer, once the change has been ac- 
cepted without immediate challenge. 
The salesman or cashier who makes 
change correctly the first time and then 
declines to make change a second time 
can never be swindled, because nearly 
all short-change tricks and money - 
swindling legerdemain depend upon 
confusion in repeated change-making. 


Avoid Arguments 

Don’t stimulate the argument of any 
customer who insists that he-gave a 
larger bill than the bill for which he 
received change. Simply ask the cus 
tomer to come in the next day and 
promise that he or she will be paid if 
an “overage” of the amount in dispute 
is found when cashing-up for the day. 

Keeping the bill tendered on the 
ledge of the cash register until after 
the customer has accepted the counted 
out change and currency is usually a- 
sufficient antidote for this situation, if 
the customer is not a downright crook, 
Furthermore, when the deromination 
of the bill is called out clearly, and the 
customer's acknowledgment of its value 
is obtained, as should be done, there is 
no honest opportunity for dispute. 

It is always unwise to keep too many 
bills of large denomination in the cash 
registers. Keeping them in the office 
safe is a protection against large-bill 
quick -change racketeers and similar 
tricksters. It is also a safeguard against 


heavy losses to hold-up men. 


Assume Honesty 

When one encounters a bill that ap 
pears to be a counterfeit, the correct 
policy is to assume that the person pre 
senting the bill is honest and unaware 
of the spuriousness of the bill. 

Simply tell the person that you be 
lieve the bill to be a counterfeit, and 
ask for his or her name and address 
and any information available as to the 
source from which the person received 
the bill. Next, notify immediately the 
nearest ofhce of the FBI, or, if there is 
none in the locality, then the sheriff's 
ofce or the police department. Never 
make any accusation, directly or in- 
directly. 

When the customer —especially a 
stranger—ofters a large bill in payment 
for some small purchase, keep your 

(Turn to page 16, Please) 
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“Here . 


.. There... Everywhere...” 
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So goes the musical ditty about Old MacDonald’s farm. It could 


well apply to every nook and cranny of the land as the turn of the year approaches, insofar as the annual 


sprouting oT 


The Income ‘Tax “Experts” 


@ EACH YEAR ABOUT this time 
from the smallest hamlet to the biggest 
city self-styled “tax experts” and “ad- 


visors. spring into action. Articles by 


them appear in local newspapers and in 
the magazines. Their story is on one 
them«e that the Bureau of Internal 
Revenue is out to cheat every business 


man it can and only the wisdom they 
have to offer will save the poor office 
appliance dealer, confronted with his 


vear end tax problems. 


All of which is far from the truth. 
Income tax calculations are not merely 
as complicated as such people would 
like to have us believe. The Bureau of 
Internal Revenue, for that matter, is 
more than anxious to give any dealer 
the “fair shake” these “experts” and 
“advisors” promise only they can assure 
him. 

Proper Deductions 


“The Bureau of Internal Revenue 


expects the taxpayer to pay his just tax 

no more, no less,” Commissioner 
John B. Dunlap informs us in an exclu- 
sive statement for this article, “we are 


just aS anxious to grant you a proper 
deduction as you are to obtain it. Col- 
lectors’ offices throughout the country 


and Bureau publications are available 
to help you prepare a proper return. 
These services are all the average tax 
paye r need 

‘There are others, however, whose 
tax matters demand the assistance of 
professional tax experts, For this group 
of people I would urge strongly that 
your tay isor be qualified and trust- 
worthy 

Every office supply dealer can well 
proceed with the utmost caution before 
he follow advice of any self-styled 
“tax expert” or “tax advisor” given 
to him across the seasonal desk 
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such individuals usually occupy or in 
articles seldom checked by the Bureau 
of Internal Revenue for accuracy. 

We asked Henry Schneider, assistant 
information officer at Washington, 
about this. 

“A very small proportion of such 
he answered, 
“even though where possible, and upon 


manuscripts reach us,” 


request, we go over tax articles and 
point out errors. 
Books Not Endorsed 

“Tax books sold on the news stand 
are not endorsed by the Bureau. Few 
of them are subject to pre-publication 
scrutiny.” 

Officials point out that before any 
dealer consults with anyone on matters 
concerning his income tax he make 
certain that the individual is really a 
trained specialist in the field for it takes 
more than a freshly painted sign or a 
line under a man’s name on a magazine 
article to make him a “tax expert” or 
“tax advisor.” 

Seven Steps 

The Bureau of Internal Revenue pro- 
vides seven major steps in its program 
of aid and counsel to every taxpayer 
and has many specialists on its staffs 
over the country to handle business 
mens problems. Here, according to 
Commissioner Dunlap, are the Bureau 
services available to any office supply 
dealer: 

1. Local, free advice from personnel 
of the Collectors office in each area, 
from January | to March 15 of each 
year. 

2. A free 13-page booklet which is 
sent out each year with all blank forms 
on how to report on and figure income 
and the tax. 

3. Annual publication of a book, 
“Your Federal Income Tax,” for sale 





at the Government Printing Office each 
year for a modest $.25 charge. 

4. National and local radio and tele- 
vision talks by Bureau experts. 

5. Close co-operation with specialty 
writers for all of the nationally known 
press services in preparation of tax arti- 
cles for pre-filing publication, 

6. Through national organizations 
(accountants, tax lawyers, and so forth) 
help prepare “canned” radio programs. 

7. Where possible, supplies deputy 
collectors to “set up shop” in special 
areas of taxpayer concentration (any 
industry on request) during the pre- 
hling period. 

Wrong Approach 

The self-styled “tax experts” take an 
enormous toll from both the public and 
business firms every year. A large per- 
centage of this is for doing almost 
nothing that anyone but an illiterate 
could do. 


Their stock in trade is to scare pros- 
pective customers into believing (a) 
that income tax matters are so highly 
complex only an expert such as they 
can understand and interpret them, 
and (b) that the Bureau of Internal 
Revenue is in itself a vicious group of 
men seeking to deprive all taxpayers of 
their legal rights. 


Taxpayer's Responsibility 

The Intelligence Division of the Bu- 
reau has a voluminous file showing 
prosecutions against many of the frauds 
who operate as experts and advisors 
at income tax paying time. In many 
instances the axe has fallen on the 
clients of these individuals also for few 
indeed are these “tax experts” who will 
assume any personal responsibility for 
the completed return . . . that is gener- 
ally left to the taxpayer himself despite 
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the high fee he paid for their “advice 
and counsel.” 

When the collectors’ office of a New 
England state noticed that returns pre 
pared by a certain tax consultant con 
tained questionable deductions, an in 
vestigation was arranged. More than 
900 returns were examined, and in ad 
dition to producing evidence on which 
criminal prosecution was based, addi 
tional taxes, penalties and interest ex 
ceeding $114,000 were collected. At 
Louisville, Ky., a check-up on returns 
“experted” by two local helpers re 
sulted in 200 exemptions disallowed in 
150 returns. 


Prosecute Fraud 


Hundreds of new cases go into the 
files each year from every section of the 
country and affecting every type of tax 
payer from laboring man to business 
executive, Government experts are 
handicapped in that they can prosecute 
only for fraud; can do little on the in 
competence score. 

The office supply dealer thus must 
proceed with the utmost caution in 
deciding from whom he will accept 
tax advice in the period just ahead. 
Unless his problems are of an extremely 
complicated nature he can handle them 
all with the assistance of the Bureau 
through use of most of the seven aids 
outlined in previous paragraphs. 


The True Expert 


Where problems are to be decided 
beyond these simpler situations he may 
well avail himself of the services of a 
tax expert . . . but only with extreme 
care! Following the advice of just any 
“tax expert” or “tax advisor” may 
not only result in the waste of a sub 
stantial sum of money through a fee 
but also in penalties later on that will 
add up to a very large figure. 

“I was stung once by a tax expert,” 
a friend told the writer recently, “but 
only once. I decided from then on to 
take the time to check up on the person 
to whom I went for advice first and to 
make sure he really was the expert he 
claimed to be.” 


Checking Qualifications 
Past experience offers the safest 
method of checking . . . past experience 
by the expert in handling tax problems 
of the office equipment business and 
not just any and all tax problems. The 
same procedure is wisest with regard to 
any advice we may accept from news 
paper or magazine articles or books 
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any writer can buy a lawyers’ or ac- 
countants’ tax guide, put “expert” after 
his name, and dash off a pompous 
collection of tax phraseology. 

The foregoing is not intended to con 
demn all such articles or books for 
many are prepared by men who know 
what they are writing about and who 
can give the average office supply dealer 
some very good tax advice. 

It is best policy however, to consult 
with a local authority in whom one has 
developed confidence on the application 
of any such information obtained from 
such articles. It is always possible that 
the information given in the article is 
thoroughly applicable to an office sup- 
ply dealer in Hutchinson, Kans., but 
utterly worthless when applied to one 
in Buffalo, N. Y. 

And it’s also good advice to remem 
ber Commissioner Dunlap’s statement 
that, “we are just as anxious to grant 
you a proper deduction as you are to 
obtain it.” 

Keeping that in mind when the self 
styled “expert” or “advisor” informs 
us the Bureau ts out to steal us blind at 
income tax time is good procedure. 

“Watch out for the tax experts!” 
warn hundreds of business men who 
have been stung where it hurts .. . in 
their personal and business pocket 


books!—EWF 
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MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


m@ GRAY HAIR or a wrinkled face, on a 
man who has carried a bag on the street 
for 25 years, does not always add up to 
experience. 

Too often we look upon the number of 
years or signs of age as indicating ex- 
perience in people. These evidences of 
being around a long time undoubtedly go 
with experience, but certainly do not in- 
dicate it. 

We all know of many successful young 
salesmen in every line of business who 
outsell many old timers with many more 
years on the job. 

The first indication that a man has had 
experience is that: 


1. He gets the tough orders. 
He is above the average producer. 
He recognizes opportunities to sell. 


He doesn’t quote, he makes proposals. 


He tells his story to the right people. 


Care as Well as Honesty 





Continued from page 14 


wits sharp. There is no injustice in 
being strictly on guard in every such 
instance, no matter how well one may 
know a customer. Likewise, beware of 
the chronic “large-bill-changer” who 
buys nothing. Comparison of a sus- 
pected counterfeit bill with one of the 
same denomination that one knows to 
be genuine is perhaps the best way to 
hurriedly identify a counterfeit. 

When a salesman has to “scrape” for 
change, he is liable to make mistakes- 
especially, .if he has to run from one 
register to another to make exchanges 
of needed denominations in coins or 
bills. An experienced stationer should 
be able to judge the quantity and de 
nominations of silver and bills needed 
for the average day's business, so as to 
have the right amount of both in every 
register. 

Incidentally, one of the chief causes 
of errors is putting bills in the wrong 
compartments of the register drawer. 
A “five-spot” will be placed in the “ten 
spot” section, and when the next clerk 
wants a “ten-spot” for changing a large 
bill, he picks off the wrongly placed 


“five-spot.”” 





6. He grows on the job, becoming better 
with each passing year. 


7. He is the dominant salesman in his 
line in his particular area 


8. He is enthusiastic about his company 
and his products. 


9. He believes he is helping others do a 
better job 


10. He believes that those he sells make 
more profit because of his efforts. 


In the business of selling it is possible 
to have one year’s experience 25 times or 
25 years of experience once 


It behooves every salesman in America 
today to take a long look at himself and 
determine whether he is in a rut or whether 
he has accepted the challenge of the future 
so that he learns something new each day, 
and does what he needs to do better than 
he did it yesterday. 
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Showmanship in Selling 


Act Vil of a Series 


by ZENN KAUFMAN 


sales consultant 





Right Timing—A Vital Klement 


B® AT PRACTICALLY the same moment, newspapers an 
nounce 
ers’ Insurance: A safety booklet is entitled 
Death Begins at Forty.” Statistics demonstrate that 
bility of death increases when speeds go 
miles an hour. 
b) For | lires: A technical research bureau is work 
the development of tougher and lighter syn 
thetic rubber tires for super highways of the future 
that w permit speed limits of 100 miles an hour. 
That ongruity in human nature which, strange as it is, 
simultaneously sincerely applauds both these conflicting con- 
ceptions st be seriously reckoned with by any who would 
make it showmanship. 
Our Restless Americans 
Amer particularly, are charged with a restlessness 
that forces them to go faster and faster. In pursuit of what? 
They often to be in as much rush as the little colored 


boy v what he would do if he got a threatening 
letter fr the Klu Kluxers, answered, “I would read it on 
the trai t is improbable that they are rushing anywhere 
in parti ind a further look gives the impression that, 
like most of the reckless motorists on the road, nobody 
would miss them even if they were several hours late. But 
it is this force, say those who directly or indirectly have some 
stake in promoting changes in styles or promoting new 


vogues, that accounts for much of the alleged demand for 


Out in Kansas City, a mail order man named Salisbury 
made a discovery. He found that if he let a week go by be 
fore answering inquiries, his percentage of orders dropped 


drastica 








From that day on, he answered all inquiries by 
10 o'clock of the morning that they came in. 

For t that serve to introduce a bit of evidence in 
favor of t ness in sales promotion. Why is it that people 
will pay $1.00 to see first-run pictures the day they hit town 
when by waiting two, three or four weeks they can see the 

How’s Your Showmanship? 

Each month, our autographed copy of 
Showmanship In Business will be given for 
the best example of showmanship sent in 
by a reader of Office Appliances. Tell us 
of something you've done—or even some- 
thing you've seen that has helped add that 
extra touch of dramatic interest. 
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same picture in neighborhood playhouses—with the addition 
of a double feature—for 30 or 40° less? 

What is it that makes the news reels so popular? Is it the 
interest in news alone? Not by a long shot. It’s the fact 
that we see on the screen the news that happened this week. 
The Moviestone people may shoot me for telling a tale out 
of school, but the fact is that a big portion of the newsreels 
that you see are old material dug out of morgues and files 
to help round out hard-to-get current material. 


The Old and the New 


You probably don’t realize this as you sit in your plush 
bottom movie seat but this week’s crop of news is well 
padded with old shots, old war scenes, old ball game open- 
ings, old riot scenes, old parades, and so forth. A scheduled 
or advertised showing of old news reels would get no audi- 
ence, yet these same people pay to see shows billed as “cur- 
rent” simply because they want what is news. 

Perhaps one of the shrewdest examples of split-second 
timing was furnished by a New York Chevrolet dealer who 
bought early afternoon editions—checked his competitors’ 
advertisements and in the evening editions ran his advertise- 
ment at $5.00 lower than anybody else in the newspaper. 

Timely sales contests cash in on current events. When 
Northwestern Furniture Company ran a sales contest on a 
football theme, it gave tickets to Minnesota U. games as 
prizes, thus hitching its contest to sports page headlines. 

All holidays give stationery stores important opportunities 
to increase their sales. Smart stationers will capitalize to the 
fullest on opportunities thus presented. Christmas for gifts 
—September for “back to school” supplies—these and count- 
less other occasions mean split-second timing for best results. 

Current events of all kinds bring special opportunities. 
When government spending was at its peak, Thomas Groom 
saw an opportunity to help his customers by sending them a 
special bulletin at regular intervals to help them cash in on 
government activities. 

Information as Promotion 

According to Dennison’s What's New, (a publication 
whose title itself is an admirable suggestion of timeliness) 
“In May 1942 the first issue of Groom’s War Bulletin was 
published and mailed to a list of regular customers. Inter- 
estingly written and skillfully reproduced, Groom’s bulletin 
was an instant success. Several hundred requests for the bul- 
letin came from stationers as far away as Detroit and Chi- 
cago. In 1943, Groom’s War Bulletin was awarded the Clegg 
Trophy at the National Stationer’s Convention in Chicago. 

“Even though the first bulletins were informative rather 
than promotional, they did have a definite and favorable 
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effect on stationery sales. Such an effect, in fact, that 
Groom’s bulletin is now in its 11th year! 

“The original purpose is still imyortant—helping custom 
ers keep up-to-date on government regulations—but the bul 
letin now goes further by featuring specialty items, new 


products and services and by including helpful reminders 
for certain seasonal items. 

“At the end of the war the name was changed to Groom’s 
Bulletin. The original idea was to issue this bulletin as a 
service. Since the war it has been designed to sell. 

“The mailing list has grown from 3,000 to many times 
that figure. The original list, made up of ledger accounts, 
has been supplemented with names from business listing 


sources. Groom’s outside salesmen also suggest many of the 


best names for this mailing list 


“When the emergency period ended and government 
regulations eased, the company searched for bulletin material 
that would continue to hold the interest of its customers. 
Since 1950, a column of early Boston news items has been a 
feature. These are taken from the Boston Almanac, pub 





SALES REPRESENTATIONS TO BE 

MADE GOOD 

m A SALESMAN with a three-year col- 
lege course in air conditioning and com- 
mercial refrigeration and apparently little 
if any experience, assured a Mississippi 
buyer that the equipment he recommended 
would “air condition’ the buyer's office 

The purchaser knew nothing of the size 
or type of unit that would best serve his 
purpose and relied entirely on the judg- 
ment of the salesman in selecting the 
equipment. By the employment of a suit- 
able air-conditioning unit the tempera- 
ture of this office would be reduced from 
10 to 12 degrees below that of outside 
With the advent of summer temperature 
the maximum reduction in this instance 
was but four to five degrees. 

In a suit by the customer to recover the 
payments made on account the court said, 
in its decision in favor of the customer, 

‘No guarantee or warranty was made 
that it would reduce the temperature any 
particular number of degrees, but natu- 
rally the term ‘air conditioning’ would be 
understood to mean that the office would 
be rendered reasonably comfortable. 

lf the modern conveniences and ap- 
pliances now constantly coming into use 
are to be purchased with any degree of 
safety and devoted to a profitable use 
the public must rely, of necessity, upon 
the expert knowledge and assurances of 


Magee Laundry & 
Cleaners v. Har- 
well Appliance 
Co., 185 So. 571, 
Mississippi 
the seller in many instances as to their 
suitability for the purpose intended. When 
such reliance is known to the seller, assur- 
ances and representations of fitness for a 
particular purpose should be made good.’ 


lished a hundred years ago by Thomas Groom, grandfather 
of the men now operating the company, Thomas and Samuel 
B. Groom—and great-grandfather of Thomas Groom IV. 
“The stationery items featured in each issue are chosen 
from the standpoint of news value and general timeliness. 
The descriptions of the merchandise, and suggestions as to 
how customers can save time and money by using it, are 
written in a modest, and very believable style. Illustrations 
of filing cabinets, safes, stapling machines, and other office 
-quipment are included wherever possible. Manufacturers 
are very much pleased with the bulletin and supply all the 


illustrations needed.” 





Free —The Showmanship Yardstick 

Send a self-addressed envelope for your 
free copy of The Showmanship Yardstick 
—a 12-point check list of the elements that 
make a good show. 





CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 


DOWN PAYMENT RETURNED 


@ EQUIPMENT FOR AIR conditioning an 
Oklahoma office was purchased under a 
conditional sale contract providing for the 
payment of $100.90 upon installation and 
the balance in two monthly payments. The 
first air conditioning unit failed to cool 
the office and a second unit was installed 
four days later with a corresponding lack 
of results. After two weeks of the dealer's 
unsuccessful efforts he was told to remove 
the equipment and refund the money that 
had been paid which he refused to do. 
This dealer next sued to recover pos- 
session of the equipment and the pur- 
chaser set up, in his defense to the action, 
his claim to a recovery of the amount 
already paid. Deciding in favor of the 
buyer the Oklahoma court said: 
“That such unfitness was due to the in- 
sufficient electrical voltage in the building 
in which the purchaser's office was located 
instead of a defect in the machine itself, 
was not attributable to the buyer nor did 
it relieve the seller of liability. It was in- 
cumbent upon the seller by whom the 
machine was installed and to whom the 
place where and the purpose for which 
the purchaser bought it were known, to 
ascertain before the installation of the 
machine whether it would properly oper- Hales - Mullaly, 
ate upon the electrical voltage furnished Inc., v. Cannon, 
in such building. The seller did not do so. 119 Pac. 2d 46, 
The buyer purchased the machine in re- Cltaneme 
liance upon the seller's assurance that it 
would work properly in his office. There- 
fore the implied warranty was for that 
particular purpose. It is clear that the 
machine failed to function properly.” 
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THE MERCHANDISIN 


® WHEN THE LILY-TULIP Cup 
Corporation was first introducing those 
small paper cups in which restaurants 
serve catsup, tartar sauce, and so forth, 
w. Reason: an extra item 
the restaurant. 
[hen salesmen were trained to stop 
cups and to sell “portion 


selling pape! 


Sales resistance disappeared. 

\ woman's coat is warm, stylish, 
long-wearing, attractively priced and 
possesst other features as well. 

Which feature to stress in advertis 
ing, st g and sales promotion? One 
feature or several? In what order of 
predominance r 

The appeal on which a product is to 
be present to the buyer is one of the 
most important single factors in mar 
keting the very link that joins 
comprehet product planning with 
the prospect of a sale. 





dea the basic appeal is deter 
ined betor production begins, so that 
it can be accommodated in product 


Hou the Right Appeal Found? 


Usually it is not found: nor created. 


mM investigation of 
Why { buy 
1.e., Va buyers and/or potential 
yuyers or do not buy 
tne ¢ ri product; 
our product: 


¢ products; 


substitut products. 
What we have to sell... 
.e., What our products has—or could 
be made 1 1ve—to attract the buyer. 
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Selecting the Right Appeal 


G PRIMER 


excerpts from a book 


by BUD WILSON 


What competition sells .... 

i.c., What competitive and/or substi 
tute products offer the buyer. 

To find out why buyers buy or do 
not buy calls for leg-work, observation 
and questioning of buyers—at the point 
of sale, point of use or in some cases, 


through panel or clinical study. 





To understand properly the findings 
in order to transform them into pur- 
poseful appeals requires an understand- 
ing of certain sections of the Merchan- 
dising Cloak Rack. 

Because, although buyers buy or do 
not buy for seemingly conscious rea 
sons, these conscious reasons are often 
motivated by unconscious or only par- 
tially conscious urges. 

For example, take the case of the 
Tea Market Expansion Bureau, which 
set out in the 1930's to increase Ameri- 
can consumption of tea. 

Ostensibly, people bought or did not 
buy tea because of taste preference. 

3ut diligent research revealed that 
the market resistance went deeper. It 
was established that large segments of 
American population had an uncon- 
scious resistance to tea drinking. 

Tea was a “sissy” drink—an “old 
lady’s drink.” The very vernacular of 
the land contained such negative expres 
sions as “pink-tea article.” 

This made tea drinking incompat- 





ible with the lusty American spirit of 
active, vigorous living. 

It was not the tea. It was the nega 
tive Identification of tea drinking as a 
social symbol. 

Regardless of why people bought tea, 
the most prevalent reason for which 
they did not buy tea had nothing to do 
with taste. 

It was, more basically, the Urge for 
the Approval of Others, a first deriva- 
tive of the Urge for Security. 

What we have to sell may be dis- 
covered in the laboratory, in the plant 
or in the field. 

It may be naturally present in the 
product. 

It may have to be built into the 
product. 

It may be contained in a word or an 
idea, 

The Tea Bureau’s discovery of a 
Negative product Identification indi- 
cated that the Right Appeal would be 
one aimed at changing this to an Af- 
firmative Identification. 





The answer came from the labora 
tory, where it was found that a cup of 
tea contained sufficient caffein to act 

(Turn to page 36, Please) 
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At 90, He's Still 





Oxford's Man in Motion 


@ ESSENTIALLY A production man 
possessed with an inventive turn ol 
mind to complement ,his passion for 
automatic machinery and quality out 
put, Richard A. Jonas, Sr., is an old 
timer of this industry who has strided 


along with the progress of Oxford fi 
ing Supply Company, Inc. 

Reaching his 90th year last October 
21 he is still semi-active as chairman 
of the board of directors of Oxford. He 
can look back on a long career with 
this filing supply firm and its prede 


cessor companies. 


Joined Brother 


As far back as 1881, Richard A. 
Jonas, Sr., joined with his_ brother, 
Charles S. Jonas, in the paper convert 
ing business, specializing in ruled 
forms, blank books, copy books and the 
like. Prior to that he had some experi 
ence in a printing office, starting as a 
“printers’ devil.” 

Shortly after the turn of the century, 
he became interested in the manufac 
ture of index cards. This was a com 
paratively new product in the field of 
paper conversion because most filing 
and indexing prior to that time had 
been done in flat form, whereas index 
cards stood up on their edges, thereby 
offering many advantages for the in 
dexing, filing and classification of all 
sorts of records. 


Idea Caught On 


In fact, many people called them 
“record cards” instead of index cards 
It soon became apparent that vertical 
(on edge) filing was here to stay and 
that it deserved more time and effort 
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toward the development of better man- 
ufacturing methods. 

This was a challenge to the inventive 
ability of the Jonas brothers and having 
in mind the prime importance of ac- 
curate size and the cutting of index 
cards, they devised a combination rul 
ing and rotary cutting machine which 
turned out a superior product at a low 
cost. This attracted more and more in 
dex card business to the firm. However, 
most of it was on a contract basis for 
others. 

Therefore, in 1909, it was decided to 
set up a separate company for the man 
ufacture and distribution of index cards 
and to retail items to the stationery 
trade in the New York Metropolitan 
area. The firm was established under 
the name Record Card Company and 
its products gained steady acceptance 


in the trade, 


Used Street Name 


In 1916, Richard A. Jonas, Sr., felt 
the need of a trade mark for the grow- 
ing line of filing supply products, He 
consulted a neighbor who was a com 
mercial artist. This artist suggested that 
the name of the street on which Mr. 
Jonas lived would constitute a good 
trade mark if properly handled. The 
street was Oxford Ave., so the artist 
drew up a distinctive design for the 
name Oxford and it was adopted an the 
company’s label forthwith. That dis 
tinctive design has been modernized 
somewhat but is essentially the same 
today as it was when originally drawn 
in 1916. 

By 1920 the trade mark “Oxford” 
had made such a good impression and 


the line of products had broadened to 








Richard A. Jonas, Sr. 


such an extent that it was decided to 
change the name of the company from 
Record Card Company to Oxford Fil- 
ing Supply Company. This linked the 
name of the product and company to- 
gether for more effective advertising. 

During the 1920's the distribution of 
Oxtord products was gradually ex 
tended from the East Coast states to 
other parts of the country, including 
the Pacific Coast where Oxford was 
represented by one of the very few 
women who were traveling salesmen in 
the stationery field, Miss Edna Davis. 
Miss Davis traveled for Oxford until 
her death in 1939, 


Honored by NSOEA 


Mr. Jonas has always been interested 
in trade association and civic activities. 
His connection with the National Sta- 
tionery & Office Equipment Associa- 
tion dates back to 1910. In 1950 he was 
elected an honorary member of 
NSOEA. 

He has been prominent in Methodist 
Church activities for more than 50 
years in the several Brooklyn and Long 
Island communities in which he has 


lived. 


An Oxford Family 


Mr. Jonas and his wife, who is 83 
years of age, have a family of four sons 
and two daughters. The sons are all ac- 
tive in the Oxford business, as are two 
grandsons. 

Now living quietly and pursuing 
several simple hobbies, Mr. Jonas is 
only semi-retired as he frequently con- 
tributes ideas and sketches for new pro- 
duction machinery or other acitvities at 
the Oxford plant. 
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BITS 1] LY GREAT to be back 
Builders 

YNFFICE APPLIANCES 
( gain. Thanks again and 
wail I 


letter egrams you listeners and 


{ 1 
on ull Business 


undreds ol postcards, 


seer red us with during these 
past ths while we have taken 
somew! a sabbatical leave . . . so 
let’s | into the swim of things 
again g to the fullest the excel 


ent tet you have so thoughtfully 


HERE IS THE MR. I. WILL PEP 
per-| vinner from Tennessee 
rLOW ‘ Statlo yner’s message on the 


column-wide TV of your OA receiver: 


ee 


Good _ Stationer 
Go-GETTER 
ho ends a sen 
with a defi 
time-saving 


roposition, 


j 
/ 


follows with timed pre- 


ision a ially deserving winner in 
our department that you have en- 
joyed y generous nominations, 
lal | 

HERE’S AN IDEA FROM UNDER 


MY VERY OWN HAT:— 
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Broadcast over Station SALES Operating on a 


Wave Length of CONFIDENCE... 


* 
/ A Connecticut office outfitter 
$ testifies, “I've found a good 
nudge rule in handling Salesmen 
successfully which is to remind 
~ . 
/ them, all along the way, of this } 
tested SUCCESS RULE: Al 
= - 
5. ways deliver more than you are 
/ currently paid for! ... and | 
7 ° +. 
* always end my admonition with 
/ honestly assuring them that I re 
ligiously endeavor to follow this 
a 
* * 


rule myself and I always will!” 


Presented 

each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE 
ASSURED! 
Remember 

the price— 





ONE IDEA FROM YOU FOR 
EACH IDEA ORDERED BY 
YOU!!! (Always mention idea num- 
ber, and address the co-ordinator of 
this page, Care of Shaw and Borden 
Co., Box 2153, Spokane 10, Wash. 
Use this same address in sending in 
your thoughts for our Mr. I. Will Pep- 
per-Upper, Here’s an Idea From Un- 
der My Very Own Hat and Terse 
Trailer departments of BUSINESS 
BUILDERS’ monthly telecast. 


«€ IDEA EXCHANGE » 


*Yours for your idea-exchanging: 
Here’s Business Builder No. 1-54-1 from 
a Florida office supply and typewriter 
firm: “Re-conditioning and re-alerting 


your entire Sales-Force!” 


COURAGE . . . CO-OPERATION 


* Yours for your idea-exchanging: A 
short title and it brings you a lengthy 
“LET’S QUIT WRIT- 
ING ORDINARY LETTERS IN 
OUR OFFICE FURNITURE AND 
SUPPLY OPERATIONS.” This from 
Ask for Business 


factual report: 


an aggressive Texan. 
Builder No. 1-54-2. 


*Yours for your idea-exchanging: 
Business Builder No. 1-54-3 reads: 
“HAVE YOU GIVEN A THOUGHT 
TO CONTINUOUS PRODUCT 
TRAINING AND RE-VIEW—We 
have and perhaps you'd be interested 
in our log of TRAINING EVENTS 
and RESULTS!” Such a treat is this 
Business Builder; better WRITE for it 
NOW! 
year and every following year message, 


A good 1954 idea with a new 


progressive Indiana 
stationer, who wants to share his Busi- 
ness Builder with YOU! 


from a_ pioneer, 


TERSE TRAILERS 


a 


Again we emphasize: “TERSE 
TRAILERS PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one used 

. and the winner this time gives 
a credit-line to Joe Kesslinger, editor 
of A. W. Faber-Castell’s pertinent, 
pungent trade-tipper, CAStell Tales, 
in a recent issue in which a young 
advertising woman of a California sta- 
tioner, found this powerful 16-word 
“TERSE TRAILER”—better memo- 
rize it yourself . . . here it is: 


PLEAS FOR SIMPLICITY: Never 
use a word twice as big as the thing 
you want to express! 


Office efficiently yours: 


Rabyh 2B. Ontel 
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SPECIALTIES 


Specialization as a goal to larger sales volumes and more satisfied cus- 
tomers has long been advocated by OFFICE APPLIANCES. Each January, 
this section is devoted to ideas and suggestions based on the experience 


29th Annual Feature Section 


of dealers across the country. In selling machines and systems they find 
specialty selling techniques mandatory. These same promotion methods, 


when applied to other items, have met with equal success—intelligent 
specialization is profitable. 


SPECIALIZED SELLING LEADS TO SUCCESS 


by ALBERT H. KELSEY 
Secretary, 

W. E. Kelsey & Sons, Inc. 

Hartford, Conn. 





@ LAST OCTOBER, W. E. Kelsey & Sons, Inc., proudly 
celebrated its 35th anniversary in the office equipment field. 
W. E. Kelsey, Sr., president and founder, first started 

a young salesman back in 1919. 

Two years ago our company moved to its present new 
quarters in the heart of Hartford’s downtown business 
district. 

Choosing the Best 

From the beginning, our company has put a maximum 
amount of effort into specialized selling, From casters to 
executive furniture, we have tried always to select the 
best of all the lines for exclusive representation and inten 
sive cultivation. Through the years, we have slowly added 
products of other manufacturers of office equipment who 
are looking for a source to develop a sound program of 
selling for their product in a given area. 

The other day, I had a representative say that he no 
longer was able to find a dealer organization that put any 
emphasis on specialized selling. Of course, I immediately 
pointed out that we attribute our present success to just 
this type of selling. Many of the manufacturers that we 
presently represent we have been associated with for 20 
years and over, attesting to the mutual success of our 
concentrated selling effort. 

Expanding Service 

Today, we are expanding our concept of specialized 
selling to bring even more benefits and service to the 
customer. For example, as colors come to play a more 
prominent part in the decor of office areas, our company 
continues to place additional emphasis on decorating and 
office layout service at no additional cost to the customer. 
In line with this program, we are presently adapting our 
showroom to put in a decorating and office layout center 
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which contains all the visual aids for selling plus various 
individual office suites arranged to stimulate interest in 
the complete office. 

We are specializing in satisfying a customer’s taste by 
making it easier for him to visualize his proposed office in 
its entirety. Also, we specialize in the furniture that is 
displayed; thus, maintaining our sound relationship with 
the dozen or more major manufacturers that lend them- 
selves to this type of program. 

Through this program of specialized selling, we are able 
to concentrate our effort on the best products that we can 
hope to present at the best possible prices—thus keeping 
the customer’s interest foremost in mind. 

To be more specific, our company feels that it has to 
specialize. Because of our natural limits, plus the large 








area we expect to cover, we have found it necessary to 
specialize in equipment selling rather than in the stationery 
held, which we leave to someone else. Of course, where 
hic folders may be part of a complete file system sale, we 
are naturally interested in the whole project. Normally, 
however, it has been our experience that by specializing in 
equipment of all sorts, we have limited our selling base 
and broadened our knowledge in this field where we can 
bring added experience and know-how to the customer. 
Our salesmen are truly equipment engineers specializing 
in furniture and equipment for all industry and institutions. 
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Another “Whodunit’’— 


Good Selling is Never a Mystery! 





STATIONER SPARKS SCRATCH PAD SALES 


Bailey Office Supply Company, 
South Bend, Ind., Specializes 
e Product 


@® THE ABILITY TO LOOK at a situation and recognize 


the existence of potentials is not given to all individuals 
in like degree. A group of men will gaze at a waterfall 
ind re e varying reactions. One rapturously dwells on 
the beauty of nature . another feels no emotion what- 
soevel a third sees in the torrent of water a source of 


Charles Bailey 


power that lights up a community or supplies the energy 
with which to drive the production lines of industry. 

The story is told about the professor of speech at a famous 
university who made a practice early in his course of holding 
up an ordinary stone for his students to examine. He then 
proceeded to tell them that to some people, the stone had 
utterly no significance but to others it could be the source 
of a fascinating discourse. 

Of course each individual’s success in meeting this class 
room challenge depended on how deeply the student could 
tap his imagination. In the “halls of ivy” shallow thinking 


may not take on too much significance but in the business 
world, the measure of a man’s success is usually determined 
by his initiative and resourcefulness. It’s sad but true 


that “many people look but never see beneath the surface.” 
It is this ability to look at office supplies and see the 
broad range of sales and profits that surrounds Charles 


sailey of the Bailey Office Supply Company with an air 
of distinction. Few people would describe a scratch pad 
as glamorous. It’s more likely to be called prosaic, non- 
descript and uninteresting. Naturally the scratch pad is 
part of every stationer’s stock . . . it’s brought forth upon 
request but the article is hardly the kind of thing about 
which the average dealer builds up a “head of steam.” 

Not so with Charles Bailey of South Bend, Ind. This 
year the Bailey Office Supply Company will again sell over 
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3,000 pounds of scratch pads and, according to Mr. Bailey, 
the profits derived from this Operation Scratch Pad will 
largely pay for his store expense. 

Charles Bailey is not a newcomer to the office equipment 
business. He has been active in the field since 1919. In the 
early days, he worked for Tuttle Corporation of South 
Bend and incidentally credits B. A. Tuttle with much 
of the success he has achieved. The Bailey business creed 
is “Make a PROFIT ON EVERY SALE” and _ because 
a genuine effort is made to render service, price ceases to 
be the dominant factor in the sale. It is good, indeed, to 
hear a dealer voice such strong protestations against price 
cutting and carry out his convictions as does Mr. Bailey. 

The job that this stationer has done with scratch pads 
eloquently reflects a significant attitude towards all office 
supplies. Putting sales emphasis behind supplies, according 
to this dealer, always pays dividends proving that stationery 





Scratch pads in varying sizes and grades of paper are 
displayed to create impulse sales. 
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supplies should never be taken for granted. By so placing 
sales emphasis, it has been possible in the case of scratch pads 
to lend importance to an otherwis unimportant item 1n 
an office equipment stock. 

It is not sheer accident that reveals the presence of 
“hidden profits” in scratch pads. Naturally paper is con 
sumable . . . it’s an expandable article. Quickly used, the 
buyer is constantly in the market for more. 

Significant improvement in quality has given new mean 
ing to scratch pads in late years. The supplier of these pads 


furnishes paper stock that takes pen as well as pencil equally 
well, Better paper automatically broadens the use to which 
scratch pads are put. For example, Mr. Bailey reports that 
some of his customers purchase certain size pads for letter 
writing instead of the conventional writing tablets. The 
wide variety of sheet sizes also contribute to scratch pad 
popularity in the office, school and home. Improved gum 
ming on the back of the pad has meant greater economy 
in the consumption of the scratch pads. No longer does 
the whole pad distintegrate when a few sheets are pulled 
away ... the backbone is tenacious and hangs on to every 
sheet until disengaged by deliberate intent 





And so .. . knowledge of a product plus enthusiasm in 
its sale enables Mr. Bailey to turn his scratch pad stock 
eight times a year and move a healthy volume of paper 


the total weight of which approximates more than a 
ton and one-half every 12 months. 

This feat is all the more remarkable when one realizes 
that the Bailey Office Supply Company is a one-man opera 
tion. The store is located 16 blocks from the business 
center of South Bend but is accessible to industry and tran 
sient shoppers in this section of the city. 

Scratch pads it is obvious to see play an im 
portant role in this stationer’s business. By means of counter 
display, impulse buying of this merchandise is constantly 
encouraged. Likewise, scratch pads are stressed outside of 
the store and it is not unusual for companies to buy up 
100 pounds or more of assorted sizes to take care of varied 
business needs. Finally, to quote Mr. Bailey, “Find out 
the many uses to which scratch pads are put and then all 
one has to do is suggest and supply these needs.” 

Yes . . . when the Bailey Office Supply Company of 
South Bend sells scratch pads, the term “paper profits” 


takes on added meaning. 





Storey-Kenworthy Methods Measure Up 


FIND OUT WHERE YOUR SPECIALTY TICKS BEST 


@ FOR AN OFFICE equipment and supply firm, what’s 
the most effective slant in promoting the sale of a specialty? 
Is there a sure-fire method? One that gets quick results, 
and also doesn’t wear out, over a period of years? 

The Storey-Kenworthy Company, 309 Locust St., Des 
Moines, Iowa, doesn’t wish to give the impression that 
it is an all-wise dealer in office supplies and furniture. Yet 
A. G. Kenworthy, president, is very much sold on the 
kind of deal that goes on beyond what a typical customer 
expects. 

The company takes various steps in selling a specialty. 

Fer instance, in the Pendiflex selling campaign last 
October, the executives and salesmen together briefed them 
selves thoroughly on the uses of the product. They reached 
customers’ offices with thorough know-how. 

Besides these office meetings, the company employs a 
trial run of the product in various places in its own store. 

First, it found out what makes the specialty tick. Now 
it finds out where it ticks best. 


Storey-Kenworthy features product 
uses, store placement. 
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The question is asked—“In what sort of environment 
does it seem to be most useful?” 

It is not complicated. But it takes time to see through 
to the right answer. It has to be tried out in order that 
reactions of both employees and customers are observed. 

One case in point was the campaign waged in behalf 
of the new Esterbrook ball pen for a desk set. 

The six salesmen talked about the pen, saw how it 
worked and pondered over the manufacturer’s purpose in 
design and construction, 

Then, they all watched the use-test of the pen on the 
display floor. 

It was moved around to various counters. Some corners 
were found to be strategic, bringing the finest customer 
reactions. And it was seen much more clearly that some 
locations were nearly ideal for demonstrating how the pen, 
to be used out next to the public, wouldn’t be slopping over 


and spilling ink. 
The salesmen then talked to their prospects with this 
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automatic know-how processed right into their selling. Over 
in the a client’s office furniture they found it helped 
out 

“We want to know the article is useful to the customer,” 
Mr. K orthy says. “Maybe it’s not vital, but it seems 
so to us 

The new Art Metal desks were pushed carefully about. 
At first might seem a handsome substantial desk might 
he pla anywhere. 

But even minor advantages in location were found worth 
seeking for a high-priced item in stock inventory. 

The t move to bring favorable customer reaction? 
Extend every customer a warm greeting. That, as Mr. 
Kenworthy sees it, is often the miracle plasma in sales- 
manship. On 90°% of calls such a greeting will bring a 
similar response. Althought the specialty’s not yet sold 
it has an audience. 

Knowing the Owners 

In the establishment itself Mr. Kenworthy says, “Mr. 
Storey and | are both on the floor. We both think that one 


of the assets of a business like this is to impress friendliness 


on the st mers.” 

According to his view some selling handles can be used 
alike both for salesmen making the outside calls—and for 
selling on the floor. 

“What is it like to meet a salesman or merchant who 
is unwilling to give you the information or service you 
need? n sks. 

“I know because it happened to me once in a manner 
I never y 

“Out in the West once years ago I tried to get merchan 
dise in seven or eight stores. My reception in each was 
chilly and owners didn’t care whether I obtained the 
article. When I finally went into a store where the man 
exterted himself to serve me it meant a great deal to me.” 

Added Consideration 

Go beyond what the customer expects—Storey-Kenworthy’s 
sales ror told. 

‘The salesmen watch us out on the floor,” says Mr. 
Kenworthy 

He adds that after greeting a customer, if he can't be 
uttended to right away, they try to let him know this at once. 

Salesmet calls can also impress on the prospect their 
wish to supply the wants right away. 

And, try to learn the needs of the customer. Does he 
need the ite: How will it serve him best? 

Is he sure what he wants? If so, is he right to be so sure? 
Handled tactfully and sincerely, many customers will 
change tl ninds if really to their advantage. 

\ny new item that comes into stock, Storey-Kenworthy 
makes a nt of bringing it to the attention of each 


customer that enters the building. Salesmen all know they 
should introduce it to customers on their regular routes, 


it the earliest moment. 


Start in Stock Room 


To bec well oriented in the firm’s way of doing 
business salesmen begin in the stock room, then sell 
on the flo 

They have a schedule for calling on the trade and are 
, ea" an 
closely acquainted with the list of all prospects. They know 


whether to call each week, or every two or three weeks. 


For a specialty 


the schedule may be altered, permitting the 


salesmet eedily relay its new features. 


OA—1/54 


“Give a man time to work out his problems,” Mr. Ken- 
worthy believes. “We think it’s unwise to hurry him 
either here in our store or in his own office or place of 
business. 

“Once, I spent 3, hours with a man here one afternoon. 
His final purchase that day amounted to only $3. But his 
purchases since then have added up to over $5,000.” 


Greeting Representatives 

When manufacturers’ representatives come in this store 
has its salesmen meet them, if possible, and be receptive to 
the tips they will pass on about the newest specialty. 

Make the store display mirror the store’s policy, the 
company believes. Have it spacious, neat and orderly, with 
nothing piled up to form a jumbled mass of merchandise, 
except for a special sale. 

Put the newest specialties out where they can easily be 
seen. 

Have beauty a part of all merchandising. Place colorful 
items at intervals throughout the display windows in the 
front, on counters, and put extra packaging touches on 
all merchandise sold inside or on routes. 

One purchase of stationery is positively a small item, 

But Storey-Kenworthy seals it in handsome wrapping 
paper with long lengths of sticking paper which, perhaps, 
more than adequately do the job. But the company feels 
these extra marks of good will are profitable. Each length 
of sticking paper contains the words—“Thank You—Call 
Again.” 

Knowing the Customers 

“Do you know your customer's name?” Mr. Kenworthy 
thinks every man who hopes to put over a specialty sale 
might be urged, 

“Write it on your memory and then make a record of 
it in a little notebook.” 

This is particularly valuable if the salesman is going to 
call back on a prospect. Almost every man is pleased as 
punch, when, on that call-back, he is greeted by name, just 
exactly as it’s spelled and pronounced. 

The company’s source was in 1871 as a sucessor to W. T. 
Heywood. It was known as Baker-Trissler, then McNamara- 
Kenworthy Company. Mr. Kenworthy sold his share of 
the business, but returned in 1936. The present company 
was then formed with A. G. Kenworthy as president and 
C. R. Storey as secretary-treasurer. 


Among principal lines handled are Art Metal desks, 
Leopold wood desks, Milwaukee and Do/More chairs, 
Oxford filing supplies and National Blank Book loose leaf. 


DONALD C. TAYLOR 





The customer is still “always right,” according to a Penn- 
sylvania merchant, who feels that an “easy-does-it” policy 
is far more effective than high pressure. 

The small retailer must be careful, he claims, lest he try 
to push the merchandise on potential customers. Salesper- 
sons, this merchant feels, must give honest opinions if asked 
for them. They must make all refunds cheerfully. They 
must be sure all merchandise is in perfect order before 
leaving the store. He or she must not make a potential 
customer feel she’s walking the plank if she decides not to 
make a purchase. 

—Garrison’s 


25 








<oaneetnee aime 


as 2, 


A AR IT sk DT OEE tO 





Prior Typewriter Company Moves 


Specialties into Function 








SERVICE & FOLLOW-UP TAKE SALES TRICKS 


@ “SERVICE IS ONE of our best ways of getting an intro 
duction to a prospect for a new typewriter or an adding 
machine,” points out Thomas H. Prior, owner of Prior 
Typewriters, Trenton, N. J. “And for this reason, we place 
heavy emphasis on the service department of our organiza 
tion.” 

Every time that a customer brings in a typewriter or 
adding machine for repair, Mr. Prior ascertains whether 
a “loaner” could be used free of any charge. About 90 
of these service customers accept the offer and this is the 
opening for a prospective sale. 

“We always give the customer a recent model typewriter 
or adding machine to use until his is repaired,” says Mr. 
Prior. “Then, in a day or two, we have a salesman follow 
up that customer and inquire about the use of the new 
model typewriter. In 75°/ of the cases, the customer likes 
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the new model and this is the cue for our salesman to 
promote a sale using the old machine as a trade-in allow 
ance.” 

Trade-in Schedule 

All of the firm’s salesmen are equipped with schedules 
listing trade-in values of used machines. They first ascertain 
how well pleased the customer is with the “loaner.” It is 
possible that he may even desire a different model machine 
than the one he has. The fact to establish, however, is 
that the customer needs a new machine. 

Once the customer is sold on a new machine, the salesman 
suggests that he can either retain the one he is using or can 
have a new model brought in. Many times they hesitate 
to take the one offered them on the loan basis, feeling 
it is not new. So the salesman gives an exchange on a brand 
new model. 

The new sale is promoted by the salesman contrasting 
the repairs on the old machine and its present value. By 
taking in consideration expense of repair and the allowance 
on the old machine, they can well afford to buy a new 


replacement. This usually clinches the sale. 


Disposes of Used Machines 

Mr. Prior always retains a minimum supply of used 
machines mainly for rental purposes and some customers 
who desire low-cost office equipment. The balance of his 
stock is sold on a wholesale basis in other cities, so that 
he doesn’t “risk” any local competition from his same 
equipment. 

“We dispose of our used equipment as soon as possible 
because we want to reserve our display space, storage area 
and sales promotions for new equipment,” relates Mr. Prior. 
“And although we get less for our machines on a whole- 
sale basis, we feel that we more than make up the difference 
by devoting our efforts to new machine sales and acquiring 
the ready cash for added investment into our business.” 


Services Are Offered 

The firm sells service contracts to all its customers buying 
typewriters and adding machines, which are the only two 
items handled by Prior. All contracts entitle customers to 
a quarterly inspection and emergency service at a flat 
yearly rate. This contract does not include replacement 


parts, however. 


Top: Modern store front invites public to come inside. 
Center: Customer looks over machines. Stock is ar- 
ranged along the walls and in open store space for con- 
venience. Bottom: A full staff of servicemen keep Prior 
well-known in the area for repairs. 
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Because of the large volume of repair work and servicing 
done by this organization, it does not promote service 


contracts unless it is certain that the fully-manned and 


well-stocked service department can handle the business. 
The shop employs six full time servicemen who work 
a modern shop under up-to-date conditions. Shop equip 
ment consists of air compressors for cleaning, chemical 
cleaning dip tanks, work benches, power tools, hand tools 
and a c plete assortment ol parts for every typewriter and 
adding machine on the market. 

\ shop foreman is in charge of servicing operations and 
he retains a metal drawer cabinet for the large stock 
art trained servicemen can acquire any part that 
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Billboard Attracts Travelers into Trenton 


they need trom these drawers and they also answer outside 
service calls with the firm’s trucks. 

“Servicing is. undeniably one of our best sales assets,” 
says Mr. Prior, “for every customer buying a machine talks 
about it. When we inform him of our service contracts 
or servicing on a time and materials basis, he is more apt 
to buy from us than elsewhere, for service-after-the-sale 
has_ becor an important issue with office equipment 
custome 

Specialized Activities 

Mr. Prior has been in this business for over 37 years and 
has always specialized in typewriters and later on in adding 
machines. He feels that in order to do a good job it is 
necessary to specialize in certain equipment, then check into 
every possibility to promote business for it. 

[he frm employs four salesmen who make daily contacts 
with customers and prospects in the Trenton area. When 
confined to the city, each salesman has his own list of 
accounts t ontact. Outside this region, they have allotted 
territor! 

Mr. Prior holds weekly meetings with his sales force at 
which time he discusses new sales principles and new equip 
ment being placed on the market, talks over sales possibilities 
and generally concerns himself with the sales activities of 
his organization. Sometimes, he has representatives of the 
manufacturers whom he represents make addresses to a 
sale S Im g 

Each day, salesmen hand in activity charts that show on 
whom they called and the results. From these, Mr. Prior 
knows how his men are progressing and he can often offer 
added suggestions or ideas on how to convert a prospect 
toa cl ( ri 

Added Means of Income 

Rentals play a small part in the firm’s operations but are 
a source added income and also for new machine pros 
pects. Whenever a machine is rented out a salesman fol 
lows uy th an eye towards selling the customer a new 
OA — 1/54 





machine. Up to the first three months rental is credited to 
the sale of a new machine if the customer decides to buy. 
Rentals bring in $5 per month per machine. 

Many adding machines are rented during the early months 
of the year to firms concerned with taxes and other work 
details. They usually need an extra machine to augment 
their operations and they turn to the Prior firm for such 
rentals. 

The only additional items sold by the firm are typing 
paper and adding machine paper. In stock are carbons, 
tissues, ribbons, cleaning items and other miscellany, but 
salesmen only sell these when requested by the customer. 

“We want our salesmen to devote their full time to type- 
writers and adding machines,” says Mr. Prior, “and because 
of the hundreds of plants, institutions, private offices, indi- 
viduals, businesses and others to whom these sales can be 
made, we only stress our two lines. Of course, when 
requested, we handle other needs. But salesmen don’t take 
up their time by just calling on prospects for these items.” 


Varied Promotions 

The firm uses an assortment of promotions to keep the 
name of Prior before the public when it comes to thinking 
about typewriters and adding machines. A newscast is 
sponsored every evening. 

Mr. Prior has his ads appear on page two of the Trenton 
Evening News which he feels has the greatest readership. 
All these ads are timely, making the most of seasonal oppor- 
tunities by promoting portables around graduation time, 
Easter and Christmas. Adding machines are pushed at the 





Thomas Prior points out some machines to a 
prospect viewing them in display panel. 


close of the year and during the first few months. In be- 
tween, Prior inserts institutional ads and also features repair 
and servicing operations. 
Uses Direct Mail 

He makes limited use of direct mail, feeling that few 
people buy these machines as an incentive. He does place 
inserts furnished by manufacturers in all his outgoing mail. 

Three large billboard signs have been placed on the main 
highways leading into Trenton, 

Mr. Prior is a firm believer in keeping up with the times. 
And in doing so, he has a modern, furnished store constantly 
improved by adding new fixtures.—PL 
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How a Manufacturer 
Helps the Dealer 





INDOCTRINATING THE DISTRIBUTOR’S SALESMEN 


by WALT MARSH 


President, 
Marsh Stencil Machine Company 
Belleville, I/I. 


® THE SCENE is a May afternoon in 1952. I am selling 
our board of directors on the idea that we need a NEW, 
FRESH APPROACH to our selling problem; something 
to recharge our sales batteries. My points were: 

1. Although we have the name, the products, the market, 

and the organization, there is a weak spot in our set-up 
2. The weak spot is the distributors’ salesmen who carry 

the ball to the point of sale. 

3. Our company had spent real money for engineering, 
product development, advertising, sales promotion 
all aimed at the prospect; but we had neglected to 
educate, stimulate, and teach the distributors’ sales 
men how to do his job. 

We knew the salesman had a number of lines, all com 
peting for his time, attention, and effort. We thought he 
would push the product he liked to sell best, because he 
knew how to sell it best. 
of indebtedness toward us for teaching him something that 


Also, there might be a feeling 


would help him get ahead in life. 
Setting Up Training 

The training program we set up was based on that sound 
principle of human motivation: First you GIVE, and then 
you GET. We had to give the salesman something valuable 
before we could expect to GET something from him. 

The basic idea was to win enthusiasm and loyalty by 
showing the salesman how to sell ALL his products while 
making our own the shining example 

And so the script was written, the props prepared, and 
the trainers were trained. We learned one important thing 
—there is a big difference between selling and teaching. 
We had to be trained in how to teach the distributors’ 
salesman to do his job. 

Salesmen learn best in small groups. Everybody has a 
chance to get in the act, and tell what he has done. That’s 
cross-fertilization—a process of training each other. Ten 
men usually are in the group. 


Round Table Sales Meeting 


The leader might say, “Welcome, fellows, to our round 
table sales meeting. You'll find this is different because 
all of you will take an active and important part. We'll 
all have something to say and we'll all learn from each 
other. If each one of us had all the good ideas of all the 
men in this room, each one of us would be the best sales 


man in the world. 
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“May I| ask you this question: ‘Just what do you want 
out of life?’” 

The men respond with, “I want to be successful; active; 
make more money; lead a happy life. and the leader 
says: “We can sum it up this way: You want to be active 
and happy in a business that you like; and successful 
(money-wise) as you are now or more so, isn’t that right?” 

You become “success conscious” when you keep thinking 
of “What You Want Out of Life.” In other words: 

Your success and your destiny depend upon the 
mental image you carry in your brain of what you 
want your life to be. 

Socratic Direction 

Of course you sales executives recognize the method we 
are using to get the right answers from the group. It is 
the method used by Socrates 2,000 years ago, and is called 
Socratic Direction. It’s the process of drawing from the 
trainees the answers you want to questions you ask about 
their work. You must know WHAT ANSWERS YOU 
WANT, and have a good skeleton outline of the material 
before you start. 

The leader stimulates the group by saying, “What do 
you think? What would you do? Can you add some 
thing? That’s a good point to bring up. Good idea.” 
And if the idea is irrelevant the leader might say, “Yes, 
but | wonder if we can look at it this way also.” The 
leader is careful never to embarrass anyone in the group. 
He learns how to guide, to encourage, and to stimulate 
the men. 

The leader then makes this point: To get the things 
you want out of life, you will want to, first—know you 
self, and second—know more about your business. Now 


there are three basic things to consider: 


ATTITUDE KNOWLEDGE SKILL 

And the leader says, “What does it take to have a good 
ATTITUDE?” The replies come from the group: “You 
have to like your job, the products, the company, the 
industry. A willingness to work hard. A sense of re 
sponsibility. 

And the leader says: “What kind of KNOWLEDGE 
must you have?” Again the answers come from the men: 
“Knowledge of salesmanship, customers, the products, com- 
petition, history of the company and the industry.” 

The leader says, “What kind of SKILLS do you need?” 
and the men answer: “S&/l in demonstrating the products, 
skill in handling people, sk:// in selling methods and tech 
niques.” 

The leader sums up, “To be successtul we must have 
all three—ATTITUDE, KNOWLEDGE, AND SKILL 

“All right,” he says, “that brings us to a very important 
question: Why are we here? No matter how good we 
are, we tend to relax our efforts, to lose zip and enthusiasm, 


to let our sales tools become dull like the point of thts 
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pencil. So we are here for a very goed reason. To recharge 
our sales batteries and improve our selling ability.” 


continues: “Let's go back to the time you 


first started selling. You were hustling and bustling to 
make eet. Thru trial and error you discovered the 
things vé had to do to get ahead. Wouldn't it have been 
wonderful in those days if a friend had come to you and 
said, ‘Here on one sheet of paper I have written down 
all the things you must DO to be a successful salesman.’ 
You would have taken that sheet of paper with real pleasure. 
It wou been a picture of your job. We might call 


t a Salesman's What-To-Do Chart.” 


Blow Up Salesmen's Chart 


f In o ining program we use a big blow-up of the 
( chart o1 wall and a copy of the chart is in the not 
i] book ich salesman. The leader has each man read 
part of tl hart and the group discusses it. He asks, “Is 
g that the way you see it? Would you add or delete anything? 
Do we a derstand the chart and accept it?” 
Then tl ider sparks the discussion on three topics: 


THE MARKET THE SALESMAN 


- THE SALE 
” The MARKET discussion brings out these points: There 
is is a market for the product; the salesman must 
d know potential in his territory; he must have a sales 
goal; he st know how to “generate” the market by using 
ut two effect ways: 
l. Du sales generators, which means the salesman 
é and the actual products. 
Indirect sales generators, which means advertising, 
i letters, catalogs, and displays. 
ic 
THE SALESMAN. The chart lists the salesman’s job 
S is follow 
h 1. Secu continuing and increasing volume of sales 
from regular accounts. 
ue Secure constant addition of new accounts. 
3. Grow with the territory. 
b° Keep all ounts sold. Handle questions and complaints 
properly. See that products are used properly. Build good 
, persona tions with all accounts. 
The Sales Personality 
We take plenty of time teaching how to develop a good 
od sales Der s¢ ty and cover these points: 
Appearance of the salesman—cleancut, shoes shined, 
n clothes p1 neat personally. 
' We stress the point: TO SELL YOU MUST SPEAK 
WELL. Learn to talk slowly and clearly. Learn to drama 
tize yout ng talk by means of speech, gesture, and facial 
expressi 
THE SALE. In the discussion we establish that there 
ire three types of calls the salesman must be trained to 
handle 
’ The 1 iser of the product. 
Che Marst user. 
The user of the competitive product. 
To tl on-user, we sell the idea of stencil marking first 
| ind then the idea of our superior quality and service. 
To the Marsh user, we sell the full line. A user is not 
really istomer until he buys substantially a// his 
< require rom you. 
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To the user of competitive products we sell the difference 
and show the superior features of our products over the 
others. 

In each type of call the salesmen discuss their ideas of 
handling these four things: The Approaches. The Benefits. 
inswers to questions. Closing. And in doing this, the 
men are getting a warm-up session for what is to follow 
when we get into “role-playing” or “psycho-drama,” or 
we might call it, “Rehearsal for Selling.” 


Rehearsal for Selling 
A typical office with desk and 
chairs (for a call on the purchasing agent or other company 


And now the stage is set 


official). Also a shipping department with packing bench, 
boxes, cartons, and some kind of marking equipment. The 
equipment is changed to fit three different situations: 
The non-user of stencils has shipments marked with 
tags, labels, hand-marking. 
The Marsh user has our own equipment in operation, 
The competitive user has that type in operation. 


"Role Playing” 

Role playing may be old stuff to the big corporation, 

with a complete sales training program and sales training 

executives; but I’m sure it is something decidedly new and 
different to the average small manufacturer. 


We listed all the ways the salesman could ask for the 
order from the simple direct question, “May I write up the 
order now?” to “How soon do you need this, Mr. Brown?”, 
or, “Do you have all the information you need to go ahead 
with this?” 


Weak Spots Uncovered 
But “role-playing” was not all a bed of roses. We found 
some weak spots in our sales armor which had to be 
corrected. Some men simply did not know the products 
well enough to demonstrate them effectively nor explain 
their uses. They talked about savings and cost-cutting 
without facts to back it up. They didn’t know how to sell 
results or paint a word picture of what the product would 
do for the prospect after he bought it. They didn’t know 
how to sell the superior features of our equipment over 
other articles. But even this was beneficial because 
It awakened the salesman to the need for improve- 
ment in his own selling methods. It created a 
desire to be as good as “that guy from Boston” 
or some other place. 


Salesmen Are Enthusiastic 

Indoctrinating the distributor’s salesman is not a one-shot 
proposition. It is a continuing program with follow-up, 
additional meetings; letters and bulletins mailed to the 
salesman’s home address; working with him in the field; 
reviewing his work and showing a deep personal interest 
in him and his desire to succeed. 

If you ask me, “Does a program of indoctrinating the 
distributor's salesman pay off for the manufacturer?”, | 
would answer you, “Yes, it positively does pay off.” It pays 
off in several ways: 

1. Through increased sales volume and better relations 

with customers and prospects. 

2. By helping the salesman to KNOW HIMSELF, to 

improve his life and his work, and make his mark 
in the world. 


(Reprinted from ‘Guideposts & Methods,”’ published by National 
Sales Executives, New York, N. Y.) 
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Selling Equipment by Package 





COMPLETE WITH OFFICE PLANNING 


by W. E. LUDWIG 


John R. Bourne Company, 
Rochester, N. Y. 





B® WITH TODAY'S ever-increasing competitive market 
and also the terrific increase in consumer discounts, the 
average office equipment dealer must now turn to a new 
standardization and packaged selling program to maintain 
present profits. 

Such a program means securing lines of equipment made 
by reliable manufacturers who can furnish the most sales 
aids for his organization. It is only through such assistance 
that the dealer can seli more efhciently by office planning 
and presenting a packaged deal. 

Since World War II, selling has generally been order 
taking. Money has been free and salesmen have been 
making large commissions. However, times are changing 
rapidly and in order for the salesman to retain his present 
remuneration from office equipment sales he will have 
to turn to office planning and selling intangibles such as 
efficiency. 

Selling in this manner requires more product knowledge 
than ever before in order to work out an intelligent work 


flow, an office procedure chart which is required in office 


planning. If the salesman does not have the proper back 
ground for this work a night school accounting course would 


certainly add to his ability to do a better job in this field. 


With present-day wage rates, industry's administrative 
personnel are more than interested in reducing overhead 
through more efficient office procedure. Most office man 
agers are willing to take advantage of free office layout 
surveys that can be offered by your salesmen. 

The offering of such free services will more than pay 


for your time and effort as it is only through this type 
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of approach that your salesmen can make a_ thorough 
detailed inventory of your account's effice equipment and 
supplies. 

Once you have this compiled, you have a basis to start 
a comprehensive survey. Check their equipment for old, 
outmoded items, make a detailed chart on work flow, find 
out where you can speed up work and reduce work loads. 
These are a few of the items required to show your prospect 
where new equipment will save him money. (The National 
Stationery & Office Equipment Association has published 
two wonderful booklets on office planning and office layout 
which every equipment dealer should have and use.) Then, 
make a complete report showing where new and modern 
equipment will speed up work, reduce fatigue through 


labor saving devices such as posture seating, better lighting, 


and better and more complete indexing of files. 

Use percentages as they are very effective. This is where 
your salesmen do a real selling job through an intelligent 
packaged layout proposal, In making a complete survey 
of this type you take yourself out of the price-cutting field 
and also eliminate your competitors who fail to sell through 
this media. 

In setting up layouts we use 21x19-inch graph paper which 
has been adapted for use in brief covers and is procured 
from The Globe-Wernicke Co. This is a definite manu- 
facturer’s aid. Then we set up present layouts with %4-inch 
models which consist of desks, chairs, files, tables, safes, 
and storage cabinets—all detailed to scale. These were 
procured from Triometric, Inc., in Pittsburgh, Pa., and are 
one of our most valued properties. 

Through these model setups we are able to choose wall 
color, draperies, and make suggestions as to floor material. 
We can keep rearranging the floor plan and work flow 
until we have reached a final arrangement which you feel 
will do the best job, cutting work flow to a minimum. When 
this is completed we draft our final layout and make a 
very detailed report as to our findings and what we can 
accomplish in percentages. 

If the equipment we are featuring is steel we, being Globe 
Wernicke dealers, are stressing our new colors such as 


Furniture display at 
John P. Bourne Co. 
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sea green and copper tan—a manufacturer’s aid to give their 
dealers a wider color range. To accompany their products, 
we show the Harter chair line. 

In presenting a steel proposal we now arrange a showing 


of our new color sound film on our portable projector. This 


we do 11 prospective buyer’s office, demonstrating color, 
construction, and the adaptability of Harter chairs and 
showing steel equipment to accompany such items. This 
film was procured from Harter and is one of the finest 


sales presentations I have ever seen—another wonderful 
manufacturer's aid. More manufacturers should furnish 
such aids as this. 

If wood equipment is being featured in our proposal, 
we prepare a layout on Myrtle desks and accessories with 
Johnson chairs. Myrtle has done an excellent job for its 
dealers as you can secure sampies of draperies, upholstery 
material, large wood samples, pictures, occasional chairs, 
davenports, ashtray stands, and color plates showing various 
office layouts 


With the assistance of the above manufacturers we are 








now able to complete a very detailed proposal showing 


a package price. In doing this we are continually increasing 
our sales with less and less competition. Try it and you 
will be amazed at the results, 





ADVANTAGES OF EXCLUSIVE 


by L. E. THOMSON 


vice-president & general manager, 
S. J. Olsen Company, 
Milwaukee, Wis 


4 


® NEAR THE CLOSE of World War II S. J. Olsen Com- 
pany started a search for a top-grade line of wood furniture 
with a price structure that would attract volume buying. 

The field narrowed down to one manufacturer, and we 
began talks with this firm. Our goal was an exclusive 
franchise 

Such a franchise is most desirable, we felt, inasmuch as 
it provides a distinct advantage to a salesman. It furnishes 


him with the necessary impact to sell a line profitably 
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DEALERSHIP 


without the fear of the discount salesman’s competition. He 
can sell his product on merit, make a profit for his em- 
ployer, and secure maximum compensation for himself. 

Late in 1946 we concluded an agreement whereby we 
could become this furniture firm’s exclusive dealer as of 
January 2, 1947. 

We began work immediately on a sales program to make 
every buyer of office furniture think of our new line of 
wood desks. 

An intensive cultivation of the market began with news- 
paper advertising and feature displays in store and show 
windows. All salesmen carried brochures and introduced 
these new wood desks to every prospect on whom they 
called. Old and new customers alike were personally solicited 
regarding the new line and given the full story of its many 
outstanding features. 

With continued pressure on the new line through the 
next three years our sales rose more than 200°. 

In May of 1950 we moved our retail 
store and warehouse into our present 
location with both units now housed in 
one building. This new location pro- 
viding depth display windows allowed 
us to enlarge our display stock with a 
continued increase in sales of wood 
desks. Removing the backings made 
our entire store a display window. 

We have found that personal solici- 
tation by our salesmen has produced a 
tar greater percentage of desk sales and 
inquiries than display or direct mail 
advertising. However, the team of all 
three produces a justifiable average. 


Furniture displays may be 
glimpsed in S. J. Olsen windows. 
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SUCCESSFUL SPECIALIZATION—WHAT IT TAKES 


by WILLIAM F. RYAN 


Manager, 
Poundstord Stationery Company 
Cincinnati, Ohio 


@ SPECIALIZATION is proper promotion plus proper 
interest in doing a good job. Specialization is being exclu 
sive; furnishing quality in exchange for repeat business. 
Your windows are your most important salesmen. Use 
them and nurse them along with the same loving care you 
would lavish upon your most promising apprentice. A win 
dow display of only one week sells all year because it makes 
new customers and induces old customers to return. 
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New Tape Display increased sales of all types and 
styles, as much as 30% on colored and masking tape. 
Plenty of room for stock means fewer trips to the ware- 
house. 

A customer who walks into your store to see or ask about 


an item seen in a window is half sold. It may seem at such 
times as though the sales-clerk is not too important; but this 
is just the time when the second 50°% of salesmanship, prod 
uct knowledge, is most useful. Self-service displays are 
excellent to a point. In a supermarket “oats is oats,” but in 


our field a journal sheet is not a ledger sheet. Our cus 


tomers need more help than does a housewife shopping for 
dinner. Self service can lead to utter confusion if carried to 
extremes. 

A regular change of interior displays and an occasional 
change of stock location keeps both the clerks and the cus 
tomers on their toes and keeps boredom from creeping into 
the sales transactions. To push a big ticket item, stock 
location is extremely important. Put it where the traffic will 
see it and, if possible, try it. 

Displays should be as close to stock 
so that no time will be lost between impulse and purchase. 
For example, when we wanted to increase fountain pen 
sales we moved the entire department from the side of the 
store to the front center where it was the first thing seen 
when the customer entered. New show cases and more 
attractive presentation increased pen department sales 30 
the first year. 

This, of course, hurt the sales of the low ticket tapes 
that were previously displaced in the front. In order to 
rebuild this item we moved it back up the aisle to a 
location where more traffic flowed past. New cases at a 


low ation as possible 
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very small cost gave us an opportunity to show a larger 
variety and a larger quantity and PRESTO, sales increased. 

The best and most important method of promotion is 
good display, not necessarily mass display if your stock 
doesn't warrant it, but good display, attractive and colorful. 

Another source of help is dealer aid material, usually the 
result of a great deal of study aid research by artists and 
people who know color. It’s free—use it! If the suppliers 
would put as much attractiveness into their packages as 
they do their counter cards and displays, much more of 
their merchandise would be sold to impulse buyers. 

The most popular salesman to call on us is the man who 
comes in and services his stock regularly and sees to it that 
we have what we need, He also sees to it that we know 
about any new item or change in the old. (We get a 12-time 
turn over on his item.) 

One more source of help is the trade journal. Here is 
one of the least expensive investments you can make when 
you consider that they are filled with up-to-date informa- 
tion about new products, manufacturers, what other dealers 
are doing and success stories of “How to do it.” 

A better job of merchandising is done when you work 
for your customer. His interests and yours are identical. 





New Fixtures and new location improved pen depart- 
ment sales 30% the first year. 


- : oR Ne. Bir 
Bill Ryan, Hildegarde McCaleb and Ed Meier, dept. 


mgr., talk over the art dept., installed last march. 
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Specialization Through 





The Personal Touch 


by S. J. MAGEE 


Sales Manager, 
Feldser Printing & Office Supplies, 
Lancaster, Pa. 


@ MANY STATIONERS depend on their customers com 
ing into tl place of business to make the sale but we at 


Feldser generally make the sale in the customer’s office, 


either through direct contact or by direct mail. 

We specialize in carrying our story into the held, with 
salesmen showing a new item every week, or until we can 
cover our territory completely. During transfer time or near 
the end of the year, of course, we emphasize appropriate 
items and these, necessarily, are stressed over a longer period 
than usua 

Our special way of doing business is not unique but in 
our market we are the only stationer who operates in this 
manner. This was a result of being located some seven 
blocks from the shopping district and of having no store or 
clerks but only a showroom for furniture display and a 


warehouse. Should customers drop in without a direct in- 
vitation they are attended by one of our three salesmen or 
by either of our two secretaries, who have been trained to 


do this job whenever the need arises. 


Have Exclusive Accounts 


Our method of operation, as far as outside personal con- 
tacts are concerned, consists of each salesman having a given 
list of accounts that are exclusively his. He is personally re- 
sponsible for calling on these accounts regularly, some every 
week and some every two or three weeks. At these times he 
follows our set schedule of always showing some item line. 

On calls made outside of Lancaster, each salesman sends a 
card telling customers when he expects to call. A return 
postage-free card is attached for use in ordering an item to 
be brought along or to tell us of interest in discussing a 


certain item during this visit. These cards, sent out about 





Mr. Magee in front of two-story showroom and print shop. 
U'hree-story warehouse and parking lot are in back. 
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S. J. Magee seated at desk 
in small corner of showroom 


one week ahead of the call, have been very successful in 
paving the way for many extra sales. Often customers keep 
these cards to send orders in at times other than when our 
man is in the territory. 

Salesmen also are instructed to make several calls a day on 
new accounts or accounts that may not be on any of our 
lists. In this way we get personal coverage of all the market. 
Even though a sale is not always made on each visit, because 
of our constant calls, customers phone or mail many orders 
in between calls. These sales are credited to the salesman 
who is responsible for calling on that particular account. 

Salesmen are backed up by direct mailings that go out at 
least once a month and sometimes several times. We edit 
and publish a four-page house organ that is mailed every 
month to our complete list of customers. Called Loose 
Leaves from Feldser, it is more newsy than commercial. 
One column is devoted to illustrations of new items, sev- 
eral paragraphs give time-saving tips that can be used in the 
office and the remainder is devoted to success stories and 
articles on the selling habits of various types of business. 
We feel this type of mailing keeps Feldser in the minds of 
all of our customers without boring them by too much com- 
mercialism. 


Send Out Folders 


Another regular mailing is sent to this same list. This also 
is a four-page folder but this time it is definitely slanted for 
pulling sales. About 18 or 20 office supply items are usually 
pictured. To avoid monotony this commercial folder is sent 
out less frequently than Loose Leaves and serves merely as 
a reminder of what we have in our line. In a year’s mail- 
ing this piece covers a large portion of our supply items. 

A small catalog showing our larger items, such as desks, 
chairs and cabinets, also is mailed to this list, but it is a one- 
time mailing with no repeats. As new prospects appear a 
copy is mailed to them. 

In addition to these larger mailing pieces we also send 
mailings purchased from our suppliers, covering special items 
such as coat racks, Christmas cards and so forth, each with a 
return postcard enclosed. These mailings have been particu- 
larly successful and are sent out at least five times a year, 
always covering different items. 

A final promotion, which we feel has been very effective, 
uses small packs of book matches which are mailed peri- 
odically to all of our customers. Salesmen also carry these 


(Turn to page 182, Please) 











TALES NER WOR an 


a Sa a re cl LS AR. 


Ee RR 





Have YOU ‘Taken a 
Good Look at YOUR 
Windows Lately? 


@ PERHAPS A REQUEST for for 
giveness in borrowing a portion of a 
phrase currently being used by an ad- 
vertiser in the cosmetic field might be 
in order, but we can think of no better 
way in calling your attention to this 
mighty important matter of correct 
window display advertising. 

We are all aware of the window dis- 
play’s primary function. It is to sell 
goods; that is simple enough. But, how 
does the right kind of window display 
go about accomplishing that objective? 

Before anything else, the window 
must say, “Look!” Someone put it this 
way: An effective window display must 
prevent passersby from passing by. 


Three Vital Seconds 

It has been estimated that people pass 
a show window in three seconds. Read 
that again—three very short seconds! 
It has also been estimated that the most 
that will stop will be 20°/, and to stop 
that many your window has to be good. 

If you have read this far and have 
any doubts in your mind as to whether 
or not you can profit by completing the 
reading of this article—tell you what 
to do—turn this magazine open pages 
down—station yourself in a spot where 
you can get a full view of the people 
passing by your store. How does’ your 
percentage measure up with the 20 

Customers do want better displays 
a fact that has been proven time and 
time again in surveys. Why do they 
want them better? Because 87°”, of the 
people buy through the attraction of 
sight. 

What will attract attention? Attrac 
tive layout, motion, life, excitement and 
color—these are the keys to gaining the 
attention of passers-by. You need some 


34 


























thing in the background for quick at- 
tention—bright colors will help. Dis- 
play seasonal goods—timeliness is 
essential. 

Set your own pace, don’t wait until 
competition has its windows in before 
you start planning. 


Proper Lighting 

How about the lighting in your win- 
dows? Merchandise will be seen faster 
if it is lighted properly. Poorly-lighted 
windows stop only one-fifth as many 
passersby as well-lighted displays— 
something to think about. Light helps 
customers see the items for sale and 
assists in creating the desire to own 
them. 

Remember the positive and the nega- 
tive aspects of light in your windows. 
Light that hits the eye is negative— 
light that falls on the object or mer- 
chandise is positive. 

Eliminate glare, avoid the use of mir 
rors. Use plenty of light, overcome any 
distracting reflection or shadows by the 
use of supplementary lighting. Use 
spotlights when necessary to concen- 
trate attention on the main theme. 


Careful Arrangement 


What about arrangement? Place the 
items on display the way you would 
hand them to, or point them out to a 
customer, Display related items to- 
gether. Group merchandise—don’t 
scatter it. Don’t cram the window. 
Balance your displays—place the smal- 
ler items out in front. Have a single 
theme in your display and then build 
around that. 

Your window display must stimulate 
action. We mean buying action—the 


impulse that brings about the change 
from a simple passer-by to a genuine 
customer with new money in the cash 


register. 

Window displays can do a whale of 
a selling job for you, and will, if each 
display tells a definite story. Whether 
it is a story of something new, seasonal, 
institutional or price, it must tell some- 
thing. 

Stimulate action by displaying mer- 
chandise in a way that suggests the use 
by the customer. Tell people something 
they want to hear—about themselves. 
Don’t just sell merchandise—sell what 
the merchandise will do for the buyer 
—i.e., don’t sell the steak, sell the 
“sizzle.” 


Frequent Changes 


Finally, this matter of changing win- 
dows frequently is a mighty important 
consideration in effective merchandis- 
ing. It is evident that a display should 
be continued only so long as it is pro- 
ducing the results desired. And, al- 
though much depends upon the store’s 
location, both as regards the size of the 
city and the particular site occupied, it 
is probably true that stores in small 
cities should change their display more 
frequently than stores in central shop- 
ping areas of the larger cities. 


Works in Reverse 


In actual practice, however, the re- 
verse is more likely to be the case. 
Small retailers often neglect their win- 
dows while larger stores watch them 
closely and change them frequently. 

In closing, remember — your win- 
dows are the most conspicuous parts 
of your stores. Keep ’em interesting! 
Help make ’em sell!—JK 


OA — 1/54 








S; 


se) 











net 


use 
ing 
lves 
vhat 
yer 


the 


nges 
win 
‘tant 
idis 
ould 
pro 

al 
yre’s 
the 
d, it 
mall 
nore 


hop- 


erse 
re- 
case. 
win 
hem 
ly. 
win 
parts 


ring! 


/54 


The Harmonious Office 





Fitting out an actual room 


is the best way to sell 


8 NOW THAT INTERIOR decora 
tors al ing their attention to of 


as homes office outfitters 


nces as VC 


would de | to suggest the complete 
furnishing same instead of the pur 
chase of a single item. This has been 
done to good advantage by the firm of 
Schwabacher-Frey, Los Angeles, that 


steadily stresses a harmonious office 


instead of where the different fur 
niture and furnishings are acquired in 
a hapha manner. 

Best results are gained by fitting up 
an actual business home, and when 
space Vi illow an office in the window 





Schwabacher-Frey Effectively Displays an Office in a Window 


will be more profitable than one on the 
furniture floor. 

A double office was recently arranged 
as a window exhibit by this firm. At 
one end of the display was a flat-top 
desk, cellarette and chair, with an exec 
utive standing behind it. On the desk 
was a leather desk set and lamp. 

A card suggested “Rock-a-File wood 
furniture—an office designed to provide 
a business home commensurate with 
the responsibility of the man occupying 
it. Efficient, comfortable, dignified. We 
will be glad to plan one equally well 
for you.” 


At the other end of the long window 


was an office of all-steel furniture. 
Supposedly in the lofty tower of a tall 
building a big window in the rear gave 
a view of some of the city’s skyscrapers. 
On the desk was a goose-neck lamp, 
steno book in rack, pencils and file 
basket. Standing beside an open filing 
cabinet was a secretary. Close at hand 
was another filing cabinet on top of 
which was a telephone. Leaning against 
a steno chair was a card “How your 
employes SIT has an important bearing 
on where they stand in proficiency.”— 
WBS 





Systems Display Leads to Added Sales 
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Springfield Office Supply Co. uses this system books display. 


B® RECOGNIZING the fact that many 
smaller business firms laboriously exe- 
cute typewritten contracts, statements 
and forms, because they are unaware 
of the existence of ready-printed types 
for just such purposes, and building a 
display window on the theme, created 
a lot of additional volume during July 
for Springfield Office Supply in Spring- 
held, Mass. 

The window display as pictured 
herewith, was compiled through the 
products of several printed blank form 
and book pad manufacturers, offering a 
collection of stock system books for 
garages, dry cleaning, filling station op- 
erators, florists, variety stores, bakeries, 
restaurants, motels and grocers. 

As shown, the window played up 
the slogan of one of the nation’s top 
manufacturers, on the theme “The 
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Right Business Form for Every Form 
of Business.” 

Books scattered in neat geometrical 
displays around a portable typewriter 
in the center, were. designed for buy 
ing, receiving, stock keeping, produc 
tion, selling, delivery, billing, collect 
ing, disbursing, stock tool issue, 
memos, dividend records, cross index 
ing, transfer filing and warehousing. 

One sample of each type of book was 
displayed atop a pile of sheets torn 
from within it, with actual entries 
upon it. By thus showing books both 
open and closed, and with plenty of 
actual samples in use, plus such handy 


accessories as portable typewriters, ink 
duplicating equipment, erasers, clips, 
staplers, rulers, and so forth, Spring- 
field Office Supply Company “stopped 
a lot of traffic.” 

Most of the businessmen who came 
in to pick up two or three types of 
stock system books were noticed re 
marking, “I didn’t know that there was 
a low-price form of this kind before 
seeing your window.” 

Others asked whether it would be 
possible to obtain several types of forms 
for record-keeping and business opera- 
tions in the same size book for handy 


hling away—and were pleasantly. sur- 


The Merchandising Primer 





Continued from page 19 


as a stimulant. Result: “Tea peps you 


up.” 

Thence followed the campaign to 
sell the vitality latent in tea, the ads 
with the brisk young people in the 
illustrations, the publicity telling of tea 
in training-table menus. 

But what the Tea Bureau really was 
selling was Satisfaction of the Urge for 
Security (through its derivative, Satis 
faction of the Urge for the Approval 
of Others) and Satisfaction of Aggres 
sion (through its derivative, Satisfac 
tion of the Urge to Excel Competi 
tively). 

What competition sells is, of course, 
an important factor in determination 
of the Right Appeal. 

For instance, just how does our 
product stack up against competitiv: 
products? 

Shall we search for an appeal that 
competition is not using? Shall we 
try to outshout competition on thé 
appeal it is using? 


oun so" 
IS SWEETE;2 


a 






Competitive considerations also enter 
into the policy decision on whether to 
stress one appeal or more than on 

In general... 

Unless one particular appeal stands 
far above others in buyer attraction, 
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thereby dictating a one-appeal policy 


One appeal is more apt to be effective 
than two appeals and two appeals are 
more apt to be effective than three. 
When a product 1s competing for the 
market, stress one appeal. 
product “has the market,” cover all 


When a 


consequential appeals. 

Dramatizing the appeal is a function 
of Sales Promotion, Selling or Adver- 
tising—not Merchandising. 

The decision to feature ease of steer 
ing, in advertising and selling, was a 
Merchandising decision, 

The decision to call it “Finger-Tip 
Control” was an Advertising decision. 

The decision to promote new and 
more frequent uses of Jell-O was a 
Merchandising decision. 

The decision to accomplish this by 
full-color illustrations of new desserts 
and recipe copy in national magazines 
was an Advertising decision. 

The decision to feature safety through 
the quicker stopping power of USS. 
Royal Master Tires was a Merchan 
dising decision 

The development of the rubber 
squeegee to demonstrate how the “De 
skidded tread digs down through 
slippery road-films” was a Sales-promo 
tion development. 

Merchandising selects the Right Ap 
peal. 

Advertising, Selling and Sales Pro- 
motion present it to the buyer. 

The merchandising decisions men 
tioned above were not necessarily made 


by merchandising men. 


prised when Springfield Office Supply 
Company announced that every form 


was available in duplicate sizes, almost 
without limitation. 

“This again points up the necessity 
for the office supply retailer to know his 
customer’s problems and to slant his 
merchandising promotions around 
them,” a spokesman indicated, “All 
too often, the businessman is simply 
doing without some items which would 
substantially expedite his business op 
erations and save him large amounts of 
money, simply because he is not aware 


of their existence.’—RAL 


But they were, nevertheless, Mer 
chandising decisions. 

The selection of the appeal on which 
the product is to be presented to the 
buyer in advertising is a Merchandising 
function .. . even when it is performed 
by an advertising man. 

The distinction is in what was done 

not who did it. 

A gardener uses both a hoe and a 
rake. 

He turns the turf in a garden with 
the hoe, then rakes the soil smooth with 
the rake. 

The fact that the same man did both 
jobs does not alter the fact that hoeing 
and raking—though closely related like 
merchandising and  advertising—are 


distinctly separate functions. 


Ten Commandments 
of Good Business 


1. A customer is the most important per- 
son in any business. 

2. A customer is not dependent on us— 
we are dependent on him. 

3. A customer is not an interruption of 
our work—he is the purpose of it. 

4. A customer does us a favor when he 
calls—we are not doing him a favor. 

5. A customer is a part of our business— 
he is not an outsider. 

6. A customer is not someone with whom 
to argue or match wits. 

7. A customer is a person who brings us 
his wants—it is our job to fill those 
wants. 

8. A customer is deserving of the most 
courteous and attentive treatment we 
can give him. 

9. A customer is the life blood of this and 
every other business. 

10. We are proud that our friends are 
OUR customers and OUR customers are 
our friends. 
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by Irving Settel, authority on retail advertising 


TEST DIRECT MAIL FOR EFFECTIVENESS 


@ MOST OFFICE APPLIANCES merchants 
recognize the value of direct mail as an advertis- 
ing medium. Consistent and organized use has 
been responsible for a considerable amount of 
many retailers’ total volume. 

However, no static rule is available which will 
assure success. Too many changing factors tend 
to obscure a formula. One of the most important 
of these factors is testing . . . careful and precise 
checking of the many €xisting variables. This is 
the only way to learn by experience and increase 
efficiency with every mailing. 

Consequently, a successful direct mail retailer 
conducts frequent tests to produce maximum re 
sults. Of course, there are an infinite number of 
tests which can be made. It is virtually impossible 


.to do them all. There are a few specific tests, 


however, which are most. important to the office 
appliances man who uses direct mail. Let us 
consider these carefully. 
Mailing List Tests 
It is important for the user of direct mail to 
conduct tests to determine the responsiveness of 
different lists and various areas which can be 
profitably circularized. 
Timing 
What time of the year, month or week, is the 
most effective for your mailing? Testing your 
various periods of time can answer this question. 
Here, too, we can determine the necessary fre- 
quency of the mailing and the intervals which 
should elapse between them. 
Type of Mailing Piece 
It is commonly known that many types of direct 
mail pieces are available to the retailer. The 
important question arises as to which is most 
effective for individual needs. Obviously, there is 
no single answer here. Instead, tests must be made 
by each office appliances man to determine the 
best for him. Available are the following: 


1. Postcards. 
2. Letters. 
Leaflets. 

4. Folders. 

5. Broadsides. 
6. Booklets. 


7. Catalogs. 


wy 


8. Variations of any of the above. 


Tests will show which of the above will perform 
the most work at the lowest possible cost. 


Types of Envelope 
There is no envelope problem when the direct 
mail piece is a postcard or self mailer. Neither 
require the use of an envelope. For all other types, 
the problem arises of what kind of envelope to 
use. Color comes under consideration, size and 
style. All of these factors may have a bearing 
upon ultimate results. 


Stamps 
Another important factor to consider is the 
matter of stamps. Which is best . first class 


metered postage or pre- 
cancelled stamps? Tests will give the answer, 


or third class postage . . . 


There are many other factors which may be 
tested for most effective promotion. Elements such 
as reply forms, and appeals can be tested. How- 
ever, while they are important, the office appliance 
advertiser can save time and money by concen- 
trating on those mentioned and described here. 


How Large Should a Test Be? 


It is possible, with small mailings, to determine 
in advance the success of a future complete mail- 
ing. It is also possible to eliminate a certain amount 
of guesswork. The ever-existing problem of how 
large a sample should be sent must be decided, 
No hard and fast rule can be offered. Here, too, 
individual differences prevail. Much depends upon 
the size of the complete list, the purpose of the 
testing, the types of products which are being 
promoted. Usually about 10°/ of the entire list 
can be used as a fair test. 


One At A Time 
It must be remembered that only one variable 
should be tested at a time. If you are testing 
“types of mailing pieces,’ you must concentrate 
on getting correct answers to this question. While 
several tests can be made at the same time, it is 
difficult to standardize the conditions to get effec- 
tive results. 


Use Past Records 
Small sample mailings can often be supplemented 
by your own past records to determine answers 
to future mailing problems, If an accurate record 
has been kept of past results, these can be con- 
sidered as test material. In addition, other tests 
can be made to complete your returns. Probably 
one of the most important rules a retailer can 
follow is to keep very 
(Turn to page 187, Please) 
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The Model Office 





Showplace of office furnishing 
ideas attracts record traffic 


and answers every question 


For the Office 


® A HIGHLY IMPRESSIVE “mu 
seum of modern office furnishing ideas” 
is attracting record trafic into S. G. 
Adams Company, office furniture deal 
ers of St. Louis, Mo. 

Consisting of a series of 10 rooms, 
set up to answer any question which 
the office executive may bring to bear 
on furniture harmonization, choice of 
accessories, colors, lighting and carpet 
ing, the new upper-floor installation 
has already borne a potent effect on 
office planning throughout the Missouri 
city, according to Jack Weihe, depart 
ment head. 

“We have covered a_ substantially 
larger field than was ever possible in 
the past,” he indicated, “so that the 
businessman opening up new quarters 
anywhere in the city can find practical 
expressions of decor in not only his 
own office, but in reception rooms, 
secretaries’ offices, corridors, hallways, 
and other spaces.” 

Completion of the big installation 
marks the final result of many years ot 
planning at the St. Louis concern. 
Actually, S. G. Adams Company is 
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Corner of 
Foyer with 
Typical Dis- 
play at S. G. 
{dams Co. in 
St. Louis. 






















generally credited with “pioneering” 
the model office form of display, achiev 
ing this on the second floor by build 
ing up ensembled offices “separated” 
due to the fact that each appeared on a 
separate carpet, giving the effect of a 
“separate room.” However, as office 
furniture has grown, the demand for 
more complete, effective service in of 
fice planning has grown until hast year 
the S. G. Adams executive staff deter 
mined upon a display so thoroughly 
detailed that businessmen would clamor 
to inspect it. Just that has been achieved 
with the Executive Furniture Guild 


demonstration and display offices. 


Tailored to Type 
Throughout the opulent display 
rooms, the theme uppermost is “tailor 
ing to the individual type” which Mr. 
Weihe expresses as permitting the cus 
tomer to “let himself go” in ordering 
a complete luxury office, or to match 
a series of smaller offices and reception 
rooms to the character of a particular 
type of business. 


In every room, the theme is instantly 





Furniture Buyer 


and obviously visible, with the result 
that the average prospect, turned loose 
to “browse” through the display, in- 
variably winds up spending an hour or 
so, instead of the few minutes planned. 

The selling system in connection 
with the Guild model offices is sim- 
plicity itself. Because a complete, ex 
planatory poster 1S provided in each 
room, it isn’t necessary for a salesman 
to accompany the customer. 

Instead, S. G. Adams Company pre- 
fers to simply “turn the man loose” 
and allow him to take his own time, 
to develop appreciation for the ideas 
brought forth. Almost every visitor, it 
has been found, settles upon one par- 
ticular model office as his own ultimate 
goal and, usually, accepts *the display 
shown without a single change. 

Stepping off the elevator, the visitor 
enters a wide foyer, with buff pastel 
walls, and containing a display of ad- 
vanced contemporary desks and odd 
pieces. Blonde walnut, severe modern 
design and leather, functional furniture 
are all shown here. 

Over the foyer floor is a floor of as- 
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vhich is the only such in 

lisplay, all of the rooms 
wall-to-wall. 

hallway which enters into 


rooms are colorful stained 





windows, photomurals, concealed, in- 
direct lighting fixtures, varying from 
step to step, and all operating as prac 
tical samples. 


Immediately to the left, as a highly 


More of the Foyer Area. . 
Green Room 


unusual introduction to model offices, 
is Miss Grey's room, a 9x17-foot room, 
designed as the ideal arrangement of a 
combination reception area and secre- 
tary’s quarters. The desk, against the 
wall, is a secretary's version of a Har- 
wood type. The typewriter platform, a 
sign explains, can be located either on 
the right or left side, with another 
pedestal containing a convenient tray 
in the top drawer, a stationery rack in 
the middle drawer, 

Pointed out is extra working comfort 
provided by island bases which permit 
a 1'4-inch height adjustment, and more 
knee space can be permitted simply by 
removal of the center drawer. The desk 
and an accompanying chair, finished in 


soft silver gray, are contrasted against 


primrose yellow and olive green walls, 
together with warm-gray carpeting, 
and touches of black and White car- 
riage cloth. 

Has Strong Appeal 

“This office accessory appeals to the 
businessman whose own office is in the 
best of good taste, but whose reception 
room is bare and unattractive,” it was 
pointed out. 

Off at a diagonal is the “Harwood 
Room” 13 x 15 feet, which is done 
throughout in olive green and teak, car- 
dinal red and stone gray. Designed for 
the executive whose daily agenda in- 
cludes occasional conferences, the office 
is imposing, and “convertible.” Wide 
over-hang at the back and both ends 
of the American walnut desk makes it 
possible for eight conferees and a sec- 


. and the 


desk . . . and the Tuscan Room 








Harwood Room . 


retary to be comfortably accommodated, 
table-fashion, while the desk itself is 
not over-large for the executive. 

Here featured is an eight-drawer de 
sign which permits individualized work 
arrangements, plus a conveniently large 
accessory tray in the center drawer, and 
a spacious personal file drawer in the 
left pedestal. This complete office is 
“contemporary” rather than extremely 
modern, for the conservative business 
man. Olive green color is picked up in 
the upholstery, desk accessories, a com 
fortable sofa, lamps, ash trays and pic 
tures. 

For the President 

Of top interest is the “President's 
Room,” 15 x 17 feet. Largest office in 
the collection, this is offered as a good 
example of an office designed for “ac 
tion.” Arrangement of the room is 
convenient for an executive who like 
wise finds it necessary to hold con 
ferences with associates, employees, or 
clients. However, instead of grouping 
the staff around the desk, there is a 
variety of seating offered. 

Six people can be comfortably seated 
in the present arrangement and the 
executive can reach all of them with a 
message spoken in a merely conversa 
tional tone. The centerpiece desk is 
functionally designed and arranged for 
swift, efficient location of papers and 
required accessories. The desk is of 
fered as of “dynamic style” coupled 
with dignity and elegance. 

Once again, all of the wooden fur 
niture items are of fine selected Ameri 
can walnut, hand-rubbed. Luxury and 
comfort are emphasized by the section 
al upholstered pieces which are a com 
bination of top-grain steerhide and 
pleasing design. Here, contrasting 
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. and a Section of the Foyer 


colors include geranium red and teak, 
hickory brown and warm gray. Spe- 
cial interest features include a cork 
tack board for putting up bulletins, 
with separate fluorescent display light, 
spaciousness, and relaxing color back- 
grounds. 
Atmosphere Here 
Ranging around the corridor, the 
customer reaches the “Sherwood 
Room,” 13 x 16 feet, which is set up 
as an “appropriate atmosphere for the 
senior executive or professional man.” 
English design is used throughout in 
traditional 18th Century. The design 
is enhanced by perfectly-matched, fine 
veneers, with a desktop finished in 
quarter-matched cut walnut and bor 
dered design. Also shown is a three 
panel, gold-tooled, leathertop with blind 
Hand-glaze 


walnut finish is shown in a 32-inch- 


embossing on each side. 


wide table, adequate for use in rooms 
of limited size. Off to one side is a 
versatile cabinet, which can be fur- 
nished as a file, a dictating machine 
enclosure, or as a bar unit, depending 
upon the professional man’s use. Club 
chairs are distributed over the car- 
peted floor, and here colors are gild 
gold and teak, teal blue shadow and 
wedgewood blue shadow. 

A large number of desks are of 
fered in the “Tuscan Room” of 13x19 
foot dimension. These stately desks, 
chairs and tables are typical of the 
offices of bank presidents and corpora 
tion executives. Sturdy dignity is shown 
everywhere, with warm rich fine wal- 
nut, inlays in the finish, figured maple 
burl freize, giving an attractive back 
ground to hand-carving and creating 
the effect of the finest cabinet woods 


mellowed by age. One wall of the of- 





fice is covered in unicorn designed 
paper, styled after a medieval typestry, 
against which is a telephone cabinet 
which doubles as a bar unit or a per- 
sonal file. In this section, colors are 
hickory brown, warm gray and car- 
dinal red and teak. 

Undoubtedly the most impressive in- 
dividual office in the entire 10-room 
layout and one which draws awed 
gasps from most visitors is the Greene 
Room, a 15x19-foot office of “pure 
luxury.” 

Designed for the 
spends a great deal of his time in im- 


executive who 


portant conferences, and working with 
associates, this huge model office is to 
all practical extents a “complete apart- 
ment” minus cooking facilities. 

As shown, one wall is done in huge 
squares of padded, genuine green 
leather, the floor is carpeted from wall 
to wall in olive green shadow, and re- 
maining walls are in rich silver gray 
hardwood. In the left-rear corner is a 
huge pair of leather upholstered sec- 
tional sofas, in rich olive green, which 
intersect to form an L-shaped “conver- 
tional corner.” 

Use Silver Gray 

The desk and a cabinet are done in 
the same silver gray as the walls, and 
lighting for the kidney-shaped execu 
tive desk is furnished by a single, huge 
inverted-bow! fixture, suspended from 
the ceiling, to a point three feet above 
the desk. Rich draperies, carefully ac- 
cessoried lamps, chairs and ashtrays, 
provide a rich atmosphere which §, G. 
Adams Company has found appeals to 
every executive or professional man. 
Functional features include a_ service 
unit, with two compartments for use 


(Turn to page 42, Please) 


OA — 1/54 








bal 
duc 
wa 
boc 
luc! 
ind 
no 
pen 
mu 
B 
Prat 
Roy 
ther 
whi 
men 
And 
of ( 
pape 
Fina 
servi 
are 


both 


OA. 









ri 


( 


ay 

in 
nd 
ig¢ 
ym 


ve 


icc 
use 


ase 


154 


wg SIZ! AGE, 
for a business, but do not 


AND reputation are 
useful cay 
alone suffice to keep it thriving. Barney's 
ol Harttor ] 


ism. For a store with a heavy stock of 


is well aware of this tru 


ofhce turniture, factory equipment, sta 


tionery and appliances, carefully planned 
promotion to meet existing conditions 
is necessary in order to remain well 


nourished on a balanced diet of various 


orders 

With th hness and complexity of 
the Hartford area market in mind, 
Barney's has to plan both extensive and 
intensive palgns to cover the poten 
tial audie 

“This region 1s a trading area ot 
about 350,000 people, the 14th largest 
in the country,” says Julius Roth, junior 
partner of the 23-year-old firm. 

“And the industry here is varied and 





nde 


Exterior of Barney’s of Hartford 

{ third floor is located belou 

sireet le Del 

balanced, en large and small pro 


ducers. It we benefit some from 


war production, as we saw in the 
booms of ind °50, but Hartford is 
lucky because we could lose all our war 
industry o ght and there would be 
no great ition. That's what hap 
pened in 194 and we didn’t suffer 
nuch.” 

Besides tl irge manufacturers like 
Pratt and Whitney, Colt’s firearms, 
Royal ar derwood typewriters, 
there are rge insurance companies 
which are nter of a lot of move 
ment in ofh rniture and appliances. 
And Hartfor , of course, the capital 
of Connex with all the desk and 


paper worl plicit in that condition. 


Finally, « re important to general 
service cot ial outfits like Barney’s 
ure the is smaller companies, 
both industrial and commercial. 

OA — 1/54 


For the scattered general market in 
equipment and stationery, Barney's uses 
frequent ads in Hartford’s two papers, 
the Courant and the Times, and a 
quarter page in the telephone book’s 
classified yellow pages. 

A distinctive motto, “Everything but 
the secretary,” used to be the theme of 
all of the store’s promotion, but recently 
this was changed to “Now everything 
including the secretary,” with the intro- 
duction of stress on telephoning orders 
to a specially trained clerk. The adver- 
“Call Kay 
secretary at 


tising began to feature, 
Parker 


Barney's for everything you need in 


(your personal 
commercial stationery ).” 
But the very success of the promotion 
idea has proved a bit embarrassing. The 
charming Miss Parker promoted her- 
self a husband and, in due time, a baby, 
and now Barney’s is wondering how to 
hill her place. 
Successor Needed 
“When we find someone as inter 
ested in the work and as capable, | 
guess we'll have to keep calling her 
Kay Parker, too, like the A. & P.’s Ann 
Page, now that the public is used to 
her in our ads,” Mr. Roth commented. 
A more intensive kind of promotion, 
concentrated on new furniture, is di 
rected to the highly specialized mem- 
bership of the Purchasing Agents Asso 
numbering 
A carefully planned series of 


ciation of Connecticut, 
1000. 
full page entitled 


“Growing with Connecticut Industry,” 


institutional ads, 


in the Connecticut Purchasor, monthly 
organ of the association, was aimed to 
appeal to a variety of demands. 





Stationery Department 


Each page in the 1953 series presents 
a picture or two of a single installation 
job, with the copy written to reflect the 
nature of the job. The message de- 
scribes the furnishing problem involved, 
and bears a quotation from the pur- 


Balanced Diet Keeps Barney's Healthy 


chaser satisfaction with 
workmanship and price. For example, 
“Barney's 3 R’s Appeal to East Hamp- 
ton School Building Committee” is one 
headline. Pictures of the Principal's 
office and the Nurse’s room, appropri- 
ately captioned, are followed by the 
main copy, “The East Hampton Me- 
morial School is acclaimed for its fine 


expressing 


contemporary design.” 


, 





New England Utilitarian Ware- 
house of Barney's is located on 
Woodland St. 


An outstanding feature is the instal 
lation of the most modern children’s 
furniture developed to date for class 
room use. Last spring some members 
of the school building committee went 
would 
blend in with the school’s highly func- 
Looking around, they 
were impressed by the 3 R’s at Barney's 


shopping for furniture that 


tioning décor. 
... Right product . . . Reasonable price 
. . « Reliable service. Finding exactly 
what was needed at Barney’s and at ap- 
pealing prices, too, they placed their 
order and were “completely satisfied 
with everything from start to finish.” 


For Physicians 

Another in the series, presenting a 
physician’s office job, is headed, “Bar- 
Attractive, Long- 
Lasting Furniture for Hartford Doc- 


ney's Prescribes 
tor’s Offices” and the decor problem 
was “to have everything reflect the at- 
mosphere of harmony, relaxation and 
comfort considered essential in a gen- 
eral practitioner's office.” 

The danger of implied overspeciali- 
zation inherent in concentrating on a 
specific kind of job each month is over- 
come in two ways. First, each ad pre- 
sents Barney’s claim to have “New 
England’s Largest Selection of New 
and Used Office Furniture and Factory 
Equipment,”’ and second, over the 
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months a broad variety of installations 
is presented. These included, in 1952 
53, the First National Bank of Wind 
sor Locks, the Hartford Courant’s new 
plant, Libby McNeill and Libby’s Hart 
ford sales branch, Emerson Radio’s 
local branch, the Waterbury superin 
tendent of schools, schools in East 
Hartford, the Metropolitan Water Bu 
reau, the U.A.W.—C.I.O., Local 987, 
and Plax of West Hartford. 

Inevitably, furnishing of plants and 


offices involves used equipment, either 
to be supplied or to be taken as trade 
in on new merchandise. This phase otf 
operations requires two factors which 
Barney’s has in good supply: space, and 
a knowledge of values. 


For the Furniture Buyer 


(Continued from page 40 


either as a file, dictation machine cabi 
net, or a bar unit, the suspended lamp, 
and display panel. Here, decor has 
been selected to overcome tension and 
uneasiness, offering relaxation through 
the “over-powering” luxury and r 
laxing color. 

For the business executive who finds 
it necessary to increase his own furni 
his offices 


Adams 


Progression I] 


ture facilities, or to expand 
as the business grows, S. G. 
offers the “Harwood 
Room.” This 9 x 13-foot model office 
is the answer to the problem that many 


executives have undergone when feel 


I 


ing that it is necessary to have special 


installations planned and built in orde 
to provide the desk combination whicl 


fits individual needs, 
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Each of the three levels of the build 


ing at 450 Front Street is 62 by 162 
and there are an additional 25,000 
square feet in the tour story brick ware 


WV oodland. 


what is in all this space, or can be fitted 


house at 156 Knowing 
into it, and where each piece is, is a 
prerequisite to knowing what to buy 
and what one has for sale. 

This kind of knowledge is what Bar 
ney Goldberg, founder of the firm in 
1930 and still in active command, has 
been developing over the years. Julius 
Roth, Barney’s stepson, joined the busi 
ness in the unpromising year 1931. The 
two do all estimating and pricing on 
trade-ins themselves, while their two 


salesmen limit their efforts to following 


Under the system of “multi-tea 
tured” desks shown, the customer can 
select a basic desk, with drawers, file 
space and pedestals ot every typ ready 
for assembly into the “right combina 
tion. Here, a poster points out that 
the desks shown embody all that might 
be expected from a custom-built in 
stallation, going still further in mechan 
ical accessories. 

The executive, looking over the Har 
wood Progression Room, is invariably 
impressed with the selection of cabi 
nets, drawer compartments, desk or 
tabletops and continuous tops, which 
may be tailored to fit the space that 
is peculiar to his own office. 

All of the desks shown are in hand 
nade gunstock, rich American walnut, 
with a variety of colors in walls and 
Various back 


cessories to suggest 


grounds. Hickory brown, erin green, 


Barney's stresses unified theme of 
light woods for this office of Allied 
Platers Co., Hartford 


leads and pushing new merchandise. 
An important part of Barney's trade 
loc kers. 


This phase of acti\ 


is in factory equipment 
benches, shel\ ing. 
ity requires a keen nose tor changes in 
occupancy OF factories, and new enter 
prises, state-wide and in western Mass 
achusetts. 

In a new installation Barney’s stresses 
over-all unified planning. For example 
in a suite for Allied Platers Company, 
the theme was blond oak, which was 
carried through to the fronts of a bat 
tery of built-in filing cases flush with 
the frame of a blond flush door. The 
color also characterized the twin 
double-doored cabinets above the files, 
and even the air conditioning unit. The 
chairs were a contrasting red leather, 
and the floor covering light marbled 
tiles. 

Barney's main lines are the Leopold, 
the Sampson, and the Corry-Jamestown 
Steel-Age 1000 line, on which they have 
the exclusive franchise north of New 
Haven; likewise the Arnot Jamestown 
partition line. 

Mr. Roth is proud of an added dis 
tinction. “We are one of the very few 
office appliance firms in Hartford that 
started from scratch. Most others started 
with someone else. We had to learn 


the hard way, but we got results.” 


stone gray, warm gray, black leather 
and forest green plastic are all used in 
this individual office. 

This story merely touches upon each 
of the offices, all of which are elaborate 
enough to warrant much more descrip 
tion. Brought out, however, is the fact 
that there is a sharp Variance trom Ol 
fice to office, although each provides 
maximum luxury and modern eye- ap 
visitor can 


peal, which the usual 


“sense” at once. 

Professional men, for example, al 
most without exception, discover the 
model office slanted toward their needs, 
and concentrate their interest upon it. 
Similarly, heads of large corporations, 
with “conference problems” show most 
interest in the Green Room or the 
President's Room, with its extra seat 
around the 


Ing space ror conterees 


table. —RAL 
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Many Methods Open for 





Selling Steel Card Files 


@ EXPLORING THE FIELD thor 
oughly his own” has convinced 
Robert ‘ executive of the Bone- 
Crow ( pany, office supply dealers 
in Wa x., that there are many 
methods open for promoting the sale ot 
steel card 

(ard vecause they are common 
place i ery type of business, and a 
familias re in a long list of oper 
ations, are often forgotten, Mr. Crow 
points oO 

“Tust ke the waste basket, the card 
file is so often seen that it becomes to 
ll exte sible,” he said, “unless 
the pi sees a bright, attractive 
new desig vhich stands out because 
of its eye-appeal, as well as efficiency. 
Nevert! even though the unit sale 
involved y be comparatively small, 
card fil s should be important to 
iny ofh ly retailer. In many in 
stances, tl may be a businessman's 
irst acc unceship with office facili 
ties made « teel 

‘A handsomely finished card file 
may well augur for the installation of 
1 simi nished steel desk, and so 
slight a tl is the easy, reliable action 
of the drawer and its guides may swing 
the cust er to similarly equipped 
desks, storage cabinets. We 
consider teel card file the stepping 
stone to iny steel office furniture 
sales, and as such, we put a lot of pro 
motional behind them.” 

Device Employed 

The Bone-Crow Company with a 
handson showroom directly 
across from the county courthouse of 
the central Texas city. employs first a 
helpful sales device which Mr. Crow 
has four sistently successful. This 


consists of building up of towering 


columns, pyramids, or “mass displays” 
tf card files in various sizes and colors, 
wherever floor space permits. 

The iter always given a promi 
nent displa sition on the sales floor, 
behind tl glass front, to capitalize 
upon “im buying” and the fact 
that card files are an invariably wel 
come gift for a businessman. “They 
must be given the benefit of prominent 
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Robert Crow builds up a stock 
of card files at Bone-Crow. 


display and must be easily seen before 


the latter contingency takes effect,” Mr. 


Crow added. Thus, such towering dis- 
plays of two-drawer and one-drawer 
types, as pictured herewith, are an 
everyday sight in the showroom. 

Selling to the “drop-in” customer is 
not a particularly difficult problem, 
even when the card file is suggested as 
an “add-on sale”, the central Texas 
office supply retailer added. He has 
simply made it a routine policy on the 
part of all salespeople to point out a 
handy, efficient card file to every possi 
ble customer, asking them to open the 
drawer, check its capacious interior, all 
the while inquiring whether the busi- 
nessman needs one. 


Then, He Remembers 
Of course, not all such suggestions 
lead to sales, but quite frequently an 
ofice manager who merely keeps a 
stack of cards in one drawer of his 
desk will respond. The next time he 
must handle a particularly large batch 
of cards, and he finds it difficult to 
locate a particular one, the chances are 
he will remember the Bone -Crow 
suggestion. 


“Card files are something that almost 
every businessman and quite a few 
homeowners actually need,” Mr. Crow 
added. “Because the prices are always 
in a moderate range, we feel it well to 
at least mention them, get a customer 
to pick one up, wherever the possibility 
Our particular stock 
ranges in price from $3.95 for a single 
drawer type up to $13.20 for a two- 
drawer, deluxe model. That range, of 
course, is scarcely one to affright the 
ordinary purchaser, and thus, diligent 
suggestion at one visit may well result 


presents itself. 


in a sale during the next.” 


Carry Card Files 


Sales opportunities where card files 
are concerned are even more frequent 
in outside calls, Mr. Crow said. Since 
the card file is light and easily handled, 
Bone -Crow’s outside salesmen fre- 
quently carry one along, and watch for 
the “on-the-spot” sales opportunity 
which is bound to suggest itself. 

In calling upon businesses large and 
small, the salesman is sure to find 
offices which keep card-type records in 
desk drawers, in odd corners of stand- 
ard-size steel files, or even in cardboard 
boxes. Bringing out an appropriately 
sized steel card file, asking the cus- 
tomer to slip a few cards in it, and to 
make use of several convenient filing 
systems which are available, often gets 
immediate results. 


Cater to Field 

Many “die hards” who are continu- 
ing to use old, cumbersome furniture 
which has been in service for decades, 
are not acquainted with the advantages 
of steel at all. 
impression that steel card files are ex 


They are under the 


pensive, the Bone-Crow Company has 
found. This is one of the reasons why 
the inventory ranges from extremely 
low up to moderate prices—“spread- 
eagling” the field, and insuring that at 
least one model will conveniently fit 
the customer's pocketbook. 

The high practicality of the card 
files, plus the fact that they represent 
moderate expenditures, has made this 
a quite prominent item on “gifts for 
the boss” in Waco!—RAL 
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Space-Saving Chairs . . . An installa 
tion of 700 chairs was made by Mar 
shall Field & Co., Chicago, for the 
Deshler-Hilton Hotel in Columbus, Ohio 
The No. 500 chairs by the Ohio Chair 
Co., Inc., can be stacked eight high 
thereby saving much room. The installa 
tion was the first step in a rehabilitation 
program planned by the hotel 


At the Palmer House Ohio Chair 
Co.’s No. 500 chairs were designed by 
the Palmer House, Chicago, for use in 
the ballroom. The installation, handled 
by Marshall Field & Co., was for 1800 
of these space-saving chairs 
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Justallatious 


Stonewall Jackson Hotel . . . James 
& Law Co. of Clarksburg, W. Va 
where the hotel is located, installed an 
initial order of 160 Fine Rest chairs 
made by the Aluminum Seating Corp. 
The hotel plans additional Fine Rest 
chairs in all of the guest rooms. 


Chairs for Milwaukee . Auckley & 
Ervin, office furniture dealer, handled 
this chair installation for the Wisconsin 
Credit Union League in Milwaukee. The 
chairs were manufactured by the Alumi 
num Seating Co. 





~~ =. 


ot oO 4 KO 


Peabody Bank . Walls are fin- 
ished in knotty pine as is the counter 
front. Wall to wall floor covering is 


of Gulistan’s green Friezette by 
Karagheusian. To go with these, 
L. E. Muran Co., Boston, Mass., in- 
stalled Softone oak furniture by The 
Leopold Co. and Sikestone oak finish 
chairs by the Sikes Co. These later 
were upholstered in brilliant red and 


green featner 


More Views of Peabody Bank .. . In the private offices and officers’ 
quarters, Muran suggested bright green swivel arm chairs with matching side 
chairs in brilliant red, reversing the colors in the different offices for variety. 
Further accenting the colors are double and single Tole lamps with red and 
green shades. Draperies feature a red and green Colonial type design on a 
tan background. 








ft Wi j)2. 














Judge’s Chambers . . . Attracting at- 
tention in the new courthouse is this 
Globe-Wernicke furnished judge’s cham- 
bers. The Streamliner steel conference 
desk with overhanging top, as the tele- 
phone stand, has a grained finish to 
match the sectional bookcases af rear. 
Equipment in this county judge's office, 
as in the rest of the Jefferson County 
Courthouse, Golden, Colo., was sold 
by Joe Gibas of the Utility Office Sup- 
ply Co., Denver, Colo. 


For Parma Police . . . Wagner-Henzy- 
Fisher Co., Cleveland, Ohio, installed 
170 chairs in the Parma Police Building, 
Parma, Ohie. Chairs were made by the 
Milwaukee Metal Furniture Co. 


General Office . . . In remodeling the 
Dayton, Ohio, branch office of Otis Ele- 
vator Co., Correct Seating chairs by the 
Shaw-Walker Co. were chosen to pro- 
vide comfort. Desks are silvertone island 
base models with tan linoleum roll-edge 
tops, time-engineered by Shaw-Walker. 
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O44 Editorial 





The Same to You 





@@ THE OFFICE APPLIANCES’ staff counts 
the many expressions of holiday good wishes among 


its blessings. It’s nice to have these friends in the 
industry who said “Merry Christmas” and wished 
us a “Happy New Year” by letters, cards and tele- 
phone. To each goes our editorial “and the same 


to you a 


Your Help Is Needed 
@© THIS IS THE 50TH anniversary year of 


Orrice Appiiances. We are in the midst of a pub- 





lishing effort which we hope will be a distinctive 
one, to culminate in the big golden anniversary 
June issuc 

It’s a large task but we're willing to share it with 
our friends. We invite their help, especially those 
who are growing old along with us. To be specific, 
we are referring to retail, wholesale and manufac- 
turing firms which have been in business since 1904 
or earlier. In addition we want to invite every indi- 
vidual who has been a member of the office supply 
and equipment industry for 50 or more to “come 
to the party 

These 50-year firms and individuals have a his 
tory that we want to mirror in our June number. 
So, please send us data and photographs so that we 
can give you a special editorial mention. 

Many have responded to our previous appeal. To 
those who have not yet done so we repeat the re- 
quest. And please hurry. 

W rite 


be yours, too 


us today. Our half century of progress can 


Concerning the Seller’s Market 


© THERE IS MUCH talk these days, and some 
of it loose, about the dire fate of business when the 





era of the “buyer’s market” replaces that period 
which has been existing and termed a “seller’s 
market. 

Paul G. Hoffman, chairman of the board of 


Studebaker Corporation, in a recent luncheon meet- 
ing of the Dotted Line Club, New York City, came 
out frankly in opposition to any revival of a “seller’s 
market.” He talked sense when he said: 

“One of my big worries today is the shift from 
a seller’s to a buyer’s market. The auto industry’s 
reaction to this change has been reflected in fire 
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sales, razzle-dazzle merchandising—a perfectly nor- 
mal reaction of people who are not informed. It 
has no place in American business. American busi- 
So-called modern 
merchandising partakes of the Oriental bazaar. . 
There is no patent medicine, no panacea that will 
meet a buyer’s market. The seller’s market is gone 
and we don’t want it back. It would mean another 
great war. ... But there is nothing wrong with 
the auto industry that sensible factory policy and 
100,000 good salesmen can’t cure.” 

In these words Mr. Hoffman expresses the spirit 


ness has been honest business. 


which has made our industry great—selling is not 
easy but it can be successful with effort. The sta- 
tionery and office equipment business is represented 
by men who realize that good products and the 
knowledge of them are the essentials of salesman- 
ship in good times and bad. 


Dramatizing the School Future 


© ARE YOU, MR. STATIONERY and Office 
Equipment Dealer, conscious of the growing market 
for school supplies ? 

If not, here’s a capsule and factual dramatization 
of the situation. Imagine a family, perhaps your 
own, of four children. We present them: 

Mary Elizabeth, 6 months—One of 4,000,000 born 
in the year of 1953. 

Marcia Louise, 6—One of 3,800,000 born in the 
year of 1947. 

Paul Jonathan, 11—One of 3,000,000 born in the 
year of 1944. 

David Edward, 16—One of 2,400,000 born in the 
year of 1937. 

It all adds up to the fact that public school enroll- 
ments have increased by 5,000,000 since 1945 and are 
continuing to mount by more than 1,000,000 a year. 

Are you getting or preparing to get, your share 
of this market which will be us for a long time to 
come? 





Suggested Postal Reforms 
© SENATOR OLIN D. JOHNSTON, South 


Carolina democrat, has taken up the cudgel for the 
users of mail classifications now facing further in- 
creases in rates. 

The southern senator in a recent San Francisco 
talk to the National Association of Postmasters 
stressed the need for postal reforms first of all, say- 
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As a heavy user of this type of mail service, we 
therefore, are interested in establishing the reforms 
suggested by Senator Johnson prior to consideration 
of any further rate increases. The senator’s recom- 


ing, “I am not in favor of further rate increases at 
this time, nor will I vote for rate increases until I 
am absolutely confident everything has been done 
to streamline operations and make the postal estab- 


lishment more economical.” mendations are: 














The users of second class mail, who next May 1) Closer co-operation between top Drass in Washington and 
> ' amet: . : 2/) ¢ Ee OS en cs the 40,000 post offices throughout the count : 
face the third installment of a 30 o increase voted at cn a tes a Geveine oo Ecpcaatien dane 
two ycars ago, realize that their mail 1S getting only leaving management and administration to those who have 5 
: ‘ : training, experience, and know-how to do management wot 
the attention indicated by the name—second-class Rye nee nae i cel gy seating Bar FF veer wcccaiemey eh ssees , 
mailings handled after the work on first-class is com — and equipment and not to purchase already antiquated , 
~ . macninery 
sleted. They yOINT OUT, TOO, that althou h yostage 4) Enactment by Congress of t ‘“‘lease-purchase”™ bill author 4 
) s!) |} g 
> f . ‘te c ee izing Department officials to purchase much needed facilities 
has become one of the major items of publishing i tre en <2 su tecahtine nan’ pam comet 
expense the periodicals are practically all sorted be- for distribution clerks. 
; io . 6) Revision of scales of pay for postmasters and supervisors 
fore the mail reaches the post ofhice. Second-class 7) Development a bette thod of ciectung qualifhed 
mail is delivered to the post office by the publisher eapes veers 
, j si ¢ : E 8) System-wide adoption of innovations and ideas that have 
or his printer. T he post ofhice does not pick it up. already been working and saving money in isolated cases 





Vore Dimes Sought in 
Final Attack on Polio 
Sixteen years after the first March 
of Dimes the nation is approaching 
what is hoped to be the final, show- 
down attack upon polio, namely— 
Program four—prevention. 
The March of Dimes, 
financing patient aid, scientific re- 
search and professional education, 
soon will leave the laboratories to 
fight polio by prevention in the fami- 
lies of the nation. 
To do this, an additional $7,500,,- 


already 





man beings in the history of the 
world, 

And even as this trial and sub- 
sequent evaluations are taking place, 
the March of Dimes will be investing 
$19,000,000 in gamma globulin 
which, at least through next summer, 
will remain the only stopgap holding 
action against paralytic polio. 

Scientists may be on the brink 
of success. The polio fight is enter- 
ing its most important and expensive 
phase. 

Thus, the March of Dimes appeal 
to members of our industry is 
stepped up in 1954. 


Sensenbrenner, Columbus 
Stationer, Now Mayor 





store two years ago when their son, 
Edward, was in college and another 
son, Dick, was a sophomore in high 
school. Mrs. Sensenbrenner serves as 
manager. Now that Mr. Sensenbren- 


M. E. (lack 
Sensenbrenner 


ner will have a full-time job as mayor 
the couple are turning over the busi- 
ness to Edward and his wife. 

The mayor-elect and his wife 
planned a brief trip to California be- 
fore starting a new job and public 


Semaine M. E. (Jack) Sensenbrenner, who lif \K p 
Mtead ife. 
with his wife, Mildred, operates an nia 5 
office supply store in Columbus, Ohio : 
Sensenbrenner’s Office Supplies, Ernest Dahl Quoted on 
2467 W.- Broad St. will serve as Business Conditions a 
mayor of Columbus. Ernest A. Dahl, Sr., of Business 2 
He was elected on the democratic _—Efficiency Aids, Skokie, IIL, was 
ticket November 3 and declared offi- among those interviewed by the New 
cially chosen after a recount in a York Daily News during the recent - 
close race. The final total was: Sen- National Business Show. Photo- 
senbrenner, 40,651; Robert T. O6es- graphed, Mr. Dahl made the follow- , 
treicher, 40,398. ing answer to the query, “How's a 
Mayor-elect Sensenbrenner decided business ?”’ ON 
to run for the post last spring, ac- “Good. Business will buy any good 
cording to his wife, “just because he product if it can make real profits -* 
000 will be needed during 1954 was approached by so many men and from its purchase. Some businesses 
alone for the mass production of a church groups who wanted an honest that are sitting tight are suffering, but 
trial vaccine and for the staging of man in City Hall.” over-all, from coast to coast, business 
the largest validity test involving hu- The Sensenbrenners acquired the in general is good.” 
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DRAWER DIVIDER 


Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


file drawer divider 
research into 
methods, the 
tilt to form a perfect 
self-adjusting when ad- 
placed in the drawer. 
adjust themselves as 
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materia in #¢ e 


new 
firm 
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ELECTRIC CALCULATORS 


Plus Computing Machines, Inc., 
5 Beekman St., New York 38, N. Y. 
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MODEL 20 CHAIR 


DoMore Chair Company, Inc. 
Elkhart, Ind. 


This addition to the 20th Century line 


called the Model 20. 


hair include: molded 


+ turnishinas Ss 


Features of the new 


foam rubber backrest and seat, non-tilt 
nq back squared tubular stee a 
swivel-mounted backrest, rubber bumper 
quards and a sturdy one-piece cast alu 
minum trim. Various types of materia 


are used tor 
grain leather 
point tabri 
tinishes ir 
and beige 
spe ia 


upholstering, including top- 
machine buff leather, qros- 
and th-backed viny!. Plain 
ude brown, green, mahogany 
with additional qrained and 
available. 


tinishec 


FIRE-PROOF DESK 


Shaw-Walker Company, 
Muskegon, Mich. 

This fire-proof desk is said to com 
bine the and space-saving 
features of the work-organizer desk, 
with certified point-of-use fire pro- 
tection and security for records 
lt is designed primarily for use 
by personnel who requ arly work 
with irreplaceable records. The 
eft pedestal is a two-drawer fire- 


time 


file bearing S. N. M. A., Shaw- 
Walker certified protection and 
Underwriters’ Labels. It provides 
a siaqnal plunger key lock or com- 
bination lock to prevent unauthor 
ized reference A olled-edge tan 
linoleum top is also provided for 
a comfortable working surface. 








BALL POINT PEN 

David Kahn, Inc., 

North Bergen, N. J. 

This new Wearever Flipit, Model 
No. 900, is a retractable ball pen. 
It features e small rod-shaped peg 














MODEL 88 TYPEWRITER 
Smith-Corona Inc., 
701 E. Washington St., Syracuse 1, N. Y. 


This model 88 typewriter is said to be com- 
pletely redesigned to lighten the touch, increase 
speed and responsiveness of action and also to 
improve the quality of work done. Retained 
from earlier designs are the Page Gage, inter- 
changeable platen, half-spacing and the float- 
ing shift. New features of the machine include 
rigid segment mounting for smoother and finer 
a 50% increase in the touch selection 
range and a keyboard of 88 characters, which 
gives four extra symbols as standard equipment. 
The color scheme, a subdued gray-green combi- 
nation, was designed to blend with any office 
decor. 


ac tion 


at the top of the barrel that flips 
up or down to retract or eject the 
point. The manufacturer claims 
that the pen ink will not smudge 
or transfer and is permanent and 
quick drying. Inexpensive, the Flipit 
retails for 29c. 
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NEW PRODUCTS continued 





VISIBLE RECORD HOUSING 


Diebold, Inc. 
Canton 2, Ohio 


Taylor Chair Company, ra-Dex vertical-visible 1 eves ——. 
: ne ana two-tier units. The rger ’ the 
Bedford, Ohio ea er units. T ' the two- 

: ‘ : Ld wn aT eft houses TW e amount t material a 
This ala gned line, the Bedford B which is pictured the right. Incorporating 
being produced by +t c and functional nents, both incorporate 
a full flat back are nstructea of oak t Ina offer a ct feature * the system idina horizonta vertical and 
of finishes, including eid nahog . npiete sé Jiagonal visible margins, wt sre said to bring faster and 
includes four models. The ¢ trated are the 434, at left better control. The one tie t now available at reduced 
leg chair without arm ind ft 433 { int, the swivel a t fr prior models 
chair. Models not illustrated t 434 
arms and the 433, a : 
tor immediate delive 


GOOSE QUILL PENS 


Lewis Glaser, 
Box 123, New Haven 1, Conn. 





co 


JOGGER FOR GATHERING RACKS 


Evans Specialty Company, Inc., 
407 N. Munford St., Richmond 20, Va. 


6s an 





An all-aluminu 3ger w available 





attachment for Evans gathering racks. Simple 
TELEPHONE SOUND ABSORBER attach and use, it is slipped place af 
Marval Manufacturing Company, os op Pod: a a “4 heal 
Burbank, Calif. f pac Iror Ss ne 
Called the Ear-Ez hd A erat ands away, @ 
absorber is made NGOr Taf die and are jogged 
fitted over the : yet removal, 
the manufacturer se ite gger & 


eliminates unnecessary 
errors in conversat 
Retailing at 69c, it 
display boxes. 


SAFE DOOR HANDLES 


Meilink Steel Safe Company, 
1672 Oakwood Ave., Toledo, Ohié 


Ne Meilink safes arg 


PAYROLL TAX COMPUTER 


Calcu-Tax, 


yesigned fT preak tT whet 
3 pipe p ther if 
ea Dy 4 até racker. Oute 


tough plastié 





49 W. 37th St., New York 18, N. Y. 


- : yndle 
Designed to sime ; _ 
roll tax work, the ne r, replacing b 
showing all tax de sted } rmerly used. 
a weekly payr a id re is 1 quality @ 

v ner jojectea ft tire, 
There are no page whe : 

i v aT new 
culations to pert 5 
IanGd € 
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Ox original founders insisted from the 
very beginning that trading down to competitive 
levels was putting the cart before the horse. 
Make intrinsically superior products and watch them 
find their own markets — was their idea, and still is 
our idea. We put first things first. 


Prnamnseaven Ribbons and Carbons 
are blueprinted and manufactured by skilled 
technicians cleaving to a careful formula — 
no guesswork, no mass-production conces- 
sions, no deviations from our time-honored 
custom ... Quality First! Thus do PANAMA- 
BEAVER materials hold the favor of execu- 
tives, secretaries and purchasing agents 
who measure economy by results! 


PANAMA-BEAVER 
Wind” a 


CHF 


Coast to Coast Distribution 


MANIFOLD SUPPLIES Co. 
188 Third Avenue Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 


things first 
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NEW PRODUCTS continued 
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OFFICIA. AIR RAID SIGNALS = Cooks’ Inc., | —_ aoe 
am conn 780 Wright Ave., “aaah 
_ ones we Camden 1, N. J. {mr , —— 
ETE Do tHs These transparent Ful-Vu plast re , 
| Se d 
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SLIP-OUT HOOK 


Active Mailing Machine Company, 
537 S. Dearborn St., anaes 5, il. 


This firm has desi 


STRATOLINER MODELS 


Orna Metal Products Company, 
2412 S. Seventh St., St. Louis 4, Mo. 


ba two models of the Stratoliner series are sa 0 
and will supply ther ake rm a major desig jevelopment a! desks. The 
bag racks similar + e features strea S roportions with 
partment. The hooks a 4 t sacrificing tof jrawer dimensions. All units are 
pipe and are available 


finished in soft 


75c each, retail. The iae, choser 


r Stratolinef 
ice of wall, 
m= contd 


ess even if 


retail so that dealer r covering and arapery f Leg O 
mpead inter 





SPECIAL PURPOSE STENCILS 


Heyer Corporation, 
1850 S. Kostner Ave., niga 23, Ill. 


Five newly-de 


Heyer tor dur yt york tT The ster 5, N 

is specially tor as rer 
ot two or fr N 
for letter size 1a y 160 
are declared T jreat Nplit proauctior f 5! x Oo 
ot 7 x BY>-inch fold A ter No. 2103M 
impressed wit vailable. 
No. 2103A s abe 
stenc ils a 1 24 

9 the box 








EMBASSY GROUP 
Murphy-Miller Inc., 
Owensboro, 7” 


' c i 

This package ensemble, called the Embassy Grour ag be pract 
epTion rooms waiting | ms } 

es are the No. 50 desk, No. 534 chair, No. 360 


300 and 365 sectional and the No. 901 plastic top table. A ar 
n Naugahyde in’a choice sta 
0 
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™ What's NEW in office typewriters ? 











.. dhs ial 


NEW Instant-Set Margins Smith-Corona, long a favorite with secretaries and their em- 
automatic, accurate, fast! ployers, now offers the all-new “Eighty-Eight” SECRETARIAL— 
ea & the finest in our fifty-year history of making fine typewriters. 

NEW “Write 
clean, clear, uniform! There are two added keys, four extra characters — making 
88 characters in all, hence the model name “Eighty-Eight.” 
NEW Touch There are many features, many new features, many exclusive 


Responsive, balanced, feather-light! , ° . 
features — all invaluable for increased speed, greater office 


speed where it counts! 


NEW Kevlever Action efficiency and perfect writing results. 
NEW Colorspeed Keyboard 


The ALL-NEW 
44 keys now standard, with 4 


S 
added characters! mit a Orona 
AMAZING Page Gage . 
takes the guesswork out of page-end typing! . . kt" 
Cighty » Cig SECRETARIAL 


Smith-Corona Ine Syracuse 1 N Y, Canadian factory & offices, Toronto, Ontario. Makers also of famous 
Smith-Corona Portable Typewriters, Adding Machines, Cash Registers, Vivid Duplicators, Carbons & Ribbons. 


1/54 OA~1/54 53 





NEW PRODUCTS continued 





GLEN TWEED PATTERN 


Bolta Products Sales, Inc. 
Lawrence, Mass. 


A tweedy, textured appearance and new 
naturalistic colors are featured in glen tweed 
» new Boltaflex plastic pattern, now bein 


ntroduced. Available in both elastic and 


12-gqauge Boltaflex all-plastic, the design ha 
a textured, woven-fibre appearance and is 
available in seven colors: lime, lemon, toast, 
cherry red, charcoal, dark green and tur- 
tae — quoise. The elastic material is well suited 
for use on sofas, lounge chairs, and so forth 
SECTIONAL FURNITURE The all-plastic covering is recommended for 
H niece . Anan Teen. rin ruc 
Monarch Furniture Company, pieces having leep-spring construct 
311 E. Green St., High Point, N. C. 


These modern sectional pieces are said to be ideal for recep 
tion rooms, where furniture must withstand heavy-duty usage 
They are upholstered in Bolta’s new spun Saran fabrics, which 
have the texture and appearance of wool, yet are woven of 
synthetic yarns. The covering is easily cleaned with a damp, 
soapy sponge and is claimed by the manufacturer to be 
mildew and moth-proof and highly resistant to scuffing, snaq- 
ging, fading and wearing. Sectionals are featured in the 


Hobnail pattern in a variety of decorator colors 





, 





ADDING MACHINE 


Regna Cash Register, Inc. 
175 Fifth Ave., New York,N.Y. 


Designed and assembled in Nor- 
way, this new adding machine has 
parts made of Swedish quality 
steel and adding counters pro- 
duced by a select number of Swiss 
watch factories. The machine also 
features a full automatic safety 
keyboard and is said to be fast, 
quiet and smooth in operation. 








DESK LINE ADDITION 


Harrison Steel Cabinet Company, 
4718 W. Fifth Ave., Chicago, Ill. 
Illustrated is the firm's latest addition t« 
the Continental desk line. A single pedes- 
tal model, it is 45 inches long, 30 inches 
wide and features a full cradle suspen 
ion file drawer. Other features include 
nylon drawer rollers, a center drawer wit! 
onvenience tray, personal locking drawer 
and a sliding reference shelf in the 
pedestal. Height of the Continenta 
$s adjustable. 





FOLLOW-UP FOLDERS 


Smead Manufacturing Company, Inc. 
Hastings, Minn. 


For follow-up control of any transacti 
must be initiated or completed on a certain 
date, these Cell-U-Weld follow-up folders 
have special signals. A sliding signal in a 
celluloid channel is easily fitted over a spe 
cific time on the printed date scale, to re 
veal the time for action. When filed in log 

cal sequence, this makes the follow-up and 
selection of time-due records automat 


DELUXE BRIEF BAG 


Bristol Manufacturing Company, 
1670 Morrow St., Green Bay, Wis. 


. This new brief ba made of top-arain 

Body of the folders are of Smeadfibre and ee, ae ve 
are scored for up to one inch capacit owhide mes in an 18-inch size only 
oe % ye and features sturdy double handles and 
a new ornamental top reinforcement. 


Other features include a triple lock, over- 
lapping trame and three interior pockets 





all leather-lined. The new leather baq is 
available in British brown, ginger and 
suntan color Tinishes. 
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With Old Town’s New Declership Plan you get a 

better deal ...6 WAYS BETTER! This is no “introductory 

offer.’ This is an increased profit-sharing plan made possible 

by the consistent sales leadership of Old Town's products for 

over a third of a century — by Old Town’s world-wide family of se- 
lected dealers. Learn how — 


- 


You do a bigger volume business with Old Town Carbons, Ribbons, 
Duplicating Machines and Supplies. 


@ You handle a more profitable line and at no increase in price to the 
consumer. 


@ You control more business on a fully protected basis. 


@ You sell more big accounts with the aid of factory-trained Sales Engi- 
neers and hard-hitting advertising helps. 


@ You prosper more with a repeat business formula that works like a 
lifetime annuity. 


@ You stay out in front of competition with better products. Continuous re- 
search keeps the Old Town name famous for being first with the latest 
and first with the best. 


Now is the time to join OLD TOWN’S world-wide family of dealers. This 


opportunity may never present itself again. Resolve to make 1954 the begin- 
ning of a bigger and better profit deal for YOU—mail the coupon today! 


oe} Sma gek A, Mele) tte) 7 yalel, | 
OW 345 MADISON AVE., NEW YORK 17 


CORPORATION 


World’s foremost maker of carbons, 
ribbons, duplicators and supplies. 







Use the Coupon Now to Learn How an OLD TOWN 
DEALERSHIP Can Make More Dollars and Sense for YOU 


O10 Town 


Duplicating Machines 
Electric and Hand-operated Machines for 
systems work, school use, rapid communication 


* 
Spirit and Hectograph 
Carbons and Master Units 
Super-Kleen * Jet-Rite * Hi-Test 


7 
Duplicating Supplies 
For speed, efficiency, economy — Old Town 
Fluid, Copy Paper, Dupliforms, Cleansing Cream. 


Carbon Papers 
All-purpose, long-lasting, non-curl 
Dawn, Stratosphere, Sable Eighty, Notack. 


+ 
Inked Ribbons 
For all typewriters and business machines 
Down * Pure Silk * Nylon +- AF 
Hermetic * Old Town * Typal 





pasenerere —_——_—_—— cpepenasanenenasanen4g 
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OLD TOWN CORPORATION, DEPT. OA-1 

345 Madison Avenue, New York 17, N.Y. 
Gentlemen: 

Send me full particulars on the New OLD TOWN 
Dealership Plan and how OLD TOWN products 
can assure me of a bigger shore of sales and 
profits on Carbons, Ribbons, Duplicators and 
Supplies. 


Company N =e 
EEE es 








oe 
City Zone___State 








! 
! 
! 
! 
! 
! 
! 
! 
! 
| 
! 
! 
! 
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NEW PRODUCTS continued 


ae 


SAFE LINE 


The Schwab Safe Company, 

Lafayette, Ind. 

This firm has recently aaded a moa 
g effect to the bottom of it 


sates. Shown is the new ne 


; 
: 
; 
: 
7 
: 
iE 
ia: 
: 
: 


Class C 120 label one-hour safes 
hat features +t skirted effect at the 
The innovation adds a mod 

rylizea kK fT the prorective 





ent 








CONTEMPORARY DESK 


The Home-O-Nize Company, 
Muscatine, lowa 














rary stee sinaie-pedestal desk tea 

tures modish wrought iron leas and modern sty 

PLATE-TYPE CASTER ng. The desk top, 24x42 inches, is of top grade 
Panelyte, which is said to be impervious to stains 

The Colson Corp., aed tare, and is colf-edeed. Delicetios of the dheak 


Elyria, Ohio Moae 532 ana a4 moa n table are 
This firm has developed a ent | 
plate-type caster, designe 


primarily for office fur 
ture. It saves re-dowelling 

and re-drillinag necessary j 
when applying stem type 
casters. The rectangular 
plate is designed so as not 
to protrude from the base 
of chair legs. It provides 
six screw holes, any tw 
which, (at opposite ends 





HALDA STAR TYPEWRITERS 


Facit, Inc., 
500 Fifth Ave., New York, N. Y. 


The Swedish-made Halda Star office typewriter de- 


the plate), provide ade 

quate strength. The rubber yned by Erik Fleming f Swedish steel con- 

wheels have rc unded edges iction over-al witl if easy-movina arriaae 

plus a full ball-bearing sde of magnesium. Ir porated are such fea- 

swivel action. The mode as Mar-Jet margin leavers to set, reset or 

1-2266-31 Colson caster ear marains speedily ntour keys of plastic: 
hronization of carriage and keyk srd for uni- 


available in |¥ and 
type spacing despite personal variations in 





inch wheel sizes. 
typing rhythm; a sound-absorbing rubber base 
on: and a block of five tabulator keys claimed 
permit, in addition to normal imn_ settings, 
he addition of five permanent settings for statis- 
sl typing. Extra keys ¢ vide extra symbols of the 
SCHOLASTIC DESKS istomer's choice. The machine 1 and serv 
ed by Facit's national dealer network 


Jasper Industries, Inc., 
Jasper, Ind. 

Included in this Scholastic M 
line of functional desks 
Schoolmaster, (illustrated at r 
the Studymaster, (at left) ar 
Testmaster and Classmaste 
Schoolmaster, double-pede 
teachers’ desk, provides a tor 
is 54 inches long, 28 inches wide 
and 15/\6-inches thick. The Stud 
master, single pedesta! mods 

tures a top 60 inches long, 28 inches 
wide and 15/l6-inches thick ‘ 
struction is of hardwe 
throughout, with panels 

ply construction, !/4-inch thick 
exterior parts are manufactur 
selected white maple 
available in standard yht 
and other colors. 
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FOR YOUR 
CUSTOMERS WHO 
DEMAND THE 
FINEST IN MODERN 
FILING EQUIPMENT 






THE VICTOR 


BESTLINE FILE 


A Leader In Quality 






Experience proves that the discriminat- 
ing buyer will insist upon the Victor 
Bestline File. No other file offers more 
in appearance, in efficiency, in rugged 
construction for true long-range econ- 
omy. The smooth, noiseless operation of 
the Victor drawer suspension makes even 
the most heavily loaded drawer open or 
close with finger tip action. These are 
some of the features that have made 
Victor Bestline the choice of those who 
want the best in modern filing equipment. 


3 


In addition to all standard heights and sizes, the Victor 
Bestline includes a full line of card and check files. 
Counter and cupboard equipment, insert drawers and 
filing accessories are available to fill every filing need. 





Franchises still available in some cities. Write for information. 


THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA NEW YORK 
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NEW PRODUCTS continued 





FUTURE-DATE CALENDAR 
Schedule-A-Date Calendar Company, 








TYPEWRITER DESK records 


P & W Cabinet Makers, 
5814 Main St., Long Hill, Trumbill, Conn. 


This typewriter desk, the No. 2451] 
inches high and measures 36x 2C 
ard height of the typing platform is 7 
The typewriter ‘well’ w 5 mmodate 
manual and electric models th 
Electromatics. Seven-ply construction 
throughout and. the unit is supported on t 
inch birch hardwood legs. Each desk 
equipped with Bassick rubber-cushioned alide 
plus a utility drawer, pull-out shelf and a book 
shelf. 


Dayton 9, Ohio 

Ar Je + ¢+ho 

e provides a mechar 

nases wh 

nangeabdie figures 

ts on a audit str 
n a locked-ir asl 
nay also be used 


tified thr 





DUPLICATOR CABINETS clerk keys, department keys, or 


Halverson Specialty Sales, 
1221 W. Chestnut St., 
Chicago 22, Ill. 


This all-steel line of dur stor cal 
nets, using heavy-gauge st 
gineered to provide max 
and sound-proof 

tops are |8-qauge 

while the side, back 
20-gauge steel. F 

assure perfect ve 

floors and ball bearir 

are available as a 

Feature number 


illustrated double 

left handed pul =X 
roomy for supplies = 15 
wide, |9!/5-inches deep and ad = 3 
able in height from 28!/> t n =33 
A duplicator stand and npanior nk e 
model without double doors complete 

the line. 


310 E. State St., Ithaca 44, N. Y. 


righted table of dates on 
cluded also, and is di- 


usiness, protessional 
The right hand page 
pace tor permanent 





SLIP-PRINTING CASH REGISTER 
The National Cash Register Company, 


e slip-printing mecha 


through a charge key naors invoices may 





s future dates by 
year in advance. A 


and months. 
tuture dates 


Ww 


eexs 
79 
44 





FILE DRAWER DIVIDER 


A/S Mekano, 
Simonevik pr. Bergen, Norway 


The file drawer divider, or pendulum file 
as illustrated is a product of the Bergen 
tirm which states that the North Ameri- 
an patent rights are tor sale to inter 
ested manutacturers. A/S Mekano asserts 
that USA patent No. 2642861 has been 
secured on this file accessory which has 
been 1 in Norway to banks, insurance 


cr j 
tirms ry tary oftices sna state depart- 


this ma 


+N 


| ta list at 

n indelible, 
each purchase als 
hine, and accumu- 


amounts on charge 


any payment 
available with 

and retains the 
the Class 21 line. 





VERTICAL COLLATOR 


J. Curry Mendes Corporation, 
1 Curry Lane & Turnpike Sts., Canton, Mass. 


1. C. M. vertical ator is a fully-automatic, suction fed 
station machine that handles 12-pound to 1!00-pound 
k, in sheet sizes from 6x7!/p to I1 x14 inches. Its var 


sble speed device produces up to 20,000 pick-ups per hour 
with each station holding a four-inch stock of sheets, aut 
natically kept at proper feeding height. Precision calipers 
automatically stop the machine if a single sheet is missed or 
two sheets are picked up at any one station. The collator 
fits in a floor space of 24x26 inches and is 66 inches high 
Weighing 300 pounds and powered by two 110-volt, single 
phase electric motors, it is finished in gray beked-on ename 
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Burroughs 
Adding Machine 


Now is the time to show prospects how 
Burroughs adding machines can speed the 
taking of their annual inventories. They 
cut down time needed to compute the 
value of merchandise, and because of their 
ease of operation and accuracy, they help 
prevent costly tabulation errors. 





Your prospects will quickly realize the 
value of the time that a Burroughs saves 
them . . . both in January, the annual 
inventory month, and throughout the 
entire year. They will find your visit 
profitable, and so will you. Burroughs 
Corporation, Detroit 32, Michigan. 





BURROUGHS HELPS YOU SELL 
BURROUGHS! Each Burroughs dealer is 
supplied at frequent intervals with 
promotional packages that include: local 
newspaper mats to tie in with the national 
Burroughs advertising campaigns: direct 
mail material; special displays and many 


so ae . WHEREVER THERE’S BUSINESS THERE'S 
other valuable sales-building aids. 


a Burroughs helps you sell Burroughs 

at throughout the entire year! urrowu s 
ngie 

ame 


oO 
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NEW PRODUCTS continued 





CASH DRAWERS 
Nu-Craft Products Company, 


163 Pacific St., Brooklyn 1, N. Y. 

These cash drawers, the No. 49, shown at top and the = 

N 48, bottom, are ade of heavy-gauge prime steel ; ,. 

3nd are provided with ball-bearing suspension slides. The 

No. 49 is designed f tore, hote arnival or gasoline 


rT nas 4 rer ole ash tray with tour bill om 
s plus five scooy npartments for change. Avail- 

3 and attaching the 

, Jer n rn N 48 cash 
was designed t t KS @nd savings 

an ass 8 w “ bands for 
und p e bill com- 


m tmonte Six § p tra ; t ose rn “ sate olvs st veQe 
mpartments tor extra . S. B th units are equipped 
witt KS and Tinished irey hammertone 
JUNIOR EXECUTIVE CHAIR 
Milwaukee Metal Chair 


Company, 

101 N. Campbell Ave., 
Chicago 12, Ill. 

One of the latest addit 
Metal-Lux line f chair 





é Z: 
Oe 
— 





BUSINESS SYSTEMS MACHINES 


Moore Business Forms, Inc., 
900 Buffalo Ave., Niagara Falls, N. Y. 





firm is th jun 

- s hy > ry ww new ma The a 
t sg. ir oderr r ' 

posture air. de } pacer-line finder, show s+ the tor snd the water 

chair is available in a wid f A ee aay ee TI 

ff bri t a aecolla r é t rr é specer and 

, witien miinations anc 
pearly awe , tinder, tor use on electric typewrite processing 


self fitting comfort. Also ava ‘ : 
nuous marginal pur 


ping. Operated Oy The Typists nr nana, a4 





a latest addition f 
matching side armchair ak eieelinel, eneme the fase fon ene anil 
srea to the next. The left hand turns the source papers 
hus speeding the motion. Distance between stops car 
pe adjusted T any area on Tne pacer which 
precision built of nylon gears. The sstratea waterta 
je ator is designed to handle the stput of six 
yht tabulating machines. It w eparate up to 500 
foot of forms a minute—fester than thet on ca af 
21gnTt and ne-half inch packs. A nmoaating torms 
ded up to !|7-inch depths, setting ¢ each varyine 
ms can be made » few se is. The new ma 
ine te four feet hich, wetahe 169 pounds end call 
ates on 110 volt 
BRIEF BAG 
p Leathercraft, Inc., 
2320 S. Western Ave., Chicago, Ill. | 
DESK WRITING SET dod san Ms tk Ws Wines cs seine db tee 
earing Tolex ar s popular-priced. Features of the item 
The Carter’s Ink Company, pera: ial th Sot nee 7 dr eae aie cael 
Cambridge 42, Boston, Mass. nine & dtc Wilkian dnl labs’ diiiel dete San eee 
Features of this writing set includ t Available in two sizes, a 16 x 12-inch size and larger 
a precision ground nib—said + 8 x 13 model, the N 8 provides a 7!/2-inch expans 
€@ page with each dip and 
construction, a balanced 
spill-proof design and a m 
Available in a dark maroon c 
a contrasting black base h set 
packed individually in a fu 
eee, oe, Colores MAGNETIC DICTATION MACHINE 
off after the holidays. Peirce Dictating Systems, 
5900 N. Northwest Hy., 
Chicago 31, Il. 
Emr ying @ endiess maqnet belt as the re | P M 
T n pDietel electr - r 
arch and Armour Resea F he dev 
a 3 T }uesaay T elt wh 
r stor VOICE 4 M ta M - 
& M ng Compa an be reused an don mes, can b 
nailed r futu The “error-fr ws the d 
Tat Dack @ point w Jin and 
dicta what wa spoken. Automa k-spa ature dé 
a i perating kK 
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 OGYEARTEST 
PROVES ROYAL 
PORTABLE THE 
RUGGED TYPEWRITER 


For 2000 grueling hours, stock model 








pounded out 100 words a minute 


... See January 11th LIFE, for details. 


... Use your point of sale material. 
... Remember: “Rugged” is the magic selling 
word for January 


$4 
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New Appointments 


Named Vice-President of Sales... 


The C. E. Sheppard Company has appointed 
Gerald S. Mayham vice-president in charge of 
sales. Mr. Mayham brings to the Cesco organ- 
ization many years of experience in the forms 
field and a record of success as a sales execu- 
tive in the industry. The appointment of Mr 
Mayham is part of the C. E. Sheppard expan 
sion program now under the direction of John 
W. Sheppard, president, since the recent retire 
ment of his father, who founded the business 
in 1900. 





Joins Sales Staff of Meilink 


Glen J. Bortner has joined the sales staff of 
Meilink Steel Safe Co., it was announced by 
E. F. Daily, sales manager. Mr. Bortner will 
maintain his office at the company’s main plant 
in Toledo, Ohio, and will work closely with 
Meilink’s distributors and dealers throughout 
the United States. Before joining Meilink, Mr 
Bortner was with the wholesale sales staff of 
International Harvester Co. for more than two 
years. He had more than 14 years’ experience 
in the retail selling field. 


Y and E Names District Manager... 


Robert Eldridge has been named district man 
ager in the territory comprising lowa, Kansas, 
Nebraska and the western half of Missouri 
The announcement was made by Harvey P. 
Rockwell, vice-president of the wholesale divi 
sion of Yawman and Erbe Mfg. Co. Mr. El- 
dridge has had several years’ experience in the 
sales field, most recently with the Cooke & 
Cobb Co. in New York City 





Art Metal Crating Idea Wins Prize 


Solution to the problem of the best method for crating 
its desks, including the recently announced New Century 
line, has won third prize for the Art Metal Construction 
Company in the Group 4, (cleated panel boxes), competi 
tion at the Industrial Packaging and Materials Handling 
Exposition in Boston, Mass. 

The award-winning crate, designed by Art Metal’s ship 
ping foreman, Charles E. Swanson, was developed by the 


company as a significant improvement over the former 
method of desk crating, and offers an increased service 
to Art Metal dealers located in all parts of the United States 
and Canada. 

The old crating method consisted of “building” a hous 
ing of heavy, wood strips about each desk, with open spaces 
between the strips leaving desks more vulnerable to dirt and 
other damage. A substantial amount of time and labor was 
required in preparation of the desk for shipping. 

The new crate has proved to be a time-saving, less ex 


pensive solution to several problems involving shipment. 
Preparation of the desk for transit requires very little work 
and time. 


Pads of folded, corrugated fibre-board paper guard desk 
edges and heavy layers of padding protect the desk top 
Desk drawers are locked as a further precaution against 


damage en route. (Each Art Metal desk requires a single 
lock enly, for control of all its drawers). The desk is then 
set on the reinforced crate base, with wood blocks support- 
ing the weight of the desk under each pedestal. 

The four plywood sides of the crate, joined together in a 
tubular shape, are slipped over and around the entire desk. 
The reinforced crate top is then placed on the desk top and 
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Joins Colson as Vice-President . . . 


Robert A. Pritzker was recently appointed 
vice-president, manufacturing, of the Colson 
Corp. Before joining Colson, Mr. Pritzker, was, 
in successive advancements, production man- 
ager of Electro Manufacturing Corp.; plant 
manager of Erie Manufacturing Div., Pressed 
Steel Car Co. and vice-president of The Essex- 
Graham Corp., all Chicago firms. 





Kelly to Sell Cosco Chairs . . 


Hamilton Mfg. Corp., has announced the ap- 
pointment of Thomas V. Kelly as the Cosco 
office chair representative for the mountain 
state territory of Colorado, Wyoming and 
Utah. He will travel out of and reside in 
Denver, Colo. Mr. Kelly has been calling on 
industrial and office furniture dealers since 


1945. 





Appointed by Clary in Canada... 


The Clary Multiplier Corp. has announced ap- 
pointment of Frank Graydon Smith of Van- 
couver as its Canadian district manager. Mr. 
Smith has been western Canadian representa- 
tive for the company since 1951 and formerly 
operated his own firm in Regina. In the newly- 
created position of Dominion manager he will 
head an expansion program, says J. M. Klein, 
assistant to Hugh L. Clary, president. 


a “| 

Represents Western Mfg. Co... . 
Carl W. Kuse, 2414 W. Holcome Blvd., 
Houston, Tex., has been chosen by Western 
Mfg. Co. as manufacturers’ representative. Mr. 
Kuse will push the Wesco office equipment line 
in the states of Texas, Oklahoma, Arkansas 
and Louisiana. Prior to organizing his own 
business, Mr. Kuse was associated with Rem- 
ington Rand Inc. for 17 years. 








the plywood sides and crate top are nailed securely in place, 
making a dirt-and-damage-proof container which delivers 
each desk as a complete unit, ready for immediate use. No 
assembling is necessary by the desk’s recipient. 

Use of this new crating has produced the most efficient 
method of delivering Art Metal desks in first-class condition 
with a minimum of time and effort. 





. Two members of the Art 
Metal Construction Co.’s shipping department place the plywood 
sides of the new prize-winning desk crate about an Art Metal 
New Century line desk in preparation for transit. 


Crating in the Modern Mode . 
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PEERLESS-IMPERIAL 
“ NO CURL-NO SMUDGE 


mn 








nce 


arbon 


fern 





line 
sas 
own 


em 





pee oa No Curt No SMuDGE Carbon has captured the hearts of— 


e « e because it is sharp, clean and has that wonderful extension end, 
which makes it so simple to remove without soiling the fingers. 


e e e because No Curt No SMUDGE has premium quality at regular 
prices. Its high degree of manifolding power and long-lasting 
durability make it an exceptional value. 


e e e people like you, who, looking for a winner to latch onto 
in tough competition, have found that No Curt No 
SMUDGE is tops in sales, repeats and profits. 

For samples and complete information write today. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 13, 108 Franklin St. *« Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


Be ain nes 
Bea Sai 


6“ 99 
at Creat f Hows in “a * Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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NEW CENTURY DESKS 





PACESETTER DESKS 




























During the coming year, businessmen will be under new 
FILES AND FILING SYSTEMS ; , W 
with outstanding functional pressure to hold down costs and increase efficiency in the office. | 
and quality features — Foe | wa Ch 
. é oC a ’ 7 ’ ares re 1s y j y Nl 
Speed-Files—the new and In almost any office in your area there is a growing demanc 
; op ; ; : ; ' me 
revolutionary Art Metal file for office equipment of the finest kind... the kind that 
that gives 15% more filing ion 
speed, 33% more filing ca- best joins time- and money-saving features with 
pacity, with automatic expan- ‘ ‘ mo 
sion — Letter and Cap Files enduring value. 
— Card Record and General moa 
Files — and Counter- Height Cater to this requirement by placing sales 
Files with everything for the ; a ma. 
business and institutional! emphasis on the FUNCTIONAL APPLICATION 
counter. : a 
of Art Metal equipment. This is what Ar 
POSTINDEX VISIBLE RECORD 
SYSTEMS with exclusive 
features— give your customers 
the quickest and most econom- 
ical method of keeping 
“up-to-the-minute” controls over 
every department. 
A. 
OA - 
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MAINLINER DESKS 


EXECUTIVE AND GENERAL OFFICE DESKS AND CHAIRS 





The New Century Line. Built for Action, Styled for Leadership —an exciting new desk concept, com- 


plete in styles and sizes planned and built to eliminate waste motion and needless fatigue. 

The Pacesettes Line. Handsomely styled and engineered to bring top efficiency to every work sta- 
tion. Another reminder that it pays to feature the finest! 

Mainliner Desks “ function and appearance these are standard office desks at their finest. Executive 
secretarial, clerical and machine styles are working tools of maximum efficiency. 

Aluminum Office Chairs in executive, clerical and stenographic styles including special posture mod- 
els Durab struction and smart appearance offer your customers more...in correct seating, smart 
appearance, and lasting service. Demonstrate Art Metal’s “Live-Action” back and “Tilt-Action” seat! 
makes your showroom Office Efficiency Headquarters in yout area. 


When you show a businessman how Art Metal Desks, 


Chairs, El-Units, Files, Postindex and other equip- 


ment step up work efficiency . . . how they can be 
incorporated into his office layout to make work space 
more prod ictive .. . you show him how to make 


more pront ( ould you ask for a surer way to 


make more for yourself ? 


Art Metal Construction Company, Jamestown, N. Y. 


——-- > 


MODULAR STEEL EL-UNITS and partition panels enable you to 
ffer a new concept of space economy by saving up to 334% 
floor area per aah station. You can combine different work 
abinet units and accessories to fit every work requirement. 










For 65 years the 
halimark of fine 
business equip- 
ment...desks 
é.-chairs...files and 
filing systems... 
record keeping 
systems... office 
planning service. 





Theres an Ar t 
in seling 


Office Lifficiency 
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Walt Marsh of Marsh Stencil Machine Company, Belle 
ville, Ill., favored Orrice Appiiances with a visit October 
13. Active in sales work, he was in Chicago on a sales mis 
sion. Shortly before he had presented an address on “Indox 
trinating the Distributor’s Salesmen” at a meeting of the 
National Sales Executives’ 18th International Distribution 
Congress. Parts of that address appear on another page of 
this issue. In his spare time Mr. Marsh serves as a member 
of the board of directors of the Illinois Manufacturers As 
sociation and is active in the National Association of Manu 
facturers. 


Fred A. Chindgren, sales manager of Watson Manufac 
turing Company, Inc., and Melvin Nelson of the same 
company visited our offices on November 4. Their visit to 
Chicago enabled them to see distributors in this area. Par 
ticularly pleasing, they reported, is the large volume of 
shipments their company is maintaining. They look to the 
future with optimism. 


E. D. Crim, president of E. D. Crim Publications, 4271 
Leimert St., Los Angeles 43, Calif., visited us on November 
9. He had just arrived from Los Angeles and expected to 
remain in the Great Lakes region on business for a short 
time. For many years Mr. Crim conducted a business school 
in Los Angeles. Seeing the need for a simplified typing 
course suitable for self-instruction in the home, he began 
publishing his now famous manual, of which more than 
half a million copies have been sold. 


H. L. Barnhardt, general manager of OTA Business 
Machines Division, Ashville, N. C., dropped in at our ofh 
ces for a visit on November 10. A veteran of many years 
in the office machine industry, Mr. Barnhardt spends a good 
deal of his time traveling. He reports that the Business 
Machines Division of Oerlikon Tool & Arms Corporation is 
developing complete manufacturing facilities at the Ash- 
ville plant. “Barney,” as he is known to the trade, stated 


that the response to the OTA line has been very gratifying. 


H. F. Hall and C. A. Bloom of South Bend Metal Prod 
ucts Company called at Orrice AppLiANcEs November 16 
They manufacture an attractive line of desk name plates 
which has been introduced recently in some areas by Asso 
ciated Stationers Supply Company. They were on a one 
day business mission in the interest of their sales program. 


W. E. Johnston, of Johnston Adding Machine Company, 
visited with the publisher of this journal on November 16. 
He had been in Chicago several days for interviews and 
reported having nearly completed his sales organization. 
His office and plant are in Los Angeles. Mr. Johnston, who 
had his latest model with him, expects to be in production 
by the middle of 1954. 


E. E. Thornton, president of Lightning Adding Machine 
Company, Inc., agent in California and Arizona for Addo-X 
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adding machines, favored Orrick AppLiaNces with a Visit 
November 20. He had sold out his retail business, the Calli- 
fornia Typewriter Exchange, and also a wholesale office 
machine business, and was planning to give all his attention 
to distribution of Addo-X. A brief announcement of the 
sale of his enterprises appeared in the December number of 
this journal. While in Chicago Mr. Thornton visited with 
several old friends in the office machine business and ex 
pected to see others shortly in New York, which was his 
destination. He is quite happy about the prospects the new 
machine offers him. 


Charles W. Hoover of Precisa Distributors, Inc., favored 
Orrice APPLIANCES with a visit November 23. With a ter- 
ritory that covers the major portion of the United States in 
population and business enterprises, Mr. Hoover is traveling 
most of the time. Following the New York Business Show 
he started west, making calls at various cities, including Buf 
falo, Cleveland and Detroit, before reaching Chicago. With 
training in the organizations of Burroughs Corporation, 
Clary Multiplier Corporation and Cummins Chicago Cor 
poration he is acquainted with practically all types of ac 
counting machines and has great pleasure in appointing and 
working with Precisa distributors. 


Charles H. Hucke, manufacturers’ representative, visited 
with the publisher of this journal by telephone December 3. 
He passed within a block of the publication office while 
on his way to Ellingsworth Manufacturing Company, one 
of the firms for whom he sells as manufacturers’ representa- 
tive in the Southeast. He planned to leave for Milwaukee 
the next morning and to return to Atlanta over the week-end. 
His last previous visit in Chicago was during the week of 
the NSOEA convention in September. Charlie is one ot 





the best-known travelers in the South. For many years he M 
has served the Southern Travelers Club as its secretary ole 
an 
See ee 
March 1-4. Wholesale Stationers Association 38th annua nvention and 
trade show, Hotel New Yorker, New York City. 
March 8-I1. The 1954 seminar and business show of the e Managemen! 
Association of Chicago, Conrad Hilton Hotel. 
March 22-23. District 5, NSOEA, Sheraton-Cadillac Hotel, Detroit, Mich. | 
March 31-April 1-2. District 4, NSOEA, Vinoy Park, St. Petersburg, Fla | 
April 9-10. District 13 NSOEA, Astor Hotel, New York City 
April 20-22. National Association of College Stores, Hotel Sherman, Chicago 
April 22-23. District 8, NSOEA, Hote! Tulsa, Tulsa, Okla. 
April 29-30. District 9, NSOEA, Buena Vista Hotel, Biloxi, Miss. 
May 6-7. District 6, NSOEA, Hotel Moraine, Highland Park, Ill. 
May 8-I1. National Office Furniture Association, Hotel Sherman, Chicage 
John R. Gray, executive director, 327 S. LaSalle St., Chicago 4, Ill. 
May 13-14. District 7, NSOEA. Russell-Lamson Hotel, Waterloo, lowa. 
May 16-19. Stationers’ Guild of Canada convention and trade exhibit, The 
King Edward Hotel, Toronto, Canada. Fred R. Smart, secretary managet 
Suite 306, 19 Richmond St. W., Toronto, Ontario. 
May 17-18. District 14, NSOEA, Westward Ho, Phoenix, Ariz. 
May 20-21. District 12, NSOEA, The Ahwahnee, Yosemite Nationa! Pari 
Calif. 
May 24-25. District 10, NSOEA, The Broadmoor, Colorado Springs, Cole 
May 24-27. National Office Management Association's annual Office Mé 
hinery and IZ yuipment Expo itior Jefe rson Hotel Kiel A sditorium, St Lou 
Mo. W. H. Evar executive vice-president, 132 W helten Ave., Philade 
hia 34, Pa. 
May 27-29. District 11, NSOEA, Sun Valley jaho. 
June 4-5. District 1, NSOEA, Poland Springs House, Poland Springs, Me 1 
June 17-18. District 2, NSOEA, Whiteface Ir Lake Placid. N. Y. tr 
June 21-22. District 3, NSOEA, Hadden Hall, Atlantic City, N. J. 
June 21-23. National Office Machine Dealers Association annual conventio - 
and exhibit. Chase-Park Plaza Hote St. Louis, Mo. Harold Mann, @ 
ecutive secretary, 1267 N. Wilton Place, Los Angeles 38, Calif. 
September 18-22. Nationa! Stationery & Office Equipment Association's 4 MON 
annual nvention. Conrad Hilton Hote Chicago, | Paul Burbank, gef 
eral manager, 740 Investment Building, Washington 5, D. C 
OA—1/% OA- 







Increase Your Profit Margin 
with MONROE 


Now, more than ever before, the dealer is called upon 





rea 
ter 
S$ ll 
ling 
. ; P 
we to meet the complete business machine needs of his cus- 


Sul 


V itl 

ior tomers. That is why Monroe, with its rotary calculator, 
Ce 

: A its full keyboard adding machine, and its new 10-key 
an ss 

adding machine exactly answers the requirements 

site . 
te of the progressive dealer who wants a broad 
rhile 

on line of popular figuring machines. Why don’t 
-nta : 
ike 
te you play the market safe, and sure, and 
k 


profitable with Monroe? Just fill 


in and mail the coupon. 


and up to 20 places in answer dials. 


— he MONROE CALCULATORS Hand ond C3 
neal electric; 7, 8, and 10 column keyboards 
‘ hed Z ° 





FULL KEYBOARD ADDING MACHINES Hond 
ond electric; with or without credit balance; up to 


11 column totaling capacity; wide carriage models. 








q Monroe Calculating Machine Company, Inc. | 

i Dealer Sales Division, 555 Mitchell Street, Orange, N. J. i 

j All right! Send information about the complete line of Monroe 4 

, machines and their profit-making possibilities. | 

J NAME — — 

Me 10-KEY ADDING MACHINES Hand-electric and elec- | | 
tric models; 11 listing 12 totaling; with direct subtraction BY 

ond credit balance; also wide carriage models. t STREET i 

I i 

MONROE CALCULATING MACHINE CO., INC. § city ‘ STATE i 

Dealer Sales Division, Orange, N. J. Leases ewe eseaeeseeuaeussaaaseawd 
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It is transfer time. Good selling action now 
pays off in buying action now. Especially is 
this true when you sell the GUSSCO Com- 
plete Line of Filing Supplies. 

In the GUSSCO Line you will find stock 
items for all your daily requirements. That 





means you can fill orders right from stock— 

no costly delays for you or your customers. 

> Every item in the GUSSCO Line is made 
right. The stock is always sound and service- 

For that special item try GUSSCO 
Special Order Service. We have estab- 
lished an enviable reputation for uniformity. Every item is priced to get the 
prompt, speedy and careful handling = order. Our prompt, careful service will please 


of all specials. Send us your next 
Special. We’ll prove it. 


able. Our mass production methods insure 


you. 
Sell GUSSCO Filing Supplies for profit. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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Guide % ° 
THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Think a minute! Every one of your customers will jump 
at the chance to reduce the cost and increase the effh- 


Pat. Pending 


ciency of their filing and finding. That is just what 
Guide-O-Folders do. File clerks no longer have to wear 
themselves out hauling and tugging ordinary folders 
back and forth. Guide-O-Folders just glide along with 
finger tip ease. Faster and better filing and finding is 
the natural result. 

The adjustable tabs enable Guide-O-Folders to fit 
right into present filing installations. The tabs are 
easily attached and can be changed at will. They make 


every filing system completely flexible to meet all filing 
and finding situations. 

Now is the time to put determined sales effort into 
selling Guide-O-Folders. You will make new satisfied 
1ers and new extra profits. 


Use this kit! 


This handy demonstration 
kit will help your sales- 
men present the Guide-O- 
Folder Story in a practi- 
cal manner. Let them use 
the kit for all their sales 
material to demonstrate 
to potential customers. If 
you haven’t these kits for 
all your salesmen, get in 
touch with us at once. It 
is a surefire way to dem- 
onstrate and sell this mod- 
ern way of filing and find- 
ing. 


GUIDE SYSTEM 


custon 





Guide O foblon 


SEMMONSTRATION KIT 








335 CANAL STREET 
WEST COAST REPS. - 


GUSSCO SALES INC., 
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Trademark 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Many of your customers will tie up their 
transferred records into bundles and toss 
them in a vault where they will be practi- 
cally inaccessible. They will—unless you 
show them the modern, low cost, transfile 
way of keeping all their permanent and 
semi-permanent records right at their fin- 
ger tips always. Made of heavy fibre board 
for economy, TRANSFILE FILES are so 
re-inforced that all the weight of the 
drawer and contents is supported on steel. 
They can be interlocked and stacked as 
high and wide as desired. No tools, bolts 
or nuts are required. There is a size and 
style for every record requirement. 


3 STYLES « 13 SIZES 


Se) (eee 


NEW YORK 13, N. Y 


337 WINSTON ST., LOS ANGELES 13, CAL 
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New NOMDA Members Gained Through 
Secretary Mann’s Mid-West Swing 


An even dozen new members was one of the results of 
the recent trip through the Mid-West by the National Office 
Machine Dealers Association’s executive secretary, Harold 
Mann. So reported Mr. Mann after returning home from 
his visit of one-night stands to several local associations. 

In some of the cities non-members were not present at 
the meetings but whenever there was an opportunity to tell 
the story of NOMDA’S fine work for the dealers of the 
country new memberships resulted. As one dealer put it 
when writing the NOMDA office a few days after the local 
meeting “Your talk at the meeting in Minneapolis made me 
realize that I should never have allowed my membership 
to lapse.” 

Another result of being able to explain the many features 
of membership in the National Association was the deep 
interest members took in the exclusive nation-wide Guar- 
antee Policy offered by the organization. When it was 
vividly portrayed that this was one of the finest sales clinch- 
ers the dealers had ever had offered to them many immedi- 
ately placed their orders for a supply of this valuable item. 
Others placed orders for the Association’s emblems to use 
on their stationery, billheads and other material going from 
their places of business. 

In every locality there was a very evident atmosphere of 
enthusiasm for the locals as well as for National. The 
members and officers of each local were intent on making 
their meeting an outstanding affair and each succeeded. 
Attention to the talks and to the active question and answer 
periods that followed was unusually intense. All were 
desirous of hearing all remarks and taking home as many 
ideas as possible. Locals covered by Mr. Mann’s trip were 
Minneapolis, St. Louis, Milwaukee, Chicago, Dayton, Pitts- 
burgh, Cleveland and Indiana-Kentucky at Shelbyville, Ind. 


NOMDA Board Meets January 9-10 


NOMDA’s annual mid-winter board of directors’ meeting 
will be held in Hot Springs, Ark., January 9 and 10 at the 
Arlington Hotel. Plans for the gathering have been com 
pleted and include a 10 a.m. start on the 9th with luncheon 
served at 12:30. The meeting will immediately reconvene 
and extend into the afternoon. 

On Sunday, the 10th, a sight-seeing tour has been ar 
ranged for those who will have the time to remain an extra 
day. There are many interesting places to be seen in and 
around the world-famous Spa and special busses have been 
arranged. 

Hot Springs was selected as the site for the meeting by 
the directors at their final get-together in Atlantic City. 


New Set of Window Cards Offered by NOMDA 


A new set of four window-counter cards has just been 
offered to the members of NOMDA by the headquarters of 
fice and is expected to be even more popular than previous 
issues. The new set includes two cards of three colors and 
each carries brilliant tones with well timed sales messages. 
Each card is of 14 x 22-inch size. 

This set deals with the subjects of renting adding ma- 
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NOMDA NEWS 


National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


chines for tax time, telling of the trade in value of old 
office machines and stating that terms are gladly given. It 
is stressed that the employees are experts in all phases of 
office machine repair, sales, service and rentals. 

More than 700 sets of the three previous cards were or- 
dered by the members of the association for whom the signs 
are exclusively created. Total cost for each set is $5.00 post- 
paid to any city in the U. S. So popular are these cards, 
many members have asked to be placed on an “automatic” 
list to receive each set of cards as they are produced without 
the formality of sending in an order each time. 





“More in ‘54” Proves Good NOMDA Slogan 


When the slogan “More in ’54” was chosen as the lure 
for the June 21-23 convention and trade exhibit of the 
National Office Machine Dealers Association, those in the 
know were not talking through the proverbial hat. Already 
more has been planned for the dealers of the country than 
for any similar event in a long time. Entertainment-wise, 
business-wise and in every other direction there will be 
more on the program at St. Louis than for several years. 

While on a tour of local associations in the mid-West in 
October, Harold Mann, executive secretary of the organi- 
zation, spent three days in the Missouri city going over the 
facilities of the hotel and the community, He found many 
ideal features that have been incorporated into the conven- 
tion plans. The Chase, Park Plaza have excellent facilities to 
handle the affair as headquarters hotels. The meeting rooms, 
the spacious ballroom and roof garden were found to be 
tops for the activities that are planned. 

St. Louis’ famous Forest Park with its beautiful attrac- 
tions is right across the street from the hotel and will serve 
as the scene of more than one event for the ladies as well 
as the men. 

Also, Secretary Mann found a group of highly enthusi- 
astic workers ready to go to the post for the start of the 
convention preparation. 

Two meetings with the committee heads were held and 
complete blueprints were laid out for each chairman’s 
duties. To say that the office machine dealers of St. Louis 
are looking forward to the arrival of a record number of 
guests is a very mild statement. They are anxious and eager 
for the opening day and are expecting the largest turnout 
of dealers in the 29-year history of the event. St. Louis will 
be ready with “More in °54.” 





“Who's Who in Office Machine Industry” 
Now in Production for 1954 Publication 


With an eight-month stretch of work ahead, the staff at 
the headquarters of the National Office Machine Dealers 
Association is already hard at work on the 1954 issue of 
“Who’s Who in the Office Machine Industry.” 

Material will be gathered shortly after the first of the 
year from the dealer members. Second in line will be the 
securing of information from the several hundred manuv- 
facturers listed in the book. 

Last year’s printing was 144 pages and with the large 
growth in NOMDA membership and the stimulated inter- 
est on the part of manufacturers it is expected that the new 
publication will total close to 175 pages. 
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Exclusive 


VISOMATIC 
MARGIN 


Visomatic Margin 


“VisOmat means what it 
says visible and automatic. 
Permits fast, precise, even 
margin setting on both sides. 
Simply position the carriage 
and touch margin set keys and 
margins spring into place au- 
tomatically. Stop indicators on 
easy-to-read scale show exact 
position. Permits neater letter 


appearance 


New Line Space Mechanism 


Line spacing as simple as 1-2- 
3. Change from single to double 
to triple space with instant 


adjustment 


Full-View Tab Control Panel 


Easy-to-reach tab set and tab 
clear keys are at your finger- 
tips. You can clear all or any 
selected tabs at one touch. 


Nw R.C.Allen ave 


sOmalic. 





TYPEWRITER 


More Value, More Advanced 
Features, Mor 





e Typing Ease 


Feature for feature, the All-New R. C. Allen VisOmatic gives 


you more than ever before . 
... more efficiency. And this highly versatile deluxe machine 
costs no more than ordinary standard typewriters. Try the 
All-New R. C. Allen VisOmatic typewriter first — See how 
quickly it proves itself in your office. The beautiful Mist Gray 


.. more output... more typing ease 


color styling harmonizes with every office color scheme. 


QUICK-SWITCH PLATEN 


In less than ten seconds you can 
change from the standard platen to a 
platen for stencil cutting, or to one 
for making multiple-copy manifests, 
or for any other specialized job. A 
touch of your hand on the release 
lever and out comes the cylinder .. . 
in seconds! No inky fingers, no lost 
time, no complicated procedure. And 
the new platen snaps into position 
just as fast. This sensational, work- 
speeding feature — the Quick-Switch 
Platen — is found only on R. C. Allen 
VisOmatic Typewriters. 





Write for full details in colorful FREE literature today 


R.C.Allen Business Machines, Inc. 


680 Front Avenue 


N.W., Grand Rapids, Mich 






















































Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, Englond 


Manchester, December | 

More than £2 million of office equipment was shipped to 
the U.S.A. and Canada during the 10 months of 1953, Janu- 
ary-October inclusive, it is announced by the Office Appli- 
ance & Business Equipment Trades Association. 

A record monthly revenue of more than £1,225,000 from 
total exports to various countries, of office machinery, safes 
and steel cabinets, was received in October. 

In the 10 months to-date, shipments have amounted to 
£10,187,065, or over £350,000 more than in the same period 
last year which was hitherto the industry’s best year. 

Of the 10-month total more than £2,100,000 has been sent 
to the U.S.A. and Canada, £1,271,262 to Australia, and 
France and South Africa have taken £1 million-worth be- 
tween them. 

In October, all sections of the machinery industry an- 
nounced increased shipments, principal among them being 
typewriters, exports of which rose from £164,726 in October, 
1952, to £280,007 and duplicators from £93,046 to £148,179. 

* * * * 

Hadley Sound Equipments of Smethwick, Staffs, who 
introduced a new type of personal intercommunication sys- 
tem known as Intercom Mark 111 at the 1953 B. I. F., has 
decided to market through retail outlets. 

The equipment consists of a master unit linked with 
either six or 12 extensions and giving immediate and direct 
contact between, say, a business chief and his key executives. 
An additional useful feature provides for loudspeaking re 
ception of telephone calls, avoiding inconvenience and 
wasted time when “holding on.” 

* * * * * 

Premier Motor Policies, Ltd., has co-operated with Bradma 
British Addressing Machines in the publication of a booklet 
entitled, “Bradma in Insurance.” It is available for all those 
who are interested in a measure of mechanization for their 
insurance departments. 

The booklet rightly states that “intelligent use of the ma- 
chines is called for; mechanization as such is not necessarily 
the panacea for administration’s aches and pains; and with 
motor insurance in particular, the complex and complicated 
nature of the business is such that it has up to now been 
necessary to move very carefully when considering the use or 
installation of particular machines or techniques.” 

. * . * . 

Mention of Bradma (Adrema, Ltd., Telford Way, Acton, 
London) reminds me that four of its employees have just 
celebrated over 100 years of service with the company be- 


tween them. They are C. D. Warren, A. E. Davie, Miss 
I. Loader and S. Loader. 
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As a logical development from its successful production 
of metal partitioning, and in view of the increasing emphasis 
on efficient storage space utilization, Rowe Bros., and Co., 
Ltd., is now manufacturing adjustable steel shelving. 

The company has branches in many cities and towns of 
Britain. The London address is Dover St., Piccadilly, W. 1. 

The principle underlying the design of the shelving is the 
provision of angle uprights and shelves to which may be 
added backs and sides, bin fronts, card holders, dividers, 
drawers and doors, to form a large variety of fittings suitable 
for the storage of almost any commodity. 

* * * * * 


The first Business Efficiency Exhibition to be organized 
by the Office Appliance & Business Equipment Trades Or- 
ganization in Newcastle-on-Tyne for nearly five years was 
opened by the Lord Mayor on November 17. Some 50 firms 
participated in the display. 

Since the association’s last exhibition of this kind in 
Northern England, the output of the office equipment in- 
dustry has risen from £24,500,000 a year to £45,000,000, and 
its exports from £6,000,000 to over £14,000,000. 

The aim of the Exhibition was to demonstrate the latest 
equipment for carrying out the routine of the office with 
the greatest economy in labor, time and money. 

Visitors were able to see the latest electronic punched card 
machinery, electronic recording machines, all-electric dupli- 
cators which stop automatically when the required number 
of copies of the document given them have been produced, 
book-keeping machines, systems, and the means used by ma- 
jor undertakings to keep office work in step with increased 
production. 

Novelties included an all-electric stapling machine, a pro- 
peling pencil with a built-in point trimmer using its leads to 
the last one-eighth inch, a moderate-priced typewriter with 
a special easy-to-insert ribbon change, and a postal franking 
machine for the office mailing only a dozen letters a day. 


* * * * * 


The National Association of Distributors of Office Equip- 
ment recently held an extraordinary general meeting, at 
which it was decided to bring manufacturers, wholesalers 
and concessionaires as members into the association. This is 
a major step in the history of the association and one which 
augurs well for the future. 

* * * * + 

The new Remington portable has been well received by 
the trade in Britain. 

* > * * + 

Fourteen members of the trade competed this year for the 

(Turn to page 188, please) 


OA — 1/54 




















OA 

















=\ J Ty LD 
‘e: / ee 
; 4, k s 
| — im - }: Fa; 
— ~ » 
S v . ) 
= | president director vice president comptroller 
v 


: it’s easy to sell this 





president ih 



















S1S 
‘0. 
‘ foam rubber arms 
a foam rubber back | | 
Ts, — 
ble foam rubber seat a ~ 
= 2]- 
° &  _? X 
: all-welded construction ("9 
red 
dr satin aluminum base debonair 
Vas 
ms hooded casters 
in 
a , ... and don’t forget 
P "> WELLS PAYS THE FREIGHT! 
sch a in shipments of 100 Ibs. or more 
DEBONAIR POSTURE No. 272 * 
Illustrated in Newport Fabric 3 W P 
are 3 oe 
nl $50.60 list | rite TODAY for the 
ber Slightly higher in Zones 2 & 3 ee Aristocrat Plan for greater 
ed, "chair profits 
ma aes 
sed # 
ro — 
; to 
ith ° 
; dn - “= 0 ee ~_-- 
a WELLS SALESMAN OF THE MONTH he aka eee at Ae ee 
oa Arthur Gordon > ers wean t Fy S-F” 
ich 206 Lexington Ave. ease ee i] ee - -. 
New York 16, N. Y. TiS ae ER gst 
. —————————— - ~- 
by} WELLS CHAIR CORPORATION e@ MICHIGAN CITY, INDIANA e U.S.A. 
: @ 
the 
ase u 





/54§ OA-1/54 73 











Report Success of Sales Training Course 
Conducted by Philadelphia NOFA 

The Philadelphia Chapter of NOFA meeting held No- 
vember 9 found may testimonials presented for the success 
of the current sales training course. 

Herman Dubin, for example, said, “This course is worth 
$100 of any salesman’s time and we mean $100, not less 
40% ...” To-date, the following topics have been covered: 
wood chairs, safes, color and lighting, and leather. 

Horace Laurence, recording secretary, reported on the 
NOFA officers’ conference held during the previous month 
in Boston. 

It was reported that two new films are available from 
NOFA headquarters—“How to Make Leather” and the 
Bell System film, “How to Answer the Telephone.” 

President La Fair asked Larry Caldwell, Seymour Golden, 
Horace Laurence and Sam Galespie to meet with him 
November 17 to plan local chapter promotion of National 
Office Furniture Week. 


Rahe Speaks at Louisville NOMA Meeting 

Elmer G. Rahe, vice-president and director of sales, The 
Globe-Wernicke Co., was guest speaker at a meeting of the 
Louisville, Ky., Chapter of NOMA, held October 28. Mr. 
Rahe spoke on “Increased Efficiency from Your Present 
Office Floor Space” and emphasized the benefits of a well 





1. Wm. A. Froehle, Boorum & Pease Co., second vice-president, Midwest 
Travelers Club; Larry Goodhand, Oxford Filing Supply Co., Inc.; Howard 
Blancha le B 


rd, Fiddler's Inc., Kansas City, Kans.; Maybe ishop, Fiddler's 
Inc., Kansas City, Kans.; John D. am F. Webster Co.; A. S. 
Perry, Jr., Carpenter Paper Co.; B. K. Mitchell, mfrs. rep; Scott C. Parn- 
ham, Alma & Myrtle Desk Co.; J. B. Brain, Jr., Brain's, Omaha, Nebr., 
Governor District 8 NSOEA; Guy F. Boyd, Shaw-Walker Co.; Ray A. 
Baldwin, Gallup Map & Staty. Co., Kansas City, Mo.; Vaughan T. Wil- 
liams, Schooley Ptg. & Staty. Co., Kansas City, Mo.; Leonard B. Wilcox, 
Roberts " . Co., Hutchinson, Kans.; Clint Cooper, Esterbrook 
Pen Co.; Tom J. Seward, Products Co., Inc., president Midwest 
Travelers Club; George Constantine, Palace Office ly Co., Tulsa, 
Okie.; Sidney ‘. Anderson, Latsch Bros., Inc., Lincoln, Nebr.; Eric Nod- 
well, The Carter's ink Co.; Lovis Blair, Blair Office Supply Ei St. Levis, 


4 Dave C. Nevheus, mfrs. 4; M Middl lup Mep & 
a Co., co City, Me.; jock lew, Minnesete Mining A Mfg. be; 
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planned office. He pointed out that the office is a production 
unit and utilization of physical facilities should be governed 
by this concept. 

A feature of the talk was a presentation of the planning 
procedure for achieving the benefits of a well-planned office. 
Common trouble spots were pointed out and helpful sug- 
gestions of layout were discussed in terms of the advantages 
of the firm’s Techniplan modular office equipment. Before 
and after illustrations highlighted the presentation. 





Lay Plans for District 8 NSOEA Regional 

Dealers and travelers of the 8th District NSOEA met at 
the Hotel Muehlebach in Kansas City, Mo., on November 
6 and 7 to make plans for one of the most outstanding 
regional conventions the district has ever had. 

The beautiful spacious Hotel Tulsa in Tulsa, Okla., was 
selected as headquarters and the dates are April 22 and 
23, 1954. 

Unusual and entertaining program features are being 
planned for both men and women. A number of excellent 
speakers as well as members of the NSOEA troupe will 
provide ideas of mutual interest to the industry. 

All dealers and travelers have been urged to make hotel 
reservations immediately through Floyd Marshall, Marshall 
Office Supply Company, 109 W. 6th St., Tulsa 3, Okla., to 
insure satisfactory accommodations. 





Pre-Planning . meeting of District No. 8 
NSOEA held at Hotel Muehlebach, Kansas City, 
Mo., November 7, 1953. 


W. Lee Gamel, The Bates Mfg. Co. 

VIP’s who attended the ane meeting. George Constantine, 
chairman arrangements and publicity; Ray A. Idwin, general chair- 
man; John B. Brain, Jr., governor District 8, NSOEA: Leonard B. Wil 
cox, vice-president distributors’ division, NSOEA; Tom J. Seward, presi 
dent Midwest Travelers Club. 

Sidney S$. Anderson ond Barrett K. Mitchell say they will be at the Tulse 
convention with “bells on.” 

leonard G. Wilcox instructs Dave C. Nevhaus on “How to Sell More 
Memberships in NSOEA.“ 

W. Lee Game! and A. S. Perry, Jr., chairman of ladies entertainment, 
lan some special features. 

m. A. “Bill Froehle, second vice-president Midwest Travelers Club, 
and Tom J. “Tet” Seward, president, urge all travelers te attend the 
Tulse _ (All photes by Deve C. Neuhaus with exception of 
tep ene. 
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GRADE “A” 


2800 SERIES 


THE MOST BEAUTIFUL FILE IN THE WORLD 


SPECIFICATIONS 


Fabrication: Grade ‘A’ in all constructional 
details and refinements. Engineered to give 
you the greatest available space for filing 
and work. In modern style for the most 
dignified office. In good taste for years and 
years. 

Construction: Sturdily constructed to Steel- 
master's superior specifications — best 
grade of selected furniture steel. An en- 
gineering triumph! 


Streamlined, con- 
toured round 
drawer fronts ex- 
press the best in 
modern design. 


Me Sebi Sees ° 
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idth | Height 
2 drawer letter file 115” | 2912”|28 
| 2 drawer legal file 


3 drawer letter file 
3 drawer legal file ies 
aorta [=~ sa 


Suspension: Full suspension that works 
drawers with effortless ease under full 
load. The ultimate refinements in full sus- 
pension for filing equipment. 


Instant Positive Compressor: Side locking 
positive compressor keeps contents in up- 
right orderly working position. Instantly 
effective in a magnificent engineering ac- 


118” _| 29%2"|2 
41s7_{ 40712 a 





THE SAFO PROTECTION FILE 


A top Grade “A” file — full suspension — all refinements — secures 
perfect filing action... and more — greater protection — more security 
against pilferage — rigid construction. The perfect application for 
function and safety. 
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FROST GREEN {5 © 
EXTRA. 
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art steel sales corp. 
170 w. 233rd st.n. y. 63, n. y. 











Gray Addresses Two NOFA Meetings 


John R. Gray, executive director of the National Office 
Furniture Association, was the speaker at the Detroit NOFA 
Chapter meeting November 4 at the Bellcrest Hotel. Pre 
siding was Arthur Repke, Arthur Repke Company, presi 
dent of the Detroit NOFA Chapter. Following introduc 
tions, President Repke submitted a report of the NOFA 
Officers Conference held in Boston, October 16-17. 


Executive Director Gray outlined the purpose of NOFA, 
stressing the NOFA resolution “What Constitutes an Office 
Furniture Dealer.” He then presented the latest of the 
NOFA Know How Series, No. 6 “Room For The Office,” 
describing room plans, and the use of color and line to 
gether. He reported that these manuals were in great de 
mand by dealers and manufacturers for use at their sales 
meetings and conferences. He pointed out the increased 
sales reported by dealers as the result of using these product 
knowledge manuals. He also reported that many colleges 
and universities were requesting extra copies for use in 
preparing students for the type of office furniture and 
equipment to look for when they enter the business world. 


Mr. Gray described the tremendous response and approval 
given National Office Furniture Week by business adminis- 
tration, secretarial and distribution education schools. The 
Detroit Chapter endorsed the project and promised co 
operation. 


Central Ohio NOFA Chapter .. . 


Pictured at the installation dinner of new Central 
Ohio Chapter of NOFA in Columbus, Ohio, are 
P. T. Pixley, W. C. Cassell, R. J. Heer, Harold 
Mielke, H. L. Finkle, R. A. Riehl, W. Manson, Don 
Short, Jack Woodworth, Samuel F. Hoy, Bob Lam- 
son, Harold E. Short, John E. Lucks, W. R. Diehl, 
jr., John A. Long, Harold Klein, Jack Garman, 
Carl Baver, Gordon Fink, Bob Dorsey, Jack Dow- 
ney, Jack Loeffler, Jack Cleary, Jack Kight, George 
Long, Roger Young, Dick Dahn, Jim Morgan, John 
Duncan and John Gray. 


Another new chapter was organized Thursday, Novem- 
ber 5, in Columbus, Ohio. Mr. Gray was the speaker at 
the meeting held at the Athletic Club of Columbus. The 
presiding officer was James Morgan, Harry L. Morgan 
Company, who explained that the dealers of Columbus had 
decided they would like to organize a NOFA Chapter. 

Mr. Gray described the purpose of NOFA and outlined 
the structure of a NOFA chapter organization. He described 
the monthly meetings of the NOFA chapters, membership 
qualifications, and the relationship of the local chapter to 
the national organization. 

Following Mr. Gray’s talk, the nomination committee 
submitted the following slate of names as their selected list 
of officers: For president, John Lucks, Diehl Office Equip- 
ment Company; vice-president, William Ruff, Thomas W. 
Ruff Company; secretary, John Kight, State Office Supply 
Company; treasurer, J. Loeffler, F. J..Heer Printing Com- 
pany. These men were elected and it was decided to call 
the new NOFA chapter, the Central Ohio Chapter of the 
National Office Furniture Association. 

The second part of the program was headed by Roger W. 
Young of Detroit, a manufacturer’s representative for Jasper 
Chair Company. Mr. Young showed a movie “From Tree 
to Desk.” He narrated the story of the various steps in mak- 
ing fine wooden furniture. After Mr. Young’s presentation, 
a discussion period was conducted on this product knowl- 
edge story. 








A sales meeting of all district managers in the dealer division of the 
Art Metal Construction Co. was held at the home office in Jamestown, 
N.Y., November 18-20. These managers and company officials pictured 
in attendance are: FIRST ROW—R. W. Goss, R. C. Gage, S. D. Bradner, 
E. J. Young, J. R. Duncan, K. B. Marsh, W. M. Bachmann and J. P. 
Eads. REAR ROW—H. B. Walker; ©. H. Bowen, vice-president branch 
sales; C. L. Elofson, executive vice-president; Warren Moe, sales de- 
partment; J. Arthur Johnson, stock sales and export manager; E. M. 
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Art Metal Construction Co. Dealer Division Holds Sales Meeting 





at Home Office 


Williamson; J. F. Liberg, superintendent, chair division; R. W. Clark, vice- 
president, contract sales; R. L. Morgan; C. W. Simpson, advertising and 
sales promotion manager; V. D. Swanson, contract sales department; 
W. O. Ennis; H. R. Nelson, superintendent, plant; A. T. Hunt; H. T. 
Swanson, secretary-treasurer; Hugh Clark, superintendent, plant; Albin 
Johnson, works manager; W. E. Green; L. R. Addington, vice-president, 
dealer sales; H. A. Smith, superintendent, plant. 
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The Weis Manufacturing Company 
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STEEL FRONT 
TRANSFER STORAGE CASE 





Here it is! A Transfer Storage Case de- 
signed to meet the most exacting require- 
ments. Its rugged construction combined 
with its all steel front offers greater pro- 
tection to records plus the economy of 
higher stacking. Along with its unique 
construction the SUPER WIZARD is an 


attractive Transfer Storage Case, the shell 





finished in stippled gray to match the gray 
baked enamel finish of the steel drawer 
front. No glues or tapes to contend with, 
the SUPER WIZARD is metal stitched. Yes, 
the SUPER WIZARD is indeed the answer 
to your Transfer Storage Case problems. 
The SUPER WIZARD is available in four 
convenient sizes; Letter, Legal, Invoice, and 
Check Sizes. 


The Weis Manufacturing Company * Monroe, Michigan 


s 
1892 4 Clr’ 1953 
RT 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10: Adams, Cushing & Foster, Incorporated NEW ORLEANS 12: J. A. Hoerner Company 
Carpenter Paper Company 
KLAHOMA CITY 1 . FORT WORTH 1 . HOUSTON 2 





Caster 


room NATIONAL LOCK... 


FOR BOTH WOOD AND METAL FURNITURE 


NATIONAL LOCK manufactures an extensive line 
of ruggedly constructed, ball bearing casters for 
both wood and metal chairs and other office 


lubricating, high impact material for use on car- 
pets, and molded Rubber wheels, having hard 
core and soft tread, fitted with oil impregnated 


Wheels are of molded Phenolic self- : 


furniture. 


bearings, are designed for use on hard floors. 


If you are an original equipment manufacturer or jobber, write us. 
if you are a dealer, see your jobber. 


. CASTERS FOR WOOD CHAIRS 


PLATE TYPE GRIP NECK TYPE 


Plate type casters offer threaded axle with n re) 
ard) or riveted type. Have full double bal! race con- 
struction for free swiveling action and troublefree ¢ application. Nat 


FURNITURE GLIDE 
LEG EQUALIZERS 
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CASTERS FOR METAL CHAIRS 
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) Here are leg glides and leg equalizers designed for ee 
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2 ri most any piece of office furniture. Let us figure on your : 
requirements. Take advantage of |-Source buying ei ol-telaiite 
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DISTINCTIVE HARDWARE...ALL FROM ] SOURCE 


HANDLES, 


LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, 
HANDLES... EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY 
ae: ROCKFORD e ILLINOIS 
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Philadelphia Stationers Hold Annual Banquet 

Some 350 members, their wives and guests assembled at 
the 48th annual banquet, entertainment and dance of the 
Philadelphia Stationers Association on Thursday evening, 
November 19, in the Benjamin Franklin Hotel, Philadel- 
phia, Pa. 

Preceding the banquet a reception and cocktail party was 
held in the foyer adjoining the ballroom. Old acquaintances 
were renewed and new ones made during this pleasant half 
hour devoted to sociability and good fellowship. 

Guests received an address book courtesy of S. E. & M. 
Vernon, Inc., and a plastic pass case compliments of Cooks, 
Inc. A delicious roast beef dinner was served. 

President Charles A. Newcomet, the C. F. Heller Bindery, 
Reading, Pa., extended a cordial welcome and thanked 
Chairman Joseph O’Brien, William Mann Company, Phila- 
delphia, Pa., and members of the banquet committee for 
doing a splendid job in arranging the evening’s festivities. 
Mr. Newcomet introduced the following guests at the head 
table: 

Mr. & Mrs. Ernst Abe, Jr., Wm. F. Murphy's Sons Co., 
Philadelphia; Mr. & Mrs. Joseph O’Brien, William Mann 
Co., Philadelphia; Mr. & Mrs. Irving A. Roth, Roth Brothers, 
Philadelphia; Walter H. Miller, Otto Ulbrich Co., Inc., 
Buffalo, N.Y., president NSOEA; Mr. & Mrs. Charles A. 
Newcomet, the C. F. Heller Bindery, Reading, Pa.; Mr. & 
Mrs. Paul E. Burbank, NSOEA; Mr. & Mrs. Robert White- 
sel, Brooks Co., Philadelphia; Mr. & Mrs. Jack H. Pinkerton, 
Hoskins Co., Philadelphia, and Mr. & Mrs. Richard M. 
Graff, Esterbrook Pen Co., president of the Penn-Mar-Va 
Travelers Club. 

Both Walter H. Miller and Paul E. Burbank expressed 
their pleasure at being able to attend the annual banquet 
and participate in the festivities of the Philadelphia Sta 
tioners Association. 





Roth is Honored 


President Newcomet then called upon Past President 
Irving A. Roth and on behalf of the association presented 
him with a handsome gold “Lord Elgin” wrist watch as a 
token of appreciation for his past services. Mr. Roth served 
as president of the association during the years 1951 and 
1952 and prior to that as editor of the Philadelphia Sta- 
tioners Association Bulletin and during 1953 as chairman of 
the executive committee. In acknowledgment Mr. Roth 
remarked that he had enjoyed every minute of his two 
years’ administration as president and recalled numerous 
interesting, instructive and well-attended meetings during 
that period. 
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Head Table Folk at Philadelphia Sta- 
tioners Assn. annual banquet held No- 
vember 19. 


Irving A. Roth 


The tables were then cleared and an excellent star- 
studded Broadway show consisting of a variety of acts 
followed. Good music was provided by Joe Farina’s or- 
chestra. 

Members of the banquet committee were: Chairman, 
Joseph O’Brien, William Mann Co.; Frank Massing, Yeo & 
Lukins Co.; Fred Gallo, Roth Bros.; Joe Mack, Hoskins Co.; 
Ed Eisenstein, Shanahan & Co.; Bernard Dieckhaus, Dieck- 
haus Stationers, Inc.; James Curran, American Pencil Co.; 
William D. McCully, S. E. & M. Vernon, Inc.; Thomas 
Crilley, Jr., Wilson Jones Co.; Joe Dunn, Wm. F. Mur- 
phy’s Sons Co., and Ben Wachtel, Parker Pen Co. 

Officers of the association are: President, Charles A. New- 
comet, The C. E. Heller Bindery, Reading, Pa.; first vice- 
president, Robert Whitesel, Brooks Co., Philadelphia, Pa.; 
second vice-president, Joseph O’Brien, William Mann Co.; 
third vice-president, Richard M. Graff, Esterbrook Pen Co.; 
treasurer, Jack H. Pinkerton, Hoskins Co., Philadelphia, 
Pa.; secretary, Ernst Abe, Jr.. Wm. F. Murphy’s Sons Co., 
Philadelphia, Pa. 





New York OMDA Hears Beckwith 

Wes Beckwith, general sales manager of the portable 
division of Royal Typewriter Company, was the speaker 
for the November 10 meeting of the Office Machine Dealers 
Association of New York, Inc., held in the Hotel Governor 
Clinton. 

Topic of Mr. Beckwith’s address was, “Hints for Adver- 
tising for Your Christmas Business.” He emphasized the 
importance of time payments in enabling dealers to increase 
their sales. He indicated that there exists in the Metro- 
politan area of New York City a potential market for 
100,000 new portable typewriters. 

Mr. Beckwith impressed upon the members the need 
for timely window displays to attract the Christmas trade. 
Indicated was the need for soliciting business-in schools and 
educational institutions, Adequate circularizing of the field 
pays dividends, said Mr. Beckwith. 





Organize OMDA in Cleveland, Ohio 

Several office machine dealers of Cleveland, Ohio, met 
on October 16 to organize a local Office Machine Dealers 
Association. 

Theodore Kasten was named temporary chairman and 
Al Schlect temporary secretary. The third Wednesday of 
each month is to be the meeting night. 

Harold Mann, executive secretary of NOMDA, presided 


over the organizational meeting. 
Turn to page 104, Please) 
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Invincible’s dealerships assure you 
of all your profits. That’s because 
there are no house accounts at 
Invincible. We sell only to you 

. and do mot compete with you 
through company-owned branches 
and retail outlets. 

And to keep these profits roll- 
ing in faster and faster, Invincible 
offers you the greatest array of 
sales-clinching 
design and con- 
struction features 
in the industry. 
Add to that the 


NG: 


OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Company ® Manitowoc, Wisconsin 
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powerful pull of a national adver- 
tising program in leading con- 
sumer and trade publications — 
with all inquiries directed to you 
— and you have a profit-building 
combination that’s hard to beat. 
So, see how you'll make more 
sales, more profits when you dis- 
play and stock this popular line of 
desks, Write today for details. 


Desks 


Modernaire 
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Business 


features sell more 











...and these 





Engineered 







desks for you! 










Invincible desks are complete with center 
drawer and recessed back panel. Recessed 
panel provides knee-space for person sit- 
ting on opposite side of desk. 





**Overhang'’ models permit desks to double 
as conference tables. Desk top overhangs 
on both sides and back for greater all- 
Ground comfort. 





As many as five W-shaped reinforcements 
welded underneath desk top . . . combine 
with heavy side channels and angle rims 
to give greater strength. 





Extra reinforcements at key points assure 
maximum rigidity. tavincible reference 
shelf cannot be twisted or deflected, 














H. P. Rockwell Observes 50th Year 
of Service with Yawman and Erbe 

Harvey P. Rockwell, vice-president in charge of whole- 
sale, Yawman and Erbe Manufacturing Company, observed 
the 50th anniversary of his connection with that firm on 
November 9, 1953. 

The occasion was highlighted by an anniversary dinner 
given in his honor that evening at the Rochester Club, at- 
tended by a large group of his business associates and 
friends. 


Harvey P. Rockwell 





Ralph Robinson, president of Y and E, presented Mr. 
Rockwell with a plaque commemorating his 50 years of 
service with the company. Charles W. Schreiber, vice- 
president in charge of sales, in his role as toastmaster, also 
presented the honoree with a number of gifts on behalf 
of many friends in the office equipment anniversary. 

Mr. Rockwell joined Y and E on November 9, 1903, 
as a member of the sales staff of the Chicago branch, and 
some years later served as traveling salesman throughout 
the southern states, becoming in time district manager. 
Transferred to the home office in Rochester, N. Y., in June, 
1907, he assumed charge of the sales correspondence division 
and later was made manager of the agency-dealer division. 

From April of 1919 to August of 1922, Mr. Rockwell 
was Y and E export manager with headquarters in New 
York City. During these years he made several business 
trips to Europe and South America, where he appointed 
dealers in many leading cities on both continents. He was 
also instrumental in establishing dealerships and sales repre- 
sentatives in many quarters of the globe. 

While serving as export manager Mr. Rockwell became 
one of the founders, and served as an officer, of the Export 
Managers Club of New York City. He was recently hon- 
- ored by that organization by being made an honorary life 
member as a token of the club’s esteem for his outstanding 
contributions over the years. 

Mr. Rockwell returned to the Rochester offices in August, 
1922, and eventually was appointed vice-president in charge 
of wholesale, in which capacity he has been instrumental 
in widening and strengthening Y and E distributor rela- 
tionships throughout the country and abroad. 

Since the organization of the National Stationery & Office 
Equipment Association, Mr. Rockwell has been active and 
served in many capacities. During these 50 years spent in 
the office equipment field, probably no man is better 
known than Harvey P. Rockwell. This was evidenced by 
the great number of congratulatory messages received by 
him from many friends in the industry from every state, 
as well as many foreign countries. 

“Rock,” as he is affectionately known to the host of 
friends, was tendered best wishes for many more years of 
service and happiness. 
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Scrantom’s To Feature Self-Service Branch 

Scrantom’s, Rochester, N. Y.’s oldest stationery store and 
once one of the largest bookselling businesses in the entire 
world, recently entered a new era with the formal opening 
of its new self-service branch in the Northgate Plaza. 

Harry A. Holmlund, president and general manager of 
the firm, said he believes the store may be the first of its type 
to try the self-service idea pioneered by food stores. 

Customers will carry collapsible market baskets in the new 
store and check out at a cashier’s desk at the door. From 
four P.M. to eight p.M., clerks will be on hand to help cus- 
tomers. The glass-front, modern building will offer about 
2,500 square feet of selling area with office space and stock 
rooms in the rear. James Dorety, who will be manager, has 
been a buyer in the downtown store for several years. 

The move, Scrantom’s first try at suburban operation, 
follows a long line of firsts for the old Rochester firm, 
which was begun in May, 1868, by Elbert Henry Scrantom 
and Lansing G. Wetmore in the Butts building at 12 State 
St. The entire business was reorganized in 1941. 

With the increase in beok publishing costs, the resultant 
higher prices and other factors which caused a general de- 
cline in book selling, the firm shifted its emphasis to sta- 
tionery and engraving, although book sales still account 
for a large percentage of total business —-GET 





Stockholders Elevate Codo Officials 

Stockholders and directors of Codo Manufacturing Cor- 
poration in their annual meeting held October 22 voted 
promotions for two of their top officials. They first decreed 
that Frank S. Cooper, founder of Codo and its first and 
only president to-date, would become the corporation’s first 
chairman of the board. Here, they decided, Mr. Cooper's 
vast experience in the carbon paper and ribbon field could 
be used to greater advantage. 





Na 


F. S. Cooper 





c 


W. W. Lenz 


At the same time, the minutes of the meeting show that 
Wilbur W. Lenz has been moved up from vice-president to 
president, succeeding Mr. Cooper. Mr. Lenz’ many associ- 
ates, both inside the Codo family and in the trade, are 
congratulating him on this promotion. 

Bringing to Codo, at the time of its founding in 1928, a 
wealth of experience, Mr. Lenz has held every major office 
leading up to the corporation’s presidency and is well quali- 
fied through ability and experience to assume the duties of 


the office. 





Mulkey Joins Underweod Corporation 
J. F. Mulkey recently joined the Dallas branch office of 
the Underwood Corporation as supply sales representative. 
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Sell BATES and you sell the best 


BATES 
MODEL C STAPLER 


Makes its own staples from a roll 
of rust-proof brass wire. One loading... 
5000 staples. Can't jam or clog. 


Bates 

Perforator 

Easiest action, | waste 
container. Compact, 
economical. 


Bates List 
Finders 
Press 
presto! : Automatic 
“ihe m a 
address, a Feeds, inser 
phone number, =) Mercury Seeptene Numbering crimps eyelets ” 
recipe, etc. . Bates Refill Wide range of models for | Mechines por m4 -— 


/ Yu. quick as a wink! 5080 rvstioes Grace every requirement. The world’s 


staples each loading. standord for excellence. 


Silent Stamp Pads 
Reversible, renewable filler 
for long life, clear 
impressions. 


Bates Staple 

Remover and Punch 

Instantly removes any staple. 
Punches a hole up to 

@ thickness of 

eight pieces of pauper. 
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Do/More Opens New Chair Factory 


For almost 30 years, outside suppliers have built chairs 
to specification for the DoMore Chair Company. About a 
year ago, the company blue-printed a factory of its own in 
Elkhart, Ind., and started building. Last November the 
factory was finished and the chairs went into immediate 
production. 

For key positions in the new factory, Do/More hired 
production workers from suppliers, men and women who 
had made Do/More chairs for years and who preferred 
new boss rather than work on a new line. 

The firm is now being managed by two sons of H. B. 
Williams, who in 1950 turned over the reins of the family- 
owned business to his sons. H. B. Williams, Jr., is now 
president of Do/More while John D. Williams is vice-presi- 
dent in charge of sales. 


~ Factory in Operation .. . 


A stooge view of the 31,000 square foot plant. 

2 Some of the people who take care of production details. Kneeling: 
Earl Forry, upholstery asst. foreman in charge of exec. chairs; Bob 
Kessler, supervises experimental work and wood shop production; 
oy Don Keckler, paint foreman in charge of production. Standing: 
tae invento control; D. Sh holstery foreman; 

C. R. Mack, vice-president and sales manager; John Shinn, supervises 

receiving; Kenneth Box, upholstery asst. foreman in charge of clerical 

& side chairs; Frances Heign, factory office steno; John Marks, super- 

vises welding; Wayne Yoder, wood shop asst. foreman; Don Heign, 

assembly foreman; Lloyd Strycker, wood shop foreman; Ben Williams, Jr., 
ident; and Bob Gaff, plant superintendent. 











3. raulic presses compress seat cushions to uniform thickness for 
4. Final Gapality line. Operators are shown assembling the 790 Postur- 

Matic. 
Tiffany Appoints Sales Representative Smead Opens Window Display Contest 

Jess L. Musgrave, 4508 Arcady Ave., Dallas 5, Tex., was Smead Manufacturing Company recently announced its 
recently appointed sales representative for the Tiffany Stand third annual window display contest and has established 
Company. His territory includes Arkansas, Louisiana, Ok the period running from September 15, 1953 to Septem- 
lahoma and Texas. ber 1, 1954, to allow dealers to take advantage of a full 

fra: IP 5 oceans ie year of seasonal displays. 

Leahy Heads OEMI Market Research Special prize awards are being set up for contestants 


in cities of various sizes, running from: (A) under 50,000; 
research committee, Office Equipment Manufacturers Insti- (B) from 30,000 a 100,000; (C) from 100,000 to 500,000 
tute, at its recent annual meeting at the Waldorf Astoria in and (D) cities above 500,000. Three internationally-known 
New York. ' judges will base their decisions on the following: Product 
application, originality, attractiveness in arrangement, com- 
pleteness of idea and beauty. 


William Leahy was selected chairman of the market 


A charter member, Mr. Leahy, who is director of mar- 
ket research and manager of government and national ac 


count sales for Victor Adding Machine Company, explains First prize is a 1954 automobile and second prize—an 
that OEMI represents all major business machine producers. all-expense-paid trip for two to the Hawaiian Islands. Other 

He also points out that the market research committee of main awards include a television set, a freezer, luggage and 
the Institute has been directly responsible for getting release watches. In addition to this, 100 cash awards will be given. 





through the Department of Commerce of social security 
information that can be used by industry in determining 


quota potentials, territories, coverage and sales controls. The Best Opens in Larger Quarters 

data that is now made available includes reports by counties The Best Office Supply Company, Jackson, Miss., has 

on all firms paying social security taxes. opened for business in its larger quarters at 113-115 W, 
Mr. Leahy has been with the Victor organization for 14 Pearl St. Homer Best, Jr. and Ernest O. Allen, Jr. are 

years. He has headed the company’s market research activi co-owners of this firm, which features office furniture, 

ties since 1943, office supplies and printing —EEG. 
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Shelving Kitchen Cabinets 
Lockers Cabinet Benches 
Stools Storage Cobinets 
Bin Units Drawing Table: 
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Ask Your 
LYON Dealer 


e Hunting for the best source of 
steel equipment is time-consuming 
and not at all necessary. 

Your Lyon Dealer offers the 
world’s most diversified line of qual- 
ity steel equipment. (A few of Lyon’s 
1500 standard items are shown be- 
low.) Equally important, he can 
show you how to get the most out 
of steel equipment in terms of saved 
time, space and money. Call him 
and he’ll come a-runnin’ with a 76- 
page catalog brim-full of equipment 
and ideas. 

Lyon METAL Propwcts, INC. 

Gen. Offices: 128 Monroe Ave., Aurora, Ili. 
Factories in Aurora, Ill. and York, Pa. 










Ads like this appear in Business Week and 
leading trade publications every month 
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Lyon also has complete facilities for manufacturing special items to your specifications 
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Lyon Metal Grows the 
American Ingenuity 
Way in Aurora, Ill. 


®@ HOW PLANT CHANGES have 
streamlined production at the Lyon 
Metal Products, Inc., plant in Aurora, 
Ill., was witnessed by business journal 
editors and advertising men on No- 
vember 10. The press was given an 
escorted tour through the quarter-mile- 
long factory building and gained first- 
hand information on how Lyon Metal 
has brought about this situation: 

1. The first plant apparently in its 
particular industry to go to the use of 
coil steel and electrostatic finishing. 

2. Effected considerable savings in 
dollars and floor space through the ex- 
tensive remodeling program. 

3. Placed the house in order for 
any highly competitive period which 
may lie ahead. 

In the over-all phase, Lyon Metal 
has motorized production machines for 
more operating efficiency, moved non- 
production departments from valuable 
production space, removed interior 
walls that have been interfering with 
material handling, replaced all wood 
sash with steel, repaired and painted 
ceilings and walls, revamped lumber 
handling, and improved the produc- 
tion line lay-out. 

In an informative talk to the press 
following a cocktail hour and luncheon 
in the Sky Room of the Leland Hotel, 
President H. B. Spackman of Lyon 
Metal Products declared, “We have 
made a reputation for ourselves the 
American ingenuity way.” 

President Spackman spoke with can 
dor about Lyon Metal’s past, present 
and future. He made his listeners con- 
scious of the firm’s determination to 
continue its high place in the steel fab 
rication industry through the applica- 
tion of good sense and modern meth- 
ods. 

Participating in the discussions also 
were other officers of the company who 
include J. M. Olesen, vice-president; 
L. D. Deal, secretary-treasurer; A. W. 
Walan, assistant treasurer, and J. P. 
Bartsch, assistant secretary. 

Arrangements for the enjoyable day 
with the company were made by Leon- 
ard Rhodes, director of advertising. 


> 


A New Look was achieved for 
the exterior of Lyon Metal's plant 
by replacement of wood sash with 
steel and a glass change from 
hammered obscure fo Coolite. 


Partitions Were Removed for maximum production flow in Lyon Metal’s recent plant 
renovation. The tool room has been relocated to a less desirable production area, 
thereby releasing this floor space for the general welding and assembly department 
which has logically been located ahead of paint accumulation. 


On Production Line at Lyon Metal. This space is now being occupied by the general 
machine department which is in the direct production flow line from shears to finishing. 
Dies are serviced by means of electric platform trucks thereby getting full use of “air” 
rights. Note effect of painting, installaiion of steel sash, replacement of wood columns 
with steel. 
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Taper Tip Staples 
now added to WJ’s Tatum Line 


Talk about sales points! This new 3-color Taper Tip package is full of 
them! 10,000 points that make Taper Tip today’s sharpest buy in staples... 
for both you and your customers. 

Taper Tip’s chisel-like ends drive through more than 40 sheets 
of tough bond paper. They dig into wood, plastic and even light gauge metal. 
They deliver full-leg penetration and tight, permanent grip every time. 


Their unique Golden Tone finish retards rust...keeps them bright and 
clean-looking long after they’ve been put to use. 

You'll profit two ways by selling your customers Taper Tip Staples. First, they 
are priced to put full mark-up back into your staple sales...and keep it there. 
Second, Taper Tip Staples build repeat sales because your customers remember 
their trouble-free performance, golden finish and distinctive package. 


Stock the complete line of Tatum Staples and Staplers 


Both TAPER TIP Staples and steel finish staples are available’ 
in strips of 105 and 210, packed 5,000 to a box. TAPER TIPS 





are also packed 2,500 to a box. All are 100% round steel wire. 
Fit all Tatum Machines and all staplers that use 





T-210 


standard size staples. Order today. 


WILSON JONES COMPANY 


General Offices - 209 South Jefferson Street . Chicago 6, Illinois ae 

















eed 


e< 








i) ‘ 


ra 





aoe! wii dis 






































& 0 vere Li 





























Store operations office and order control center. 

Below: Banquet Honoring W. J. Ortel Upon His Retirem 
At head Table: E. R. Radkey, Engineering & Photo 
Mor.; Mrs. Carlson, E. W. Carlson, asst. treas.; Earl Col 
asst. secretary & prtg. dept. mgr.; Mrs. Will J. Ortel, Rok 
G. Young, vice-president of S & B and executive vice-p 
dent of Lowman & Hanford Co.; Ralph B. Ortel, presi¢ 
and general mgr.; Will J. Ortel, retiring president; 
Colson, William W. Goss, store operations mgr.; Mrs. R. 
Ortel, Mrs. William W. Goss, John H. Arnold, sales 
ager, Lowman & Hanford Co.; Miss Carlson. 








The outstanding publishing effort in the toda 
; of the office supply and equipment industry. 


} 5 (Ol Anniversary Issue 
3 office appliances 
a June 1994 
4 Marking a Half Century of Progress and 


. recording the rise of a great industry. 











Two Tickets To Bermuda ... First-prize 
winner in the Swingline contest was Schwo- 
bacher-Frey Co.'s window with its theme, 
“All the Little Angels Carry Tots to School.” 


Swingline Announces 
Contest Winners 
Speed Products Company, Inc., re- 


cently announced winners of the back- 





to-school window display contest on 

the Tot 50 stapling kit. Judges of the 

dealer competition were John Gilbert, 

publisher of Orriczt Appiances; Carroll Swan, display editor 
of Printers Ink and Norton B. Jackson, executive director of 
Point of Purchase Institute. 

First prize, awarded to Schwabacher-Frey Company, 
736 S. Broadway, Los Angeles, Calif., was a trip for two 
to Bermuda on the Furness Lines, Queen of Bermuda. The 
second prize of a $100 bond was awarded to the Pembroke 
Company, 24 E. Broadway, Salt Lake City, Utah, and third 
prize—a $50 bond—went to Ward’s, 57-61 Franklin St., 
Boston, Mass. 


eo ie aheariaas 
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Display Manager of Schwabacher-Frey, Tom Burke (right), ac- 
cepts congratulations for his first prize window from Joe D. Hale, 
Swingline West Coast representative. Philip M. Redford, (center), 
vice-president and general merchandise manager of the retail 
store, also shows pleasure at the award. 
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Entries in the contest were so numerous and effective 
that Swingline added four more prizes of U. S. Govern- 
ment Bonds for honorable mention. These winners were: 
Bland Printing Company, Greenville, Tex.; Hutch-Line, 
Inc., Hutchinson, Kans.; Lowman & Hanfords, Seattle, 
Wash., and The J. K. Gill Company, Portland, Ore. Each 
dealer entering the contest received an eight-piece tool kit. 


Win Government Bonds . . . TOP: View of the Pembroke Co’s 
second place window. CENTER: Ward’s, of Boston, Mass. with 
third-place display. BOTTOM: One of the honorable mention 
windows. The J. K. Gill Co.. Portland. Ore. 
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e TWO PROFITS 
WHERE ONE 


GREW BEFORE! 
Famou: S 


STEEL-PRIDE LUI 
Construction in Storage 
Cabinets too sane 


Greater Rigidity 
Greater Pilfer Protection 


Your customers can readily SEE the same advantages, the same 
dollar-savings, with Steel-Pride Cabinets that have made Steel-Pride 
Lockers so easy to sell. JET-LOK Construction makes these cabi- 
nets, like the lockers, much stronger than others, also far less 
costly, because assembly-time saved cuts man-hours in half, 


The patented U-turn linkage of With JET-LOK construction, major 

JET-LOK makes mating parts tight parts slide together in minutes . . . 

the whole length of each member. no twisting, warping, or bellying 

Entry is impossible through vertical with this more rigid construction. 

joints, front, bock, or sides. 
Steel-Pride Cabinets . . . like Steel-Pride Lockers . . . are made of 
heavy-gauge steel, with a positive locking system, paracentric 
type lock, and complete protection against fire, dirt, and vandal- 
ism. Line includes single and double door Storage Cabinets, Ward- 
robe Cabinets, File-high Storage Cabinets, double door Combina- 
tion Storage and Wardrobe Cabinets, Counter-high and Desk-high 
Storage Cabinets. Available in forest green or office gray. 


WE SELL ONLY THROUGH DEALERS . . . NEVER DIRECT. 
Potent Pending Distributorship only on Selective Basis. 


a 
: steel-pride STEEL SERVICE MANUFACTURING CO., steubenville, Ohio 


er Be ns et eee 
. eae Tee A 79,0" oa 
hat ds, Raa 2 


Please send me 
rei ge 
ATTENTION lees Se : 
OFFICE APPLIANCE DEALERS NAME.. éovamaesd poe eeeteeee 
Mail this coupon today for cate- hie “e 
log, prices, and information as to COMPANY. ..... ++ +++ +004 
a ee ABOREDE,. -.iins<s > 200 
ciry. - Beek bow eee weenne: 
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New Eaton Fixtures Aid Self Service 

After an intensive study of retail needs for improved 
self-service facilities in stationery departments, the Eaton 
Paper Corporation is now offering two modern, handsome 
floor fixtures which provide maximum self-selection display 
and storage space. 

Through these fixtures Eaton claims that it is possible to 
organize into four feet of counter space merchandise which 
formerly required 18 to 20 feet of counter display. 

One floor fixture is built for open stock papers; the sec- 
ond, for boxed papers. In stores where space is severely lim- 
ited the unit designed for boxed papers may be arranged 
also to show a variety of open stock. 

Both styles of Eaton fixtures occupy just four feet of floor 
space each. They are claimed to align, in depth and height, 
with standard counters and show cases found in most stores. 
Even filled, the maximum height of these fixtures is 54 
inches—comfortable for sales persons to see over and work 
without difficulty. 

Adaptability of Units 

Eaton has designed these units to be adaptable to the 
individual retail requirements of every type of stationery 
department. A small store might find that a combination of 
the open stock unit used together with a boxed paper fixture 
provides a comprehensive display of writing paper in variety 
to suit increased selling needs. Larger stores may find it 
advantageous to set up a complete self-service stationery de- 
partment made up of multiples of the new fixtures, 

The capacities of the Eaton self-service fixtures are claimed 
to be impressive. The unit designed for open stock holds a 
total stock of 342 boxes of paper and 570 packages of 
matching envelopes (about half of these in open display). 
The boxed paper unit holds a total stock of 340 boxes 
(again, about half of these are in open display). 

Special features are numerous: Two deep storage drawers 
in each fixture open front and back enabling a sales person 
to arrange display and replenish stocks from the same side 
of the fixture—saving time, effort and extra steps. Addi- 
tional storage space is provided at the rear of the fixtures, 
easily accessible behind dust-tight sliding doors. 

In the open stock fixture, envelope boxes are so tilted that 
the back envelope packages slide into view as forward en- 
velope packages are taken out. The boxed paper fixture is 
designed for maximum flexibility in displaying and storing 
the varying sizes, shapes and designs of such papers. 

The fixtures are built of solid blonde Vermont hardwood, 
trimmed in brushed aluminum. 

Stationery department managers queried about the new 
units say they will increase impulse buying and speed up 
writing sales. 
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Designed by Eaton for stationery depart- 
ment self-service. 


Change Name to Mayline Company, Inc. 

Mayline Company, Inc. is now the official name of the 
former Engineering Manufacturing Company of Sheboy- 
gan, Wis. Change in the corporate name has been approved 
by the State of Wisconsin. The drafting room furniture and 
equipment produced by the company has been identified 
for the past three years with the trade name “Mayline.” 





Marchant Series of Promotions Announced 


Edgar B. Jessup, president of Marchant Calculators, Inc., 
has announced the following promotions: 

Joseph H. Christman to the position of local agent in 
charge of the Springfield, Ohio, office at 31 E. High St. 
where Charles H. Bennett continues to direct service ac- 
tivities. 

Edwin B. Wilson and Gordon R. Jones to the positions 
of agency manager and service manager, respectively, of the 
district office at 401 E. Yandell Blvd., El Paso, Tex. 

James K. Stauffer to the agency managership at the dis- 
trict office located at 509, Third Ave., S.E., Cedar Rapids, 
Iowa. Robert H. Holden continues as service manager. 

Glenn E. Thompson to the agency managership at 609 S. 
Columbia St., Olympia, Wash., a district ofice where Myron 
K. Davids is service manager. 

James R. English to agency managership at 19-A Church 
Ave., W., Roanoke, Va., a district office where Guy D. 
Lewis, Jr., directs service activities. 

In addition, Mr. Jessup has announced the expansion of 
the Marchant office in San Bernardino, Calif., to full district 
status. Edmund C. Dippel is promoted to agency manager- 
ship at this office and Frank C. Seaman to service manager- 
ship. Offices, one at 412 Base Line. 





Promote Two at National Vulcanized Fibre 

National Vulcanized Fibre Company has announced the 
promotion of Harry C. Hackett to staff sales manager and 
James O. Otis to sales manager. 

As staff sales manager Mr. Hackett will be in charge of 
production, planning, scheduling, traffic, order service and 
sales statistics. He will continue in his duties as president 
of National Vulcanized Fibre Company of Canada and 
assistant secretary of National Vulcanized Fibre Company. 

Mr. Otis, as sales manager, will be in charge of domestic 
sales for all divisions of the company. 





Office Supply Firm Sold 
Robert Angers recently sold the B-T Office Supply Store, 
Franklin, La., to A. P. Gautreaux.—EEG. 
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3 New Cosco Features 


widen your Cosco sales potential—step up turnover 


help you sell STILL MORE of ALL office equipment! 





fw NEW UPHOLSTERY FABRICS!  @Q NEW CUSHIONING! 


High fa nterest in the new De Luxe line: exclusive All Cosco chairs are now available with 2 full inches 
textured pincheck pattern . . . smart, rugged, faster sell- of foam rubber on the seat. The De Luxe line also has 

ig! } e range of colors includes Green and 1 inch on both backrest and arms. Twice the comfort 
Brown. Red, Persimmon, Gold and 4 other colors on : . .. much easier selling! Be first to display these new 


Cosco chairs! 


Zz 


SECRETARIAL $29. 95 
($31.00 in Zone 2) 
retail 


Promote them now! 








Gun? > amp 
«: . : 





Model 18-TA 
EXECUTIVE $47.50 
($49.50 in Zone 2) 

retail 









Model 20-LA 
SIDE CHAIR $27.50 
($28.50 in Zone 2) 


retail 


HIGH MARGINS! DOMINANT ADVERTISING 
3 TOUGH NEW FINISHES SUPPORT! FASTER TURNOVER! 


When you sell Cosco, you’re guaranteed full margins 


= apeieuant always. This year Cosco will run the biggest ad pro- 


gram in office chair history ...to assure you even faster 


nishes, Cosco’s Bonderized baked-on turnover, still more profits! What's more, Cosco’s 
enamel won't blis ter, chip or crack—even when sub- posture-perfect design and other exclusive features 
sagpengpedl ensive ‘‘torture’’ tests! Sell lasting beauty. bring you more satisfied customers, more repeat busi- 
Sell ( hairs in the new Green Tint, new Tan and ness, more store traffic . . . so you can sell more of ail 
3 colors already available—Grey, Brown, Olive Green. “se office equipment! 


Hamilton Manufacturing Corporation 
Columbus, Indiana 


It pays to give the customer what he wants 


Feature Nationally Advertised LUSCH: TC : 


hairs 
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Really scientific achievement is considered 
accomplished only after timeless research . . . 
and indefatigable testing. ROSE Products 
are produced that way! Laboratory tested 
..+ proven... dependable. Rose Products 
are dependable because they rank highest in 
performance and satisfaction. 


Specialists in the manufacture of: 


MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 

HECTOGRAPH CARBONS 
Hektowriter Rolls 

Also Duplicating Fluid and Hand 
Cream 





your customers will like these exclusive PEERLESS drawer features 


The entire drawer assembly of the 
Famed Peerless Series 6600 Filing 
Cabinets have been engineered to 
give your customers the utmost in 
filing ease and efficiency. The sturdy, 
all welded weave proof drawer is 
completely free-acting, and will open 
and close readily, even when it is 
entirely filled. There is no possibility 
of binding. 


One of the most unique features of the 
drawers is the triple guided follower 
block (top photo) which will retain its 
designed angle of tilt throughout the 
entire length of the drawer and 
regardless of how jammed the drawer 
might be. 


Other filing arrangements are readily 
adaptable to Peerless filing drawers. 
In the middle photo is a drawer 
equipped with sway blocks while the 
lower illustration shows a drawer with 
frames for supporting all types of sus- 
pended guides. They are removable 
so the follower block may be restored 
whenever desired. 


All Peerless filing cabinets are attrac- 
tively finished in baked enamel and 
fitted with distinctive hardware which 
will harmonize with any office layout. 


Be sure you show your customers 
these exclusive features. It will make 
your selling job a lot easier. 








6602 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas 
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Kistler Wins Letter Writing 
Display Award 

W. H. Kistler Stationery Company, 
Denver, Colo., won the $100 first prize 
award for the best-designed stationer’s 
window in the 16th Annual National 
Letter Writing Week window display 
contest during the week of October 
4 to 10. 

Other winners in the Group B 
category were the J. K. Gill Company, 
Portland, Ore., and the R. P. Lewis 
Company of Flint, Mich. The Portland 
firm was awarded $50 as second place 
winner while the Flint company re- 
ceived $25 as third prize. A. Carlisle 
& Company, Reno, Nev., was awarded 
$15 as one of five honorable mentions. 

A jury of three judges studied the 
entries submitted to the Paper, Station 
ery & Tablet Manufacturers Association 
which sponsored the National Letter 
Writing Week project. Prizes for 21 
winners in the five categories totaled 


$1,000. 


Winning Displays . . . TOP: Window of the J. K. Gill Co. by 
Kenneth J. Stroman, display manager. CENTER: Third prize 
winner, the R. P. Lewis Co. Stanley J. Hughson is display man- 
ager. BOTTOM: A. Carlisle & Co. received honorary mention 
for its window by F. H. Chigleri. 





First Prize Window of W. H. Kistler Staty. Co. 


Honor Gianella for 50 Years with Higgins 


John Giannella, executive vice-president of Higgins Ink 
Company, Inc., was recently greeted with a surprise party 
in celebration of his 50th anniversary with the 73-year-old 
firm. The affair was held in the company’s recreation rooms. 

Mr. Gianella first worked for Higgins Ink in 1903 before 
attending Massachusetts Institute of Technology. This asso- 
ciation became permanent upon his graduation in 1908 as 
a chemical engineer. 

The assembled employees enjoyed a buffet supper, after 
which Mr. Gianella received an inscribed gold watch fob 
indicative of their esteem. Every employee contributed to 
the purchase of this gift, which was presented by Bert 
Cholet, assistant vice-president, on behalf of all. 

Tracy Higgins, president, then spoke on behalf of the 
company and made a second presentation to Mr. Gianella— 
a handsome 21-inch television set. Mr. Higgins described the 
founding of the firm and the original partnership of Charles 
M. Higgins & Company, formed in 1885 between his father 
and John Gianella’s father. Mr. Gianella and Mr. Higgins 
are first cousins. In his address Mr. Higgins also touched on 
the length of service of John Kubinski, assistant treasurer 
who had just completed 35 years with the company. 








U.S. Typewriter Ribbon Firm Changes Name 


Effective January 1, U.S. Typewriter Ribbon Manufac 
turing Company officially changed its name to U.S, Carbon 
& Ribbon Manufacturing Company, Inc., it was announced 
by B. M. Snyder, Jr., president. 

“U.S.”, one of the oldest companies in the industry, has 
operated under the former name since 1895 but because of 
the wide range of ribbon and carbon products now being 
manufactured, it was realized that a more accurate and 
descriptive company name was needed. 

Mr. Snyder also announced that concurrent with the name 
change a new price list, No. 5401, has been prepared and 
copies are available to all interested dealers 
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Operating on an entirely new mimeograph principle, the B D C is the first 
hand operated mimeograph that is really clean. There is no drum to ink, 
no pad to change. The ink is a heavy paste that does not and cannot leak. 
The machine is always clean—but better yet, so is the user! The BD C 
is designed like a printing press, and with it any office worker turns out 
copies that are printing press quality. Get the whole story on the first 
basic mimeograph improvement in 25 years. Write for complete dealer 
information. Bohn Duplicator Corporation, 260 Fifth Ave., New York 1, N.Y. 
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Stewart Office Supply Again TV Sponsor 


For the second consecutive season the Stewart Office Sup- 
ply Company of Dallas, Tex., has sponsored a weekly foot- 
ball score board entitled “Sports Figures.” 

This show is being carried each Saturday night over Sta- 
tion WFAA-TV from 6 to 6:30 o'clock. Contract for this 
show is placed for 13 successive week-ends during the foot- 
ball season. 

During the 30 minutes which this show is on the air 
WFAA sports commentator, Jerry Haynes, reports the re- 
sults of football games over the entire United States. His 
two beautiful assistants, Miss Karen McVey and Miss Bar- 
bara Lewis, add color and production to the show by post- 
ing visual scores of the 12 major games over the nation on 
the score board built into the set. 

Two-minute-and-a-half commercials, exclusive of the open- 
ing and closing commercials, divide the show into thirds. 
These commercials are handled by a staff announcer, Jim 
Underwood. The first of these two commercials are used 
to merchandise gift items and useful office supply items; 
the second commercial features, each week, either a specific 
piece of furniture or a photograph of an actual office in- 
stallation. Although this new medium is an expensive in- 
vestment, the wide readership commanded by a good color- 
ful, locally produced show has proved this expenditure to 
be a worth-while investment. 





Victor Adding Promotes Salesmen 


In a recent series of promotions and transfers Richard 
Langford, M. L. (Bill) Damron, Jacques d’Arlin and Allen 
Budinger have been assigned new duties within the sales 
division of the Victor Adding Machine Company. 

In announcing these changes A. F. Bakewell, Victor 
vice-president, states that Bill Damron has been named 
district manager for the Middle Atlantic states. Replacing 
him as branch manager in Newark is Richard Langford, 
who formerly served as an assistant manager in the Phila- 
delphia office. 

At the same time Mr. Bakewell announces that a new 
position, that of city sales manager, has been established in 
both Newark, N.J., and Philadelphia, Pa. The purpose of 
this position will be to implement and supervise the activi- 
ties of territory salesmen within the branches. Assigned to 
these new positions are Allen Budinger, Philadelphia, and 
Jacques d’Arlin, Newark. 

All of these Victor men have held a number of responsible 
positions with the company since joining it. Mr. Damron’s 
experience began in 1943 when he was employed in the 
purchasing division. Shortly thereafter he transferred to 
the sales division and reported for duty in the Chicago 
branch. He later served as assistant branch manager of 
Philadephia before going to Newark as branch manager 
in 1948. 

Mr. Langford came to Victor as a sales trainer in March 
of 1951. He later went to Kansas City as a national accounts 
representative and from there was promoted to assistant 
branch manager in Philadelphia. 

Allen Budinger and Jacques d’Arlin, the new city sales 
managers for Philadelphia and Newark, both started as sales 
trainees with Victor. Mr. Budinger served as a sales trainer 
and regional sales supervisor prior to his new assignment. 
Mr. d’Arlin’s previous positions include experience as an 
agency manager and national accounts representative. 





Named IBM District Manager 


Bruce S. Chandler, Jr., has been named manager of dis- 
trict seven, with headquarters in Cincinnati, Ohio, for 
International Business Machines Corporation.—-AK. 


On TV ... Karen Mc- 
Vey, (left), WFAA-TV 
sports director Jerry 
Haynes and Barbara 
Lewis participate in 
Stewart's television 
show. Af right, staff 
announcer Jim Under- 
wood and Miss McVey 
show the viewing audi- 
ence features of a 
leather zipper ring 
binder. 





Veteran Albany Firm Changes Address 


An old Albany cash register business, Henry Kass Inc., is 
moving—along with its seven symbolic horseshoes—from 
640 Broadway to less congested quarters at 130-134 Quail 

Albany, N.Y. 

The three brothers who now run the business—George, 
Herbert and Fred Kass—told the story of the horseshoes as 
they took them down from over the old office doorways. 
The story recalls the memory of their father, the late Henry 
Kass, who founded the business, and points a moral—that 
strict, bus:nesslike accounting brings good luck. 

Since 1920 when Henry Kass started his own firm at 640 
Broadway, customers have been told the horseshoes mean 
the cash registers they buy will bring them good luck—that 
is, big receipts. 

How did the horseshoes get there? 

It seems that in the early days of the business, company 
salesmen started to use automoblies, which were just begin- 
ning to drive horses off the city streets, and they often came 
to Henry Kass with expense charges for flat tires. The usual 
cause given for the flats was a nail in a shoe left by some 
horse on the cobblestones. 

Henry Kass, being “a strict man,” insisted they show 
proof and had them bring the horseshoes to his office. That's 
how all the good luck started. 

Henry Kass was schooled in the old ways of the cash 
register business—he had been with another firm in Albany 
since 1900. But things have changed now. The three Kass 
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SIZE 
No. USE L. 

511 LETTERS 1214” 101’ 24” 
512 LEGAL 15%" 102" 24” 
502 CHECKS a 42" 24" 


STAXON STEEL CONVERTERS 
No. 410-12 PARTITION converts 
No. 512 legal size to a six-cell unit 
for 3 rows of 4%x 10” vouchers. 
No. 610-12 PARTITION converts 
No. 512 legal size to an eight-cell 
unit for 2 rows of 6% x 10” ledger 


cords. 


Inside Dimensions 
w. 
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INTERLOCK STURDY UNITS 
Bolts are provided for interlocking 
all units through keyhole slots in 
metal side-plates both front and rear, 
making complete steel framework for 
battery installations stacked as high 
and wide as desired. 





HAND-HOLE FOR EASY “TOTING” 
In addition to the recessed easy-to- 
grasp metal handle, there is a hand- 
hole in the back of the drawer . . . 
making it easy to carry even when 
fully loaded. 





lt Can't Happen With 


at SIAX UN \AKKN 





The Only Fibre Board 
TRANSFER FILE 


That ‘Builds Its Own Steel 
Framework As You Stack It” 











TRANSFER RECORDS THIS IMPROVED WAY 


Stack them to the ceiling, load them to capacity— 
each drawer will work perfectly. No sticking, no bulg- 
ing. Space-saving STAX ON STEEL units are the 
only fibre board drawer files engineered so the steel 
framework carries the entire weight load at four 
equal points, in rear as well as front. Factory applied 
steel side-plates and horizontal steel stackers fit 
together with precision and skyscraper strength. Rust- 
proof metal card-holder drawer pulls are securely 
fastened to Masonite panel drawer fronts. These 
panels (used in both front and back of drawers) are 
covered with high grade corrugated fibre board, which 
is used throughout. Beautiful Banker’s gray fade- 
proof finish, complemented by lustre-steel parts, 
produces a neat front office appearance. 


WRITE FOR CATALOG, giving prices and complete 
dealer story. Newspaper mats and 
promotional literature free. 








BY THE MAKERS OF LIBERTY STORAGE BOXES 


BANKERS BOX COMPANY 


SOUTH DEARBORN 
CAG QO 














sons, who used to wear derbies to work, now wear hom- 
burgs. They have departmentalized the business their father 
ran single-handed—with George as president-treasurer, Her- 
bert as sales manager for the cash register division and Fred 
as sales manager for the adding machine and calculator 
division. 

And Broadway, where the only problem used to be too 
many stray horseshoes, has become too crowded with auto- 
mobiles. So the Kass brothers are moving to the more open 
spaces of Quail St., where they will have their own custom- 
ers’ parking lot. The building they have bought from the 
American Glass Company will offer them more space, on 
one floor, for their expanded business. 

The building will be remodeled. When they move in, they 
will be reminded of the old ways of the company by the 
horseshoes over the new office doors—hung with the open 
end up, “to keep the luck from falling out.”—-GET 





Name Top Salesmen in Mosler Drive 

A veteran salesman from Chicago and a relative new- 
comer to the firm’s Washington offices were declared top 
winners in a sales incentive campaign sponsored by the 
Mosler Safe Company, it was announced recently. 

Prize points, redeemable in merchandise gifts, were 
awarded by Mosler to salesmen showing the best sales 
record in a national sales carapaign. As an added incentive 
a one-week expense-paid trip to Bermuda for a salesman 
and his wife was awarded to the top salesman in the drive. 


~~ , ef : 


# P| 
Off for Bermuda are Chicago salesman Harold K. Dent and his 
wife. Edwin H. Mosler (right), president of the Mosler Safe Co., 
congratulates Mr. Dent a few minutes before the ship, the Queen 
of Bermuda, sailed from New York. 


Winner of the trip to Bermuda was Harold Dent, a 
Mosler veteran attached to the safe firm’s Chicago office. 
Mr. Dent also earned cameras and luggage during the drive. 

An honorable mention award was especially set up for 
Leonard Raffel who had been attached to Mosler’s Wash 
ington office since April. 

Mr. Raffel was given a choice of an all-expense paid week- 
end in New York or an equivalent number of prize points 
redeemable in a wide choice of household furniture, jewelry, 
sports equipment, or clothing. He selected merchandise for 
his award. 

Mosler awarded prize points to all its salesmen on the 
basis of actual sales of its complete line, individual sales 
plans, frequency of closing house lead sales, and other com 
pany objectives. 

The campaign was conducted for the fifth consecutive year 
in co-operation with Cappel, MacDonald & Company, Day 
ton, Ohio, originators of merchandise incentive drives, 
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Mayer Organizes Lansdale Products 

Lansdale Products Corporation, Lansdale, Pa., has recently 
been organized by Ewald Mayer, president, to manufacture, 
buy and sell office equipment and allied products. 





Cop-E-Eze holds material at correct angle 


The new company has also been appointed world-wide 
distributor handling all promotional and sales efforts for 
R. Funk & Co., Inc., Furlong, Pa. 

The Funk company is the manufacturer of Cop-E-Eez 
copy board and line spacer, a secretarial aid. The unit 
holds papers and steno books, for simplified copying. 





Facit Announces Price Decrease 

The Facit calculator model ESA-O, electrically-operated 
and fully automatic, has been reduced in price from $550 
to $495, effective immediately. The price change was an- 
nounced by Erik A. Ohlsson, president of Facit Inc., dis- 
tributor of the Facit line of manual and electrical office 
machines. 

The ESA-O is manufactured and assembled in Sweden. 
“Increasing demand for the fully automatic model, coupled 
with increased production of all models, has enabled Atvida- 
bergs Industries, Facit’s parent corporation, to pass produc- 
tion economies on to buyers of the electrical calculator,” Mr. 
Ohlsson said. 

Facit calculators, sold in 103 countries, were introduced 
in this country in 1950. They are distributed by a sales and 
service network covering 150 major cities. Facit headquar- 
ters are located at 500 Fifth Ave., New York City. A west- 
ern office is located at 114 Sansome St., San Francisco, Calif. 





Dobson-Evans Build in Columbus 

Dobson-Evans Company, 1100 W. Third Ave., Columbus, 
Ohio, makers of school furniture and supplies, is building 
an addition to its warehouse, at a cost of more than $30,000. 


-AK. 





Barbara Keeley, daughter of Mr. & Mrs. Bertrand Inder- 
rieden Amberg, was wed to William Herbert Page II on 
Saturday, November 7. This happy event in the life of a 
prominent Ambers File & Index Company family occured 
at the Sacred Heart Church in Winnetka, Ill, 
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“Why not shoot for the top? Maybe you can 
get the Mosler line!” 


i . 
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You'll have good reason to congratulate 
yourself if you land a Mosler dealership. 
Mosler is the Jeader. The largest-selling 
safe line in the world. And that makes a 
world of difference to a dealer. It means 
Mosler safes and chests are easier to sell 
... more profitable, too! It means you’ve 
got the full weight of Mosler’s unparalleled 
national advertising behind you. Millions 
of dollars have been spent in the last five 
years making new customers for you every 
day. It means thorough Mosler training, 


IF IT'S MOSLER . . . IT'S SAFE 





% A limited number of Mosler dealerships are still available . . . for merchants who 
want to handle the world’s leading line of record safes and money chests. Find out, 
today, if there's one open in your town! 


both in the factory and the field, for your 
salesmen .. . plenty of promotional back- 
up ... personal sales help from Mosler 
representatives. It means, in short, that 
the Jeader is behind you all the way! 


These are just a few of the reasons a 
Mosler dealership is worth shooting for. 
Why not check on it right away? Wire, 
phone, or mail the coupon below, right 
now, for further details! You’ll get an im- 
mediate reply! 


% Mosler Safe “” 


World’s largest builders of safes and bank vaults . . . Mosler built the U.S. Gold St ¢ Vaults 
at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 


The Mosler Safe Company 


Mail Coupon, Today, Dept. OA-1, Hamilton, Ohio 


for information on 


Mosler Dealership 
openings ! 
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Please advise me whether or not a Mosler dealership is open in my area. 
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You can make your ofhice quieter 
and more efficient by pacing 
Kil-Klatter pads under all of your 
typewriters. Your typists w! P 
make fewer mistakes, and office 
efficiency will go up as |-Klatier 
pads absorb the shock and deaden 
the noise of typing. 


© Made from genuine long-life 
OZITE felt. 
@ Dent-proof and skid-proof. 


© Fits all typewriters and other 
office machines foo 
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| at your stationer or office supply dealer 
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When you gear 
your sales to KIL- 
KLATTER’S power- 
ful advertising 
campaign watch 
your profits in- 
crease. This ad 
and others ap- 
pearing every 
month in leading 
magazines is read 
by office man- 
agers, secretaries, 
stenographers and 
typists. 





Plus 
these extra 
sales 


aids 








aids: 
@ CATALOG CUTS 
@ NEWSPAPER MATS 


@ COUNTER CARDS 


free sales aids today ! 





KIL-KLATTER helps you sell with the following sales 


@® TWO COLOR ENVELOPE ENCLOSURES 


Order your supply of KIL-KLATTER typewriter pads and 








AMERICAN HAIR and FELT CO. 


Dept. B-31, Merchandise Mart 


Chicago 54, Ill. 











Meetings and Dinners 


—— 


Continued from page 82 


NSOEA Manufacturers Meet in Chicago 

The western section of the manufacturers’ division, Na 
tional Stationery & Office Equipment Association, met at 
the Palmer House in Chicago on Friday, November 13, 
Forty were present, including seven members of the execu- 
tive committee of the association who went into session 
following the manufacturers’ conference. 

The meeting was called to order by Earl Opie, president 
of Weber Costello Company and NSOEA vice-president in 
charge of the manufacturers’ division. After self-introduction 
Mr. Opie called on Walter Miller, NSOEA president, who 
spoke briefly. 

Paul Burbank, general manager of the association, was 
called upon. The overall picture of the 47th annual conven- 
tion last September, he said, was a good one and he com- 
mented that the association’s annual gathering had become 
one of the biggest trade shows of its kind. He made some 
comment on a similar meeting held in New York the 
preceding week, holding his report until after all present 
had an opportunity to express their ideas on different sub- 
jects without being influenced by remarks from the other 
group. 

Press publicity, details of exhibits and exhibit hours, and 
other matters were brought up and voted upon. In turn 
they were to be on the executive committee’s agenda. 

Besides Mr. Miller and Mr. Opie, members of the execu- 
tive committee present were Adrian Pembroke, Grant 
Howard and Earl Kochheiser, past president; Paul Buck- 
walter, National Blank Book Company; and Leonard Wil- 
cox, Roberts Printing & Stationery, vice-president of the 
distributors’ division. 








Golden State Travelers Announce Sales Rally 

Completed plans for the third annual sales rally to be held 
Wednesday evening, January 27, 1954, at the Statler Hotel 
in Los Angeles, Calif., have been announced by George 
Hatten, Eaton Paper Company, general chairman of the 
event sponsored by the Golden State Travelers. 

The rally is to be held in the Golden State Room, ap 
propriately named for the occasion. 

Cocktails will be served from 6:30 to 7:00 with dinner 
following. At 8:15 the 1954 sales rally will begin. 

The Golden States Travelers are appreciative of the op 
portunity of moving the sales rally to the new Statler Hotel 
because of their facilities for this type of meeting. The 
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Hotel Statler—Scene of sales rally. 










“your customers will appreciate 
~ the wi and quality of 


s complete line 
of steel off; ice furniture 





The 6000 line ASE steel desks 
and tables... along with the new ASE 

steel office chairs ... make the 
perfect picture of the modern office 


rol Mn ieluilelaneh em 


A profitable franchise 
re FeXol (Teall oMuileh Ae ole) ola 
your area. Write Dept. C today 


for complete information. 


- ALL-STEEL EQUIPMENT INC. 


44 GRIFFITH AVENUE, AURORA, ILLINOIS 
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AGGLOMERATE™ 


new accounts with fast 
service and top quality 


JUSTRITE ENVELOPES 


¢ *Agglomerate (ag-glom’ ér at) 
S ...to accumulate. It is easy 
to accumulate new envel- 
ope accounts when you 
f@) dealwithareliablesource. 
Thirty-five years in the en- 
velope field is evidence 

of JUSTRITE reliability. 


Satisfied customers are 
your best salesmen! 
Customer satisfaction 
depends upon QUALITY, 
VARIETY of choice—and 
above all, SERVICE! 


JUSTRITE offers you 

— top-quality envelopes, 
two modern factories to 
insure fast delivery and 
over 85 standard varie- 








ties of envelopes from 
which to choose. 


wii WRITE for 
aig — FREE Price 
. List — F-1 


Where quality is important and fast service 
essential—contact JUSTRITE, manufacturers 
of “America’s Finest Envelope Line!” 
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change in location is in keeping with the new program 
scheduled for this year’s rally. 

It has been suggested that ticket reservations should be 
made early. Tickets may be obtained from any member of 
the ticket committee or by written request to the Golden 
State Travelers Club, Box 6555, or Stationers Association of 
Southern California, 215 W. 7th St., Los Angeles, Tucker 
3206. 

Helping George Hatten, general chairmen are R. A, 
Thomas and Walter McNevin, co-chairmen. 

Members of the general committee are Louis Polonsky, 
Russell Davis, Philip Redford, Fred Wallace, Joe Savel, Bill 
Lindsey, Tom Early, Ivey Stein, Pete Masterson, Hank 
Lyles, Dick Kirkpatrick, Bob Westover, Roy Baughman, 
Harry Bertram, Harry Fuller and Russell Goodrich. 

Other committee members are: 

Publicity—Bob Westover, Bronson Purdy, Ralph Mane- 
val, Walter Waldvogel, Whit Curley, Walter McNevin, 
S. D. Sheldon and R. A. Thomas. 

Tickets—Bill Jenkins, Jim Montgomery, Carl Draper, Joe 
Davis, William Lockwood, Vic Hall, Reg. Holliday, Ernie 
Daniels, Charles Bretner, Eddie Harrington, Russell Davis, 
Stanley Hall, Clyde Stickler, Bert Henderson, George Cor- 
nell and R. M. Maryner. 





Steelcase Dealers Hold Sales Meetings 

Two regional Steelcase dealer sales meetings were held 
in October by Hunting-Roberts Company, distributors for 
Metal Office Furniture Company, Grand Rapids, Mich. 

The first meeting, held October 16 and 17, at the Congress 
Hotel in Portland, Ore., was attended by 70 representatives 
of Steelcase from Idaho, Oregon and Washington. 

The second meeting, held October 30 and 31, at the 
Chapman Park Hotel, Los Angeles, Calif., was attended 





TOP: Meeting at the 
Congress Hotel in Portland, Ore. BOTTOM: Steelcase dealers at 
the Chapman Park Hotel, Los Angeles. 


Hunting-Roberts Representatives 


by 180 representatives of Steelcase from Arizona, California, 
Nevada and Utah. Everyone present had an opportunity 
to meet and talk to W. D. Idema, president of Metal Ofhee 
Furniture, who flew out for the occasion. 

Each meeting was divided into three half-day sessions. 
The first session covered new products and developments i 
the Steelcase line. The second session was devoted to sales 
problems and their possible solutions. This session was 
slanted toward giving dealer salesmen more concrete assist 
ance in meeting today’s market conditions. 

Two executives of the Title Insurance & Trust Company 
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it’s just what your customers 
have always wanted 


Handy as the telephone. In fact, it can be used as a 
combination cabinet and telephone stand. And what 
a blessing its gliding, sliding doors are. Makes the 
swing-door, space-eater cabinet as old fashioned as 
Uncle Elmer’s mustache cup. The sliding shelf is 
adjustable without bolting. “Desk-Hi” is available in 
2 depths, 12” and 18”—is 29” high and 38” wide. 
Here’s another member of the Borroughs family that 
will bring home the bacon. 





BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
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3004 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
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CLEAN, NEAT 


QuICcK, 
NO MESS, NO FUSS 


And the boss will like it too — it 
saves him time and money. Yes-— 
Avery Kum-Kleen Correction Tape 
easily solves fluid duplicator prob- 
lems and serves a real need for a 
multitude of satisfied customers. 
There’s no scraping, erasing or 
smearing — for corrections of fluid 
duplicator masters are quickly, 
easily and neatly made. Avery 
Correction tape is a proven prod- 
uct — available in either sheet or 
roll form. 


Sheet form Avery Correction 
Tape can be kept close at hand in 
desk drawer for instant use. It’s 
available in sheet form in acetate 
covered packages. Two popular 
widths — 1/6” tor single line cor- 
rections and 2/6” for two line cor- 
rections. 


Rolls of Kum-Kleen Correction 
Tape, ready for use in a handy 
Kum-Kleen tape dispenser, are 
boxed in 1/6”, 2/6” 













; My Name 
| Company_ 
| Address 
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and 5/6” widths. 


cee Oe 


| avery ADHESIVE LABEL CORPORATION 


! 117 Liberty St., New York 6 
1616 California Ave., Monrovia, California 


| Offices in Other Principal Cities 
Please send me samples of Avery Kum-Kieen Correction Tape 








1. PRESS ON reverse side of mas- 
ter over part to be corrected. 
Needs no moistening . . . it’s just 
LAID ON with a finger-touch. 


“a 
= 


2. TYPE ON with a light touch, 
using the same carbon. No need to 
remove the master from the type- 


writer . . . no realigning. 
DEALERS—Keep adequate stocks 
of fast selling Avery Correction 
Tape. Build sales with Avery’s free 
advertising aids — displays, mats, 
literature. See the Avery salesman 
—or write for samples! 


608 S. Dearborn St., Chicago 5 
DIV. 153 


State a 


addressed the groups following the Friday night banquets, 
Ernest Loebbecke, executive vice-president, spoke at the 
Portland meeting on “The Growth of Our West.” Carroll 
West, vice-president in charge of public relations, spoke 
at the Los Angeles meeting on the subject “Practical Public 
Relations in Business.” 

The Saturday forenoon portion of the meeting was de. 
voted to dealer displays. A three-act play was presented by 
professional actors, pointing out the proper sales approach 
in presenting and selling complete offices, using the services 
of Hunting-Robert’s design department. This service en- 
ables any dealer working with the company to supply his 
customers complete office design service, including floor 
coverings, drapery, pictures and other accessories. 

As a finale to the business sections of both meetings, the 
entire groups were taken in busses for an afternoon of foot- 
ball. In Portland, the University of Oregon and the Uni- 
versity of Washington game was attended, and in Los 
Angeles they viewed UCLA’s homecoming game with the 
University of California. 

Handling the meetings for both territories, Russ Bassett 
of Huntington-Roberts Company was assisted by personnel 
from the entire organization. 

The following members participated in the talks and 
demonstrations: E. H. Hunting, E. C. Roberts, R. H. Me- 
Ethose, A. W. Fretwell, J. R. Raub, W. W. Herrington and 
C. A. Korkowski. 

In Portland the design department, consisting of Neal 
Keller, Rosemary Sledge and Pat Oettinger, set up and ex 
plained the displays. In Los Angeles, this function was 
taken care of by Joe Poehlman, Fay McKee, Betty Philpot, 
and Marie Blenke. 





Travelers End Most Successful Year 


The Golden State Travelers Club of Southern California 
and Arizona is completing the most successful year in its 
history, reporting 50 new members for a total of 165 active 
members in 1953. The club, organized in 1936 with a 
membership of 14, is now the largest in the West and 
close to the largest in the country. 

The many club activities this year have included an in 
dustry sales rally, three golf and dinner parties, a deep-sea 
fishing excursion, weekly get-togethers and extensive par 
ticipation at the Regional stationers’ convention in River 
side, Calif. This year’s activities were concluded with the 
annual business meeting and Christmas luncheon on De 
cember 18, at which time 1954 officers were elected. 

Officers for 1953 were: president, Peter C. Masterson, 
Acco Products, Inc. and Cel-U-Dex Corporation; first vice 
president, J. D. Kirkpatrick, Joseph Dixon Crucible Com 
pany; second vice-president, Whit Curley, Minnesota Min 
ing & Manufacturing Company; third vice-president, Wilson 
G. Turner, Craftint Manufacturing Company; treasurer, 
Roy Baughman, The American Crayon Company, and secre 
tary, Bob Westover, Waterman Pen Company, Inc. 





New York Stationers 12:30 Club Meets 


More than 50 members and guests attended the regular 
monthly meeting of the Stationers 12:30 Club of New 
York held on Monday evening, November 23, at Rosoff's 
Restaurant, New York City. President Ralph Barnett, Blais 
dell Pencil Company, presided. 

Treasurer Dwight N. Briggs, Sun Rubber Company, at- 
nounced that the club’s usual donations of $25.00 would 
be made to the following worthy causes: Neediest cases 
fund of the New York Times, New York Herald-Tribune 
Fresh Air Fund, American Red Cross and the National 
Foundation for Infantile Paralysis. This year there will be 
added to each check a proportionate amount from the bal 
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Ne. 567, 
592 LINES 


Neo. 1260 


D No. 1261 


® Now defense production calls more and more workers. 

Now the need increases for these handy, well-designed 

pocket-size time books by B & P. The wide variety of 

styles meets every requirement — weekly, two weekly 

and monthly forms — flexible and stiff covers. See 

pages 193, 194, and 197 of Catalog No. 49. To keep 

Social Security earnings records straight for the 

employer of domestic help and farm labor, the small S 
employer and the self-employed, there's the new 

B&P No. 1261. 


The time is ripe to stock, display, sell. Get in Proauct 
touch with your B & P Representative today. 





General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. 
Boston 10: 80 Summer Street « St. Lovis 2: 115 Se. Sth St. 
Chicago 7: 310 W. Polk St. 

New York City Salesroom: 349 Broadway, New York 13 
Chicago Salesroom: 1519 Merchandise Mort Ploze, Chicege 54 
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Big brass or 
file cler KS. .. they all need 


BasSick casters 





























e Vice-presidents and office boys both like 
their chair casters to roll easily, smoothly 
and quietly. And no caster you can sell 
measures up to these requirements like 
Bassick “Diamond-Arrow” casters. THE 
BassicK COMPANY, Bridgeport 2, Conn. 
In Canada: Belleville, Ont. 








For wood-base chairs For tubular-base chairs For metal-base chairs 





A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 





75 YEARS OF CASTER LEADERSHIP 





ance of money collected for the September dinner, half of 
which was paid to Rosoff’s Restaurant. 

President Barnett then announced that the club’s annual 
Christmas party would be held on Monday, December 28, 
at Rosoff’s Restaurant. He promised a beef steak dinner, 
music and gift certificates as awards. 

The next topic for discussion was the club's 25th anni 
versary party and after considerable debate a motion was 
made to hold a dinner-dance on Saturday evening, Febru- 


- 


ary 27. 





NOMA Holds Dixie Conference in Houston 
Reported by Art Carrow 

The National Office Management Association held a 
three-day Dixie Conference and Exposition on November 
9, 10 and 11 at the Shamrock Hotel in Houston, Tex. 

The purpose of this event was to provide a means for 
business executives to improve their knowledge of modern 
management operating methods. 

R. L. Lucas, Shell Oil Company, was general chairman 
of the program. Assisting were William Naeher, Trans 
Continental Gas Pipe Line Company, chairman of the ex- 





NOMA Show Figures . . . Ernest E. Dickinson, National Blank 
Book Co.; Art Carrow, Speed Products Co., and William Naeher, 
chairman of expositions. 


position; Harold Jones, South Texas National Bank, hospi- 
tality; Mrs. Charlotte Cutting, Wilson Stationery & Print 
ing Company, ladies entertainment; E. P. Bareiss, Shefheld 
Steel Corporation, member attendance; E. H. Hughes, Uni- 
versity of Houston, program chairman; G. C. Sullins, Jr. 
Transcontinental Gas Pipe Line Company, publicity, and 
John Pranter, Metal Goods Corporation, registration. 
The following exhibitors had space in the exposition hall: 


Addo Machine Co., Inc. Heyer Corp 
Addressograph-Multigraph Int. Bus. Mach. Co 

Corp Lanier Co. 
American Photocopy Equip Marchant Calculators, In¢ 
Co Maverick-Clarke 
Atlas Stencil Files Corp. McBee Co., The 
Bruning, Charles, Co., Inc Modern Business Mach. Co 
Burroughs Corp. Monroe Calculating Mach 
Clary Multiplier Corp. Co 
Coxhead, Ralph C., Corp National Cash Register Co. 
Dick, A. B., Co. Olivetti Corp. of America 
Dictaphone Corp. Recordak Corp 
Diebold, Ine Remington Rand Inc 
Ditto, In« Reynolds & Reynolds Co 
Elliott Addressing Mach. Co. Robotyper Corp 
Friden Calculating Mach. Co Thomas Collators 
General Fireproofing Co. Wassell Organization 
Gestetner Duplicator Corp Western Mfg. Co 
Gray Mfe. Co. Wilson Staty. & Ptg. Co 


Haloid Co 





Gunlocke Chair Holds Ice Capades Party 

The annual Ice Capades Party for employees of W. H. 
Gunlocke Chair Company of Wayland, N.Y., transferring 
the personnel of the plant and office to Buffalo, N.Y., for 
an enjoyable day, was held on Saturday, November 14. 

Transporting 800 folks of all ages 100 miles by special 
train, playing host at an ice show, providing a box suppef, 
and bringing all home again was as usual a task performed 
smoothly and efficiently. 

This novel experience in personnel relations is eagefly 
awaited each year by the Gunlocke organization. It has twit 
attractions in the Lacawanna train ride through one of the 
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ceid | |i HE exclusive Shaw-Walker dealer leads the Perhaps you qualify for this desirable fran- 
Uni 5 field with products available from no other chise. Right now there are a few cities in which 
_Jr, | souree, exclusive items that buyers want. we are willing to establish new dealers or make 
= You can’t sell a Shaw-Walker Fire-File, Cor- 7 “h4nge. Yours may be ane of the cities, 
all rect Seating Chair, desk, filing cabinet or filing | “Built Like a 
system—unless you first become an exclusive 
Shaw-Walker dealer. 
Shaw-Walker’s 4,000 items are easier for 
dealer salesmen to sell because they are )- 
matched in appearance and “time-engineered”™ - I 
to help any user get more done, more easily, == 
more quickly. 
Today, the 300-page Golden Anniversary HAW ALKE 
Shaw-Walker Orrice GuweE simplifies selling 
and is the biggest single source of dealer orders = * 
in this business. Factories and Home Office—Muskegon, Michigan 
J. H 
rring T 2 
+ fo Prorir Features oF SV 8000-I TEM FRANCHISE 
oul ¢ Best Known Trademark °*A Single Source of Supply 
wines ©8000 Items °* Extra Profits * Simplified Selling 
igerl) ¢ A Flow of Sales Helps * The New Low Desk 
twil 
of the 
1/s4g OA-1/54 ih 













































wina SCOTUE 


The Automatic LETTER 
opens 200 to 300 letters per minute. The Scottie is 
designed for small and medium sized businesses 
opening 200 to 2,000 letters per day. Opening let- 
ters 30 times faster than by hand gets the whole 
office into high gear fast. 
off all sizes of envelopes without clipping corners 
or damaging mail. Light and portable, the Scottie 
can be moved from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other medium sized firms. Scotties offer 
a 12 times greater market than for larger, more 
expensive machines. If you are experienced in 
specialty equipment sales, look into the Scottie 
for steady, future profits. 


takes a clean 


Mfd. by ARNOLD MACKENZIE, Inc. 






territory is: 
Name 





3133 Overlook Drive 
Minneapolis 20, Minn. 


ser 5105" F.0.B. FACTORY 


ARNOLD MACKENZIE, INC. 
3133 OVERLOOK DRIVE, MINNEAPOLIS, 20, MINN. 


! am experienced in sales of specialty office equipment. 
Send full information on Scottie 


State 


plus excise tax. 
nominal price 


change without notice.) 


Letter Opener. 


OPENER 


slice 





Stacker optional at 
(Prices subject to 





My 











most scenic sections of the nation and the opportunity to 


see the famed ice show. 





Golden State Travelers in Golf Meet 


An enjoyable event for the Golden State Travelers Club 
was the annual fall golf and dinner party held Friday, No- 
vember 6. 





Going Candid with Golden State Travelers . . . 
1. 


A 


President Pete Masterson (Acco-Cel-U-Dex) officiating at dinner 
rogram. Vic Hall (All Steel), President Masterson, Bill Lash- 
rook (Esterbrook), Phil Redford (Schwabacher-Frey and president 
Southern California Stationers Assn.), Reg Holliday (Scripteo) and 
Bob Cass (Weber-Costello). 


. Vie Hall, captain of Golden State Travelers golf team receives 


Bert M. Morris Memorial Trophy from F. L. Scheaffer, general 
manager of Bert M. Morris Co., with an assist from President 
Masterson. 


. Members of winning golf team—Jess Utter (3-M), Augie Erickson 


(Sanford), Bill Lashbrook (Esterbrook), Vic Hall. 

Game losers on the 49’ers Travelers team—Bob Cass (Weber- 
Cestello), Wally Jones (Fineline), Bob Heath (Boorum & Pease), 
Danny Kerr (Bert Morris). 


. GST First Vice-President Dick Kirkpatrick (Dixon) takes over to 


announce the forthcoming sales rally January 27 at the Statler 
Hotel, Los es. Others pictured are Vic Hall, Phil Redford 
and Reg Holliday. 


feature of the day was the first annual golf tourna 


ment between teams representing the Golden Staters and 
the 49’ers Travelers Club. 

To the GST team went first possession of the Bert M. 
Morris Memorial Trophy. 

President Pete Masterson officiated at the evening dinner 


and assisted F. L. Scheaffer, general manager of Bert 
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STEEL TRANSFER CASES 


Priced so low you now can afford to use steel files instead of 
cardboard. Can be used as an active file as well as a transfer 


case. 


Made of a heavy gauge furniture steel, electrically welded 


throughout 


Equipped with brass card holder and wide steel handle. Extra 
heavy formed reinforcing channels run full length of case inside. 


Olive green or Cole gray baked enamel finish. 


Files can be interlocked into solid batteries. Will last a lifetime. 


-~—= INSIDE DIMENSIONS — Packea Packed 

Width Height Depth Singly 2 to a carton 
No. C112 Letter Size . . 12%” 10%” 24” $8.45ea. $7.95 ea. 
No. C115 Legal Size . . 152” 10%” 24” 9.45 ea. 8.95 ea. 
No. C110 Check Size. . 10%” 42" 24” 7.45 ea. 6.95 ea. 
Spring compressor follow block for above ........ No. cass $1.90 
Files equipped with locks odd $2.10 to above. 
Steel Sanitary Bases for above files .......022-2e-ee00-s $4.99 









No. C110 


6” 


(Two to a carton) 
Single units $7.45 ea. 


No. C112 


dks 


(Two to a carton) 
Single units $8.45 ea, 





(‘hle' 


STEEL FILING CABINETS 


Made of heavy gauge furniture steel, electrically welded through- 
out. Smooth gliding ball-bearing rollers for easy action even 
when heavily loaded. Files can be interlocked into solid batteries. 


Olive green or Cole gray baked enamel finish. 


—m INSIDE DIMENSIONS — Packed Packed 
Width Height Depth Singly 2 to a carton 
No. 1200 Letter Size . . 12%” 10%” 24” $10.50ea. $9.95 ea. 
No. 1500 Legal Size . . 15%” 10%” 24” 11.50ea. 10.95 ea. 
Spring compre follow block for above ........ No. cass $1.90 
Files equipped with locks add $2.10 to above. 
Steel Sanitary Bases for above files .........-2+e+e0006 $4.99 
ahtly h ghe t 
RAPH FA 


SEND FOR OUR LATEST CATALOG 





285 Madison Avenue, 


‘ae)l STEEL EQUIPMENT 


do and West of the Rockies 


E PRODUCTS AVAILABLE ON REQUEST 


No. 1200 


~~ 


(Two to a carton) 
Single units $10.50 ea. 








COMPAN Y 
New York 17, New York 
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PMENTCO.INC.NEW YOR 


9E IN U.S.A, 














STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 
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STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 





wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and ina jiffy. .. Stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 


SANITARY BASES 
$360 


for all size files 


There is a size made for every office record. These Pronto files 

are sturdily built of 275-lb. test fibre board, reinforced with 
FOLLOW steel on the shell and the four corners of the drawers as well. 
BLOCKS They cost no more than ordinary files! Can be interlocked into 
9O0¢ AQDITIONAL solid units and stacked to the ceiling. Beautiful in appearance, 
Made for any size file : s : ; 

finished in olive green to match your regular office files. Will 


LETTER SIZE $355 last a lifetime. 


“= enonto 
CHECK size $240 . 


Prices slightly higher in Texas 
Colorade and West of the Rockies 


PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 
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NEW advanced 
designs... 


All Stars for ’54 
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Spirit Duplicating 





New H-44, Hand Feed 


Superbly engineered spirit duplica- 
tor, carrying one of the lowest price 
tags in the field. Where cost is a fac- 
tor, you'll have a decisive advantage 
with this Duplicopy model. Pre- 
ferred by schools and small busi- 
nesses. Easy to hand feed because of 


the special paper guides which pre- 
vent crooked or wrinkled sheets. Has 
Magic Fluid Flow moistening sys- 
tem and free turning drum. Excel- 
lent registration. Same smart styling 
as the A-44 


Retail price $119.50. 


Write for complete details about the Duplicopy All-Star 
line and profitable line of Duplicopy Spirit Supplies. 
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New A-44, Automatic Feed 


Featuring an entirely new rotary 
quiet cam-cycle for easy turning. 
There’s no whip or tension—a child 
of three can turn the drum. Six other 
brand new features include a new 
feed unit that is positive and elimi- 
nates skip feeding; hairline regis- 
tration for forms work; heavy duty 
bearings for longer life. Remember 
only Duplicopy has the patented 
moistening system, Magic Fluid 
Flow, assuring clean, bright copies 
from the very start. 

Retail price $169.50. 


224 West Illinois Street - Chicago 10, Illinois 






New tag, Card, Label Printer 
Nothing else like it! Only spirit proc- 
ess printer made that will reproduce 
on wire or string tags and gummed 
labels. Reproduces in 1 to 5 colors 
at a time on any tag, card, or label 
stock. Hundreds of applications in 
large or small businesses. Ideal for 
running identification tags, labels; 
postcards; office, credit, and bank 
forms; envelope stuffers, etc. Prints 
up to 100 copies a minute. Takes 
stock up to 434” x 7”. Price includes 
pint of fluid and 6 master units. 
Retail price $34.50. 


















Desks that have won 
acceptance and 


are backed with 


effective advertising and 


powerful selling helps. 





More Sales 


.. More profits 





Ve for 1954 


for your future! 


Now that it’s time again to make prophesies 
for the new year . we predict you'll make 
more profits, easier, than ever before—with the 
famous Indiana Desk Company line of wood 
office furniture! 


Beauty, durability, skilled craftsmanship are 
all symbolized by the ID trademark on every 
Indiana Desk. These are the qualities your cus- 
tomers look for and buy. 


Add to these the genuine budget appeal .. . 
finest office furniture at a most reasonable price 
... and you'll see what we mean by prophe- 
sying more sales, more profits for you—to make 
1954 a truly HAPPY New Year! 


Our IDs . . . your IDs—are backed by year- 
round national advertising. Cash in on the new 
IDs today! Write, wire or ‘phone right now for 
complete information. 


Member of 
Wood Office 
Furniture 
institute 
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Morris Company, in presenting the trophy to Vic Hall, cap- 
tain of the winning golf team. 


Honor 50-Year Industry Veterans 
at Boston Gay Nineties Night 
Reported by Harley Lewis 

The Gay Nineties Night of the Boston Stationers Asso- 
ciation was held on Monday evening, November 16, in the 
Kenmore Hotel with 143 members and guests present. Six- 
teen men and women were presented 50-year certifhcates and 
for the first time the distaff side of the industry was hon 
ored. 

Among those present were James R. Armington and W. D. 
Paine. Mr. Armington received his 50-year certificate in 
1936 and is the oldest living holder of the award. Mr. Paine, 
honored in 1945, is the oldest active retail stationer in the 
area, having now been in the retail business in Brookline, 
Mass., for 55 years. Both of these men are still very active. 

The complete list of those awarded 50-year certificates 
follows: 

“oie a 
Mass. 

Edward H. Little, John Carter Company, Boston. 

Miss Elizabeth Abbott, Dennison Manufacturing Com 
pany, Framingham, Mass. 

Herbert M. Blizard, Industrial Stationery Company, Bos 
ton. 

Fred H. Salmen, Salmen & Paddock, Inc., Boston. 

Robert Kingsbury, George H. Tilden & Company, Keene, 
N.H. 

Henry E. Dik, Blake & Rebhan Company, Boston. 

Chester C. Burk, Wards Stationers, 

Charles A. Geilfuss, Commercial Supply Company, Cam 
bridge, Mass. 

Miss Anna B. Mendum, Thomas Groom Company, Bos- 


sates, Bates Stationery Company, Framingham, 


Joston. 


ton, 

George D. Burns, Carter Rice Company, Boston. 

Sampel Ruby, Ruby Corporation, Boston. 

Howard L. Kimball, Adams, Cushing & Foster, Inc., 
Boston. 

Fred R. Boudreau, Adams, Cushing & Foster, Inc., Bos 
ton. 

John A. Finger, American Blank Book Company, Boston. 

John F. Moriarty, Samuel Narcus Company, Boston. 





N. Y. Stationers Square Club Holds Frolic 

The famous Hotel Pierre in New York City was visited 
by members and friends of the Stationers Square Club of 
Greater New York on November 21 for their annual dinner 
dance and entertainment. 

The fellowship hour which began the festivities of the 
evening broke the ice so that everybody knew everybody by 
the time the dinner call was sounded. The delectable dinner 
was served with a nicety which bespoke well of the hotel’s 
staff. 

In between the courses, the orchestra amused the guests 
with renditions of popular dance tunes. After coffee was 
served a well-prepared program of talented performers kept 
the group thoroughly amused and entertained. 

During the course of the evening, President Charles 
Shelly, Eberhard Faber Pencil Company, welcomed ail and 
expressed the hope they would enjoy an evening which they 
would long remember. And just such an evening it turned 
out to be with dancing continued long into the night. 


Newark Chapter of NOMA Meets 
“Office Resources Unlimited” was the topic discussed at 


the Newark, N.J., NOMA November 19. 


meeting held 
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Why ae 
less... === 


When You Buy 
Upholstered F urniture ? 












Extra Strength of 


Wire| Insulators 


GUARANTEE Against ‘Come -Backs” 
Due tn Col: Feel”... Lumping .- - Sagging! 


It’s doubly important on 
plastic covered office furniture . . . and all uphol- 
stered furniture ...to ask your supplier for products 
built with Perm-A-Lator Wire Insulators. Stronger 
spring steel wires keep padding permanently out 
of spring openings. Covering materials look neater 
because they’re properly supported and furniture 
stays neat and smooth with never any wrinkling, 


oe 








Guaranteed by 
Good Housekeeping 


\toras ADVERTISED wane 






sagging or “coil-feel”. 


Feel” 





It costs no more to get this extra value that adds @ @ @ © © 7 
longer life to upholstered products, so “why take 
less?” Specify Perm-A-Lator Wire Insulators and ‘ 
get the strongest insulator used for upholstered Ask Your Supplier for these 
furniture * Nationally Advertised Sales Tags! 
; Continuous national advertising . . . plus Good 
pepM ALATOR . Housekeeping Seal of Approval make Perm-A- 
: Lators a quality feature that helps you sell. Ask 
NEW! 24-page lilustrated your supplier for Perm-A-Lator tags and other free 


Catalog. WRITE TODAY! sales aids. 


Gives the ‘inside’ information on furni- 
ture and mattress construction . . 
shows how Perm-A-Lator Wire Insu- 
lators keep padding permanently out 
of springs and prevent “coil-feel.” 





Perm-A-Lator Wire Insulators are Manufactured by 


FLEX-O-LATORS, Inc. Carthage, Mo. 


Plants in Carthage, Mo. and New Castle, Pa. 





“Not one single ‘come-back’ since using Perm-A- 
Lator Wire Insulators in our line,” says Stanley W. 
Ss®@eee5us8uee@eeteeeeeee8686 86 @ @ @ Lind, Pres., Columbus Chair Co., Columbus, Ohio. 
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MARSH 77 





the PEN with the FIRM 
Felt-Point that 
marks or writes 
smooth, fine lines 


Fe.t-Point means firm, top-quality felt 
that doesn’t get limp with use. And the 
77 Felt-Point pen looks, weighs, and feels 
just like a fountain pen. Beautifully 
styled, and fits the pocket perfectly. 
Truly a self-seller, in both eye-appeal 
and performance. 


BOLD to FINE 


with same 
chisel point 
by % turn 
of 77 PEN. 


y Precision Made 
Yall Shaped Valve 
Felt Points 

Are Replaceable 


Fast Drying Ink 
10 Brilliant Colors 


FREE TO DEALERS 


Free sample 77 Pen and retailer’s discount sheet 
mailed on request. Fill in and mail the coupon below. 


MARSH STENCIL MACHINE CO. 
83 Marsh Building 
Belleville, IlL, U.S.A. 


Gentlemen: Attached is our business letter head. Please send me | 
complete information and prices and a sample 77 Pen today. | 


COMPANY ...... 
ADDRESS ........... a 


| 
i A ee 
a 


















A. N. Seares was the speaker. He is immediate past-chair- 
man of the National Sales Executives and is currently vice- 
chairman of the Committee on Distribution of the National 
Association of Manufacturers. Since 1949 he has been direc- 
tor of domestic sales and services for Remington Rand. 


i . 
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Prepare for Regional Convention in Biloxi . 


TOP—Entrance to Buena Vista Hotel in Biloxi, Miss.; BELOW—the pre-plan- 
ning committee: Tom Ketchings, district governor; Edgar Jordan, Jr., Standard 


Ptg. Co., Alexandria, La., lieutenant governor; Bill Kimbrell, Office Supply, 
Greenville, Miss., lievtenant governor; Jack Perdue, The Perdue Co., Pine 
Bluff, Ark., lieutenant governor; George Tarrant, The Carter's Ink Co., presi- 
dent Texas Travelers Club; Norman Landry, Standard Ptg. Co., Alexandria, 
La. 


9th Regional Meeting Assured of Success 
Reported by Art Carrow 

Under the direct supervision of Tom Ketchings, The 
Ketchings Company, Natchez, district governor of the 9th 
District, plans are progressing satisfactorily for the regional 
convention at the Buena Vista Hotel, Biloxi, Miss. Dates are 
April 28, 29 and 30. 

Tom has just announced that at his own expense he will 
sponsor a contest in which he will give two very valuable 
prizes, one each to the distributor and a field member who 
secures the most new members of NSOEA. 

The general feeling among the many who are already 
planning to attend the meeting is that they will never have 
another good opportunity to enjoy the deep sea fishing. Boats 
leave every day for the fishing banks and never fail to come 
back with plenty of the large ones. 

There are many interesting points in and around Biloxi 
for those who wish to come a little early and stay later. They 
include: Beauvoir—historic last home of Jefferson Davis; Ship 
Island—12 miles out in the Gulf; Keesler Air Force Base— 
largest technical station of the U.S. Air Forces; Holly Bluff 
Gardens on the Jordan—an enchanting spot of natural 
beauty. And no visit to the Mississippi coast is complete 
without a trip to nearby Bellingrath Gardens—charm spot 
of the South, the time of the year when the azaleas and 
camellias are in full bloom. 

Biloxi and the 9th region are calling you. Make your 
plans now and rush your registrations to the Buena Vista 
Hotel in Biloxi. 
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If you want to make fast, easy sales—you 
want the Sure-Rite Profit Line. Sales are fast 
and easy because Sure-Rite consistently comes 
up with the really new ideas in duplicating 
supplies! These new ideas give you the nec- 
essary sales ammunition for fast, profitable 
sales. ; 

In addition, Sure-Rite advertises their new 
ideas in the big national magazines. Telling 
the Sure-Rite story to your customers makes 
Sure-Rite products even easier to sell. 

So you see, the combination of new mer- 
chandising ideas and consistent advertising 
makes it possible to make easy profits with the 
Sure-Rite Line . . . to literally wade through 
new profits! A few franchised dealerships are 


available. Write today, to see if a dealership 
is available in your area. 


P oan 


SS 
AMERICAN STENCIL MANUFACTURING CO. 


2714 WALNUT STREET 
DENVER 5, COLORADO 


Sero-Rite First: a _ S Sure-Rite First: 
ure-Rite 999 MIMEO I Sure-Rite SMUDGE-A- 
Pe hat fest drying “9 no oe ab peeve ay solution ate 
in f . PS i . grease and 
« ' 
; offset plates from. 
reproducing. 


Sure-Rite First: 


Sure-Rite RED-DOT 
SEAL-TAB Green Film Wo 
Stencils — the firs? filenien Ne 
stencil which elimi ~yS 
messy film glue, Xe 
and used easy-on-the-eye: . 


‘ 


Sure-Rite First: 


Sure-Rite STENCIL N 

the first highly ” 9 
merchandised mechanical | 
negative. (Size: 10’x15’’), 


al Ae 


In the Midwest call your local 
Panama Beav 
—always a live wire. ti 











Write the record on the job. 
Portable registers for nine 
sizes of forms. Breakproof, 
all-aluminum, light, easy to 
handle, with simple, rapid- 
load tray and positive split- 
pin control mechanism. File 
compartment in base. 










Refolder models in sizes from 
4%” x 51%” to 814” x 11. 
Automatically returns one or 
more carbon copies to the regis- 
ter. Locked-in copy means ac- 
curate, complete records, pre- 
vents misunderstandings. Forms 
always in place, ready to use. 













A 514” x 84” Re- 
folder Register with 
new Model 2 Cash 
Drawer. Space for 
bills, coins and 
forms. Drawer « 
opens at turn of 
register crank. 
Rugged, conven- 
ient, trouble-free. 
One size only. 








Slane 


registers and forms: 


a COMPLETE line 


When you are looking for autographic 
registers and forms for any particular 
need, you'll find the right model and 
the right form in the Hano catalog. 
Hano Dealers make profits with Hano’s 
complete line! 


Some dealerships open in the South, 
Southwest and Midwest. 





HOLYOKE, MASSACHUSETTS INC. 
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Swingline Finds Successful Formula 
for Introduction of New Stapler 
The “kangaroo pouch” of the new Swingline 77 stapler 
that stores extra staples provided the theme, and a plush toy 
kangaroo with a stapler in its pouch as a gift introduced 
the new item effectively for Speed Products Company, Inc, 
Dealers were so enchanted by the recent NSOEA conven- 
tion promotion of the kangaroo doll and stapler that they 
evolved the idea of selling the toy and stapler as a combina- 
tion and suddenly Swingline was in the business of selling 
toys as well as stapling machines. 








Kangaroo Sets Swingline 77 Promotion Pace 


Many dealers are .now ordering the stapler with the 
kangaroo dolls as one unit to retail at $3.95 complete—two- 
in-one gift for man, woman and child. 

Manhattan Stationers, New York City, recently featured 
a full “stopper” window display of the combination kanga 
roo toy and stapling machine and other dealers are doing 
the same. 

Speed Products Company, Inc., states that the biggest 
reason for the success of the promotion lies in the fact that 
warm up” the product the firm was 


“ 


a way was found to 
introducing without getting too far away from the selling 
features of the item itself. 





Printing Calculator Missing in Buffalo 

United Office Machines, Buffalo, N. Y., reports that an 
Olivetti printing calculator No. 832485 is missing from the 
offices of a customer, Comeo Surgical Manufacturing Cor- 
poration. Anyone acquainted with the whereabouts of this 
machine is asked to contact United Office Machines at 112 
Franklin St. 
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Cramer 
STYLED STEEL CHAIRS 


Reflect 


DISTINGUISHED 
QUALITY 
















These ~ 
Reflect | 
_ MODERN | 
<_ DESIGN _ a 
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OSTURE CHAIR CO., Inc. 
. Kansas City 6, Mo. 


Cramer LEADERSHIP 








ter is reflected in the Styling 
‘ia of these chairs. 
cial 








ti’ | CONTOURED bonded foam cushions. 
«| WELTED seat and back. WATERFALL 

design. Rubber Bumper on swivel 

an models... 

‘hi Combining 

COMFORT and EYE APPEAL 
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| Henson‘s Holds Formal Opening of Store 
Henson’s held a formal opening recently in the new loca- 
| tion at 905-07 Austin Ave., Waco, Tex., a happy occasion for 
| Jack Henson, Sr., who established an office equipment com- 
| pany in Waco in March of 1923. 

Mr. Henson is originally from Missouri but started to 
work in Waco in 1916 for Standard Printing & Stationery. 
After several months’ service during World War I he re- 
| turned to the company in 1918. 





ONE DUPLICATOR LINE that offers 
Portables, Electrics, and Double- 
width Mimeographing Equipment 





RONES Way 


A precision-built, INTERNATION- 
ALLY FAMOUS duplicator made by one 
of the world's oldest and largest 
manufacturers 


 RONES Bn 


PROMPT DELIVERY of machines, parts and 
supplies from New York headquarters 


has it! 


FACTORY TRAINED REPRESENTATIVES 
to aid you with sales and 
service problems 




































YEARS AHEAD duplicating features that 
permit the reproduction of everything, 
even photographs...exclusive RONEO 
features that PUT you ahead and KEEP 
you ahead of your competition. 


LRONES ie | | 
mit dotinitily has it! Seen at Hensen’s . . . TOP—Some of the employees of Hensen’s 


pose with Jack Hensen, Sr. CENTER—Interior view taken on 
opening day. BOTTOM—One of the completed office furniture 
displays. 























Write for your 


, In 1923 he established the Henson Office Equipment Com- 
copy of Roneo's 


pany at 102 S. Sixth St. After two years there he moved to 





amazing folder — 504 Franklin Ave., where he remained until 1929. At the 
“‘Mimeographing time of moving he formed a partnership with the late C. Y. 
without Stencil Craddock. The business was well known as the Henson- 


Craddock Company and in 1929 the two men moved to 614 


Cutting” ae 
. Franklin. The partnership was dissolved in 1936. 
In 1937, Mr. Henson established a store at 409-11 Frank- 
lin Ave., where he remained until the May 11 tornado de- 


molished the building. After the building was destroyed, he 

operated in a temporary location while waiting for the re- 
modeling of the present location. 

The building has 8,250 square feet of floor space. A sub- 

| dued color scheme of pebble and seafoam green walls is used. 

| Along one side of the store and forming a portion of the 
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Any time and 
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= YELLOW BOX LINE 


is best! 


Time-tried...quality-proved...consumer-preferred ! 


Oakville’s complete Yellow Box Line of | From one source-with one order—on one 
paper fastening devices simplifies your invoice you get the merchandise your 
buying, streamlines your inventory, cuts customers want. One-stop buying-the 
your handling costs, saves you money! Yellow Box way-builds sales and profits! 


the line that’s best for you! 


CAKVILLE COMPANY DIVISION 
Scovill Manufacturing Company « Waterbury 20, Connecticut 





Chrysier Building, East 1419 North Broad Street 1116 Great Pain Avenue 4105 Wes! Chicago Avenue Charies R. Barry Co_ 430 Brannan Street 
NEWYORK 17,N. Y. PHILADELPHIA 22, PENN. BOSTON $2, MASS. CHICAGO 51, ILL. SAN FRANCISCO 7, CALIF. 
THE BROWN BROTHERS, LTD.: TORONTO 1 
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lo Management! 


This office machine stand has everything. A deburred-edge 
angle and channel steel construction affords sturdiness found 
only in Tiffany Stands. The exclusive open top design means 
freedom from distracting noises and vibrations. Heavy metal 
foot castings that cover the casters give a firm base... help 
prevent accidents. No wonder so many people prefer Tiffany. 


Available with extra 
drop leaf on right side. 


Titfan: 


7350 FORSYTH. 
$T. LOUIS 5, MO : 








front window display are four office furniture arrangements 
separated by monk’s cloth draperies. The furniture arrange- 
ment is for the purpose of showing a buyer how various 
pieces of furniture can be combined to form an attractive 
office grouping. The aisle displays feature desks and other 
items of office equipment. 

Store manager is the proprietor’s son, Jack Henson, Jr., 
who has grown up with the business. 

About all that remains from the tornado-struck building at 
Franklin Ave. is a sign denoting the slogan adopted by 
Henson in 1924—“A Business of Business Necessities.” 





Kansas Firm Goes Out of Business 


Sterling School Supply, Sterling, Kans., a wholesale firm 
with statewide coverage which has been a leading business 
establishment in Sterling for 20 years, is going out of bus’- 
ness. 

Mrs. L. C. Newman, president and principal stockholder, 
announced the firm will go out of existence as soon as 
special order commitments are completed and the present 
inventory is sold. 

Formerly known as School Purchasing & Supply asso- 
ciation, the firm was incorporated in 1936 when Mrs. New- 
man’s husband, the late Lial Newman, joined the staff. 
Mr. Newman purchased controlling interest in 1942. Since 
his death four years ago, Mrs. Newman has conducted the 
business. 

She stated that changes in road and office personnel 
have placed an increasingly heavy load on her and now it 
is more than she cared to do. 

Stock on hand will be sold to schools. It is estimated 
this will take several months, perhaps a year—GMH 





Marchant Makes Appointments, Expands Office 


Marchant Calculators, Inc., announced recently the pro- 
motion of Nicholas G. Vracin to agency manager of the 
Lorain, Ohio, district office. Service for the branch, located 
at 945 Broadway, continues under Edward J. Newark. Also 
announced was the appointment of Charles E. Martin as 
agency manager of the Evansville, Ind., district office located 
at 1901 Division St. James T. Farrar continues as service 
manager. 

Other appointments were made at the Midland, Tex. office, 
which was recently expanded to full district status. The 
offices, located in the Allen Building in Midland, now have 
Allan Rice'as agency manager and Frank J. Scott as service 
manager. 








Uses First Unit . . . Lionel J. Norton of the Norton Dictating 
Machine Co., recently appointed exclusive dealer of the Rex 
Recorder in the Cleveland, Ohio, area, uses the first unit shipped 
to his firm. The exclusive national distributor is the American 
Dictating Machine Company, New York, N. Y. 
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GF sharpens the AF" 


* ACCURACY FACTOR 


Employees turn out better work faster when you seat them 
on adjusted-for-comfort GQODFORM ALUMINUM CHAIRS 


Many costly clerical errors can be traced 
directly to the fatigue that comes from 


poor seating. 


a saving when you re- 
place your workers’ back-straining, old 
chairs with new Goodform Aluminum 
Chairs. Five separate adjustments permit 
a GF chair to be fitted quickly to the 
individual — any size girl, tall or small. 


So it’s actually 


With each employee's salary and general 
overhead expense coming to $40,000 
or $50,000 over a 15-year period, it is 
well worth the less than two pennies a 


day it costs you to provide maximum 
working comfort day in and day out. 


Every beautiful Goodform Aluminum 
Chair is sturdily constructed for a life- 
time of use. Rounded edges prevent 
clothing wear and stocking tear, and its 
foam rubber cushioned seat leaves the 
worker still fresh after a full day’s work. 


Try one out in your office without 
obligation, on a 10-day trial. Call your 
GF Distributor or write The General 
Fireproofing Company, Dept. X-26, 
Youngstown 1, Ohio. 


Good metal business furniture is @ good investment 
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GENERAL 


FIREPROOFING 


é r al diel: ‘ 


MODE-MAKER DESKS 
GOODFORM ALUMINUM CHAIRS 
METAL FILING EQUIPMENT 

GF STEEL SHELVING 
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aluminum 
chairs 


TAKE YOUR CHOICE 


FINE-REST Chairs are available today in the greatest assortments 
of upholstering materials in the industry. You can have your 
choice of Vinal-Coated Fabrics, Top Grain Leathers, Gros Point 
or Bedford Cord in a large variety of colors and in any desired 
combination. 

Furthermore, we can usually match materials at your request. In 
this day of competitive selling, FINE-REST can help you render 
greater service to your customers. 

It will pay you to handle the FINE-REST line of Aluminum Office 
Chairs. Why not write us for details today. 


ALUMINUM SEATING 





17 6. CHERRY STASBET = AKRON 8,OHIO 
AETNA SAFE CO., 46-50 W. 


7 29m St, M Y. 
Dickiibulor METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 


8a BQUIPMENT WHOLESALERS, 260 8. FIFTH sr. A. 
"8 SASTERN PA. DIsTRisuTOn ” PHILADELPHIA ©, & 
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Los Angeles Firm Opens New Store 

The official opening of the new store of the Modern Office 
Appliance Company, Inc., was held recently at 1573 W., 
Washington Blvd., Los Angeles. After 16 years at the same 
location at 108 S. Broadway, the company had to move 
finally to much larger quarters in order to accommodate 
increased business. The new store is considered one of the 
finest and most attractive in the Los Angeles area. 

Complete departments are offered in the new store, these 
including office supplies, greeting cards, office furniture and 
ofce machines. A large warehouse adjoins the building in 
the rear. 





Designed for Selling is the attractive interior of the Modern 
Office Appliance Co. new store. 


Kurt Heineman organized the Modern Office Appliance 
Company in 1928 in a small office in the San Fernando 
Building and the firm grew continuously until it had to 
move to larger quarters at E. 7th St. and Los Angeles St. 

In 1937 Ernest Blumenthal joined the sales force of the 
firm. He had been identified as an expert in the carbon 
paper and ribbon business for many years. Sales continued 
to increase and this made the moving to the Broadway 
address necessary. 

In 1947 the corporation was organized with Kurt Heine 
man, president; Paul A. Westphal, vice-president; and 
Ernest Blumenthal, secretary-treasurer. As store and office 
manager, Robert E. Lauder, formerly connected with the 
Industrial Stationery & Printing Company of Huntington 
Park, has served the company for the last seven years. 

Besides carrying all the major lines in the office supply 
field the company has been distributor for the Barrett adding 
machine for the last 16 years in the Los Angeles area. 


Felt & Tarrant Rewards Five Veterans 

R. J. Koch, president of Felt & Tarrant Manufacturing 
Company, on Thursday, November 12, presented $1,000 
checks to five veteran employees who completed 40 years otf 
continuous employment during 1953. 

Gold watches were awarded to seven employees who were 
taken into the company’s Quarter Century Club at the 19th 
annual dinner held at the Union League Club. 

Approximately 125 members and guests were present. 
Membership in the 25-year club totals 206. 
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SO YOU MAY KNOW 


HASKELL’S 


BUDGET LINE BETTER! 





55”x 30” 











L-540-SD 
SECRETARIAL 
HASKELL 
PUTS THE 
MAGNIFYING GLASS 


L-540-SD Secretarial Desk 


‘Pon ONE 
Here is budget modern at its best! — 
Superbly high quality at its low BEST SELLER 
cost. Modern design Wri es Oe, 
sient L-540-SD 


rounded corners, baked 
Secretarial Desk 





ish, linoleum top — — aluminum sae | 
Smooth, noiseless operation — nylon — 
bearings—rubber bumpers and es ee (from Haskell’s L-Luxury Line) 


many other features you Yee as 
in much higher priced Cott 5 ‘ 









WRITE TODAY 


303 EAST CARSON STREET 


PROVEN PIONEER BUDGET LINE 
PITTSBURGH 19, PA 
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No, of course not! You hope to sell every cus- 


tomer all the office chairs his firm will use now 
—and in the future. 


It all depends on. the action control. If it breaks 
down or operates inefficiently, he'll go else- 
where the next time he needs chairs. 


But if it operates smoothly and quietly, adjusts 
easily and is good for a life time of trouble-free 
service—in other words, if it is Seng-Equipt—you 


will keep him as a permanent customer. 


Play Safe! Specify SENG action controls on all 
your samples. They’re precision-built for custo- 
mer satisfaction—and for your protection. 


Syncro-Tilt 





for 
Executive Posture 
Chairs 


The SEND Comaary 


1450 NORTH DAYTON ST - CHICAGO - 22 - ILL. 


WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 


SINCE 1874 
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Office Furniture Prospects 
On “Upgrade” in St. Louis 


Prospects for the 1954 office furniture market are highly 
encouraging, according to a survey made among leading 
dealers of St. Louis, Mo. 

Despite slumps and set-backs in other parts of the nation, 
St. Louis sales have climbed steadily since 1949, and show 
no evidences of recession, report such leading firms as Clark 
Peeper Office Furniture Company, S. G. Adams Company, 
Buxton & Skinner, Office Appliances, Inc., and so forth. 

A primary contributing factor, it was emphasized, is the 
fact that St. Louis ranks close behind Chicago, Pittsburgh 
and New York as a manufacturing center, with many gov- 
ernment contracts on hand which have a year or more to 
run. 

The advent of the Korean War set many factories turning 
out military munitions back to full-scale and often 24-hour 
production, and the resulting influx of government payment 
has brought the usual corollary influx of new businesses, 
new manufacturing plants, and with them many new offices. 


Militarization Continues 


“Even though the situation in Korea has apparently come 
to a standstill, the continued militarization of the country, 
and the predominant manufacturing character of the city 
will combine to keep things humming for a long period to 
come,” one spokesman indicated. 

The trend toward modernization has likewise picked up 
sharply, as business firms more solvent than usual are re- 
placing outmoded furniture with more efficient, more im- 
pressive new units. 

Nowhere has this been more evident than in the suburban 
shopping areas, where old office buildings have undergone 
complete remodeling, new office buildings have been put 
up, and literally thousands of new retail stores and service 
organizations have sprung up. 

Even in the downtown St. Louis area modernization has 
created a sharp increase in replacement sales. Dealers col- 
lectively held their breaths during the resurgence period 
fearing that office building owners would subdivide offices 
as has been the case in other cities, but to-date, there has 
been no apparent overall reduction in office size, requiring 
smaller desks, tables and cabinets. 

Possibly the major reason, according to Jack Weihe of 
S. G, Adams Company, is the prevalent trend toward sub- 
urbanization which has seen many business firms move to 
the outskirts of the city, where space, parking, and sur- 
roundings are less problematical. 


Favor Conservative Modern 


The ultra-conservative tastes of the city have altered but 
slightly in the past decade, it was likewise pointed out, by 
Ralph Brissenden, manager of Office Appliances, Inc., in 
suburban Clayton. At most office furniture dealerships, the 
preference is for modern design, however, on a conservative 
basis which places modernity in terms of more efficiency 
and better fittings. 

Still surprising is the continuously high percentage of 
cash payment on office furniture. Many dealers who set up 
elaborate time-payment and open-credit arrangements in 
order to maintain the sales pace two years back, have found 
such credit plans actually unnecessary. 

Over 90°% of the office furniture sold by three of the 
largest downtown organizations during the past year have 
been straight cash deals with few purchasers asking even 
for 30-day open accounts. 

Steadiness of the market has likewise led to an expansion 
in personnel. Almost every office furniture dealership in the 
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Burnished Top-Grain Finish 
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of | the finest supported plastic upholstering material | 
p>! e Remarkably strong . . . with a backing of non-woven nylon fibers 
und & e The only supported plastic that stretches equally in all directions 
. retains comfortable, tailored appearance 
the e Superior resistance to tearing at stitches . . . or anywhere else 
ave e Beautiful . . . with a plump, cushioned look and the “hand” of fine cowhide 
‘ven i . 
e Decorator colors and patterns available in a wide range for home, 
- office or institution (in leather-like and fabric-like patterns) 
he BOLTA 
Lawrence, Mass. 
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THE REYBURN MANUFACTURING COMPANY, INC. 
PHILADELPHIA 32, PA. 


WAREHOUSES : 


4048 W. POLK ST., CHICAGO 24, ILL. 
2728 TILLAR ST., FORT WORTH, TEXAS 
* - 


























Missouri metropolis has added additional salesmen, and has 
extended its territory. Among the leaders, S. G. Adams 
Company is currently directing a staff of 16 outside men, 
this number substantially backed up by the firm’s beautiful 
assortment of 10 model offices, devoted to the most advanced 
ideas in decor and accessories. Floor trafic has shown a 
tremendous increase at this downtown retail store, with no 
signs of letting up. 

As might be expected, newspaper advertising, where of- 
fice furniture is concerned, has hit a new high. Lineage in 
the two leading St. Louis newspapers on office furniture has 
increased by more than one-third, and shows no signs of 
“letting up.” 

Another impressive fact is the almost complete elimina- 
tion of price emphasis in office furniture advertising, dealers 
preferring to cite famous, nationally-recognized names, con- 
venience, eye-appeal and efficiency, in place of price compe- 
tition. 

Rebuilding Plans 

Considerable promise has also been found in the recent 
decision of the St. Louis City Council to do away with 
blighted areas extending all the way from the downtown 
district, out some 15 blocks west. Here, where literally 
thousands of business buildings have been allowed to slip 
into disrepair, with the collapse of residential areas sur- 
rounding, it is planned to rebuild throughout with new 
business buildings as well as homes. 

This, again, means more demand for office furniture 
between the downtown district and the suburbs which has 
represented a zero potential with the possible exception of 
the Grand Blvd., midway shopping point. 

Despite the openness of the market, it still requires hard 
sledding where salesmanship is concerned. Competition is 
far more intense, all salesmen are finding customers more 
concerned with service, replacement and accessorization than 
in the past. All in all, however, the office furniture market 
is summed up as “an extremely healthy situation” by most 
of the dealers concerned.—RAL 





Stewart's Opens Fifth Store 

Stewart’s, Inc., Indianapolis, Ind., 125-year-old firm, has 
opened its fifth book and stationery store in that city at 
4535 N. Keystone Ave., in the Town and Country shop- 
ping center. The new retail unit offers complete lines of 
office supplies, stationery, fountain pens, gifts and gift 
wrappings, greeting cards, books, games, and art supplies. 
This latest store is of the semi-self-service type. Other stores 
are at 1048 Prospect St., 824 Broad Ripple Ave., 5538 E. 
Washington St., and 19 E. Maple Rd., in Indianapolis. 
~AK. 





Whitcomb Joins Glass Fibers 

William L. Whitcomb, formerly advertising manager of 
Weis Manufacturing Company, is now assistant to the di- 
rector of advertising of Glass Fibers, Inc, Toledo, Ohio. 
The announcement was made by F. J. Solon, Jr., vice- 
president of the Toledo firm. Mr. Whitcomb was with 
Owen-Corning Fiberglass Corporation, of Toledo, for five 
years before joining Weis.—AK. 





New York Firm Incorporates 

Fred F. Sessler, Inc., office supplies, 332 E. 28th St, 
New York, N. Y., has been granted charter of incorpora 
tion listing capital stock of 200 shares-no par value. The 
filer of papers was Cecil Wolk, 160 Broadway, New York 
City 38, N. Y. Directors are: Claire Simon, Cecil Wolk and 
Jack Schneider, all of 160 Broadway, New York 38, N. Y. 
—EEG. 
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**Easy View'’ curved 
window shows each 
amount rung up. 


















New ribbon printing me- 
chanism provides single 
and double cash receipts: 
one for your customer, 
one for your records. 


‘*Greased Lightning’’ (¢ 
push button operation 
with keys scientifically 
designed and numbered 


for minimum finger and 
eye fatigue. i") he 


A masterpiece of stream- 
lined design with gleam- 
ing enamel finish, 
chrome plated rust-re- 
sistant trim. 


THE REGNA 
IS THE MOST 
BEAUTIFULLY DESIGNED 
CASH REGISTER TODAY! 


Here at last is the all-purpose 

machine specifically designed for 

those small and average-size merchants 
who comprise the bulk of your volume market! 

A machine so versatile, so magnificently engineered and designed, it's destined to tally up the 
biggest sales record in your experience! Exaggeration? Just compare Regna feature for feature, 
price for price with any other similar machine on the market today. You'll be convinced that 
with Regna you have the trump card, the shot-in-the-arm your business needs! 


Nationally advertised to millions of retailers in every field... 
fully backed with dealer promotional material. Easy 
time-payment plan for your customers. 








OUT REGNA 
THE FACTS AB 
GET AL i COUPON NOW! 


FILL 
Regna Cash Registers, inc. 
175 Fifth Avenue New York 10, N. Y. 





Gentlemen: 
Please rush more information on the new Regna and tell me 
how | can become a Regna dealer. 


| 

| 

| 

Name 
| 

_/ 





Company 
Address. 
City. Zone State 
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Fort Wayne Firm Opens Second Store 


Arden’s stationery, office supply, and gift shop, has opened 
its second store in Fort Wayne, Ind., in the new Anthony 
Wayne Village shopping center, at 4331 S. Anthony Blvd. 
Arden G. Ober, Jr., is owner of the store. His first store 
has been located for five years at 2710 South Calhoun St., 
Fort Wayne. When Mr. Ober returned from the Air 
Force, he went to work for his father’s Business Equip. 
ment Company, Inc., at 620 S. Calhoun St. The firm then 
opened the original Arden’s, and the younger Ober took 
over the management of the store.—AK. 








Manhattan Firm Takes New Quarters 





City Typewriter Company, Manhattan, Kans., has moved 
to its new quarters on the street level floor of the Gillet 
Hotel, at Fourth and Houston Sts. 

The site has been completely remodeled to house the firm 
which is owned by Ray Pollom, Sr., and Jr. Ray Buzell is 
manager. 

The firm formerly was located at 111 S. Fifth. It will 
retain that site for a warehouse. 

Featuring many lines of office appliances and supplies, 
the new location has a balcony on which is displayed office 
furniture—GMH 








Godding Purchases Music Company 


Marc Godding, owner of Godding’s Office Supply store, 
121 North Main, El Dorado, Kans., has purchased the 
Berniece Hendrix Music Company, 122 N. Main, also in 
El Dorado. The establishment has been named the Melody 
Shop. 

Mr. Godding said the music department, formerly lo- 
cated at his office supply store, has been transferred to the 
new location where a complete line of music supplies will 
be carried. He will now have more room for his office 
supplies —-GMH. 


. 


: ( haus Addressograph-Multigraph Promotes Two 


P. J. Keppel was recently named manager of the Fort 


Wayne, Ind., sales and service station office of Addresso- 

graph-Multigraph Corporation. For the past seven years he 

has served as a salesman and supervisor at the Detroit sales 
and service office. 

Springheld, Ohio, is the location of another recent ap- 

pointment. R. G. Ewing, formerly a sales supervisor for 


the firm in Chicago, has been named sales and service man 
ager for the firm at Springfield. AK 

















* » » * 
Volume-Building Values W 
, eer: a. cu 
QUALITY is the key word to sales today—and ; > 
: :; ~| ; : 6 ; Marsh Stencil Makes Appointment 
ndiana Chairs are quality products first, last 
. : rg ; ‘ : Robert D. Warner, 91 Myrtle Ave., Ramsey, N. J., was Fil 
and foremost. Value-priced, offered in a variety recently appointed manufacturers’ agent for the Felt-Point ha 
of models to meet every need . . . these fine Pen Division of the Marsh Stencil Machine Company. He file 
1 off hai buildi bj «hile will cover the states of Pennsylvania, Virginia, West Vir- si 
> are e bigger business ; . 
————— ginia, Maryland, Delaware, southern New Jersey and Wash- f 
for dealers everywhere. Let us tell you how ington D. C. ar 
they can build more—and more profitable vol- Mr. Warner is well known in the stationery and college 
’ ; book store field, having been associated with the Maple 
ume for you. Write today. Leaf Company of New York City for a number of years. 
a 
INC Dallas Firm Takes Larger Quarters 
. . 
JASPER, INDIANA The Service Office Supply Company, Dallas, Tex., has 
TT moved from 1515 Swiss St., to new and larger quarters at C 
MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 635 W. Davis St—JHR Br, 
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When your customers 


for Quality plus Economy ... 






> DRAWER 
| OPERATION 


PPOSITIVE 
LOCKING 


The 


STEEL AGE 









Conmodial Grade ¥ ie 


is your PROFIT-MAKING 


With competition getting keener and more and more 


customers asking for good quality files at a budget price, 
you'll make plenty of extra sales this year if you're well- 
stocked with profitable Steel Age Commercial Grade 
Files. They're designed without thumb latches, elaborate 
hardware and other small refinements of higher priced 
files. But they have the same basic design, quality 
materials and honest workmanship that are found in the 
famous Steel Age ‘Grade A” files. Steel Age Commercial 


SOR R Y.- 
Branch Offices: Bost 
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Answer! 





JAMESTOWN MFG. 
mm « New York + Philadelphia + Atlanta + Detroit + Chicago + Dallas + Los Angeles + San Francisco 





Grade Files are comparable to the best ‘Grade A” files 
in every important respect, from their full progressive 
ball bearing suspensions and positive side-locking com- 
pressors to their ladder-type frames, heavy channel 
reinforcements and welded construction. So the next 
time your customers ask for quality on a budget, why 
not show them the Steel Age Commercial Grade File 
line. Both you and your cash register will be glad you did! 
Write for more information. 


The Quality Choice 
of Modern Offices 
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f as t PLUS EXCISE TAX 
accurate 


Mechanical Features... 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets 
Automatic Counter counts only printed sheets. 
Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 








TECHNYGRAPH CO. 


TECHNY, ILLINOIS 

















4+H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








Our ole fren Charlie—the guy who does all our secre- 
tarin—wrote me that our new vice-president of the field 
division, Jim Cooper Jr., is coming along fine from his recent 
“set back” and it looks like he will be his old self again in 
the very near future. 

That is some very welcome news to all of us. The new 
job the NSOEA gave Jim will give him plenty to do, 
but he has his fingers in so many other pies too that when- 
ever he is “off his feed” he ain’t the only one that suffers. 
Keep up the good work, Jim. 

* * * * * 

When it came to walking off with various honors at the 
Chicago affair the good ole 4th fared much better than 
most. Besides Jim’s new job Ivan Allen Jr. is the new vice- 
charman of distributors’ division. With two such “wheels” 
behind the national association we can look for even greater 
strides in the industry and the South’s contribution right 
up there with the best. 

* * * * * 

Then there was the matter of awards by the NSOEA 
Out of four the South walked off with three. Congratula- 
tions are certainly in order to Allen Cammack, winner of 
the cup for the largest percentage of membership; Paul 
Bumbarger, Hickory, N. C., winner of the Charles P. Gar- 
vin award, and Ivan Allen Company, who won the trophy 
for the most outstanding dealer advertising. 

* * * * *# 

See where John Smith, formerly with the Carithers-Wal- 
lace-Courtney firm in Atlanta, is now buyer of all things 
furniture-wise at Roberts & Son in Birmingham, Ala. 


* * * * * 


Am still getting glowing reports about Merchantile Paper 
Company’s Montgomery, Ala., 50th anniversary celebration. 
Judging from the complete coverage in the November 
“mags” it must have been quite a shindig. And when it 
came to flowers!!! The florists in Montgomery simply pooled 
their stocks and moved them over the Gassenheimer es- 
tablishment. That 208 years’ representation of a single 
family in a firm MUST be some kind of a record. However, 
record or no, I can’t think of 208 years of nicer folks any- 


where. 
* * * - * 


Few changes going on as usual. Yawman and Erbe Manu- 
facturing Company has a new representative in these here 
parts. Bob Howarth is the new district manager serving 


the Southeast. 
* * * * *# 


Another change hot off the wire concerns Frank Neville 
who has switched from Sturgis Chair to Aluminum Seating 
as new representative. Must have been a whale of a lucrative 
change, too, because Frank up and joined the “Cadillac” 
club at the same time. This switch becomes effective the 
first of the year. 

* * * * #*# 


Bet if somebody—the law for example—asked you the li 
cense number of your car you couldn't give it to them. Es 
pecially if you had no papers handy to refer to. Harry 
Berman, Berman-Lipton Company, Atlanta, was no excep 
tion one Sunday morning recently when he came out to get 
in his “snazzy” Olds 98 convertible and found that it had 
done a disappearing act. Harry wanted ta.call the cops and 
tell “em all about it but didn’t know the license number of 
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No. 85 


Attractive, conven 
ient, two 

dated Desk Caler 

dar available now 
in both metall 

gray oF weolrat 
plastic base 


LINE THAT 
SELLS FOR YOU! 


It's good business to sell Success Calendars. There are 


No. 17—Deluxe book style 
Desk Calendar with sheet for 


Y2-hourly appointment spaces. ‘ 
Metal bases, bronze or gray many styles—more quality ! More profit, too, because 
finish. Also walnut plastic. people ask for Success by name—they turn faster, 
bring customers back in your store year after year. 
Don’t be satisfied with ordinary Calendars... 

Ss ~~ ce. — .] . ba 4 ! 
No. 19—Convenient size, Success gives you the successful selling line 
book type slendar with 
dates in red. Available in 





th walnut finish lastic saris : TICini¢ 
bo p NATIONAI . SING 
base and b ze or gray 


meta! base Success sets the pace for sales with 


attention-getting, ee ep yee maw 


messages in America’s best-known, 





best-read magazines. Your customers 
have seen Success Calendars in their 
favorite magazines. 


Tear-Kleen Wall Calendar 


——Large daily date easily seen 
at a glance from 15 to 50 feet. 
Four sizes. Backs handsomely 
embossed, green water-proof 
panel board. 








LAYS 
V REAMERS 
New! Bright, colorful window 


streamers that pull customers into 
your store. New displays catch 














customers’ eyes ... bring you 
No. 13—Populor upright_ more sales—with Success ! 
style for general notes and 
datekeeping. Tw olor pad ff 
with walnut-finished plastic 
base. Refill pads for all 


bases available 


A yearly calendar with your imprint at 
the top. Keeps your name before your 
customers all year long. 








WORKS, INC. 


2300 W. CORNELL STREET, MILWAUKEE 9, WISCONSIN 
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practical solution 


for every storage 


problem — standard 


units are designed 
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—special storage 


problems will be 











worked out by our 
engineering staff without 


obligation to you or 
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K. F. Cline Co., Inc., Manufacturers 


1508 MC GAVOCK STREET NASHVILLE, TENNESSEE 
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anything else except the name and color. Finally had to 
call Jean, his secretary, for the necessary “car swiped” info, 
At last report Harry still was without the 98 but was 
“checking” on a Cadillac. Business sho must be booming, 


* * oe 2 


Hymie Sweet, Atlanta, had himself a fire on the morning 
of November 18. The firms over him were completely 
burned out but all of Hymie’s damage was from smoke 
and water. Most of it was covered by insurance but it will 
still cost him plenty by moving, loss of business, et cetera. He 
has moved a block closer to the business district at 257 
Peachtree. 

* oo > : 

Wilson-Jones’ new men in the Southeast, covering Ted 
Myer’s old territory are Dean Blough, selling most of the 
Carolinas and Ray Ayers in eastern North Carolina and 
Virginia. I mentioned Geo. Chapman last month as cover- 
ing Florida. All three are now new members of the South- 
ern Travelers Club so, as you can see, Ted started them all 
off on the right foot. 

* * * * * 

Just got a note from Lou Lyons, with Paul Barnett in 
Miami. As I told you last month, Lou has been in the hos- 
pital for some time but he says he is coming along fine and 
hopes to be back in circulation again soon. Lou especially 
wants to thank the Southern Travelers Club for the flowers 
and expressed the thought that good friends at a time like 
this is the best tonic of all. Keep us informed of your prog- 
ress, Lou. 

* * * . . 

That “Peacock” combine out in Decatur, Ga. has already 
expanded to almost double its original space, which was no 
mean job to begin with. The new space is next door and is 
being utilized as a furniture show room. Sho nice goin. 


* * * * * 


The new branch store of Standard Forms Company in 
Kingsport, Tenn., is now open and has turned out to be a 
really nice addition. The new store is located at 620 W. 
Center St. with D. D. Brown at the helm. The main store 
is still in Johnson City. 

* * * * > 

See where John Conant, John H. Harland’s almost brand 
new son-in-law, is now with the firm down Atlanta way. 


* ” a * #* 


Don’t know whether the current splurge of “Indian” 
pictures had anything to do with this or not but the little 
guy with the bow and arrow has “scored again.” He didn't 
say, “stick em up” or nothin—just hauled off and whammed 
our good fren Gene Ownby, the affable young man holding 
down the buying spot with Ivan Allen in Atlanta. 

Gene was to take the big plunge on December 5 with a 
small church wedding and then take the gal who done it 
down to Florida and show her off. After that they will be 
“at home” to their multitude of friends at 1099 Cascade 
Road, S.W. Congratulations, kids. 

* * * + * 

“Huncan” has been too busy this month to worry about 
whos’ been eatin and what and where. Maybe better luck 
next month. Besides—NONE of my so-called helpers took 
the trouble to send in any news. Hope the “New Year” got 
started off well for all of you and business continues to run 
at its present level—or better. Bye now— 





Audograph Names Branch Managers 

Robert J. McCarthy has been named manager of the 
Dayton, Ohio, branch of the Audograph Company, @ 
53 Park Ave., that city, with Donald C. Price as service 
manager.—AK. 
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...it's the chair with the \ 


- > 
riber Glass Base / 


You can kick the fiber glass base of this 
Sturgis chair but you can’t hurt it. You can 
bang it and scuff it but you can’t dent 

it or disfigure it. It’s a solid one-piece unit 
that has no “‘finish”’ to be refinished, never 
needs any maintenance except a wipe with a 
cloth and clear polish. Gray, walnut, green 
or black on 8 executive and stenographic 


models. Send coupon for illustrated folder. 


v7, 





THE RE CHAIR COMPANY, STURGIS, MICHIGAN 
Plar higan and Charleston, South Carolina 


! 

= 

j 

POSTURE CHAIRS : 
rus 

i. 
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Engineered for Long Life and Minimum Maintenance 


Nylon Thrust Bearing: takes a lifetime of swiveling. 

Ball Burnished Spindle Bearing: perfect fit for long life. 

Superior Casters:oversize ball bearings, extra wide rubber wheels. 
STURLON® Finish: 10 to 20 times as abrasion-resistant 


Pox: as other finishes. y 
(pee nan en ee aD ED ED ee ee eae os epeten ae eee 
/ 




















THE STURGIS POSTURE CHAIR COMPANY ; 

General Sales Offices, 154 East Erie St., Chicago 11, Ilinois | 

/ We'd like a copy of your illustrated folder on 
chairs with fiber glass bases. r 

| 

Name et I 

' 

Firm Name we * { 
Address a ee ee 
City Stote | 
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goted fibre board. 


Cpecameemaes 


LIGHT WEIGHT 
PERMANENT Y "GID 
INEXPEN 
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Convoy Files are shipped assembled ready 
for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 


CONVOY, INC. (” sox aiec 


CANTON, OHIO 








eee 


57H District Notes 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 

















On Friday, October 9, 12 travelers and their ladies en 
joyed a pleasant evening of sociability at Columbia Hills 
Country Club in Cleveland . . . cocktails . . . a wonderful 
dinner . . . followed by cards. Those present: The Bert 
(Eaton Paper Company) Johnsons, “Jack” (Sheaffer) 
Clarks, Harry (MMM) Howards, “Ace” (Associated) Bur. 
tons, Willis (F. H. Lawson) Sattlers, “Ron” (Gunlocke) 
Douglass’s, Don (Buxton) Bonds, “Billy” (Oxford) Kanes, 
Earl (Reyburn) Maules, Frank (Bates) Grahams, Will 
(Sanford) Kaisers, “Bill” (Parker) Freunds, with Lloyd 


(Best) Landenberger as a surprise guest. 
> * * * @# 


A. G. Winters, director of Childrens Aid Society, met with 
the Cleveland Chapter on Friday, October 30, in the Hickory 
Grill Club rooms in Cleveland. Plans for the Christmas 


party were discussed. 
® ¢@ ©§ Ga 


West Virginia office equipment dealers met at Hunting- 
ton, W. Va., at the Frederick Hotel on Saturday, October 
31. Lt. Governess Ellen May of May Office Services, Beck- 
ley, W. Va., reviewed the NSOEA Chicago convention and 
after an interesting talk on our “American Business Herit- 
age” by.a member of the Marshal College history depart 
ment, Ron Douglass of the Gunlocke Chair Company, spoke 
on wood chairs and the progress in leathers. Election of off 
cers followed with Gene Hall, May Office Service, elected 
president of the group. Fred Belt, McGhee & Company, 
Inc., Wheeling, presided. A wonderful banquet followed 
and a good attendance of travelers and dealers was evident. 


* * * @ $$ 


Paul Shaefer, Eversharp, Inc., is back on the job after 
surgery. 
o + . * # 


Miss Clara Guyer, stationery buyer for Halle Brothers, 
Cleveland, is back at work after a serious operation. 


* * * °. 3 


Will Kaiser, Sanford Ink Company, informs us that he 
met his family at International Airport in New York, re- 
cently, and drove them back to Cleveland. They had visited 
Mrs. Kaisers’ family in England. The children picked up 


quite a British accent. 
o @¢ 8 a 


Spotted in Detroit, Mich., by Pat Patterson, Vail Manu 
facturing Company: “Be it ever so humble, there’s no place 
like Home. Welcome Travelers! Home Office Supply 
Company.” 
* * # @ # 

About this time of the year we regret that we do not have 
the space to publish the names of all the deer (yes, that's 
the right spelling) hunters among our dealer friends in 
Michigan. To borrow a phrase from the Bible . . . “their 
name is legion.” Many nimrods from Ohio are tramping 


the fields these days for smaller game. 
ee @ 62 


The Office Equipment Company in Canton, Ohio, is uf 
dergoing a facelifting in getting a new, modern front. 
* * # @F 


Heinzle & McCann, Inc., school supply and stationery 
OA — 1/8 
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ACE FASTENER CORPORATION 


The Quality Standard 
By Which All Other 
Staplers Are Judged! 


THE STURDY ACE STANDARD 


Throughout the world the ACE STANDARD is 
recognized as the standard of stapling machine 
quality. Its sturdy dependability and perfect per- 
formance have made it the favorite wherever a 
lifetime of hard service is required. 


The ACE STANDARD will instantly and 


OF THE STAPLING EQUIPMENT 








securely staple or pin up to 40 sheets of average 
weight paper. It loads 210 Standard Staples. 
Quality-wise dealers everywhere feature and 
recommend the ACE STANDARD because of 
the greater satisfaction and service it gives. 


SOLD EXCLUSIVELY THRU DEALERS! 


A te 


ACE PILOT ACE SCOUT 
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ACE CLIPPER ACELINER 


3415 NORTH ASHLAND AVENUE 
IN CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 770 DU PONT STREET, TORONTO 4 


ACE STAPLES 
REMOVER 


CHICAGO 





MANUFACTURED BY ACE 


ACE STAPLE 



















Write for selected territory availa- 
bilities and facts on how Futuronic 


offers you an overpowering com- 
bination of competitive prices, 





quality, durability and 
































IMustrated — M-707 Desk with 
M-788 Modular Bookcase Units 
and M-632G Adjustable Chair 










Futuronic Office Furniture fits most anywhere — whether 


Write for Full-Color Folder 
Showing Complete Line 
with Matching Chairs 


you're furnishing a skyscraper or a reception room. The 
complete line is in MODULAR design —secretarial, clerical 


and business machine desks, tables and bookcases. Book 


DEALERS! Get the facts on Morval’s Case combinations have several different top sizes. All units 
@ SELECTED DEALER PLAN are compact. All have flat edges that fit perfectly together 
@ UNUSUAL COOPERATIVE ADVERTISING PROGRAM Resulting ‘‘fit-ability’’ opens the way to layouts that meet 
@ COMPLETE POINT-OF-SALE PROMOTION the size and work needs of most offices — providing de 
@ DELIVERED-PRICE BASIS monstrable savings in space, steps, work. AND because of 

its modern design, beautiful duo-tone colors and matching 











chairs, Futuronic does not clash with other furniture —per 
mitting buyers to add one unit or several and still have 


harmony. 


MORVAL CORPORATION 
Herkimer, New York 


Backed by 67 years of Quality Office Furniture manufacture 





142 OA — 1/54 





SU 
he 


Je 


\\ 





Book 


1/54 














‘obbers } has moved into beautiful, new quarters 


at 1335 Hi Columbus, Ohio. “Hi” Bronson is vice 
president ral manager and Mrs. (Betty) Bronson 
10es the ny 


7. * > * . 


The ncheon meeting of the Cincinnati Sta 
ers | held at the Hotel Sinton on November 10 
vith “Pat” Patterson as a guest. The following officers 
vere elect Nate Thul, Armstrong Stationery Company, 
president; George Redeker, Redeker & Dick, vice-president; 
Hal Willis, H. S. Willis, Stationer, secretary, and Frank 
Willenborg, enborg Stationery & Printing Company, 
treasurer. Howard Armstrong, Armstrong Stationery Com 
pany, wa nded for his excellent work in taking over 
or Hal WV ring his recent illness. 

The Ci Stationers Club extend the welcome hand 
ll tra join them at their monthly luncheon meet 

ng on ti l luesday of each month. 
. * * * * 
Wi ngratulate John Wakeland, Esterbrook 
Pen Co | secretary of the Fifth District Travelers 
b, on tl ation of the new roster. Keep this little 
indy; it not only contains the names of 
ot of | fellows in this industry, and the wonder 
com} represent, but also the times and places 
chapt gs, lists of officers and committees, and 
past pI May we especially call your attention to 
page 4, | ommittee. Please direct your correspond 


nee t ver of the committee. 
- . > - * 


The | t NSOEA kicks off the regionals next 
ear, we | Detroit, Mich., on March 22-23. 
May wv 1 at this time the particular efforts of Ed 


Klebba of | Royal Oak, Mich., in his grand endeavor 
to promot meeting on the Great Lakes. Many have 


xpressed 1 reciation for Ed’s untiring efforts, so we 
not the column but for many others. 


Guthrie's Firm Now Under New Ownership 


Gutl 17 N. Third St., Evansville, Ind., one 

he o upply firms in the area, has been sold 

Mors lundley and Russell T. Hughes, veteran 
sentatives. 

Fred Gut ho started the business in 1913, plans to 

re. H tain the building in which the business 


retaining the Guthrie name because 
in ¢ nd respected one in the office supply 


[i F e company’s traditional office equipment, 
ind record systems business, Mr. Hund 
es will add a consultation service in office 


thods. 

Mr. H ined the Monroe Calculating Machine 
pan) sman in 1928 and was stationed at the 
Spring! fice. He came to Evansville in 1943 as 
Monro inager. 

Mr. Hug een with Remington-Rand continuously 

ice att . ntucky University. From 1942 to 1946 


‘ ille office. 


Jacobs Firm Represents Schedule-A-Date 


Len ( Company, 9970 W. Pico Blvd., Los Ange 
35, recently appointed manufacturers’ repre 
tat hedule-A-Date Company. Mr. Jacobs will 
cover the st California, Arizona and Nevada, working 
osely wit ished jobbers and dealers in presenting 
the futur ture of the desk calendar throughout his 
territs 
OA~1/54 


SWIFT 


ADDING 
MACHINE 


SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. Dept. OA-1 


Send information about the Swift Adding Machine: 





NAME 
a 
—O—————E———— 





GUARANTEED 








EASE OF USE, 
CLEAN, SHARP 





NEW DRI-RITE 100 


@ NO offset, smudge, slip- 
sheeting. Dries as it stacks 
on mimeo (and some rag 
stocks.) NEW formula 
and processing give sharp 
BLACKER work. Posi- 
tively will not harden on 
pad in any climate. 


PREMIUM BLACK 


@ Maximum sharpness 
with minimum penetra- 
tion and offset. Premium 
workability without price 
premium. 


332 BLACK 


@ Very black, all-purpose 
ink. Your economy lead- 
er for office bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 
@ Gives 15 to 20% more 
copies than any previous 
inks. Tube makes per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 
with soap and water. 12- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 
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C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL 








Busy December . . . Despite the elimination of two reg- 
ular Friday meetings falling on Christmas and New Year's 
Day, members of Great Lakes Travelers Club had a busy 
December schedule, mainly social. 

On December 10, GLTC convened at the Morrison Hotel 
for the annual eat, drink and be merry Christmas party. 
On December 18 most of the members joined in with the 
Stationers Club of Chicago for the annual Yule party at 
the Erie Cafe. 

The annual election of officers has been set for Wednes- 
day, December 30, in a special meeting at the regular place, 
Toffenetti’s Restaurant, 65 W. Monroe St. Travelers, dealers 
and manufacturers are always welcome to meet with GLTC 
there at 12:15 Friday noons. 

* * * * @# 

Another Birthday . .. After December the next big event 
on the GLTC calendar is the annual Birthday Ball tenta- 
tively set for Saturday evening, February 20. The site re. 
mains to be selected. 

In charge of this function, which promises to be the most 
elaborate in years, is a committee headed up by Doug Allen, 
American Pad & Paper Company, as chairman, and Charles 
W. Gilbert, Orrice AppLiances, as co-chairmen. Their 
helpers are John Fellowes, Banker’s Box Company; Bob 
Cleary, Minnesota Mining & Manufacturing Company; 
Wayne Mitchell, Hodgman Rubber Company; Norb Bur. 
gess, Sanford Ink Company; Earl Hanson, manufacturers’ 
representative; and Ray J. Eichenlaub, Service Steel Products 
Company. 
* * * * * 

Two Deaths . . . Members of GLTC were saddened by 
the death on November 27 of a former president, Will H. 
Cox. He had headed the club in 1944 and served The 
Carter’s Ink Company for 42 years before retirement. 

Known to most of the members, too, was Clark Roland, 
vice-president of Marshall-Jackson Company, Chicago, who 
died recently. Clark was an expert bowler and golfer, a 
hard-working salesman who wanted perfection in his busi- 
ness dealings just as in the sports which were his hobbies. 


* ® 8 a 


Fun on the Alleys . . . Members of the Stationers Bowlers 
League of Chicago had an enjoyable time in Milwaukee for 
their match game with the Milwaukee keglers Saturday 
afternoon, November 21, at the Antlers Hotel alleys. The 
Chicagoans, represented by 26 men and accompanied by 10 
of their wives, defeated their opponents by 70 pins. 

In charge of Chicago arrangements was the industrious 
Stu McDonald, president of the league. 

Those present found Milwaukee hospitality and the steak 
dinner tops in every particular. 

A return match will be bowled in Chicago next spring. 

Your correspondent, who was first to propose such a match 
through the medium of this column, regrets that a previous 
engagement kept him from making the trip to Milwaukee 
and meeting that great gang of stationers and boosters for 


Extra Profits For You in Private Label Packing... | ihe Braves. 


INK SPECIALTIES CO., INC. 


New Member . . . Ned Baynon of Weis Manufacturing 


Company is a new member of GLTC. 
ees Oe 


Hospitalized . .. Ben Quackenbush of Schiller & Schmidt 


: © 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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W. RHODES 


G. E. LIPSCOMB W. F. BACK 
H. L. DAVIS, JR. 


ub. H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 











CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


CARBON PAPER 

e GENERAL 
HECTO-SPIRIT 

e PENCIL 

e PEN 


RIBBONS 

e HECTOGRAPH 

e TYPEWRITER 

e MISCELLANEOUS 
MACHINES 


‘Everbest’” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 


Specialists in... 


DEALER “Personalized” 
IMPRINTED CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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Chicago stationery firm, has been a patient in the Presby- 
terian Hospital . . . Mrs. Harry Balch, wife of the Quality 
Park envelope man, had a stay in a Rockford, Ill., hospital. 


e ¢ € 2a 


Civic Aide . . . Mrs. John Murphy, wife of a Kewanee, 
Ill., stationer, was temporary secretary of a Greater Kewanee 
committee recently organized. 

* * # # @ 

Help! Help! . . . Sta Chapman, Art Finger, Ralph Black- 
burn, and other contributors, to the rescue—we need news 
items about the dealers in the Sixth District. Any one who 
wants to help out, just aim your notes at this correspondent, 
c/o Orrice APPLIANCES. 


Frustrated Safe Crackers Work in Vain 

When the firm that built the vaults at Fort Knox labels 
one of its products “burglar resistive,” they mean it in 
every sense of the word. Two hard-working but unsuccess- 
ful safe crackers learned this in Brooklyn recently, much 
to their sorrow. 

The hoods invaded the Elegente, a Brooklyn nightclub, 
at 6 a.m. and “jumped” Buddy Gano, 30, the night porter 
who was sweeping out the place. 

Tieing Mr. Gano with strips of torn tablecloth, the thugs 
made their way to a second floor office where the receipts 
were kept in a fire-resistant record safe built by the Mosler 
Safe Company. P 

Welded to the inside of the record safe was a Mosler 
burglary-resistive money chest especially engineered to pro- 
tect large sums of cash from safe crackers. 

Inside the money chest was $18,000. 

For an hour and a half, Mr. Gano heard a terrific racket 
from upstairs as the intruders hacked, pounded and pried 
at the safe with crowbars, sledge hammers and _ chisels. 
Finally after one crash louder than the others the porter 
heard the thieves give a cheer—they had opened the outer 
door of the record safe. But the cheer became a groan 
when they saw that they still had to conquer the armor- 
clad, steel chest. 

Again Mr. Gano heard thunderous noises as the burglars 
pounded and hammered at the stubborn chest. The com- 
motion continued for an hour. Finally there was silence. 
The exhausted thieves packed their tools and departed 
with $300 in petty cash which they had found in the office. 
Sut the $18,000 was untouched in the still unopened chest. 

When the owner of the club, Peter Danzilo of 701 Ave. J., 
Brooklyn, came in, he couldn’t open the chest either, since 
the combination had jammed. 

Mr. Danzilo called the Mosler Safe people who sent an 
expert to do the job. After an hour and a half he opened 
the money chest. The $18,000 was found still nestled se- 
curely where Mr. Danzilo had left it. 

As for the safe crakers, their whereabouts are unknown. 
Probably they are hunting for a non-burglar resistive safe. 


Lee B. Hausam Sells Hutch-Line, Inc. 

Hutch-Line, Inc., office supply company of Hutchinson, 
Kans., has been sold to four employees of the firm by Lee B. 
Hausam. 

Incorporators of the new firm are Victor Keller, who has 
been vice-president in charge of the print shop; Art Stock- 
ham, city salesman; Loren S. Keller, press room toreman, 
and Floyd E. Phillips, ofice manager. 

The firm name will be retained and the company will re- 
main in the building at 408 N. Main, Keller said. There will 
be no change in personnel. 

Mr. Hausam will remain with the firm for several weeks. 
Later he plans to go to California—GMH 
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ONE KEY 
IN ONE LOCK 


ad 
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~~ 
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Let Yes SIR, it seems like this idea is just 
Cs 

AH 
SS 


what my customers are looking for. This 
one key idea—the H-O-N Unilock—has 
successfully unlocked a lot of sales volume for my 
store.” 

Today, H-O-N is dealers’ choice. Stores that dis- 
play and sell the H-O-N line with Unilock are mak- 
ing sales as their frequent reorders testify. You, too, 
can profit with H-O-N. We are ready to ship the units 


_ you choose from the models shown here. Good solid 


construction and excellent finish make the reasonable 
price a most attractive val- 
ve. The H-O-N Co., Mus- 


catine, lowa. 








This is the 32AU with Unilock in handle. Vertical Z-bar stiffen- 
ers—welded steel torque plates—all drawers on roller bearings 
—correspondence drawers with guide rods—adijustable storage 
shelves—handsome lasting baked enamel! over bonderized steel. 
32 inches high. (See below for models 38 inches high which in- 


clude a legal size unit.) 


eee 




















(drawing shows drawer 


arrangement) 
38AU with Unilock.......$58.95 
38AD with dial lock 58.95 
38A with door lock 
a a 52.95 


List $49.95 
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The H-O-N Unifile with Dial Lock 


This Unifile, Model 32AD, has a special secu- 
rity compartment with a 3-inch dial lock on it. 
This, in addition to a door cylinder lock (locks 
door only), has a strong appeal to many in- 
dividuals. A floor display of this unit will add 
to your volume. Two letter file drawers and 1 
card file drawer on ball bearing rollers. Stor- 
age section has adjustable shelves with secu- 
rity compartment at top. 32H by 29W by 16D. 
Green or grey baked enamel finish — $49.95. 
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(drawing shows drawer 


arrangement) 
38DU with Unilock........$53.25 
38DD with dial lock...... 53.25 
38D with door lock 




















\ 


Model 38F closed storage 
unit with two doors and ad- 
justable shelves. Paracentric 
Locks. 38H x 29W x 16D. 
Same quality and construc- 
tion as other H-O-N units. 
List $39.50. 
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IT’S EASY TO SELL 
AN OBVIOUS INCREASE 
INWORK € 






Rest-Al Dealers 


sell more than aluminum 
office chairs when they 
stress the full five-point , 
adjustability exemplified by these three 
models. Here is individual posture fitting 
at its best... and at its handsomest, 
most durable best. No other chairs can do 
more in terms of proper body support, 
comfort and fatigue elimination for the user. 
Which means that Rest-All Dealers are, first 
and foremost, suppliers of one of the most 
direct and effective means to increased 
work efficiency. It's a potent aid to chair 
sales. -It must be so because both the Ohio 
Chair Company and its dealers have long 
been enjoying a steady growth that is the 
talk of the trade. 








The Rest-All 
Stenographic ; 
No 585 






The Rest-All 
Executive Swivel 


No. 1100 


The Rest-All 
Clerical 
No. 700 






Write for new literature, in 
natural colors, on the complete 


Rest-Ail Chair line. 


28 W. MADISON AVE., YOUNGSTOWN, OHIO 





7TH District Notes 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN, 




















We are still holding our monthly meetings at the Com. 
merce Club, 328 Third St., Minneapolis. All travelers are 
welcome and we are warning you to be present by 12:30 
or the wild rice will be gone. The rice is a special feature 
of the Travelers’ luncheon and once sampling it you will 
decide you have never tasted anything better. 

* * * * *# 


Our last session was a good one with President Mel 
Sowell presiding and Vice-President Earl Collins semi-presid- 
ing. Mel is with Esterbrook and Earl is with Rockwell 
Barnes. It was suggested by your correspondent, Arnold 
Berglund (Joseph Dixon Crucible Company), that a new 
office be created, that of chaplain, and that the office be 
assumed by Rev. Jack Berry until such time that he chooses 
to relinquish it. This motion was tabled for vote of the 
entire membership at the annual meeting, which is the 
usual practice for important matters. 

* * * * + 

Bill Manthei, Emmons Stationery of Wausau, Wis., who 
was in a bad automobile accident this spring, had to spend 
three months in the hospital. He is now back on the job 
and we are glad he came through o.k. 

* * * * *# 

Bob Valleau is resting in Florida at Ocean Terrace Apts. 
S. Ocean Blvd., Delray Beach, Fla. He is figuring out his 
trips for next spring. Some figuring, if you can get it. 


* * * * 8 


The Seventh District is to have a fine meeting next year. 
The committees are working and we know that our good 
Governor Whiting will have one of the best. The sessions 


are to be held at the Russell-Lamson Hotel of which Mr. 


Holquist is manager. Other available hotels are the Presi- 
dent and the Ellis. The dates are May 13, 14 at Waterloo, 


Iowa. Be there. 
* +. . * SI 


Stan Taylor of Gaffaney’s, Fargo, N. D., has issued in- 


vitations to the travelers for next year’s duck season. 


* * * * @ 


Al Nordstrom, Smead Manufacturing Company, is enter- 


ing Abbott Hospital, Minneapolis, for an operation. Best | 


wishes are offered by us all. 
* * * * ’ 
Fond du Lac Stationery Company has a fine new re 
modeled store and is in good hands with Oscar Rodenkirch 
on the job as manager. 
* ll * eo @ 
Modern Stationers, Mitchell, S. D., division of Mitchell 
Publishing Company, is doing a nice job at the location on 
the main street of Mitchell. The store is very modern and 
inviting to the passerby. Business has been increasing under 
the able management of Jack Weiland. 
* 7 * * # 
Many of his good friends from the stationery industry— 
dealers and travelers alike—were present when Rev. C. 
Berry received his final ordination in Minneapolis, recently, 


e 8 8& 2a 


Don Bennyhoff, Bennyhoff’s of Brainerd, Minn., was 


the hospital for a check-up but is back on the job. 
ee ¢ * &@ 


Bill Anderson, who was with Des Moines Stationery Com 
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SMEAD’S 


INDEX 


Write today for illustrated literature A modern filing system built for long, hard wear and tailored 


"EXPLAINING HOW IT WORKS” for a small or a large business. Plastic tabs of clear vision — 
this file is the perfect answer to any filing problem. 





REG. U. S. PAT. OFF. 


HE aad MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 


UNITY EXPORT CORPORA 
Medison Ave., New York 17 New York 


NO. 10-22-52 
are » ; ‘ 











SMEAD’S TELL-I-VISION SYSTEM 














m0. I wame 







READS LIKE A BOOK 
‘ LEFT TO RIGHT - 
py GROWS AS NEEDED 








By using Smead's Tell-I-Vision filing system, you can = 
reduce filing time. The alphabetical-color signal 


system for finding — and the numerical-color signal with 


system for replacing — make filing easy, fast, and Y / , ee) i, yf / 4 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 


i <Simead wanvencturine co.,1Nc.-HASTINGS, MINNESOTA 
0A - 



































OUR FAVORITE LANGUAGE IS DEALER-EASE 


We expect you to like us because our carbon paper, 
typewriter ribbons, Typ-Rol type cleaner... 
our full, high-quality line keeps moving. 


But we never have been content to stop there! 


We sell you stock but we give you service. 


Try WRITE’S stock and WRITE’S service... 


and see how we earn our goodwill. 


Ask us today for full information 


write 





Eever have to beg a 
manufacturer for something 
you need badly? 

Stock, special stock, 

special packing, imprint, 
advice, information or 

one of the hundred-and-one 
kinds of a “break?” 


Ever get annoying delays or 
an icy cold-shoulder? 
Maybe from others... 

not from WRITE. 


In every possible way, 

we meet dealers more than 
half-way. WRITE never 

has lost the personal touch. 
We are growing big, 

but you can reach our 
management. We do not 
snoot the small-stock dealer. 


We do not coast on our name. 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. ¢ Factory: BRIDCEPORT 2, CONN. 
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SPEED-O-PRINT 
Words Piuest Duplicators 


AT THE 


Woclds Lawest Prices 


Liberator 300 
Electric 


STENCIL DUPLICATOR 


$3499 


(PLUS EXCISE TAX) 


Truly the finest in Duplicating equipment. A 
machine for hairline registration—with heavy- 
duty standards. Inspect its operation and you'll 
find it is truly the World’s Finest Duplicator. Avail- 
able in futuramic grey or black wrinkle finish 
with open cylinder automatic dual brush inking. 








NEW 1954 MODEL 


Liberator 200 
* Ut ; 


AUTOMATIC FEED 
#17950 


(PLUS EXCISE TAX) 


New and greater engineering developments 
to an already famous model. The quietness 
‘|@nd ease of operation gives this hairline 


eS teens vars mets high in stand- 

fo be found only in the Liberator 200. 

— NEW 1954 MODEL 
Liberator 100 


AUTOMATIC FEED 
#75950 


(PLUS EXCISE TAX) 


. SPEED-O-PRINT 
Corporation 
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BEAUTY 
DEPENDABILITY 





PERFORMANCE 












SAVES TIME — SAVES MONEY 


Reproduces forms, letters, bulletins, 
memos, post cards, manuals. In fact, 
anything that may be typed, drawn, 
traced or photogiaphed on a stencil, 
A duplicator that has been time 
tested to produce millions of copies 
free of service. 
POST CARD TO LEGAL SIZE 


1801 W. LARCHMONT AVENUE—CHICAGO 
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any, Des } lowa, is now doing a job for himself in 

Grinnell, I« His many friends wish him well as manager 
f his VI 

= > > * * 

Richtmar N. D. has a fine, newly-expanded store 


where Russ & Cora Richtman have been doing a nice job. 
odern and the customers are happy to 
hing is visible in a manner that permits 
ierchandise. 


1 he store 15S 


shop there as 


Following 1 fortunate demise of President Arthur 
Walker of | Stationery & School Supply Company, 
Minneapolis set of officers was elected: Robert Mor- 


risey, presid M. W. Knoblauch, vice-president, school 
Clarence Benson, vice-president, stationery; George 

furniture. The travelers’ good friend, 
ns in purchasing of supplies. 


supplies; 
Seidel, vice 
Del Deming, 


‘2:26 @ 
Bob Dollahn. 
Forks, N. D 


nas now opel 


rmerly with S. J. Bina Company, Grand 
known as George J. Hegstrom Company, 
own store at Kalispell, Mont., named 


Central Ofhce Supply. Are you nuts, Bob? There aren't 


ny pheasants t there! 





Appointments Announced by Burroughs 


Noel L. M general sales manager of Burroughs Cor- 
poration, has need several appointments of managers 
mm various Sak regions. 

William D is succeeds W. S. Putnam, who is retiring 
after 36 years Burroughs, as manager of the Atlantic 
region. Headg are in Philadelphia’s Terminal Com- 
merce Building 

Rex Adams new manager of the North Central re 
gion, succeeding J]. P. Booz, who has been transferred to 


Detroit as manager of the Great Lakes Region. Headquarters 
are in Maywood, I! 
Going to the Gre 


Fritts, who ha 


it Lakes Region, Mr. Booz succeeds Don 
transferred to Old Greenwich, Conn., 
firm's Northeast Region. 


i Manager < 








Although she works in the 


Sheaffer's “‘Honest Forger” . . 
thadow of lowa State Penitentiary, in Fort Madison, la., Maxine 


rade as a forger without fear of law. As W. A. 

mpany’s “honest forger’ and an experienced 
Juces signatures on the gold bands of pens, 
aques. 


Shagsta plies her 
Sheaffer Pen C 
engraver, she 

pencils and desk 
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America’s Finest Low-Cost Adding Machine 





AS ADVERTISED IN 





PLUS Tax 





Precision-Built 
by Victor, World’s Largest 


Exclusive Manufacturer 


of Adding Machines ial 
——e 
ie oli 


FULL-KEYBOARD MO 
6-6-0) prints zeroes 
tomatically, totals 7 
umnes 





9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT'S EASY TO SELL THE CHAMPION 


4. Low price — Compare! Champion 
can’t be beat for value! Built to last 
for years! 

5. Quiet — fewer moving parts, no 
“hammering” type to make a clatter. 
6. Choice of keyboard—both 10- 
key and full-keyboard models. 


1. Easy te use — simplified key 
arrangement, natural-angle “feather- 
touch”’ keys. 


2. Easy to corry — lightweight, 
compact. Carrying case available. 


3. Modern design--attractive in any 
office, store or home. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 
In Canada: McCaskey Systems Limited, Galt, Ontario 


Shwe Sena wnwmnesestninnaandaennn + 
1 

Victor Adding Machine Co., Chicago 18, Dept. OA154 
Send details on how I can become a Victor Cham- j; 
pion dealer. ! 

! 

! 

Name 

I 

Address 

! 

City____ State pahiitieie 
artsnweneiee cope mawesdilt wn enenesenenwes wal 
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New York 16, N. 
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INKED RIBBONS 


If your business is profits, make it 
your business to find out how 
Codo’s High Quality Carbons, Rib- 
bons, and Hectograph Supplies win 
new customers and hold old ones! 


AS A CODO DEALER 

+++ you are served by an efficient 
organization 

--- you benefit from a 32-page, 
highly informative GUIDE BOOK 
++-you can offer your customers 
Codo’s exclusive Carbon “Gripper” 
and 

«+. you have many “Dealer Helps” 
to assist you in building volume 
sales. Write NOW for information. 


PF @Q~" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 
Pittsburgh 22, Pa. 





Chicago 6, lil. 








StH District Notes 


E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO, 





While on a very enjoyable business trip during October 
it was my good fortune to be among those travelers invited 
by the Wichita, Kans., Stationers Association to join them 
for their monthly dinner meeting on October 22, held at 
Rose’s Steak House on the outskirts of Wichita. Among 
those present were: 

Jack Coleman, Coleman Office Supply Company. 

Verne Stiverson and Homer Lay, Duke, Inc. 

Charlie Maurer, Goldsmith Book & Stationery Company, 

Woodrow James, Southwest Office Supply Company. 

Tom Seward, Speed Products Company and president of 
Midwest Travelers Club. 

Forest Beal, Beal Office Supply Company. 

Earl Scott, Bauman Office Equipment Company. 

What a steak and an informative and enjoyable evening! 
It was brought out that the Wichita association will be 100% 
represented at the 8th Region Tulsa convention next April. 
How many local groups will equal that percentage? 


© * * #@# 6 


We sadly report the death early in November of the 
mother of our friend Bill Bohart. Bill was called to New 
York to his mother’s bedside and remained for the services, 
Mrs. Bohart had been ailing for some weeks, it seems, but 
was not considered critical. Our sincere sympathy to you, 


Bill. 


7 * * * *# 


Another very enjoyable visit of the Mitchells, while in 
Kansas, was an evening with Mr. & Mrs. Leonard Wilcox 
of Hutchinson, Kans. 

Leonard had built himself a unique, comfortable “study” 
of several rooms on a piece of ground of about 20 acres 
near Hutchinson. The story of this project was related in 
this column several months ago and is named “Akin-back 
Acres” because the carpenter work was entirely done by 
Leonard’s lily-white hands during his spare hours. 

It is really the work of a master, although his good wife, 
Elberta, says he can’t drive a nail straight at home. But, 
believe me, he really did a whale of a job on that cottage, 
and Elberta did equally as well on the barbecue job that 
evening. 

Mrs. Mitchell and I may not get all the business there is 
on these trips, but we certainly have a good time with our 


many nice friends. 
* * * * # 


While still thinking of Wichita, Kans., permit me to very 
seriously suggest to all members of our industry that each 
make it a “must” to visit the new retail store of Bauman 
Office Equipment Company for the most modern ideas of 
a luxurious office supply and office furniture display store. 

From the front entrance to the top floor of the building, 
the most unique arrangements and most lavish decorations 
have been utilized throughout. Be sure to visit Bauman’s; 
it’s the show place of our industry. Ralph Bauman and Earl 
Scott will proudly conduct you through. 


The officers and convention committee members of the 
8th Region, together with a like group of Midwest Travel 
ers, held a pre-convention business meeting on November 
6 and 7 at the Muehlebach Hotel in Kansas City, Mo. There, 
the finishing touches were added to the complete plans for 
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COMPARE 


resulta 
PRICES 


with any first quality ten key 


adding-figuring 


MACHINED 


THEN compare these features... 


1. 


Pr 


uw 


10. 


11. 
12. 


156 


Motorized combination repeat-multiply key with 
automatic keyboard clearance. 


Non-print key. 
Totals and sub-totals print red. 
1l-column printing on standard 214” paper roll. 


Finest built-in radio and intercommunication in- 
terference eliminator. 


Voltage selector for any current: 90 to 250 volts 


AC or DC. 


Convenient rear rollers for ease in moving machine 
on desk. 


Floating spring suspension of mechanism. 


Attractive, compact keyboard arrangement with 
just the right slope. 


All parts bonderized for protection against rust 
and corrosion. 


Beautiful modern design. 


Attractive, durable. smooth, baked on satin finish. 
neutral grey color. 





3 MOST POPULAR MODELS 
89SE — 8 list. 9 tot., subt. 
$295.50 


89CE — 8 list.., 9 tot.. sub.. er. bal. 
$319.75 


10L1CE— 10 list., 11 tot., sub., er. bal. 
$359.50 


(Including Federal Excise Tax) 


THEN 
Compare the OTA 
dealer discount schedule 
Then compare the OTA exclusive territory 


franchise. 


Then compare the OTA long range business 


machines program for dealers. 


THEN call, wire or write H. L. Barnhardt, Gen. Mgr. to 
see if your territory is open. Phone: ASheville 3-6464 


BUSINESS MACHINES DIVISION 


of Oerlikon Tool & Arms Corporation of America 


ASHEVILLE, N. C. 





WASHINGTON, D. C. OFFICE, 1001 CONNECTICUT AVE., N.W. 
NYC DISTRIBUTOR, PLUS COMPUTING MACH. INC., 5 BEEKMAN STREET 
ZURICH, SWITZERLAND, OERLIKON-BUEHRLE & CO., 115 BIRCHSTRASSE 
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the April 23, 1954 regional convention to be in 

Tulsa. Okla.. the Tulsa Hotel. Make your reservations THE LINE OF 

early for single rooms or suites. Ample, convenient parking uw " 

space will be available for all who arrive by automobile. MARKING DEVICES 
ty The city of Tulsa and the Tulsa Hotel have plans to go 

“all out” t ike this convention an historical one for our 


region and fe r governor, John Brain, of Omaha, Nebr. AROU N i) 


Je ae —_~_THE 


























Word con is that Carpenter Paper Company, with 
executive off t Omaha, Nebr., is completing plans to 
open wholesa tationery-ofhice supply departments in Min 
neapolis and 1 Kansas City, Mo.. with Ralph Kettler in 
harge at Minneapolis. 
Ralph, as 1 of us recall, was, for several years, with 
Carpenter in Oklahoma City, later becoming manager of 
Southwestern Stationery & Bank Supply retail store at Jop- 
n, Mo., before returning to Carpenter Paper Company a 
year Or more . 
It is stated that the Kansas City firm will occupy the 
premises recent acated by Wilson Jones Company and 
ll operate tirely separate from Carpenter’s flat paper 
ision in K City. 
~ swe 2a 
An announ t may soon be expected relative to a suc- 
cessor to the late Francis K. Adams, vice-president and treas 
rer of S. ¢ s Company, St. Louis. 
* - * * * 
: While it nger “scoop” news, some may not yet 
know that \ President Ed Conlon of Rockwell-Barnes 
Company, is onger with that firm and is about to em- 
bal. bark as a manufacturers’ representative. We haven’t heard, 
is yet, of Ed ry connections or the particular territory — PLU a — 
he plans to c t hope Ed will keep his many friends 
f this area d. Good luck to you, Ed, and welcome 
our fast-growing fraternity. A NEW ITEM that is in great demand 
°. 8 8-¢ 9 by GROCERS-CHAIN STORES-SUPER MARKETS... 
REMEMBER: TULSA IS TO BE OUR NEXT STOP THE NEW “CROWN HERCULES” 
APRIL 22 a 3, 1954, where you will be welcomed by PRICE MARKING KIT and PRICE MARKERS 
George Constantine, Fred Downs, Al Steitz, Taft Welch, ; } : 
Al Perry, Jim O’Brien, and the other Tulsa dealers and Available in two sizes of type and Four 
Reale, different band arrangements. 
: 2 e-6 @ 2 
If there a1 Midwest Travelers who have not read FOR FURTHER INFORMATION 
| taken t t the widely publicized motto of the North- WRITE DEPT. PM 
tory vest Travelers ( , they should study and apply it in their 
thinking to be found on its roster and literature. 
. * * * 
ness Bill Schmiederer, retired stationery manager of Buxton 
« Skinner in St. Louis, surprised his many friends late in 
October by di ng in from his current home in Des 
Plaines, Ill., { ouple of days’ visit, which proved most 
enjoyable to tl the St. Louis trade who were privileged 
to to see Bil 
He thoug] reported to your correspondent by tele 
164 phone and, 1 to add, I enjoyed a nice visit with him 
ind learned tl health is excellent and, of course, his 
disposition always. Come again, soon, Bill. 
Monroe Relocates Branch Office 
Monroe Ca ng Machine Company has moved its 
Dayton, Ohi h office from the Realty Building to ¢ A STEWART: CO INC 
N.W. Toa new structu t the northwest corner of Ludlow and ° e e ° 
REET fF Bruen Sts... i t city. The Dayton office is headed by 80 DUANE STREET NEW YORK 7, N. Y. 
ASSE | William M nch manager.—AK. 
1/54 | OA—1/54 157 











PROFITS GO UP 


WHEN YOU SELL ENNIS PRODUCTS 


PRINTED-TO-ORDER 





SALESBOOK CO. 


Factories at Ennis, Texas e Chatham, Va. 
Manufacturers for Dealers Only 
Branch Offices and Warehouses at Hous- 


ten, Dallas, Birmingham, New Orleans, 
Les Angeles, Denver, St. Lovis. 
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Manifold Books 
Salesbooks 
Guest Checks 
Deposit Books 
Tags 


Add to your 
volume .. . add 
to your profits 


with — 


STOCK ITEMS 


Teich delete) a 
Guest Checks 


Teller Cash 
Tickets 


Blank Tags 


28 Styles Stock 
Printed Tags 


ALSO 
MANUFACTURE 


Index Cards 
File Folders 
File Guides 
Ring Book 
Sheets 

Figure Pads 
Steno-Books 
lelvita am Olti ame 1-35) 
Adding Machine 
Paper 

Legal Ruled 
Pads 








Write teday 
for Catalog 
and Samples— 
turn to 

ENNIS for 
Quicker 
Turnovers! 








Orn District Nores 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX, 








Delta Office Supply in Brownsville, Tex., has moved 
from the southeast to the northeast corner of Ninth and 
Elizabeth, occupying the building that Ned Sondock pur- 
chased some time ago. The Brownsville store is a branch 


of the Harlingen firm of the same name. 
* * * * »& 


Colorado City Printing Company in Colorado City, Tex, 
has moved into the new location at 154 W. Walnut St. Clem 
Myers welcomes all travelers. 


A’Mell Office Supply Company of Dallas has purchased 
the three-story building at Pacific Ave. and Field St. where 
Arthur W. A’Mell plans to open another store in the first 


story. 
ee @ 6 & a 


W. A. Fritzen has taken over the buyer's desk at Cole’s 
Office Equipment Company in Corpus Christi, Tex. 


* * * * > 
Otis Allbritten has moved to Houston from Tulsa and 
will cover South Texas for Wilson Jones Company. 


* * * * * 


G. W. McDaniel has taken a sales position with Jones 
Office Supply in McAllen, Tex. 


” * * * + 


Norman Landry has joined the Standard Printing Com- 
pany in Alexandria, La., as vice-president and general man 
ager .. . Branton Kellogg has entered the firm of Standard 
Office Supply Company in Monroe, La., as treasurer . . . 
Dewey Wise has left the buyer’s desk to take over the sales 
of A. B. Dick products for American Printing in Galveston 


Cliff McGregor assuming Dewey’s duties in buying. 


* * * * + 


Bob Walter, manager of Stationers Distributing Company 
branch in Houston, is the proud father of a daughter, 
Dana Lynn. 


* * * * * 


F. E. Cocke after 35 years in the business has sold his 
interest in Clarksdale Printing Company, Clarksdale, Miss., 
to the stockholders . . . J. L. Mason, with Sullivan’s in West 
Point, Miss., for three years, is now with Seymour Office 


Equipment in Corinth, Miss. 
* + * _ > 


S. K. Jones, Jr., son of manufacturers’ representative S. K. 
of Jackson, Miss., is a cadet major of the Air Force ROTC 


at Ol’ Miss. 
= . o + > 


Remember Back When? . . . George Tarrant reports that 
he saw Bart Fulton (and doesn’t that bring back memories 
to the old timers? ), a former member of the Texas Travel- 
ers Club, in Birmingham. Bart is operating his model farm 
a few miles out of Birmingham and also doing his usual suc 
cessful selling job with advertising specialties in Birming- 


ham. 
°°. 6 6 Oe 
I Have Heard Everything . . . The Howard Company i 
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Jumbo Hang-A-File folders play a 
any . . . . 
ve vital role in business accommodating 
| over-size material . . . valuable X- 
| Rays, Blue Prints, Advertising Mate- 
Be. rial, Photographs (Jumbo) Extra 
Ves! Large Size Records, Punch Card Con- 
- tinuous Forms, etc. 
be Hang-A-File folders are also avail- 
al able in LETTER, LEGAL, and INVOICE 
sizes with Hang-A-File metal frames, 
e floor and desk units to accommodate 
that each type of folder. 
ories 
avel 
arm “ ® 
suc HANG-A-FILERS and FRAMES for all sizes of 
ing HANG-A-FILE FOLDERS 
- Write for Descriptive Catalog = = 
: * 
Louis H. Farber Co. = 31 E. conaress sT., CHICAGO 5, ILL. — TELEPHONE WEbster 9-3217 
y in 
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Here's Big News! 

The Bedford 
Bedget Goat 
Is Back 





ae ee. a 





433 Ci 






433% 


CASH IN ON THE BOOMING 
BUDGET CHAIR MARKET! 
Check this list for high volume 


Here's Recognized Value... vaive unmstene 


in today’s budget chair market. You can make the Bedford line 
your quick-turnover profitable sales leader. It’s a “bread and 


butter” item with 101 different sales possibilities year 'round. con war apn 
The Bedford is a full-sized flat back chair...no skimping on 1 Lobbies 

dimensions. It’s a full line, too, designed with or without arms [CJ Meeting Rooms 

in leg chairs or swivel models. Features oak or birch construc- CJ Clubs 

tion and a variety of finishes. CL) Hotels 


CL] Waiting Rooms 
ALL MODELS AVAILABLE FOR IMMEDIATE DELIVERY ° 
[J General Offices 


C) Stores 


rue lAYylor CHAIR COMPANY, Bedford, Ohio 1 Public Building: = 
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has cornered the horse collar market. Ray 

s the only retail store in Midland featur- 
1g horse collars and will offer real values at pre-war prices. 
t be collector’s items. So if you are look- 
ing for bargains, you can buy just plain collars for working 
at $2.95 each and fancy ones made of genuine leather 
$10.00. They’re wonderful for your 


an frame a picture in one. 


for dress-up horses at 


* * * * * 


Houston » Elect . . . The Credit Women’s Break- 
fact Club of Greater Houston has recently elected these off- 
cers: Miss ade Baty of Frederick Post Company, first 
lent; Mrs. Margaret Hord of Buffalo Office Supply 


vice pre Sit 


Company, vice-president, and Mrs. Zelda Eads of 
Wilson Stat ; Printing Company, treasurer. 
7 a . + * 
Bunkan D . Rio Lado Motel, N. St. Mary’s at Fifth 
St., San Ant a must on your next visit to the Alamo 
city. It is right downtown and offers swimming pool, TV 
room, hotel 


with pre-breakfast coffee served in your 
” Just down the street one block is 
r the finest of Mexican foods, 


room on ti 
ocated Dura 





Miss Day Represents Kol, 


Kol, Inc., acturers of metal typewriter and utility 
stands, has ointed Miss L. G. Day as representative in 
Missouri, K and Nebraska. 

Headquarters of Miss Day are in the Merchandise Mart 


; I wa 


in Kansas ¢ She will, in addition to Kol, Inc., rep- 
resent the Blair Aluminum Furniture Company, the Valco 
Company, Norcor Company and the Monarch Upholstered 


Furniture ‘ 





Purchases Office Supply Business 


McKillips Gift Shop, Kinsley, Kans., has purchased the 
office supply ness from the Kinsley Mercury, and the 
stock has ioved from the Mercury office to the 
McKillips business site. Owners O. A. McKillip, James Hines 
und Gordon |] r will devote full time to the office supply 
ind appliance siness —GMH 








Six attendants were actively engaged at the 

Machine Co. booth in the recent National 
aying the Rex Recorder. The Rex was exhibited 
1se fo show simplicity of construction. The magic 
yhted by an activated arm, moving across the 
aise. 


Demonstration 
American Dictat 


Business Show disr 
ina transparent cc 
eraser was highiic 


surface of one orgea 
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This year, sell 
STEEL Transfer files 








H. H. M. Rigid-Stek tabu- 
lating files prove ideal for 
this user—a division of a 


ee ee ek, ee ek ee 


state government. Pic- 
tured is one half of the 
installation. 


Filing room of this same 

< state division before in- 
stallation of H. H. M. 
Rigid-Stoks. 


arkeesd® &@EeE DB OB 8 GB E EB GE 


Steel transfer files will actually save money for your 
customers by doing away with frequent replacement 
of old-fashioned wood or fibre containers. They 
save space wasted by shelving. And they save lots 


of time. 


HM RIGID°?STAK 


STEEL TRANSFER FILES 


lock together, stack safely. They have smooth sliding 
drawers (follower block optional). They keep rec- 
ords clean, safe from vermin and mold, reduce fire 
hazards. They are available in 11 sizes. 







Inquiries are invited from dealers in 
unassigned territories who may be in- 
terested in securing an exclusive fran- 
chise for sale of H.H.M. equipment. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 








Cline, 


‘THE REVOLUTIONARY CIRCLINE 
FLUORESCENT DESK LAMP 





retails at — 


$ by +) ee 


brown or grey, 
including tube 


The wonderful new Catalina desk lamp is totally 
unlike any on the market...the only one designed 
for lighting modern work-across executive desks. 
Also perfect for stenos and receptionists. Adjusts 
to dozens of practical positions. 


SPECIFICATIONS — Shade is 1014” dia.; bottom edge 15” 
from desk top at max. height. Felt covered base, 82” dia. 
Swivels at base, arm juncture and shade for multiple adjust- 
ment. Big 22-watt Circline fluorescent tube operates on 
110/120 volt, 60 cycle A.C. Instant starting switch; 8’ 
molded rubber cord. All metal construction with Bonderized 
baked enamel finishes and brass trim. Weight, 13 Ibs. 







DIRECTOR 
Fluorescent metal desk lamp 
10” high, 20” wide. Genuine 
Sessions electric clock. Brown 
or grey, gold finished trim. 
Underwriters’ approved. 
Weight, 9 Ibs. 


MODEL 201 — Single tube style with clock, RETA!E 
less tube..... hone ; deat ta eaeies oe 
MODEL 202 — Two tube style with clock, 
MME... ss. cccccsscesse, MOSS 
STANDARD 


High quality metal 
desk lamp finished in 
brown or grey. Uses 
15-watt fluorescent 
tubes. Underwriters’ 
approved. 

Weight, 8 Ibs. 


—_— RETAIL 
MODEL 4900 — Single tube style, less tube. $ 8.95 
MODEL 4902 — Two tube style, less tubes. .$14.95 


ORDER DIRECT FROM FACTORY 
TOP DEALER DISCOUNTS 


INDUSTRIAL LAMP CORP., ELKHART 4, INDIANA 
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1OtH District Notes 


EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO, 








O. E. Pechman of Denver Stationery Company was oper- 
ated upon November 23 for a condition resulting from a 
fall he suffered while attending the national convention in 
Chicago. At this writing he is doing as well as can be 
expected. We all wish him a speedy recovery. 

* * . a 


Dan Koss of Eberhard Faber will move to the coast come 
next February. Dan is to work California from Berkeley 
south. His many friends in the Rocky Mountain region will 
miss him, yet all wish him the best of luck. 

a a a * * 


Ernie Sawyer of Binney & Smith is confined to the hos- 
pital here in Denver with pneumonia. All reports are good. 


Ben Gromet, who formerly worked the Rocky Mountain 
region for Parker Pen Company, is now territorial manager 
for the Hawaiian Islands with headquarters in Honolulu. 

’-<« & S24 


Another faithful traveler here in the Rocky Mountain 
region is leaving. W. B. McGarvin of Eagle Pencil Company 
is resigning after 10 years with the firm. He’s just going 
to loaf and get in a lot of fishing this coming year. All of 
his friends wish Mac well. He was active in the Travelers 


club and formerly served as president. 
= a * * a 


Bob Semple, vice-president and manager of the manufac- 
turers’ division of the W. H. Kistler Stationery Company, 
was feted the other evening at the Albany Hotel here in 
Denver. Bob is retiring after 46 years of service with the 
Kistler organization. According to Glenn Barclay, a wonder- 


ful time was had by all. 
** @ @ @ 


Dan Koss presented our genial former secretary a plaque 
at our dinner dance on November 27. All ye travelers may 
view this award above his desk at Kistler’s. It was presented 
for his work done as secretary-treasurer of the Rocky Moun- 


tain Travelers Club. 
* * - * + 


Harry Herkert of Herkert’s at Boulder was operated on 
recently. 
* o * * # 

The annual dinner dance of the Rocky Mountain Trav- 
elers Club was held at the Aviation Club in Denver on Fri- 
day, November 27. A grand time was had by the 67 present. 

t . * * * 


Rumor has it that Earl Zuhlke will be made regional 
manager of a newly-organized region of Dennison Manu- 
facturing Company. Earl will still headquarter here in 
Denver. Congratulations, Earl, and best of luck. 

* * * 2 


In attendance at the Friday luncheon November 27 at 
Albany Hotel, Mens Grill, were Ed Robinson, Weber Cos- 
tello Co.; Dan Koss, Eberhard Faber Pencil Co.; Gardner 
Griffith, Parker Pen Co.; Glenn Barclay, Kistler’s; Dick 
Youngstrom, M. & V.; Forrest Booth, Associated Stationers; 
George Feeley and Earl Zuhlke, Dennison Mfg. Co.; Jim 
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The pad that 
takes ink perfectly 


The pad whose sheets 
tear clean and easy 


Here is a proven formula for increasing Scratch Pad sales volume. Take Mo- 
hawk quality scratch pads . . . combine with aggressive sales tactics . . . mix 
with some constructive suggestions about use and the result is bigger scratch 
pad sales and profits. More and more dealers are enjoying the “hidden” profits 
that come from the sale of expendable office supplies and particularly Mohawk 
Scratch Pads. Let the Mohawk Chief tell you HOW to increase your “Paper 
Profits.” 





The pad that keeps 


pager tray te oluee Write for descriptive literature. 


TABLET COMPANY 


1703-19 EAST END AVENUE 
CHICAGO HEIGHTS, ILLINOIS 
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led out of the file 






FOR SUPERIOR PERFORMANCE... 
OVER AND ABOVE THE CALL OF DUTY 


SURERDEX 


TRaceE MARE 
At the head of the line in 
FILING SUPPLIES AND GUMMED SPECIALTIES 








ar 
* Vertical File Guides 
* Guides 
* Folders 
Uy, 








* Index Cards 


* Index Tabs 





MOM IMFLAMMABLE 


INDEX TABS 


BY THE FOOT 


* Transparent Index Tabs 








* Blank Index Strips 
* Rolled Labels 
* Protex Loose Leaf Patches 


* Adding Machine Rolls 





* Pakneat Sealing Tape 


* Pin Tickets 





THE WARSHAW MANUFACTURING C0., INC 


1 MAIN STREET BROOKLYN 1, 





164 nl 








~_—) i) wa 


Nee ee 


54 








Ellertson, mfrs. rep.; Lloyd Johnson, Boorum & Pease Co., 
and Dell Styer, Minnesota Mining & Mfg. Co. 


| hear by the grapevine that Art Carlson is much better 
and is taking it easy while recuperating. Charles “Doc” 
Evans of Sanford’s is still feeling below par . . . Gib Weis 
was seen working hard down Arizona way. 
. * * a * 
Help! Help! Send all news items to ye scribe at his home. 
He will appreciate it 


* * * * > 


Bill Argogast of New Mexico School Supply Company 
at Albuquerque became the proud father of a daughter 
October 27. Don’t forget to collect your “seegars” when next 


. B ] 
you sce Li 





MARITIME PROVINCES 


W. J. McNulty, Correspondent 
116 Prince Edward St., St. John, N.B., Canada 





W. E. Logan, Saint John, N.B., placed the Yule season 
selling emphasis on adding machines, cash registers, account 
registers, sales books and safes. These were suggested as 
gifts to relatives and friends engaged in any type of business 
in the Eastern Provinces. The special campaign was started 
in early fall 

* > . . > 


E. S. Bergh, manager of the Saint John, N.B., branch of 
the National Cash Register Company, is chairman of the 
blood donor committee of the Red Cross Society in the Saint 
John district. The committee has been campaigning for 5,000 


1 hlood 


idditiona donors. 


Timothy G. Conoley, a member of the directorate of Daw- 


son Bros., Ltd., Montreal, Que., died recently. 


The topK 
tioners Assox 
“Marking Di 


man was the 


for an address under the auspices of the Sta- 
ation of the Montreal district recently was 
s and Their Production.” Harold S. Saltz- 

mm aker. 
— . > o * 


A window display of Saint John, N.B., branch of Under- 
wood, Ltd., has featured typewriters in the portable and 
office styles. Ed Cole is branch manager. 

ss. 8 6 6 


with head office at Halifax, N.S., and 
t John and Moncton, N.B., has devoted 
n to Marchant and Facit calculating machines. 


Soulis, Ltd 
branches in Sain 
special attenti 


>> ae: are 


James A. Monroe, Saint John, N.B., is giving featured 
Monroe calculating machines with coverage of 


atttention to M 
the provinces of New Brunswick, Nova Scotia, Prince Ed- 


ward Island and Newfoundland. 
** # @ @ 
Marshall-Schofield, Ltd., Saint John, N.B., is emphasizing 
the use of factory-trained servicemen in coping with calls 
for work on ous types of office appliances. Territorially, 


the firm covers New Brunswick and Prince Edward Island 


provinces. 
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| the Fulton Line 
Everyone’s talking about! 
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DRI-KWIK STAMP PADS AND DRI-KWIK INKS... THE PROFIT- 
MAKING COMBINATION THAT MEANS CUSTOMER SATISFACTION 
TOO! JOIN LIST OF DEALERS HANDLING THIS LINE... TODAY! 


DRI-KWIK STAMP PADS... 


Packaged in a striking box with unusual eye-appeal, the pad 
itself is carefully constructed of specially woven material on 
an insulated block. Quality-controlled production standards 
make this the most exceptional rubber stamp pad available. 





DRI-KWIK INKS .. . 


Prepared with an exclusive formula, the ink is odorless and 
dries instantly when used! A perfect product where non- 
smearing is essential. Available in red, black, violet, blue and 


green colors. Order your supply now! 











Send for our Catalog No. 52... 


FULTON MARKING EQUIPMENT COMPANY 





82 Fulton Street « Elizabeth! ¢ New Jersey 











| 11tH District Notes 


ean KEN DICKENSHEET, CORRESPONDENT 
makes the posture chair in metal 1020 Y ST., VANCOUVER, WASH. 











| As the first order of business in this new year of 1954 
| let us wish all of you a most happy and prosperous New 
Year. It is certainly starting off right—our taxes are lower 
already. So why not stick around and see what happens 
next. We're going to. 

Speaking of prosperity, next to having it happen to us 
we are always glad when it happens to an old friend and 
traveler. Therefore we are very pleased to be able to report 
that Jack (Webster Carbon) Ellis is now making the rounds 
of his Los Angeles accounts behind the wheel of a new 
Cadillac convertible—and the color—‘baby blue”. Nice go- 


ing, Jack, you’ve really made it. 
* * . * . 





Everyone in the territory out here was saddened to learn 
of the tragic accident in Enid, Okla., recently that took the 
life of Richard Zeisler, son of the popular Dick Zeisler of 
Boorum & Pease. Young Dick served as an officer in the Army 
Air Corps in World War II and came home safely, was 
called back into the service a couple of years ago and while 
on active duty was killed in a traffic accident. 

The driver responsible for this accident is being held 
on a manslaughter charge but this is little comfort to the 
family. We extend our condolences and sympathy. 





» * . * . 


| 

| Erling (Sheaffer Pen) Ericksen has long had our respect 

| for his sales ability but it is with added respect that we 

| announce he is now teaching salesmanship as well as prac- 
ticing it. Erling is a member of the staff of instructors for 
the Dale Carnegie Course taught in a Portland Business 

| College. I'll bet that this is one class that graduates with 

| a request for one of those new Snorkel pens as a graduation 


present. (Advertisement) 
° © © 68 





As the editor of this column I find that I must confess 
° to some rather slipshod reporting. In last month’s column 
The new METAL-LUX I referred to Joe (Apsco) one as being a bachelor. Not 
JUNIOR EXECUTIVE POSTURE CHAIR | only did I meet his bride recently but my fellow reporter 
| out here, Chet (V and E) Williams, has scooped me in his 
T .. te’s a touch of magic in the way MILWAUKEE | column by reporting the wedding. To Joe and his lovely 
combines the perfect posture principle in metal bride, Leona, I’m sorry. To Chet Williams—I'll catch you 
with unprecedented beauty. There are two unique | in something one of these days—I hope. ~~ + 6 
accomplishments in this Junior Executive Posture 
Chair . . . first, the ultimate in individualized 
comfort provided by a completely 
self-adjusting posture design... 
second, a new concept of beauty 
never before attained in a metal 
posture chair. Appearance sells 
this chair on sight; the experience 
of sitting in it clinches the sale. 
The MILWAUKEE METAL-LUX Junior 
Executive Posture Chair belongs 
on your sales floor. Available in 


Art Weaver, who was the stationery buyer for the retail 
division of J. K. Gill’s for more years than he likes to re- 
member, has been retired by the company. Here’s wishing 
you many years of pleasant leisure, Art, you certainly deserve 
them. His old job has been taken by Woodrow Stone. 


4 | * * * * # 





The annual O. T. T. Stag party was held December 1 
at the home of C. S. “Pill” Pillsbury of Seattle Office Supply. 
“Pill” was an excellent host and all the gang had a won- 
derful time. 

I can’t report on the winners of the pinochle games but 
in that rough game of poker the big winners were Dave 





a wide range of covering materials (Joe D. Hale) Rudnick and Russ (Carter’s Ink) Stevens. To 4 
Widis an Car te decwtatees details ie poy an spare any possible embarrassment and possibly cross up any 
covering this choir as well os the Side Armchair stories the wives might have heard I will not list the losers, 
complete METAL-LUX line. except one. Me. 


blll batt de se @¢.0 so. 
© MILWAUKEE METAL FURNITURE COMPANY “OUT WHERE THE HANDCLASP IS 
ene re 1O1.N. Campbell Avenve, Chicago 12, Illinois A LITTLE STRONGER” 
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o~ Mr. Dealer’ 


our heart 
belones to ! 
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Mr. Dealer . . . you are our first consideration . . . we 
cater to your needs by supplying you with YOUR OWN 
BRAND of Carbon Paper, Inked Ribbons and Car- 
bonized Rolls. 


And here’s how YOU benefit . .. STORMS furnishes the 
packaging and imprinting of these items with YOUR 
OWN BRAND NAME ... so that you can successfully 
compete with other brands. In this way YOU control 
the distribution, sale and repeat sale of these items. 
STORMS produces the finest grade merchandise, based 
on experience of over half a century ... and is 
equipped to furnish you with a complete line of Carbon 
Paper, Inked Ribbons and Carbonized Rolls. 


Dealers all over the country are now successfully 
using the STORMS PRIVATE BRAND PROGRAM. It 
will pay you to investigate this plan today. Please 
use the coupon for complete details .. . or write on 
your letterhead to Department OAl. 


Manufacturers of the Complete Line .. . 
That Stands the Test of Time. 


H. M. STORMS COMPANY OAI 
Storms Building, Brooklyn 3g, N. Y. 


Gentlemen: 
We are interested in the STORMS PRIVATE BRAND PROGRAM. 


ut Please send us complete information and samples. 


ve 


= | H. M. STORMS COMPANY 














Name 
ny Comp Name 
rs, STORMS BUILDING Address 
P Brooklyn 38, New York City Zone State 
“@ Garbon paper e inked rx " 
—— amen 58285 SE Seve 8 ek B+ EST ates se 
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TEGHNIPLAN 


ENGINEERED MODULAR OFFICES 


‘DELIVER? 


say hundreds of businesses 








WORKER MORALE is a primary factor in office 
efficiency and high work output. And TECH- 
NIPLAN modular equipment boosts worker 
morale by providing job-fitted facilities for each 
individual worker, better comfort, savings of 
time and motions, privacy if desired. 


MANAGERS gain better space utilization, less 
crowding, fewer distractions, and unlimited 
flexibility for rearrangement of work stations. 


INTERLOCKING and interchangeable components 
form innumerable combinations and arrange- 
ments, with or without partitions which are 
available in 2 heights, with upper panels of steel 
or in plain or decorative glass. 


BUSINESSES of all sizes and kinds are using 
TECHNIPLAN with complete satisfaction; visit 
and inspect installations near you. Information 
gladly furnished by your G/W Dealer, listed 
in classified ‘phone book under “Office Equip- 
ment.” 





Office Equipment, Systems 
and Visible Records 
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FREE STANDING 
PARTITIONS 


FOR PRIVATE OFFICES 
» « « EXECUTIVE SUITES 


Standard interlocking partitions 
with floor anchors form any de- 
sired size or shape of space en- 
closure; readily rearranged at 


will. 


Complete TECHNIPLAN catalog 
sent FREE on 
request; 
please use 
letterhead. 
Address 
Dept. 13-OA 








Cincinnati 12, Ohio 


PROBLEMS and NEEDS are 
the great Sales Generators! 


When a business office encounters a 
need or a problem, chances are somebody 
is going to make a sale, 7F that some- 
body can satisfy the need or solve the 
problem. 

G/W progressive dealers are finding 
TECHNIPLAN the versatile answer toa 
number of specific problems. As a solu- 
tion to these problems TECHNIPLAN 
has demonstrated, over and over again: 





Problem Solution 
OFFICE SPACE PROBLEM—foces FECHNIPLAN 
every expanding business— better space 
every new. business — every utilization 
moving business... .... 
OFFICE TRAFFIC PROBLEM—a TECHNIPLAN 
costly variation of the space grouping for 
SUE cae te rewee efficiency 
WORK OUTPUT PROBLEM—in- TECHNIPLAN 
dicated by slow service, over- saving in 
time, personnel turnover, in- worker time 
ere and motions 
NOISE and DISTRACTIONS TECHNIPLAN 
PROBLEM — causing work partitioned 
slow-up, confusion, mistakes, privacy 
“nerves” and “temperament” 
MALADJUSTMENT PROBLEM— TECHNIPLAN 
inability to fit the office interlocking, 
arrangement to changing re- interchange- 
quirements, worker duties able work 
and functions......... station 

facilities 


These and numerous other problems 
are solved by TECHNIPLAN, promptly 
and at low cost. FREE STANDING 
TECHNIPLAN PARTITIONS now 
form private offices, executive suites 
and departmental sections—quickly, 
without costly alterations. 


TECHNIPLAN advantages are being 
advertised continually to your best 
business prospects—to help generate 
sales for you. TECHNIPLAN sales are 
soaring simply because TECHNIPLAN 
is so completely applicable to so many 
business needs and problems—and is so 
easy to sell! Have you discovered this 
tremendous opportunity? 







Yours sincerely, 


Elmer G. Rahe 
Vice-President- 
Sales 
Globe-Wernicke 
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SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif. 





The Los Angeles Chapter of the National Association of 
Cost Accountants, through its 1952-53. president, Maurice J. 
Dahlem, was awarded the fourth-place banner in the annual 
Stevenson Trophy competition on November 17 by I. Wayne 
Keller, president of the National Association. 

The presentation was made at a meeting in the Elks 
Club, a dinner meeting, with more than 400 financial execu 
tives, comptrollers, and industrial accountants present. 

Present also was Arthur B. Gunnarson, national secretary 
of NACA, 

The feature 
specialist of Los 


speaker was Bernard Hecht, quality control 
Angeles. His subject was, “Statistical Qual- 


ity Control] 





NACA Figures . . . Presenting Maurice J. Dahlem, Los Angeles, 
chapter president of NACA; Arthur B. Gunnarson, national sec- 
retary; George A. Feichtmann, Los Angeles Chapter NACA pres- 
ident; |. Wayne Keller, national president NACA. 


Mr. Keller, 


also spoke br i¢ Ay 


ontroller of the Armstrong Cork Company, 

He emphasized the point that a decline 
el of business of about 10°% can be expected 
in the next 10 months. The decline, however, Mr. 
Keller prophesied, would not be uniform as to industry or 
as to companies in industry. “Competition for the con- 
sumer’s dollar will be intense,” he said, “and those com- 
panies with the most efficient production methods, and the 
most effective and aggressive merchandise programs, can 
rease their shares of the available markets. 
rage declines may be expected by the less 
less aggressive firms.” 


in the genera 


hold Or even 
Greater than a 


effective and 


* * * * > 

Dates for the Southern California Business Show spon- 
sored by the Los Angeles Chapter of Cost Accountants have 
been announced. The show, which has become one of the 
most important events of its kind on the West Coast, will 
be held at the Biltmore Hotel April 20-23. Due to an un- 
usually early sell-out of display space, increased capacity for 
is writing under consideration, according to 

Betty Louviere, the secretary. A special board of directors’ 


exhibits is at tl 


luncheon meeting was scheduled for December 17. 
. * * * . 
Funeral sex were held in Huntington Park Novem- 


ber 13 for A. R. Hamm, one of the proprietors of the Park 
Adding Machine Company, 7315 Pacific Blvd., Huntington 


Park. The services were conducted by the Elk’s Lodge of 
which he wa 1ember. 
Mr. Hamm survived by his widow, Mrs. Zoe Hamm; 


a son, Allen R. of Sherman Oaks, and one grandchild. 
Although Mr. Hamm had been in failing health for the 
had taken an active part in the business 

his death which was due to a heart attack. 

California Mr. Hamm was associated 


past three year 
until the time 


J 
Be tore col 
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the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair... 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction ...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 
comfort and well-being 


For a full description of the 
Executive Posture Choir and for 
hundreds of other distinguished 

wood choirs, see the complete 
MILWAUKEE Cotalog 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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GO PLACES with Waldon Robes Enaneus 


{Poste courtesy National 
ourist Publicity Associa- 
tion for Ireland) 






BLARNEY... Yes and No 


The picture above, yes! See Blarney castle, kiss the famous Blarney 
Stone, and Irish legend hath it that you'll have all the luck in the world! 
But you needn’t trust to luck to select and sell the finest, big profit 
erasers that Ireland, all the world, your customers, know best and use 
most: Weldon Roberts Erasers that Correct Mistakes In Any Language! 


LOOK OVER—ORDER— THESE BEST SELLERS FOR YOUR TRADE NOW 


930 ENSEMBLE (Pink & Gray 
Rubber). A combination eraser 
that does most everything. 
Handy, biasbeveled shape. Soft, 
pink pencil rubber joined to 
soft, gray ink eraser. For ink, 
pencil and crayon erasing. 


399 TRI-PLY—The original superior, 3-layer 
eraser for typists. ‘wo outer plies of 
red eeneli-vel er, for smooth, clean era- 
sures on originals and carbon copies, cen- 
ter ply of soft gray ink-eraser for a single 
letter or a complete line. 











440 GREEN GLOW —Soft, smooth, pli- 
able eraser in attractive green color 
for pencil erasures and cleaning work. 
Features the “stubby” shape with 
beveled ends. For office, drafting, art, 
school and general use. (Large size, 
No. 441.) 


Whidon Reteats Enmnar 


Gree? Glow 


440 rare Sa 






JET ERASER—Convenient Cylindrical stick eraser in attrac- 
tive, transparent plastic holder. Top unscrews so eraser can 
be moved outward. Red rubber for pencil erasing, gray rub- 
ber for ink. Pocket clip style for general use. rush whisk 
style for typists. Refills. Tops for typing, accounting, draft- 
ing, professional and student use 


WELDON ROBERTS RUBBER CO. 
365 Sixth Ave., Newark 7, N. J. 
World's Foremost Eraser Specialists 


ered 
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with the L. C. Smith Company in Chicago and with the 
Club Aluminum Company, also of Chicago. In 1944, he 
and A. W. McMurtry established the Park Adding Machine 
Company. 


Walter McNevin of the Stationers Corporation, 525 §, 
Spring St., Los Angeles, announces the opening of a new 
office furniture department early in November in a building 
adjacent to the corporation’s present location. The new quar- 
ters are much larger than those formerly occupied by the 
furniture department on the second floor of the main store, 
giving ample room for display purposes. 

Large front windows afford the passersby an excellent 
view of the interior, and this is of course one of the advan- 
tages of a ground floor office furniture department, accord- 
ing to Mr. McNevin. C. B. Adams is manager. 


Tom Satkin and Herbert Davis, both of Los Angeles, 
announce the opening on November 16 of the Coast Office 
Machine Rebuilding Company at 4116 S. Hoover St., with 
Larry Schons as foreman. The rebuilding service is offered 


to dealers. 
ca . a + 


The Southern California Office Furniture Association held 
its November 16 meeting at the Rodger Young Auditorium, 
Los Angeles, D. E. O’Hern of the Hollywood Appliance & 
Furniture Company, president of the association, presided. 
A representative of Spencer & Company gave an interesting 
talk on the company’s office furniture which was on display. 

On November 23 the Association started plans for the 
observance of National Office Furniture Week, and on No- 
vember 30 election of officers was held. The names of the 
officers will be announced next month. December 11 was 
the date selected for the annual Christmas dinner dance at 
Ciro’s. 

* * @¢ #8 @ 

G. G. Ralls, former manager of the Los Angeles branch 
of the Royal Typewriter Company, Inc., 1034 S. Broadway, 
Los Angeles, and Mrs. Ralls, returned on November 14 from 
an extensive trip with a group of six friends from the Los 
Angeles Country Club, and 10 other friends also from South- 
ern California. The party left October 1 from New Orleans 
for the Virgin Islands, Rio de Janeiro, Buenos Aires, and 
Montevideo. 

The party returned to New Orleans, then back to Cali- 
fornia, after a delightful six-weeks’ vacation. 

Mr. Ralls, though retired from active office duties, looks 
after a number of accounts which he has handled for years. 


As a living memorial to the Clary Multiplier Corporation’s 
late vice-president, Albert J. Hall, the San Gabriel Rotary 
Club, of which he was a past president, has established a 
scholarship for the new high school soon to be built in the 
city of San Gabriel. 

Known as the Albert J. Hall Memorial Scholarship, this 
honor is the first of its kind to be founded for the benefit 
of a graduate of the new educational institution. To a stu- 
dent selected from the graduating class of the San Gabriel 
high school, beginning with the class of June, 1955, the 
amount of $200.00 will be awarded each year. 

Mr. Hall, who was one of the three founders of the Clary 
Multiplier Corporation, San Gabriel, Calif., died in July. 


* * *# # # 


On December 18, the Los Angeles branch office of the 
Ames Supply Company, Chicago, was discontinued and the 
West Coast Platen Company, 643 S. San Pedro St., Los 
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introducing an entirely new design concept in steel office furniture 





the “Stratoliner” Series by Orna-metal 





A distinct departure in steel office furniture design . . . 


truly contemporary. Now, for the first time, ‘‘STRATOLINER’’ brings 
you smart, distinctive metal office furniture in keeping 

with today’s modern trend. Fresh, new styling . . . all pieces com- 
pletely color-coordinated to harmonize with any interior 

decor. Words cannot describe the beauty of these ‘‘STRATOLINER”’ 
pieces... you'll have to see them to know what we mean! Many 


more units, of course, but we can’t show them all here! 


Write for free illustrated brochure 


9 orna-metal, inc. 


2412 Se. Seventh St., St. Lewis 4, Me. 
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WATSON 


ESTABLISHED 1887 


Check the Prices— 
Compare the Quality— 
















soll the ever popular 


Watson 
4100 Line 


Vertical Correspondence and Record Files 
with Full Ball Bearing Suspension 


3,-4,-5,-7,-9,-11 drawer files to fill every need for tabulating, 
ledger, tariff, bill, legal, and letter filing. 
Standard Height 51 7/8” 
Letter and Cap Drawer clear capacity 26 13/16” 
Check and Card Drawer clear capacity 27 7/16” 





ALL with WATSON famous Welded Steel Construction; finest heavy gauge steel; 
unexcelled Cabinet work; attractive bronze or aluminum hardware. All are avail- 
able with or without automatic lock. 








Also 4100 2-Drawer 
ma INSERTS AVAILABLE 
Units se ‘. 

ZG Seo Watton inst! 





—For a Complete Line of Stock Files and Custom Built Equipment. 


Other WATSON 400 Line HIGH LINE and COMPANION UNITS of Document File Cases and 
Roller Shelf Cases. 


800 Line HORIZONTAL UNITS for Buses, Floor Cases, and Safe Interiors. 


. 3100 Line COUNTER HEIGHT UNITS for Streamlined Counter Fronts and 
WRITE DEPT. A-10 FOR FULL INFORMATION Continuous Linoleum Tops. 


Stock Lines —— 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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Angeles, was appointed Ames distributor for Southern Cali- | 
fornia, Arizona, Nevada, Utah and New Mexico. 
The West Coast Platen Company will enlarge its present 
operation in the immediate future and extend its line of 
parts, tools and accessories. The nationally-known Ames 
5-star futuristic platens and feed rolls will be available to 
all dealers in the area. The West Coast Platen Company 
will continue its management under the present ownership 
of Morris Dorfman and Norbert F. Mayer. : 
Tom O’Conner, who has been with the Ames Supply 
Company for 29 years, will be in charge of the parts de- 
partment. James Pitman will be in charge of the customer 
| service department. Paul Gnitke will remain as shop fore- | 
| man and Knute Olson will be in charge of the purchases | 
of parts and supplies. 
Mr. Mayer states that the purpose of the Ames Supply 
Company and the West Coast Platen Company through 
their enlarged facilities is to give increased service to the 
office machine trade and to make the highest quality mer- 
| chandise available to the dealers. 
| * * * > > 
| For the fifth consecutive year the Clary Multiplier Cor- 
poration’s annual report to stockholders has received a merit 
award certificate from Financial World Magazine as one of 
the best 5000 annual reports examined by the magazine in 
1953. 
The Clary report, which is produced jointly by the ad- 
ertising and accounting departments, was adjudged one of How many times have you encountered the 
the most mx from the standpoint of content, typog- scene shown above, in reception rooms in 
raphy, and format of the 5000 examined. your locality? Especially during the winter 


months! Coats and hats deposited on chairs, 
sometimes three and four at a time. Doesn't 










































Victor Adding Builds Navy Equipment | do much for even the most modern, well- 
er y decorated reception room, does it? Yet, 9 
Aimed at a target or at a market, American production | out of 10 reception rooms have no costu- 
is increasingly able to score a bull’s eye these days. Add now N iy mers. These are your prospects for VALCO 
to the list of versatile manufacturers the Victor Adding Satin-Spun Aluminum Costumers and the 
Machine Company of Chicago. other accessories shown here. 
In addition to maintaining full production schedules on 
adding machines, Victor is now making delivery to the 
U.S. Navy of a complex anti-aircraft fire control system. 
An electri development, this anti-aircraft fire control 
system takes into account all variable factors relating to naval 
gunnery. It has been designed to compute the probable No. 260 
ourse of a target so as to cause shells and target to intersect. bay sa 
Unofficial estimates credit the system as being able to place 
shells within 150 feet of target at 7,000 yards. And pinpoint 
iccuracy can be established at lesser ranges. 
Different ts within the system feed in corrective data | 
| mn speed of target, direction of target, wind velocity, wind | 
lirection, | tics of shell, roll of the ship, its direction, | 
and the gyroscopic action of the shell. The system can assimi- | 
late this data and make corrections to the guns for targets 
moving up to 800 knots per hour. 
While Victor as prime contractor holds engineering au- | 
thority over 1 ntire project, it is receiving valued assist- | No. 17 No. 56-S 
ince from a group of well known firms (Westinghouse | seid bied Send Urn 
— Electric ( [he Liquid Carbonic Corp., Pyle National ne No. 408 
+ <7 . . 8 9° lo. Costumer 
Co. and Vandercook & Sons, Inc.). Besides building many Torchier 
a Seq co , Victor is assembling and calibrating the Write for this FREE BOOKLET today! 
| We have prepared a little booklet 
At the sa time Victor’s research division is developing | presenting the facts sbout the 
and further project r the Navy, Army and the National pene meer ~ yey 
Security Ag While no details are yet available for pub- yours for the asking. Write today. 
lication, tl pany expects to make an important an- 
ers. nouncem¢ missile instrumentation project soon. . 
and Electronic research at Victor is conducted under the per- : 
sonal supervision of R. G. Schuler, an authority on bombing : V A | ( () Coy Od LA 
systems, fir trol devices, optical systems and missile con- og 
trol systems. We rking closely with him in the development 1311 Ann Ave ° St. Louis 4, Mo 
of military tronic systems is G, W,. Crampton, who 
/54 OA — 1/54 173 








@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 


Salesman” merchandising plan can help 
you get your share of this sales volume. 


THE COLSON CORPORATION 
ELYRIA, OHIO 


Pleese send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 
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ELYRIA, OHIO 























products are sold and the Colson “Silent 





served as a radar officer in the U.S. Army during World 
War II and has been associated with the guided missile 
service test section of the Army. 

Victor has long been famed for production of a wide line 
of adding machines. And during World War II the com- 
pany manufactured about 10,000 Norden bombsights for 
the Air Force. One of these was used in dropping the first 
atom bomb on Hiroshima. 

Now with both civilian and military programs in full 
swing, Victor feels it has achieved the production versa- 
tility of a front line manufacturer in the great American 
manner. 


Mississippi Delta Firm Opens New Home 
Reported by Art Carrow 

The Democrat Printing Company held formal opening 
of its new store at 205 Main St., Greenville, Miss., on 
November 5. 

Office supply and stationery stocks were found to be 
properly arranged to provide the purchaser with a means of 
self-servicing his requirements. 





Interior Views at Democrat Ptg. Co. 


Model offices were set up in both steel and wood, which 
gave the prospective buyer a good idea of how the furniture 
would look in his own quarters. 

“Only the best is good enough for Greenville and the 
Delta” is the policy followed by this firm for 50 years. 

The sales staff is composed of Ed Cornell and Mario Pet- 
terni with Bart L. Pledger as manager of the company. The 
office supplies division is under the supervision of Ditl 
Crittenden and Mary Haney. Evelyn Dettman is in charge 
of printing orders. 

Norfolk, Va., Firm Changes Address 

Hayes Office Equipment Company, 812 W. 21st St., Nor- 
folk, 10, Va., has relocated at 4201 Hampton Blvd. The 
telephone number at that location is 22611. 
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Spotlight on J_LJUS) IE. DESKS 


THE STERLING EXECUTIVE 


The beautiful streamline appearance of the Sterling Executive 
(60x 32) with molded linoleum top, full locking device 
controlled from center drawer, detachable island base, recessed 
back, suspension file drawer and many other features makes 
the Hillside Sterling Series. America’s outstanding buy in steel 
office furniture. 


€ a 
€ Oggice FURN' 


No. A-15S 


THE STERLING SECRETARIAL 


The ultimate in versatility and efficiency, the Sterling 
Secretarial (60x 32) with all of the Executive features 
plus its perfected elevator-type mechanism, which provides 
for ease and simplicity of movement and use, will please 
the most discriminating secretary. 


ictale me ael 


om ~ 4777 ‘ 262 PASSAIC ST 
em A / : } ( 
MLILSTDe, bad Arodleu Jj ¢ Pre. NEWARK 4, NW. J 
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Sell MORE 
in "54 with : ark 
i: 


. that mean greater customer satisfaction 
and repeat business for you in the coming 
year. Here are a few of the more than 400 
styles, sizes, weights and stocks available to 
help you sell MORE in ‘54. 








OPEN END LEGAL ENVELOPES .. . excep- 
tionally strong with excellent writing sur- 
face. One piece construction Quality tag 
stock. Three sizes. . . flat and four degrees 
of expansion. 

















DOUBLE TOP FILE JACKETS in Quality tag 
or Red Fibre stock. Added reinforcing at 
top gives added strength and wear. In 
letter or legal size with 1% or 2 inch expan- 
sion. 














SCHOOL WALLETS . . . one piece style 
in strong durable red fibre stock with 
attached tape ties. In eleven sizes from 312 
x 6 to 16 x 20. A favorite of students and 
salesmen. 














OPEN SIDE CRUSH ENVELOPES . . . one 
piece style with deep flaps and attached 
tape ties. Quality tag stock with good writ- 
ing surface. Three sizes with four degrees 
of expansion. 


Sold Through Dealers Only 








ee 


ee . . ’ 

RN A VSLO DMCC Qusliny ia 
QUALIAW@PARK: il (ually 
General Office and Factory, Quality Park, St. Paul 4, Minnesota = 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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Passe way 
W. Tom Powell, 
to High Point, N. C., as a boy of 15 and grew 
ture industry there to become one of its most 
respected ers, died shortly before dawn on Sunday, 


65. W } oO 


with thi 


December llowing a heart attack suffered at his home 
Saturda rnoon. 

Mr. | was secretary-treasurer and general manager 
of the Myrtle Desk Company in High Point and president of 
the Wood ¢ Furniture Institute. 

Sudder th of this leader saddened his associates in 
the industry and particularly at the Myrtle Desk Company 
where he | lirected the firm in a 10-fold growth during 
his 30 years at the helm. 


The Late 
W. Tom Powell 





He was prominently identified with the civic and religious 
ife of High Point from the time he came there as a lad in 
1905. He director of the Southern Furniture Exposition 
Building, the High Point, Thomasville & Denton Railroad 
ind the Wachovia Bank in High Point. He had served pre 
iously a resident of the Chamber of Commerce, as a 
trustee « ligh Point Memorial Hospital, as a director of 
the Southern Furniture Manufacturers Association, as a 


member of the Civic Council, and on numerous other boards 
ind commissions of a civic, religious and fraternal nature. 

Mr. Powell was born in Franklin County, Va., November 
20, 1890. He came to High Point when he was 15 to sup- 


port his wed mother who lived with him until her 
leath in 1918. In 1911 the late J. W. Harriss induced Mr. 
Powell t p his position as shipping clerk with the 
Southern R iy and join him in operation of Welch 
Furniture ( pany. 

In 1923, together with the late Charles E. Hayworth, 


Mr. Powe hased the Myrtle Desk Company from the 


ite H. W. Fraser who had organized it in High Point in 
899. Mr | took over active direction of operations 
vhich wet inded rapidly until it became one of the 
rgest wood desk manufacturers in the business. He was 
honored when the industry’s trade organization, the 


Wood Of I 


and in 19 


niture Institute, called him to its presidency, 
ected him for a second term. 


Surviving addition to the widow, the former Miss 
Annie Mae Walker, to whom he was married in 1920, is a 
laughter, Mrs. C. T. Latimer, Jr.; a sister, Mrs. Angelina 


Powell Pitt a nephew, Tom Pitts, who is associated 
the My Desk Company, as is the son-in-law, Mr. 
Latimer \ irviving is an aunt, Miss Rosa Sutherland 


FEF & + 


Julian J. Schermerhorn, 
7/7, former president and board chairman of the Joseph 


Dixon Cru Company, died November 8 in Southamp- 
> 
ton, L.I., H t 
Mr. Schermerhorn had lived in Southampton since his 
retirement 44. 
A native Jersey City, N.J., he started in 1907 as treas- 


rer of the D company. He was president from 1941 to 
He w vice-president of the American Graphite 
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IDEAL SERIES 23 STANDS 
with Ideal STATIONERY CABINET 


(No. 23 SAAMX Illustrated) 


Equipped with the Quick Operating 
Raising and Lowering Device 


Ideal stands are ideally built for the exacting, fast tempo 

d ds of dern busi machines. 

They protect costly business machines— 

they assure correct machine operation— 

they move easily and save valuable floor space. 

@ Frames are of 1” tubular @ All shelves interchangeable 
—— Fane in baked-on right or left 
eno 


, a oe a. raises or lowers stend in- 
square edges stantly 
@ Stands ounptied with or without 
raised or drop shelves, sta- 
tionery cabinets or drawers 
Write for new Catalog showing complete line of ideal Tubular Steel 
Stands and Stools. 


Standard of Quality in Business Machine Stands for over 50 years 





SHERMAN-MANSON 


ST. MARYS, OHIO 


CELINA ROAD - - 
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GREGSON 








A LOW PRICED CHAIR 
FOR A HIGH PRICED 
EXECUTIVE 





Gregson No. 505 
Executive Posture 


Plenty of room for executive growth 

Lots of comfort to dispel brain weary fatigue 
. . » Made to sell at a price to please even a 
Scrooge — that’s the new Gregson executive 
posture chair. 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 

The Gregson 505 executive posture is a lot 
of chair for little money. 


Dealer Inquiries Invited 











Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 







MANUFACTURING COMPANY 











Company of Ticonderoga, N.Y., and a director of the Na- 
tional Paper & Type Company. 
tk & & 

Clark S. Roland, 
55, vice-president in charge of sales for Marshall-Jackson 
Company, Chicago stationers, died November 20 in Ravens- 
wood Hospital. He had previously spent some time in 
Kellogg Sanitarium, Battle Creek, Mich., in an effort to re- 
gain his failing health. 

Mr. Roland went to work for Marshall-Jackson in May 
of 1920 as a stock boy and made steady progress in sales 
work for that firm. 


The Late 
Clark Roland 





He was an expert golfer at Rolling Green Country Club, 
scene of many Great Lakes Travelers Club tournaments, 
and ranked among the leading bowlers of the Stationers 
Bowling League of Chicago and the Chicago Association 
of Commerce league. 

Surviving are his widow, Evelyn; a son, Clark S., Jr.; 
a daughter, Marcia Jean; and a sister, Mrs. Margaret Truel- 


sen. 


+t - - - + 
William H. Cox, 


vice-president of Quest Manufacturing Company, Chicago 
carbon paper firm, died November 27 in Illinois Central 
Hospital after a brief illness. 

Mr. Cox, 69, was a member of the sales staff of The 
Carter’s Ink Company for nearly 42 years until his retire- 
ment in the fall of 1946. A few months later he joined 
the ribbon and carbon firm at 220 W. Monroe St. 


The Late 
William H. Cox 





Mr. Cox came from England in 1905 and joined the 
Carter staff in St. Louis, Mo. Two years later, he moved 
up to the Chicago office of Carter’s, where he remained as 
a sales representative until his retirement. 

The decedent was a former president of the Great Lakes 
Travelers Club, serving in that capacity in 1944. 

Surviving are- the widow, Mary, and a _ daughter, 
Mrs. Betty C. Marshall. 

- - + - & 
William Mann Bersac, 
advertising manager of Comptograph Company, Chicago 
adding machine manufacturer many years ago, died August 
21 in Rockford, IIl., and was buried August 24 in Forest 
Home Cemetery, Milwaukee, Wis. He is survived by his 
widow Verra. 

After the Comptograph was withdrawn from the market 
Mr. Bersac engaged in other advertising activities. In re- 
cent years as advertising consultant he handled promotion 
work for the Cuna Mutual Insurance Society, a not-for- 
profit organization in Madison, Wis., brought into being 
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20 REASONS TOP SALESMEN 


PREFER OUR LINE 


The Jasper Desk Company Modern Series 


is so broad it will serve every office need. 
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For further information and literature, 
write to Dept. C-453 Jasper Desk 
Co., Jasper, Indiana. 











TRANSFER TO PARKER... 


PARKER all steel TRANSFER CASES 








Yes, Now is the time to 


transfer records... from 


TRANSFER FILES 


THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 


valuable filing space to 


LOW-COST STORAGE 

TRANSFER FILES 
Investigate Today ... Remember 
Parker also offers Life-Long 
all steel office equipment. 











LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 

















DOUBLE DOOR 
COUNTER HIGH CABINETS 


SIZE 42° x 36" x 18" and 


The all new IM- 


All cabinets are made of PROVED Parker Steel 


heavy gauge steel .. . 
electrically welded con- 
struction and completely 
reinforced throughout . . . 
shelves adjustable every 


42"" x 3%" x 24' 


two inches . 


. . depend- 


Cabinet featuring 
baked-on enamel 
finish in Green-Gray 
or Grained Walnut 
and Mahogany. 








able three way locking 
device. Storage cabinets 
measure 72" x 36" x 18" 
and 72" x 36" x 24". Ward- 
robe and combination 
cabinets also available. 











¢------------------------- 


poaaaa a= == )PARKER SALES REPRESENTATIVES (------------ | 


I AL MARSCHALL—New Orleans, La.—Southern Representative 





| JOHN J. SCHULDA—West Hartford, Conn.—New England States 
ce ORVILLE CRISMAN—Pittsburgh, Pa.—Upper New York, Pennsylvania & Ohio ee 
| OTTO J. HOFFMAN—Chicago, II1.—I/linois, Wisconsin, Michigan & Minnesota | 
| LEN C. JACOBS—L. A., Calif.—Calif., Arizona & Nevada : 
I SE SA ON Ne LS CLE ALTON Al a 
“Write For Our 
Latest CATALOG STEEL PRODUCTS INCORPORATED 
and Dealer Price 
List”’ 56 COLUMBIA STREET BROOKLYN 1, NEW YORK 
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rimarily to insure loans made by credit unions 


service. 
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Mortimer C. Lazarus, 


60, head of M. C. Lazarus, Inc., printers and stationers at 29 





W. 35th St., New York City, died November 24 in his 
apartment at the Hotel Oliver Cromwell. 

Active printing and stationery business for many 
years, Mr. Lazarus was a founder and for six years general 
chairman of the Stationers Division of the United Jewish 
Appeal of Greater New York. 

He was ember of the Stationers Square Club, the 
National St nery & Office Equipment Association and | 
the Statios ’:30 Club, as well as the Fresh Meadows 


(Country (¢ 
The Unit 


profound re 


Jewish Appeal, stationers division, expressed 
gret at Mr. Lazarus’ passing—“one of our most 
beloved co-workers, a founder of the division and for many 
years its chairman.” 
widow, Mrs. Gertrude Lazarus, and 
vert and Mortimer C. Lazarus, Jr. 


tt tt + 


Surviving are the 


two sons, | Ro 


Jasper C. Girod, 
73, a member of the sales staff of Regan Furniture Corpo- 
ration for the past 12 years, died at the Wickersham Hos- 
pital, New Yofk, N. Y., on November 3. Mr. Girod had 
actively connected with the office furniture business 
50 years, beginning his career with The Globe 
Wernicke (¢ 1902. He was later connected with W. F. 
Wholey Company and more recently the Regan firm. Sur- 
iving his his widow and a daughter. 


tt & & f 


been 


tor over 


Jay A. Gibson, 


64, salesman { 18 years for the Newell B. Newton Com- 


pany, Toledo, Ohio, office equipment firm, and before that 


a manufacturer of rubber stamps in that city, died on No- 
vember 16. His widow, Millie: sons, Glenn, of Toledo, 
and Chester na Pier, Mich., and three grandchildren, 
survive. AK 


tf F - + 
Berton C. Trick, 


18, vice-president of Trick & Murray Company, Seattle, 
Wash., died early in December in his home at 2317 East 
mount Way, Seattle. He had been in ill health for a con 
siderable tim« CML 

- - - - +- 
Mrs. Elmer L. Young, 
59, of 218 Dupee Place, Wilmette, Ill., died November 10 


at Columbus Hospital. She was the wife of Elmer L. Young, 


president of the Young Office Equipment Company, Chi- 
cago. Survivors beside the husband include two sons, Elmer 
ind Warrer 


- fk - - + 
Robert K. Dykes, 


/2, for many years manager of the L. C. Smith Building 
in Seattle, Wash., died recently in Syracuse, N. Y., where 
he made his home. A son, Robert Burns Dykes, Seattle, 
Wash., sury Funeral arrangements were made in Syra- 
cuse.—CMI] 


Ft tk & F | 


Arthur M. Fenton, 


66, veteran salesman for the Burroughs Corporation, died in 
the Baylor Hospital, Dallas, Tex., on October 11. A native of 
Cedar Rapids 
35 years and 


employee of Burroughs for 42.—JHR 
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Nebr., he had been a resident of Dallas for | 


- ALUMINUM 


«++ SEATING 





Hew” Thrift Series” it POPULAR PRICES 


Compare! 
$3295 | $3995 
No. 125 | No. 424 
“Spring Back” 
Never Before 
Such Quality 
At New Lower Prices! 
$6495 
No. 844 
$5995 
No, 434 


Dealers “do better” with the Complete Riteform Line 

















ONE STOP e ONE FREIGHT COST @ SAVES MONEY 


1600 Line Aluminum 


Brushed Satin 


Deeply Cushioned 
Foam Rubber Topper 


Quality . 


in good measure 


No. 1616 Side Arm No. 1646 “THE WORKMASTER” 


No. 1621 Side 
900 Line Aluminum 


Baked Enamel 
Grey 






No. 945 
“THE PAYMASTER" 


No. 915 
No. 920 Side (no arm) 


MR. DEALER: If you've been losing soles, try this complete line. It meets the demand 
for deluxe Aluminum seating down thru the price conscious bracket, with a one stop, 


one freight invoice, that soves you money with increased profits. 


deform CHAIR CO. |. 
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ORIGINAL 
PLAN 


























We are prepared to offer a unique service to our customers who need 
professional assistance in planning or redecorating an office. If you 
will submit to us a floor plan of the space involved, our staff will 
lay out every single detail of the complete installation. We will sub- 
mit to you for your approval a finished plan that includes not only 
furniture, but also our suggestions for all accessories, drapes, floor 
covering, pictures, lamps and wall color. Actual samples of fabrics 
and finishes are submitted. Every item is carefully color-coordinated 
so that the end result is not only a practical, efficient office, but a 
pleasant, attractive place in which to work. 


10 
COMPLETE 


FFICE 
‘he 





it would not be possible for us to offer the layout service described 
above without considerable background and experience in the tech- 
niques of office interior decoration. As our experience in this field has 
broadened over the years, we have seen the need for developing a 
plan whereby our customers could quickly and economically furnish 
a complete office. We have the solution to this problem in our unique 
Package Plan. It is as simple as this: We are prepared to deliver to 
our customers every single item called for in the office layout plan. 
One order—one package—one complete office with the economy and 
convenience of all-from-one-source buying. Ask us for further details, 


BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 





HIGH POINT, NORTH CAROLINA 











The Personal Touch 





Continued from page 33 


matches and distribute them personally on their calls. We 
have found these matches to be a tremendous help in keep- 
ing our name in the minds of the most important people in 
the world—our customers. 

We sincerely believe that this specialized type of selling is 
the best with the least overhead, and expect to continue it on 
an even greater scale. It has proven to us that we need not 
wait for customers to come to us, but that if we can keep 
them thinking about us (without our becoming a pest) we 
will get more business in the long run. 

With our own truck for delivery and a complete well- 
stocked warehouse, we can, and usually do, fill orders on 
the same day they are received. Otherwise we never delay 
more than a day. 

This is a simple way of specialized selling and with a 
schedule and some good leg work, can be a very successful 
way for a stationer to do the job he should be doing in this 


changing market. 





Bonner Company Celebrates 40th Anniyersary 
Reported by Art Carrow 


The Jack Bonner Company was founded in 1913 at Altus, 
Okla., where the firm started with three employees and 
occupied a total of 1,000 square feet of floor space. 

Today, the company employs 40 people and occupies some 
25,000 square feet, in a modern air-conditioned plant at 
1718-26 Leopard St. in Corpus Christi, Tex. 

The company has been operated by the same owners since 
its founding in 1913—owned and operated by the Bonner 
families of Jack Bonner, Sr., Jack Bonner, Jr. and Robert 
Bonner. 

In addition to one of the largest office supply, stationery 
and equipment departments in south Texas, a complete 
printing plant can produce over one million press impres- 
sions per month. A furniture display room extends the entire 
length of one side of the main building. 

C. B. Rowe is sales manager and the company features 
the following name brands: General Fireproofing Company 
line of “Mode-Maker” desks; Standard Furniture Company 
desks; W. H. Gunlocke Company chairs; McMillian Book 
Company sheets and binders; The Carter’s Ink Company 
“Midnight” carbons and ribbons; Richard Best “Royal Scot” 
pencils and erasers; Wilson-Jones Company blank and bound 
books and Speed Products Company “Swingline” staplers 
and staples. 





Preparation Underway for NSOEA’s 
50th Anniversary Convention 

The National Stationery & Office Equipment Association 
has begun extensive preparation for its 50th anniversary con- 
vention and exhibit to be held September 18-22 at the Con- 
rad Hilton Hotel in Chicago. The convention, which will 
commemorate a half century of service to the office supply 
and equipment industry, will be the largest meeting of its 
kind ever held, say NSOEA officials. 

Allotment of exhibit space to manufacturers who wish to 
participate in the convention will begin on December 28. 
Last year, more than two-thirds of the association’s manu- 
facturer membership displayed products for the thousands 
of dealers and visitors attending the convention. The 1954 
Commemorative Exhibit is expected to be the largest in the 
association’s history. 
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{nd when the picture is complete, chances are 
there ll be nothing else quite like it. Not if you 
ire the kind of office equipment representative 
vhose first consideration is customer service. 

Desk, files, typewriter and other parts of the setting 


ll have been as carefully chosen as possible . . . 


ensemble of the finest equipment for long, de- 














pendable service that you can possibly find, 

If you are a representative of this caliber, one who 
practices pre-selection of merchandise on the basis 
of merit instead of stocking “package deals,” we 
recommend this entirely new Do/More 20th Century 
secretarial chair the perfect beginning, no 
matter how you paint the rest of the picture, 


TURN PAGE 
. . to see how one 
representative did it! 

















the new 
DO/MORE 


lo COMY 20th Century 


FOR MILES AROUND! Styled for comfort and smart appear- 
ance. Has molded foam rubber in seat 
and backrest. Waterfall’ front elim- 
inates undue pressure behind knees. 
Rubber backguards protect walls and 
other furniture. One-piece cast alum- 
inum base with nylon bearing that 


Che representative who “painted tt cause its the product of this repre 

picture ahove has lifted himself ipove sentative s own experience and buving 

competition. prowess 

His chair is by Do/More . . man f you are a representative upon whos« 

facturer of chairs that have symbolized udgment customers rely. then Do /More 

the best in good posture. efficien ind helo in vour ofhce equipment sas 
I — 1 en never needs oiling. Hard or soft casters. 


day-long comfort for more ee ; 
Finished in an unusually wide selection 


quarter-century. The other items k ite ' , 7 : — . , 

I" hich | 1 good chance that your te of choice fabrics and leathers, as well 
a Se ere eee ory may be open to an organizatior as colors. Weight, in individual car- 
the test of use and time. } fic built and maintained on custome! tons—31 Ibs. 

This is a picture that’s in a class f service. W hy not write to Charlie Mack 


itself, that bows to no competi ¢ manager, for full particulars? 


DOMORE CHAIR COMPANY, INC. — Dept. 145, ELKHART, INDIANA 

































ell a Complete Reception Room | 
fir 
f j ] 00 
or just $199.00... 
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ee a Mineo a 
Seeman 
Soemme, 
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.. + the New Murphy-Miller Embassy Group | 
FI¢ 
Set of 7 Big-Value Pi | 
et o ig-Value Pieces st 
use: 
tou 
° 4 i use 
akes Bigger Profit for You! | « 
* USE THIS A 
thre 
FULL - COLOR lg Sea fia SEVEN pi Foc 
POST CARD Now, you pn ee the professional or businessman SEVEN pieces effe 
of attractive furniture,—the distinctive new Embassy Group by 
Above illustration on J ” 
full-color post card, Murphy-Miller— at a total figure of less than $200. It’s a tremen- Dis 
with message already : : K 
printed on back, dous buy for (1) your customer . . . many swivel posture chairs site 
needs just your im- , ae sd 
print before mailing would cost him almost that alone, and (2) for you .. . there’s a ae" 
. . . @ real low-cost d \ 
sales builder! wide profit margin and a practically unlimited market. acce 
play 
Finished in Sandtone oak, and upholstered in U.S. Naugahyde with of tl 
: 0 
choice of avacado, oxblood, ginger, coral or chartreuse. The new is d 
Murphy-Miller Embassy Group matches ANY decorative scheme aa 
... EVERY prospect's pocketbook! Write today! thro 
Exes 
OWENSBORO, | * 
, men 
at 2 
KENTUCKY | 2° 
ran 
INCORPORATED . 
time 
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The Ad-Viser 


Continued from page 37 





records ll direct mailings he makes, He will 
nt guide to all future campaigns. 


accurate 
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Lithograph and Printing Company 
interesting direct mail catalog. 
ittractive red and blue, the catalog is a 
rovides a particularly unusual “attention 

















getter” on tl nt. Blue footsteps lead into the store front 
o 
| ‘ 
* 
os 
@ 
é 
é 
o “ @ 
So Pe 
.* of eo - # 
| © «@ FOLLOW THE FOOTPRINTS 
| To Your 
Bank and Office Supply Headquavters 
Peterson Lithograph & Printing Co 
1405 Merney & Omehe 2, Nebreske 
Telephone HA 3162 
Return Postege Guaranteed | 





i 


sed in the provocative headline “FOL- 


ol Petersot! 


LOW THE FOOTPRINTS TO YOUR BANK & OF- 
FICE SUPPLY HEADQUARTERS.” 

Inside, we in intelligent and cautious use of red, 
primarily a ns and for major trade marks. Effectively 
used are the ones in silhouette and the carefully re- 
touched phot roviding attractive illustrations. Subdued 
use of price to the dignity of the piece. Large clear 
type makes easier. 


the continued use of the footprints 
x with the repeated line, “Follow the 
Values,” all of which gives unity and 
ttractive direct mail piece. 


Cleverly | 

| 
throughout ti tak 
Footprints to | 


effectiveness 





Display Burroughs University Exhibit 
Manhattan, Kans., was the recent 
hs University Exhibit which began No 
ntinued through November 13. 
$25,000 and containing many varieties of 
ping and statistical machines, the dis 
West Waters Hall, in the department of 
ogy. Professor Harry M. Stewart, head 
lepartment, supervised the exhibit, which 
nt business administration and account 


Kansas State C lege, 
site ol the Burré 


| 10 al 


economics al 
f the account 
s devised 

ing student application of business problems and 


chines. It will be shown at colleges 


GMH 


tasks to mod 


throughout tl ntry. 





Executives Meet at Maverick-Clarke 


The Maverick-Clarke Annual Functional Business Equip- 
ment Show, hi the sixth floor of the firm’s building 
at 216 E. Travis St., San Antonio, Tex., was attended by 
more than business executives. The show, which 


through 29, featured space-saving, 
oney-saving equipment.—JHR 
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In all standard weights, colors 
and rulings. 
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Send for Price-O-Log No. 51 
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“THE REST’’ 
. .. is Doubly Assured! 


Just put the Craftsman No. 1700 office 
chair on your floor where your prospect can 
see, feel and try it . . . and, the rest is 


doubly assured! 


(1) For the rest of his life, your customer 
will thank you for helping him select THE chair 
for maximum comfort and relaxation with his 
work ... with even the price tag comfortable! 


(2) The rest is assured for you too... in 
the profit you realize from the volume thet the 
Craftsman No. 1700 builds for you! Quality 
counts .. . in making your customer say: “‘I’ll 
take THAT one . . .”, and in adding to the 
extra profit dollars in your cash register. 


Write for details today . . . we'll do “the 


rest’ too! 





In Other Lands 


Continued from page 72 
Kolok Cup—the venue being Burton-on-Trent in the Mid- 
lands. The winner was R. H. Upjohn of Leicester and the 
runner up, A. Naylor of Wednesbury. The cup was pre- 
sented by Basil O’Brien. 

An interesting sidelight was that some of the party during 
the competition visited the bottling department of Ind Coope 
& Allsopp Ltd., well-known brewers. The Midland Branch 
of the T.T.F. helped with arrangements and this social 
outing, in addition to the golf tournament, was greatlw en- 
joyed, although one or two light-hearted ribbings about 
“what was the connection between a visit to a brewery and 
golf” caused much amusement. 

But of course, golfers know the answer to that one! 





. * * * * 


As a means of improving trainees in typewriter repairs 
and rebuilding, the Ministry of Labor in Britain has estab- 
lished a government training scheme and this has been com 
mended to more than one branch of the T.T.F. 

An appeal has been made to members to provide the older 
type of machines to be rebuilt at government training cen- 
ters. This is a concession which the representatives of the 
Typewriter (and Allied) Trades Federation has obtained 
from the Ministry of Labor in an endeavor to improve and 
extend the experience of trainees. 

* * . * * 

The problem in connection with the typewriter trade in 
Britain is one which is affecting the whole industry, includ- 
ing production of new typewriters. The apprentice — or 
would-be apprentice —feels that it is hardly worth his 
bothering because he will soon have to do his national serv- 
ice. Although deferment may be obtained in such cases until 
the apprenticeship has been completed, nevertheless at the 
end of national service, even with an apprenticeship com- 
pleted, a good proportion of such apprentices decide not to 
return to the trade at which they served their apprenticeship. 
Service changes their outlook and views in many cases. 


* . . * * 


The problem of spastic children is one which is now con- 
cerning the average man-in-the-street of Britain. And the 
typewriter trade has not been slow to respond for appeals by 
the National Spastics Society for typewriters on which spastic 
children may be taught to type. 

The typewriters are on loan, and available should they be 
required by the children. 


* * * * * 


The question of trade is one which is now beginning to 
cause some of the trade a little more concern than has been 
the case in the past. Trade, on the whole, is more “difficult” 
and there can be no doubt that the retail side in Britain is 
finding business a far more competitive affair—more com 
petitive than at any time since the war. 

The days of “anything sold” have gone and today goods 
have to be sold. They do not sell themselves. Many big 
firms, too, during the days when money was fairly easy to 
come by, bought office equipment and mechanized many of 
their departments, on the grounds that it was just as well to 
do this from a long-term point of view as pay additional 
taxes. 

Today, there is a tendency to regard new installations and 
new equipment with a “is it necessary?” label, and as a 
result, the actual benefits which accrue have to be presented 
to the potential customer in a commonsense way and sales 
manship, therefore, is now coming back into its own. 

That the trade today is more competitive, is, on the whole, 
a good thing. People are learning to say “thank you” again,§ 
and although one is not suggesting that the office equipment 
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“| Show your customers the beauty of their 
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“ | finishes in Walnut or Oak. Show them the 
ia lifetime Nylon Roller Bearings on full-exten- 
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How would 
you shape this 
to 1/1000 of 


PERFECTION ? 





The writing surface of an Esterbrook 9550 point, the part that touches the paper 
and makes a mark, is smaller than the period at the end of this sentence. 


Yet this tiny surface must be ground and shaped to perfection. What’s more, it 
must be exactly the same on every 9550 point that Esterbrook turns out. 









Variations, even so little as half of a hair’s breadth, are not to be tolerated— 


such a variation would completely change the point’s writing characteristics. 


To shape this important speck on the 9550, Esterbrook uses a very 
special machine. It was designed by Esterbrook, and built exclusively 
for Esterbrook. There is no other like it anywhere. Electronically 
controlled, this machine shapes the tip of the 9550 point to 1/1000” 
accuracy. It is one of the many precision devices Esterbrook uses 
to make sure the Esterbrook Pens you sell will please your 


customers and build repeat business for your store. 


“Choose the 
right point 
for the way 

= you write 

—by number” 





FOUNTAIN PEN 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY « The Esterbrook Pen Company of Canada, Lid., 92 Flee? St., East; Toronto, Ontario 
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AUSTRALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A. 


he probability of steadily increasing imports 
is, the Associated Chambers of Manufacturers 
determined to do all in its power to 
own again to a bare minimum. 
supervisor’s forum organized by the Aus- 
of Management recently, R. W. C. Ander- 
Tariff Officer of the Chambers, argued 
industry should be granted the degree of 
ver high, needed to prevent competition 
nd a margin for safety in addition.” 
that Australian workers had higher wages 
rs than many workers overseas, and said: 
on of the manufacturing industry in Australia 
istence of this situation constitutes a very 
iture progress and to the maintenance of 
nt. 
that cut-throat competition in world trade 
the community in general and the tariff 
ar must revise their approach to the ques 
the reasonable level of protective duties 
protect Australian industry. 
nt, of course, may immediately prompt 
il degree ol protection is necessary for Aus 
My answer is: ‘Sufficient to prevent com 
overseas and Australian industries on the 
et, and a margin over and above for safety.’ 
h permits competition from overseas is not 
ff, for, if low enough to enable foreign com 
ikes it exceedingly difficult to start new Aus 
ies, and renders their existence a continual 
mass production, periodical dumping, and 
operations of some overseas exporters. 
tralian market is large enough for economical 


y most Australian industries, but it is not large 


e shared to any extent with overseas competi 
inderson’s remarks may well appeal to Aus 
turers, they will hardly appeal to importers 

users of high-grade office equipment who 
any years yet importations of such mer- 


very necessary. 

The West Australian,” the leading daily news 
stern Australia, presented a special feature 
ess Machines Which Add To Efficiency.” 


} 
ted 
u. 


ts of modern life, mechanical aids today 
role in nearly all business offices, parti 
vhich extra efficiency is constantly required. 
fice machine industry is vitally important 
the individual company. The ‘push button’ 
ny years away, but machinery is entering 
any tasks which were performed by pen 
fact, one of the successes of the American 
arises from the comparatively small office 





Write for full information con- 
cerning the new Victor desk stapler 
—today’s best valve in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


\' ae; ee ee” 
MANUFACTURING 


COMPANY 
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Horizontal Desk Tray 


A new 

Drieeia on- 
B.- devk organiyer 
"that BUILDS 





Lower flanges of top tray (No. 1) 
interlock in slots (No. 2) of bottom 
tray. 


Here’s another profit-booster from Sengbusch. 
This new horizontal desk tray builds up in 
stacks of two, three, or more — fits individual 
desk requirements exactly. Because it’s 
made from precision dies, trays interlock or 
separate easily and quickly — no 
fumbling. And look at the other features of 
this new desk organizer: 
@ Heavy-gage steel construction. 
@ Identification-label holders at ends of each tray. 
@ Durable baked-enamel! finish — green, 
gray, or brown. 
@ Available in legal or letter size. 
@ Rubber feet prevent marring—anchor tray 
firmly to desk. 
Stock up now. Sell this new “Build-up” 
desk tray for extra profits and increased 
customer satisfaction. Write for blotter No. 95, 
with your imprint, without charge — and 
catalog form 195-53 for your salesmen. 


SELF-CLOSING 
INKSTAND CO. 


354 Sengbusch Building © Milwaukee 3, Wisconsin 








staffs in manufacturing plants compared with the size of 
the production staff. This has only been possible by the 
application of business machines on a wide scale of office 
operations. 

“... The white-collar worker is in many respects as much 
a mechanic as he or she who operates machines in a fac- 
tory. It is this intrusion of machines into office management 
which has been one of the most important developments in 
business in modern years.” 


Drawing Office Industries, Ltd. reports consolidated net 
profits totalling £22,442 compared with last year’s £20,437, 
after tax allowance of £13,520 (previous year, £14,554) 
and depreciation of £2,331 ( £2,450). Ordinary dividend 
remains steady at 10°{. Directors state that stabilized wages, 
reduction in taxation and easing of import restrictions give 
a brighter outlook for the current year, with trading op- 


portunities appearing more favourable. 
** *# # @ 


Steelbilt, Ltd., manufacturers of steel office furniture, re- 
ports a net profit of £15,156 compared with the £28,144 
of the previous 12 months. Taxation allowance was £ 13,000 
( £38,000) and depreciation £6,210 ( £13,648). Ordinary 
dividend remains steady at 10°. Directors report that the 
reduced profit resulted from new overhead costs incurred 
in establishing branch companies. However, favorable re- 
sults from these ventures are becoming apparent. 





South Africa Firm Changes Name, Address 

A new name and address are announced for the former 
J. A. McGregor & Son (Pty.), Ltd., firm of Johannesburg, 
South Africa. Now McGregor & Musgrove & Company 
(Pty.), Ltd., the head offices are situated opposite the 
Johannesburg City Library gardens. The new address is 
Second Floor, Peterson’s Building, Corner President & 
Fraser Sts., Johannesburg. 

The officials state that they are proud to retain “Mc- 
Gregor” in their name because it has earned good will 
during the last 40 years among new customers in South 
Africa and also among overseas connections. 

W. J. H. Musgrove, who became chairman and managing 
director of the company in 1946, says the policies of the firm 
will remain the same as they have been from that time. 

The firm occupies the whole of the second floor in the 
new location with the exception of one office and has a 
large showroom as well as four offices for the head staff. 

The Cape Town office has moved to Volk’s Building, 
56a Church St., Cape Town. A new address for the 
Rhodesian subsidiary company is 1 Avenue Building, Cor- 
ner Abercorn St., & 8th Ave., Bulawayo. 

John Dugmore has been transferred from the Johannes- 
burg office to Durban, where he will assist Arch Clement. 
Ted Harding joined the Johannesburg staff as a salesman 
some six months ago and Phillip May has just recently be- 
came an additional salesman in Johannesburg. Mrs. Kaye 
Musgrove has replaced F. J. Kennedy as a board member. 





Change Felt & Tarrant Canadian Setup 

All business formerly conducted in Canada by Felt & 
Tarrant, Ltd., will be taken over by Canadian Comptometer, 
Ltd., effective January 1, 1954. 

Since 1926, operations in both Canada and Great Britain 
have been carried on by Felt & Tarrant, Ltd. All operations 
in Canada will now be consolidated under Canadian Comp 
tometer, Ltd., and in Great Britain by Felt & Tarrant, Ltd. 
Both are wholly-owned subsidiaries of Felt & Tarrant Man- 
ufacturing Company of Chicago. Canadian Comptometer, 
Ltd., was formed a year ago and put into operation in the 
province of Quebec. 
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The control tower for your business is your office. To 

keep pace with the modern production methods and increased 
elttite. speed of this mechanical age, it needs to be 

: designed to make most efficient use of floor space and 
your office around personnel. Browne-Morse office equipment is especially 
designed to expedite work in the modern office. Its beauty, 


> OMAN Ys \@) 500) = comfort, convenience and durability make your day's work 


: faster and easier. Such careful office engineering and a 
furniture aan } 

42-year reputation for quality have made the Browne-Morse 
Company known as Architects of Efficiency 


for America’s Offices. 
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Business |s 
Booming! 


for stationers pushing so" 






IDS OF QUALITY born of 
e safe making. 


UTY with all cuthoritative and 









| ‘MODELS AND SIZES with unlimited 

combinations of shelves, partitions and drawers. 

_ PRICES TO APPEAL to your customers and give 
you a sound profit, 
PROMPT DELIVERIES. Write us for literature and 
let us help you MAKE MONEY WITH MEILINK. 


| ‘ 





THE MOST WIDELY 
ADVERTISED 
FELT-TIP PEN 

IN AMERICA! 


se 
Just glance at the magazines Tenas=O¥ | 
illustrated at the right. 
They’re doing a job to 

help you sell more 
Flo-masters. 
















MICHIGAN sean 





Every field is covered 
—industry, business, art, 
education, retailing 

and the home. 











And remember—every 
sale of a Flo-master leads 
to other sales, for people 
proudly boast about this 
most versatile of all 
writing and marking 
instruments — the one 
instrument that writes on 
everything—the one 
instrument available with 
special inks (in 10 colors) 
that are instant-drying, 
waterproof, smudge-proof, 
non-toxic. 














nce ANI 


A size and a style for every a 





business use, handsomely fin- 


Mg . . , | 
C ' ished in wrinkle gray enamel, 4 






Class 



















5 | P , . ‘ : 
: The best way to \a Certified with a wide choice of interior ‘. 
take advantage of t | arrangements “tailored” to the tl 

Flo-master national ONE-HOUR 7 


advertising is customer's requirements. Each 











i 
r to display Flo-master SINGLE AND ; , ; d 
| permanently on your DOUBLE-DOOR unit carries the Underwriters ly 
alee elie. SAFES Laboratories 1-hour label and 
7 T-20 label as well as the S.M. al 









CUSHMAN & DENISON 
MFG. CO. 
Dept. H-22 

153 West 23rd St. 

New York 11, N. Y. 





N.A. label plus Underwriters 






Relocking Device label. 
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STEEL SAFE COMPANY | « 
| Menink 


TOLEDO 6, OHIO Ja 





ABC LABEL SAFES, HOME VAULTS, INSULATED in 
FILES, BUSINESS MACHINES, TYPEWRITER STANDS tu 
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Primitive Arts Keyed to Modern 


Office Equipment in Mexico 
by Mabel Knight 


correspondent 


® MODERN PALM FURNITURE has become a fad in 
Mexico and receiving credit as the originator of it is Austin 
Sulzburger, operating a firm called Muebles Austin. From 
Switzerland he came to the United States and then went 
to Mexico City where he has been located at the same place, 
105 A Juarez Ave., for 11 years. He deals in wrought 
iron, natural mahogany or pine and he feels that it is the 
only pre-shrunk and plastic-preserved weave construction 
on the market. 

Keying the primitive arts to modern office equipment 
last year he made 900 shipments, which is easy to do in his 
case as the export tax on such furniture is slight. 

Muebles Austin makes 155 items and has 10 workshops 
in the vicinity of Mexico City where in peak times 340 
people earn their living producing what he carefully designs. 





Office Table of palm motif. Each end can be extended one foot. 


A popular feature is the fact that furniture pieces can 
be knocked down, enabling tourists to take them home in 
their cars or even by plane. Reassembled with simple screws 
and bolts they become smartly-styled and sturdy-appearing 
articles of Uniform coloring is secured by the 
use of varnishes, overcoming the fact that natural mahogany 
as 28 shades. 

Among the many pieces of furniture that can be used 
in an office is a desk which is the same on both sides so 
that if the stenographer is sitting opposite her boss there 
is no need to jump around for the needed papers. The 
desk has an additional feature in the fact that each end can 
be extended one 

Other products include a desk or stand for magazines 
and books in a waiting room, a closed bookcase as well 
as straight-back chairs or comfortable, lounging ones. 


furniture. 


can have iS Many 


root. 


\ three-part table is offered, a piece of furniture which 
separated so that each guest may have an in- 


salt 
table. 


can be easily 
dividual 


The popularity of this preshrunk palm weave construc- 
tion has grown until the products of the Mexican firm are 
found all over the continent from Buenos Aires, Argentina, 
to Edmonton, Canada and from Lima, Peru, to Kingston, 
They are sold to buyers in the United States, also 
in Cairo, London and Paris. One person using this furni- 
ture tells another and so the business has grown from one 
workshop employing eight men in 1944 to 10 workshops 
in 1949 
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HERCULES® MODEL 16— 
Top 18” x 18”. Magic- 
Lok Wing (right or left) 
9” x 18". Height 26%”. 





HERCULES® MODEL 17— 
Top 18” x 18”. Magic- 
Lok Wings, each 9” x 
18”, Height 26%”. 





BUSINESS MACHINE STAND 


MODEL 85TD 


Exclusive Hercules™ vibration-free all- 
welded tubular steel construction protects 





valuable machines, saves floor space, pro- 
vides high operator efficiency and comfort. 
Write for illustrated literature. 






















ae vidtit time 10 
plan for increas? 
Piling supply sales 


KLEY TA 


will give your Volume a big boost! 













® 





Patent No. 2248355—D128118 


Never has there been a more pressing need for stepped 
up office efficiency. For this reason, Barkley Plastic Tab 
should be demonstrated to every office manager. Barkley 
Plastic Tab file guides and card guides bring greater 
ease . . . speed . . . efficiency to filing routine. The 
crystal clear plastic tab angled for greater visibility helps 
to make “filing and finding” effortless. If the value of 
a product is proven through performance, Barkley Plastic 
Tab deserves special mention. Make it “your business” 
and “good business” in 1954 to see that every company 
in your community knows about Barkley Plastic Tab. 





Established 1921 


(. L. BARKLEY & CO. 


Mursufucturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, III 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 








Packaging Association of Canada, a management-level 
information organization representing Canada’s $700 mil- 
lion packaging field, elected H. S. Romani, Toronto, as 
president at its annual conference held in that city recently. 

Among those appointed to the group’s executive commit- 
tee, of interest to the office supply industry, were: L. D. 
Richardson, Shipping Containers, Ltd., Montreal; B. V. 
Schaub, National Adhesives (Canada), Ltd., Toronto; V. D. 
Strickland, E. S. & A. Robinson (Canada), Ltd., Toronto; 
F. C. Lennox, Somerville Ltd., London; M. H. McArthur, 
Hinde & Dauch Paper Co., Ltd., Toronto; Gordon G. 
Rolph, Rolph-Clark-Stone, Ltd., Toronto; C. W. Stephens, 
Dominion Paper Box Co., Ltd., Toronto; C. H. Willis, Ap- 
pleford Paper Products, Ltd., Hamilton. 

Special speakers included D. V. Reddick, T. Eaton Co. 
Ltd., Toronto, who said that “today a package is just as 
much a part of the manufacturer’s business as the product he 
turns out. Packaging in Canada has reached a stage where 
imperfections are exceptions to the rule; the accomplish- 
ments since World War II have been little short of amazing. 
The modern trends in packaging lean towards more efficient 
handling by the consumer or user, with easily read names 
and clear instructions which tell the whole story. . . . How- 
ever, the theory of bright and startling colors as sales pro- 
moters is not necessarily correct; the quiet, conservative pack- 
age will often stand out from the blaze of color surrounding 
Reed A trade mark should not be too descriptive or it will 
not register, but it should be distinctive enough to make its 
product distinguishable from other similar brands. . . .” 

K. E. Gordon, Toronto, told the conference that “just 
as advertising expenditures have grown with the knowledge 
that sales personnel cannot do enough talking, so has pack- 
aging taken on greater importance with the recognition that 
the package is the silent salesman. . . .” 

Said William Rowe, Walkerville, Ont., package designer: 
“Thirty-five years ago, a man worked an average of 58 
hours a week but today the average is 40 hours. Twenty-five 
years ago a man produced $5,545 worth of goods per year 
but by 1951 he was producing close to $13,043 annually. 
He is not working as hard but he is living better, mainly 
because machines are now doing much of his work. ... 
Generally speaking, greater mechanization accompanied by 
greater speed means less flexibility in your package lines 





Appointed, Added, Elected in Canada .. . 

LEFT—Harold A. Frohm has been appointed general manager, Murdock Rex- 
Rotary Duplicator Co., Toronto. He has been sales manager of the firm for 
the past year. CENTER—Ronald F. Harvey is the latest addition to the sales 
staff of Apsco Products (Canada), Ltd., Toronto. He now covers 
Ontario for the firm. RIGHT—George E. Findlay has been elected to the 


board of directors of W. V. Dawson Co., Ltd., Montreal. He has been 


production manager of the envelope division since 1951. 
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VERSARY 


mpeny of Siler City, NC. 


A On Anniversary Offering... 





Boling 


2200 SERIES 


The ever-increasing popularity of Boling Chairs for 
all business during the past fifty years bears out our 
conviction that fine quality and long service combined 
in pleasing style have no substitute. 

The Boling 2200 Series Chairs aré further proof 
of this quality, plus these sales-appeal features: 


e A new concept in design and construction that gives 
exceptional strength and durability. 


Cane backs for cool comfort. 





BACK VIEW— 
Showing one- 
piece bentwood 


Light weight for easy movement. 


truss which e Contemporary styling to complement island base 
gives maximum 
strength and desks. 


contributes to 
the distinctive 
styling of this 
Series. 


Economical, yet pleasurable seating. 


Available also with upholstered seats. 
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Drop your order in the mail today and capitalize 


on the demand these chairs will enjoy. 


me No . maa = 7 oe 


Z.,. HIGH POINT BENDING & CHAIR CO. 
Hemmnconemmnmerss §= SILER CITY, NORTH CAROLINA 
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Let us tell you about 






* Flagship is curl-proof, 
not just curl-resistant 


* Flagship's metallic back 
means extra wear, easier 


handling 


* Flagship makes sharp, 
permanent copies 


* Flagship allows smudge- 
less erasures 
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Your Operation 


We dont pretend to know everything about the stationery busi- 
ness, but we do see quite a bit of the carbon paper end. So we 
hazard this guess: 

Though you do pretty well with carbon paper, you ve got 
a feeling you could do lots better—if you didn't have to carry 
all that inventory. All those brands, all those weights, all those 
“writes — more of everything than you can keep up with! 


And let us tell you more about your operation. All the com- 
plications that go with the kind you may have “always bought” 
make it tough for your sales staff to sell carbon paper. And result 
in plenty of customer-fussing, store-hopping, and time-consum- 
ing follow-up calls. 

For all that there’s now a cure. Flagship — the revolutionary 
new line with the patented metallic back—has created a whole 
new concept of carbon paper merchandising. Because of its 
special construction, Flagship has working, handling and last- 
ing qualities that delight everyone who tries it. And a versatility 
that permits you to fill every customer need — with perhaps half 
the stock you're carrying now! 


Sound like something youd like to know all about? You bet! 
The lower-inventory, richer-profit Flagship line is sold only 
through protected dealerships. For the whole story, and to find 
out if there's room for you aboard, put a letter in the mail today. 


| CARBON AND RIBBON MANUFACTURING CORPORATION 
ALLIED General Offices and Factory: 165 Duane Street, New York 13 


Western Office & Warehouse: 3404 So. Main, Los Angeles 7 
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and this can affect production. The solution is to pay more 
attention to what is fed into the machines by developing a 
system of specifications and, to some degree, standardiza- 
tion .. . (for) standardization is the key to mass produc- 
tion 
om > . * o 
Thirty-six employees with a combined record of 455 years 
service were given awards when Viceroy Mfg. Co., Ltd., 
Toronto, honored long-service members of the firm at a 
dinner. J. D. Morgan, vice-president and managing director 
of the company, told the gathering that Canada’s rapidly 
growing over-65 population—an estimated 1.5 million by 
1970—creates a problem which will make it necessary for 
industry to adjust its thinking on the compulsory retirement 


said his firm had never made retirement arbi- 
trary at 65 although pensions became effective at that age. 
“Our experience with older workers has been extremely 
successful. Statistics show that while the average worker’s 
life expectancy was only 48 years in 1900, today medical 
progress has increased his life span to between 65 and 78 
years. Canadian industry will be overlooking a pool of 
highly skilled and dependable labor if it is not deemed ad- 
visable to deviate from what amounts to a rigid policy of 
ment compulsory at 65,” Mr. Morgan asserted. 


question He 


making retir« 


- oe oe 





Guild Directors Confer at Lac Beauport, Que. .. . 


Directors of the Stationers Guild of Canada, Inc., held a pre-Christmas ton- 
ference at Lac Beavport, Que., to formulate plans for the current year's 


activities. Among participants those pictured are: 1. J. $. (Jim) Luckett, Jr., 
Toronto; Gordon Lowe, Teronto, field representative committee irman; 
Hugh L. Kennedy, Montreal, Guild vice-president; 2. Mrs. Eugene Charters, 
Montreal; Eugene Charters; Mrs. Hugh L. Kennedy, Montreal; 3 George Basil, 
Toronto; 4. Robert C. Denver, Montreal, Guild vice-president; 5. $. (Tack) 
Tackaberry, Windsor, Ont.; 6. Armand Toupin, Montreal. 


oes €'e 

Index Card Company, Ltd., Toronto, had charge of pro- 
gram and entertainment features of November meeting, 
Stationers’ Association of Hamilton. A. R. Baxter, who 


presided, introduced L. G. Doner who outlined the eve- 
hing’s activities, and Stewart Cromar gave a practical 
demonstration of the correct method of assembling the firm’s 
line of storage files. Film entertainment included highlights 
of Mexico’s tourist attractions. Jack Cloke presented a new 
slate of officers for 1954 which will be voted on at the 
January meet g. 
PA = = /& 
For the first time in the firm’s history, Wm. E. Coutts Co. 
Ltd., Toronto, has scheduled a coast-to-coast advertising 


campaign using radio spots and national week-end publi- 
cations to promote the sale of Coutts-Hallmark greeting 
cards. Small-size rotogravure space will be used consistently 
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PRODUCTS 


You'll find MORE PROSPECTS In 
MORE PLACES for Famous Mast- 
er Addresser Products. Double- 
barreled profit producers too! 
Sell the machines and enjoy 
steady repeat supply business. 


MASTER ADDRESSERS 


The original Spirit process 
© ones madione 


The Popular Model 40—Addresses 
Mailing Pieces of any size as fast as 
they can be inserted—will address 
up to 1500 pieces per hour. Tape 
advances automatically from one 
name to next. Address can be posi- 
tioned up to 4” from the margin 
when imprinting. Printing fluid ap- 
plied evenly by rollers as piece is 
inserted. Retail price $52.17 includ- 
ing supplies for 500-name list. 


Model a oy Priced—Easy to 
use, clean compact. Handles 


jeces of any size. Address prints 
Ve" from margin. Roiler sten- 
ing, Address Tape advances manu- 
ally. Addresses up to 20 mailing 
pieces per minute. Retail price in- 
cluding supplies for 500-name list 
$30.97. 


Model 40-H—For Heavier Production 
—Same as 40 but foot oper- 
ated — ne. en peene tiny aver- 
age of 2, pieces per > — 
ator has both hands free. asy 
swing of foot pedal provides im- 
pression—gives continuous operation 
without undue fatigue. Retail price 
$110.47 including supplies for 500- 


name list. 


MODEL 40-H 


MASTER PORTABLE 
SPIRIT DUPLICATORS 


Master Portable Spirit Dupli- 
cators give you faster, easi- 
er duplicating at low cost. 
So simple to operate, prints 


MASTER 
DUPLICATORS 





with clean spirit solution, 
uses no inks, stencils or - 
atins, prints up to five colors 
at one time. Two models 
available—letter ond —— 
size—Retail complete with 
carrying case ond jes, 
$32.50 and $39.50 respec- 
tively. 







NEW POSTMASTER SPIRIT 
POSTCARD PRINTER 


Here’s the newest addition to the Mas- 
ter Product Family. An ideal little printer 
with hundreds of uses for printing post- 
cards, labels, tags, menu ins, etc 
in up to 5 colors at one time. 
Prints with spirit solution, uses 
no stencils, inks or gelatins. 
Prints up to 20 a min- 
ute. Complete with storage 
one and supplies—$11.95 re- 
tail, 


POST-MASTER 


Write today for details on this profit making line. 


flttdiar hdd reduce C2 


6500-D WEST LAKE STREET MINNEAPOLIS 16, MINNESOTA 
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ONLY THE , 
REMINGTON OFFICE-RITER 


GIVES YOU 
‘THIS RICH NEW MARKET 





There’s a big market for a fully-featured office typewriter 
in compact size . . . a machine that is fully capable of 
handling the normal typing requirements of the small 
business or professional office. And this profitable market 
is ready to buy the new Remington Office-riter ... the only 
compact office typewriter with these performance features: 


e Handles papers and forms up to 11” wide. 
e Writes a full 10-3/10” line. 
e@ Produces 10 good carbon copies. 


e Cuts a clean, sharp stencil. 


e Sets up quickly for billings, listings, invoices 
with Miracle Tab. 


Has full standard keyboard . . . familiar to 


every typist. 


Mlemington. Band 
DEALER SALES DIVISION 
31858 FOURTH AVENUE, NEW YORK 10, N.Y. 
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through the year to build up such holidays as Easter and 
Thanksgiving. Supplementing the campaign will be spon- 
sorship in Canada of the Coutts-Hallmark radio “Hall of 
Fame” program over a number of Canadian stations. 





Organize Stationers Guild of Eastern Ontario . . . 


The newly-formed trade group, Stationers Guild of Eastern Ontario, held 
an inaugural dinner meeting in Kingston, Ont., recently. The photos show 
a few of the trade personalities taking an active part in the organization. 
TOP—Fred Reynolds, Brockville; Selwyn Newman, Kingston; Lordly Jones, 
Hamilton, president of the Stationers Guild of Canada, Inc.; Don Evans, 
Ottawa. BOTTOM—Gordon Lowe, Toronto, field representative committee 
chairman of the national Guild; Stan Lowe, Toronto; Fred R. Smart, secretary- 
manager, Stationers Guild of Canada, Inc., Toronto Office. 


* * * * * 


Mainly About People: Mr. & Mrs. George A. Barker, 
Bishop Printing Co. Ltd., Winnipeg, recently celebrated the 
arrival of a son. ... Mr. & Mrs. W. H. Moore, Moore 
Printery, Hamilton, celebrated their 40th wedding anni- 
versary recently. ... Mr. & Mrs. Ron J. Weber, Vancouver 
Stationers Ltd., Vancouver, announced the arrival of a 
daughter. .. .Mr. & Mrs. W. J. O’Reilly, United Stationery 
Co. Ltd., Toronto, report the recent marriage of their daugh- 
ter, Lela, to Fred Quigley, Toronto. ...Completing quarter- 
centuries with Columbia Paper Company Ltd., Vancouver, 
John Macfarlane, Vic Bourne and Art Barclay were suitably 
honored by the firm recently. 





Plan Program for Stationers Guild, Western Ontaric .. . 

Planning forthcoming schedule of meetings for the Stationers Guild of 
Western Ontario, this quartet of trade personalities was photographed by 
Fred R. Smart, secretary-manager of the national Guild, recently: Tom Stiles 
and Roberts Holmes, both of London, Ont., Dave Brown, Windsor, and Bruce 
Wright, Kitchener, Ont. 


Progress Notes: J. "ak Beggs of Hughes Owens Co., Ltd., 
Edmonton, has moved to a new building with a larger store 
and warehouse. . . . Bennett Stationery, Ltd., Tillsonburg, 
Ont., has added a new front to its store. . . . Walter Foss’s 
Calgary Stationery Company, Ltd., Calgary, Alta., has moved 
into a modern store location. .. . A. B. Dick Company of 
Canada, Ltd., now has a sales and service office at 355 King 
St. W., Toronto. Head office of the company remains at 
189 John St., according to general manager W. C. Squire. 
. .. In London, Ont., Somerville, Ltd. announced the pur- 
chase of the N. V. Morrison Company novelties plant at 
Strathroy, Ont. No personnel changes are believed con- 
templated. 

* * * * + 

Filing supply schools, both for the benefit of the trade 
and consumers in the business field, were conducted in 
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Sharpens Pencils Like Magic! 
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SELLS ITSELF 


COMPLETELY 
AUTOMATIC 


World’s Finest Electric Pencil Sharpener 
“PROVEN THROUGH 13 YEARS OF SATISFACTORY SERVICE” 


Beautifully designed . . . Ruggedly built . . . Indestructible 
inner-unit alloy Castings. Specially designed . . . Highest 
quality, precision-ground, case-hardened cutters with pencil 
point adjustment... Sealed-in, finest type Mercury Switches 

. Eight foot, Tandem extension cords, strong, rubber- 
sheathed with protective strain relief . . . Specially devel- 
oped, self-balancing, non-stalling, Universal type Motor (AC 
and DC current)... Rubber-felt base pad . . . Extra large 
shaving-receptacle drawer . . . Ingenious pencil size-chang- 
ing device .. . Beautiful, streamlined, Black Bakelite Case. 


JUST DISPLAY IT...IT WILL SELL ITSELF 


WRITE TODAY FOR COMPLETE INFORMATION 


STILE-CRAFT 


MANUFACTURERS INC. 


1825 MACKLIND AVE. « ST. LOUIS 10, MO. 


1/54 


FOR ALL WHO USE 
WOODEN PENCILS 


Office Personnel Executives 


Draftsmen 
Architects 
Engineers 
Housewives 


Accountants 
Artists 
Teachers 
Students 


Professional Men 





l 





STARTS 


~~ AUTOMATICALLY, 


SAVES TIME, 
NO WASTE 


Just insert pencil and 
electro pointer 
automatically starts 

.. no slow cranking 
..» then check length 
of new sharpened 


- pencil against new 


unsharpened one 
. . No waste. 


SHARPENS 
VARIOUS 
SIZE PENCILS 
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There is Security Steel 

Office Furniture designed for every 

office and every budget. 

Whatever your need or choice you 

are assured of the finest. . . 

unmatched in design, quality craftsmanship 
and modern office efficiency. 


9201 — 2 dwr. itr. file 9301 —3 dwr. itr. file 
(29” or 3012” high) (41 13/16” high) 


9401 — 4 dwr. itr. file 9501 — 5 dwr. ltr. file 
(52” high) (60” high) 


BELONGS IN EVERY OFFICE 


MSF-60 FLAT TOP DESK 
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November under the auspices of Montreal 


Stationers A ition. Arranged by Preston-Noelting Ltd., 
Stratford, O turer was Mrs. Norma E. Hinds of The 
Globe-Wer Co., Cincinnati, Ohio. Similar schools 


hel , Ottawa. 
e 6.0 6) se 


Stationers’ | d Club of Toronto held its annual Christ 
is. party il testive manner December 8. Montreal 
Stationers’ Association annual Christmas party was held in 
that city Di ver 11. Record crowds were reported at both 





Participate in Quebec Stationers Oyster Party .. . 


a + dA. 


Considered one of the social highlights of the i y in C , the 
Quebec Stationers Assn. annual oyster party, held in Quebec City, attracted 
over 150 trade personalities from ntario, Quebec and the Maritime 
Provinces. Shown in attendance are Hugh L. Kennedy, Montreal, vice-presi- 
dent Stationers Guild of Canada, Inc.; Lowis Chabot, Quebec Stationers 
Assn.; Robert C. Denver, Montreal, also a Guild vice-president. 





* * . . * 





Directors the Stationers’ Guild of Canada, Inc. have | 
lecided on St. John, N. B. as the scene for the Guild’s 1955 
innual meeting. This year’s convention will be held in 
Toronto during May and will feature a product exhibition 
by member c« nies. Location is the King Edward hotel, 
Toronto. Ad reports indicate an early sell-out of ex- 
hibit space 





Recent visitors to trade outlets in the Toronto area in — 
cluded Charlie Lipman, George B. Graff Company, Cam Increase Your SALES eee 
bridge, Mass.; Ed. Witter, Witter Book & Stationery, Galt, 


. . . "* | 
Ont.; Jack Newman, Penn Stationers, Niagara Falls, Ont.; | 
G. A. Mersereau, Newcastle, N. B.; R. L. Warner, Luckett 


Loose Leaf, Ltd., Montreal; J. A. Deyell, Deyell’s Book & wtth =s So 
Stationery, Peterboro, Ont.; W. H. Moore, Moore Printery, - ys 
Hamilton; James Austin, Dicks & Company, Ltd., St. Johns, E SPLEEDEMO 

Nfid.; S. Tackaberry, Windsor Office Supply Co., Windsor, SPONGE RUBBER 
Ont.; Dave Brown, Brown Stationery, Windsor. 


STAMP PADS 








THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 


Adjustment Made Easy 


Designed by Royal Metal Manufac- 
turing Co. to show the simplicity of 
the seat-lowering mechanism is the 
new micro-hite secretarial posture 
chair. The adjustment permits the 


secretary to alter seat height, with- 

out assistance. She first loosens the (up to 20’’ x 36’’). 

handwheel, located beneath the All Speed-Mo stamp pads are of specially treated, odorless 
seat, and pulls the seat to its highest sponge rubber. Clear impressions guaranteed. Re-inking is neat 
position. She tightens the hand- and simple — you just brush the ink on Speed-Mo pads. 


wheel, sits on the chair and turns 
the wheel, while the seat gradually 
lowers. When at the most comfort- 
able height, the secretary stops turn- 
ing the wheel and the seat remains 
at that height without slipping. 


LIBERAL DEALER DISCOUNTS 
Write for folder showing over 35 stock items 


asa elon FU tis Veet) a), ice aes 


5O FEDERAL ST ORANGE, MASSACH 





i ? ¥ 
E A 429 St ' ? Hamilton 
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CENTRALS BETTER BUYS! 


NEW 


Rolle ij 


STEEL WASTE BASKETS 


a” Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 








Year after year, for the 
- 33 years, it has been 

rivilege to be consid- 
pe o. 1 on the Dealer’s List 
Parade for rough and rebuilt office 
machines. 


Only because of you could this grati- 

fying record have been established. 

It’s a position that we strive to maintain 
through our recognized policy of offering 
the finest rough and rebuilt office machines 
. «+» at down to earth prices. 


Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
items raph machines . . . you're sure to find 
the model you need from our stock of thou- 
sands of office machines, in our modern, 
spacious building. 
Write for Dealer Price List No. 10 


INTERNATIONAL OFFICE APPLIANCES, Inc. 
- HA 2-6700 


326 Broadway, New York 7 N Y 











Vance K. Miller Expands in Dallas 
Reported by Art Carrow 

Vance K. Miller Company, Inc., retail dealer in office 
furniture, stationery and office supplies, has just completed 
remodeling and enlarging the store at 1916 Main St. in 
Dallas, Tex. By leasing the adjoining building at 1918 
Main St., the display and floor space has been doubled. A 
large archway connects the two display rooms. 

This firm opened its doors for business on November 1, 
1916, and has operated under the same ownership and man- 
agement for 37 years. 

The company first occupied a small store with only 750 
square feet of floor space at 114 Poydras and later moved to 
larger quarters at 1917 Main, from which after a stay of 
five years a move was made to the present location at 1916 
Main. 

The company carries a complete line of office furniture, 
desks and chairs in both wood and steel, filing equipment 
and office supplies, representing exclusively many well 
known leading brands of merchandise. 

The Miller firm attributes its growth to its policy of 
carrying only merchandise of excellent quality, a desire to 
render efficient service and the good will of friends whose 
patronage has made the present expansion possible. 


‘Export Statistics 


of U.S. office machines, 
equipment and supplies 














Quantity (Dollars) 
Net Value 

Machines Accounting Nondescriptive except 

Punched card New.......................--.---.---- mean 228 268266 
Machines Accounting Descriptive except 

UE | OO SE eee 422 753333 
Machines Listing— Adding except Punched card 

New .. —_ . 3525 519935 
Machines ‘Calculating Non- Listing ‘except. 

EE IE i cccccevisccsietennoessbomneciinnsnass 1317 495086 
Machines Accounting Ete. except Punched 

OE NEES Ses BSA Se ‘ 381 111884 
Machines Card Punching and auxiliary New , 66 184125 
Machines Accounting Etc. Used and Rebuilt : 261 56176 
Parts for Accounting Etc. Machines............ ivan 687660 
Addressing Machines ........................-...-.---.- 122 72871 
Accessories & Parts for Addressing Machines 33383 
Machines Duplicating Ex Lithographic Offset " 271 48704 
Machines Duplicating Lithographic Offset.. 15 32669 
Parts for Duplicating Machines.............. : 47702 
Cash Registers New............. » . 428 108650 
Cash Registers Used Rebuil . ‘ 165 25306 
Parts for Cash Registers... 169526 
Typewriters Standard New “Except ‘Electric 4294 529168 
Typewriters Standard Electric wdracierns Automatic 

New .. de 247 64729 
Typewriters. Portable New... 2503 151321 
Typewriters Used Rebuilt except Automatic . 1286 62848 
Typewriters Nes. ... — ; 28 28350 
Parts & Accessories for Typewriters. inching 363101 
Staplers for Office............ ati ... 25927 46452 
Dictating Machines ....... ae ; 359 64412 
Mail Handling Machines & Parts... : 61180 
Check Handling Machines & Parts...... 42026 
Office Machines & Parts Nes.............. 87484 
Mechanical Pencils All Materials (Doz.) 18197 139152 
Mechonical Pencil Parts...................... 25641 
Pencils Ex Mechanical Black Lead Gr.) 31821 94568 
Pencils Ex Mechanical Nes. (Gr.)... 4762 33948 
I Cider ccenpcrinategnnabiidogurecees 57218 
ini ccccincninsesnieaaethibentaee 23690 
Fountain Pens Bail Type (Doz.)............ 66658 176824 
Fountain Pens Ex Ball Type (Doz.) ‘ead 58667 871764 
Ball Pen Refill Ink Cartridges (Doz.) 49671 73564 
Fountain Pen & Ball Pen — Nes. 142450 
Fountain Pen Points (Gr.)... 13415 81967 
Carbon Steel Pen Points + (Gr. a 3027 4680 
Desk Pen Sets........ ‘ 2540 12910 
liao sae seailconnaitieawencecesenarens 114713 
Ink Nes. .............. 121494 
Carbon Paper v8 aga 74805 85239 
Ribbons Cloth inked Office Machines. 55414 
Office Supplies Ne6s...............-cccccccee.-c0e-- 236867 

(Nes.—Not elsewhere specified) 
Figures for August, 1953, Released in November, 1953, 


by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 


Trade Division of the Bureau of the Census, United States De- 
partment of Commerce, Washington 25, D. C.) 
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the quality duplicator in the low priced field 





plus F.E.T. 
F.O.B. Chicago 


FULL 
INFORMATION 
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NOW IMPROVED! 


assures greater sales volume plus more complete customer 
satisfaction with its... 


@ NEW Single Control Lever for all side guide 
adjustments or combination of adjustments. 


@ IMPROVED Polished Aluminum Handle with 
sure-grip, colorful knob. 


@ IMPROVED Roller Release Pressure Lever of 
polished breakproof aluminum. 


@ NEW... Copy-rite embossing side casting for 
added beauty. 


And the Copy-rite L-53 retains all the sure selling features 
of Visible Fluid Supply, Automatic Master Lock and Auto- 
matic Feed. (Can also be hand fed for running various sizes 
from the same master.) 


WOLBER DUPLICATOR & SUPPLY CO 
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STEE 


Here’s how they’ll be 
a better, happier team 





Your office is people . . . nice 
people, too! And given surroundings 
of comfortable efficiency, they 
produce more, faster, and are 
happier. 

Modern management people 
know how Steelcase color and 
styling boosts morale and efficiency; 
how Steelcase engineering and 
design saves valuable floor space; 
how Steelcase office furniture 
not only improves the appearance 
of your office but turns your people 
into a better-working, better- 
producing team. 

Your Steelcase dealer will gladly 
show you latest ideas in office 
planning. He’s listed under “Office 
Equipment” in your phone book. 


METAL OFFICE FURNITURE CO. 
Grand Rapids « Michigan 


ASE 


mw 2 2s S&S on wrrnm ea Tt 


ce plonning i 
the asking. Attach your letter 
head, send to Dept. D for 
Tooling Up Your Office 


MEMO 


TO DEALERS 





Advertising 

such as this - 
appearing nationally 
in BUSINESS WEEK, 
NATION'S BUSINESS, 
OFFICE MANAGEMENT 
and MANAGEMENT 
METHODS —is build- 
ing prestige and 
sales for 


STEELCASE DEALERS! 
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Patents 





Copis f potents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted November 3 1953 

2,657,384. Hand Tacker. Frank S. Boroughs, Elmhurst, N. Y.., 
; Fast N. Y. 

cator for Imprinting Machines. Joseph A. Weber 


assignor te 
A Brooklyn, 


2,057,665. Solvent Apr 

2,657,669. Pen Box with Built-in Sharpener. Alex A. Roger, Beverly H 
f., assig r nis Mfg. Co., Rockford, Ill. 

2,657,670. Pen Solburn 


20 Capitola, Calif. 

2,657,671. Cont ed Lead Pencil. Francis A. Wade, Point Pleasant, and 
4 Met Pa 

2,657,672. Automatic Motor-Driven Pencil Sharpener. Walter Eugene Ange 
. kly N tration 

2,657,795. Ro Pressure-Sensitive Adhesive Striping Tape. Car! J 
slabres t yssignor to Minnesota Mining & Mfg. Co., St 
Ms 
2,657.8 Cash Register. Marcel Demeulenaere, New York, N. Y. Illustration. 


Overdraft Mechanism for Plural Totalizers. Max 


T . 


2,657,855. True Negative 


sssignor to Th National Cash Register Co 
2,657,942. Multiple Timecard. Grange K. Pattison, Chicago, III 
Granted Novembs 0, 1953 
2,658,479. Fountain Pen Cap Having an Ink Container Therein. Mende 




















: AS. 
— 


ris A To 
35333 sets see Saree ler 
pi: ge; set te: Suit det tute 
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2,658,774 
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| € ny j 
POS A. 
=\> as “4 ke \ 
- <=. F , ees } 
| - = . —_* ‘ e_ — 
—— ba = 
i 2,659,363 2,659,304 
| ows 
2,658,480. Pen sched Adjustable Eraser. | H. Hansen, San Mateo, 


2,658,513. Automatic Selection Control for Drum-Type Storage Files. Jerome 


ugh, Milwaukee, Wis. 


2,658,600. Pape yuide for Accounting Machines. Howard M. Fleming 
Nest to Monroe Calculating Machine Co., Oranges 
2,658,668. Ind Apparatus for Cash Registers or Other Business 
Machines. k Hans Schaper, Bielefeld, Germany, assignors tc 


Anker-Werk permany. Illustration. 
2,658,669. Auton Balance Scheduling Means for 

Machines. H Butler, N. J., assignor to 

M Illustration 

ulator. Ralph L. Palmer 


Listing Calculating 
Monroe Calculating 


, Poughkeepsie; James E 

A. Haddad, Fishkill; Byron E. Phelps 

lliams, Jr., Poughkeepsie, N. Y., assignors 
nes Corp., New York, N. Y. 

ed Machine. Clair D. Lake, Binghamton, Lawrence 

R. F Endicott, and Benjamin M. Durfee. Bing 

national Business Corp., New 


2,658,681 Ele 
jers | Vv. W 


2,658,682. Record 


Machines 


2,658,683. A Machine for Handling Nondecimal Entries. Edward 
Rat | assignor to International Business Machines 
Means. Herman Gang 
Co Orange 


Posting Board. Fred 


2,658,684. Factor Entering 


M/A 


Livingston, N. J., assignor 
N. J. Ulustration. 
Kraemer, Jr., 


e -8 
2.658.774. Triple Ent Tarrytown, 
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eso IT'S A POTENT 


PROFIT MAKER! 


TO THAT BIG BUYER! 
ASA machines 
Be 


pun srotionery 
4X82 TYPERITE Index Tabbing | 


WITH PICA SPACED INSERTS , 


saves 56% 


TYPING TIME! (j < 
When You Can Tell Mr. Big Buyer of .. . 


strip tabbing, you can show him in 3 minutes or less how he can save 
56% typing time by using AICO’S new TYPERITE TABBING, you'll get 
in. It's the pica spacing t does it. Typists type 1, 2 or 3 line titles 
without using the soft roller, just the line space lever. Ads are run- 
ning in 7 Business Magazines and free sales aids with samples ore 
available to help you. Use this miracle-working door opener to pove 
the way for other sales. 


Onder Your Supply Today! 
AIGNER 
INDEXES 


AS 






















97 Reade St., New York 13, N. Y. 
426 S. Clinton St., Chicago 7, If. 











Here’s Why It Pays to Sell 


SENTRY 


PERSONAL 


SAFES 


UNLIMITED 
PROSPECTS 


Every householder, professional 
man, farmer and business executive 
needs SENTRY protection—yet 95% 
own no personal safe. SENTRY’S 
amazing LOW PRICE makes them 






LOOK AT THESE all your prospects . all year 
BIG-SAFE FEATURES: ‘round. 
e Fireproof NO COMPETITION 
e Tamperproof A SENTRY costs you 35% to 50% 
e Handsome, Compact less than other comparable small 
e All-Welded safes. You set your own list, take a 
Construction big mark-up, and still undersell all 
competitors. And here’s a selling 
g eo tip: SENTRY offers lifetime protec- 
- Saltede -_ tion and convenience for less than 


the 2-year rental of equal safe de- 


Combination Lock posit box space! 


. 
DEALER |) INQUIRIES INVITED; WRITE DEPT. OA-I 


 BRUSH-PUNNETT CO. 


545 WEST AVE., ROCHESTER 11, N 


SENTRY 
SAFES 


For Over 
vitae y-1a) 
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You don’t have to sell many cus- 
tomers on Acco Products. Business 
men know them as the original and 
system of 
And that 


makes it good business to feature 


still the world’s finest 
safeguarding papers. 
folders, 


Acco—fasteners, binders, 


punches. 


ACCO PRODUCTS, Ine. 


Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 





ame | WN. Y., assignor to Dennison & Sons, Long Island City, N. Y. Illustration. 

2,658,989. Writing Board Lamp and Paper Holder. Arthur G. Marschat, 
Whitestone, N. Y. 

| Granted November !|7, 1953 

2,659,083. Hand Type Staple Tacker. Frank S. Boroughs, Elmhurst, N. Y,, 

| sssignor to Arrow Fastener Co., Inc., Brooklyn, N. Y. 
2,659,100. Caster. Roy A. Cramer, Kansas City, Mo. 
2,659,265. Sort Verifier for Punched Cards. Leo Patrick Martin, Decatur, Ill, 


2,659,301. Printing Mechanism for Accounting Machines. Mayo A. Goodbar, 
Everett H. Placke, and Carl G. Falkner, Dayton, Ohio, assignors to The 
| National Cash Register Co., Dayton, Ohio. Illustration. 


2,659,302. Record Card Controlled Sensing and Printing Means. Arthur 
William Excell, Thornton Heath, England, assignor to Powers-Samas Account- 
ng Machines, Ltd., London, England. Illustration. 

2,659,303. Pump Actuating Means for Rotary Duplicating Machines. Robert 
Warren Quirk, Chicago, IIl., assignor to Ditto, Inc., Chicago, III. Illustration. 
2,659,304. Moistening Mechanism for Rotary Duplicating Machines. Henry 
P. Keil, Chicago, III., assignor to The Fixture Hardware Corp., Chicago, III, 
Illustration. 

2,659,373. Loose-Leaf Post Binder. Walter E. Schroer, Affton, M assiqnor 
to Loose Leaf Metals Co., St. Louis, Mo. 

2,659,472. Strip Feeding Mechanism. Percy Stimson, Dayton, Ohio 
assignor to The Standard Register Co., Dayt Illustration 
2,659,533. Touch-Responsive Keyboard. Edwin J. Quinby, New York, N. Y. 

} and Walter S. Oliwa, Orange, N. J., assignors to Monroe alculating 
Machine Co., Orange, N. J. 
2,659,645. Desk with a Shiftable Top Section. Irving R. C Elmhurst, 
. Ilustration. 








7 
2,659,926 








2,660,151 








for the Best & Most Economical 


MARKING PENCIL 


“4 TWEETEN 


Screw-type feed like a mechan- 
ical lead pencil. 


Sturdily made for heavy duty any 
place where checking pencils or 
crayons are used. 


Makes neat, legible marks on 
practically every type of surface. 


AVAILABLE IN 6 COLORS 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 
age. List price 25c per package. 











REFILL 


A 49c 
RETAILER 


(including 
Federal Tax) 


WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 





T WEETEN ire Cao., Inc. 
2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 
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2.660.377 











2,659,646. Selectively Operated Rotary Drum File. Attwood 
Chicago, Il sssignor to Acme Visible Records, Ir Chicago, Ill 
Illustration. 

2,659,649. School Desk. Ernest J. Kum; Jr., 5 Frar alif 

Granted November 24, 1953 
| 2,659,926. Ball Type Caster. Joseph Weir illustration. 
2,659,978. Typewriter Guide. Celia Dunn, San Francisco, Calif 

2,660,089. Film Indexing. Harold T. Olson, Baldwin, N. 
Remington Rand New York, N. Y. 

2,660,111. Postage Printing Device Using Direct and Offset Printing. William 


assignor to 


Wilson Herrick and Alfred Burckhardt, Stamford nn., assigr to Pitney- 
| Bowe Inc Stamfor 3, Conn 

2.660, 112. Solvent- Operated Duplicating Machine. Marce! L. A. Delplanque 
Paris, France. Illustration. 

2,660,113. i ee Offset Duplicator. Ha 1 R. Gullixson, Arlington, Va. 
snd Herbert F. Bruns, Washington, D. C sssignors, by mesne assignments 
to Ditto, Inc., Chicago, Ill. Illustration. 

2,660,151. Writing Instrument. Blanchard D. Smith and David R. Berry 
Atlanta, Ga., assignors to Scripto, Inc., iMlustration. 

2,660,152. Ball-Point Writing Instrument. Robert W. Randolph, Milton, Wis. 
assignor to The Parker Pen Co., Janesville, Wis 

| 2,660,245. Sheet Stock Punch Head Housing. Allan O. Marst s Angeles 
Calif. 
2,660,285. Typewriter Key Touch Controlling Means. Charles H. Kennedy, 


Jr., North Syracuse, N. Y., assignor to L mith & ( 
nc., Syracuse, N. Y. illustration. 
2,660,369. Carriage Controlled Totalizer Contro/ 
Schulz, Rockville, Conn., assignor to Underwood Corp. 
2,660,370. Storage Device. George F. Daly and Francis V. Adams, Endicott, 
N. Y., assignors to International Business Machines Corp., New York, N. Y. 
2,660,373. Calculating Punch. George F. Daly and Francis V. Adams, Endi- 


rona Typewriters, 


Mechanism. George K. 
New York, N. Y. 


OA—1/54 











io ne a. Ze ae 


No 
ha 
an 


ind 


OA 








ood 









An Amfile adaptation of an old timer. Stands upright or lays flat. Has 
dozens of uses on desk or work table. Each file equipped with index. 
Strong suitcase latch keeps out dirt. Pull tab at back. Finished with 
marble paper, orange back. 





Stock Size Index Carton Pack Ship. Wt. 
No. Dozen 
890 Letter A-Z, 16 div. 12 25 Ibs. 
891 Letter 1-31, 31 div. 12 28 Ibs. 
895 Letter Months, 12 div. 12 25 Ibs. 
892 Cap A-Z, 16 div. 6 32 Ibs. 
893 Letter-Jumbo (Double thick) A-Z, 24 div. 6 40 Ibs. 
896 Letter-Jumbo (Double thick) Months, 12 div. 6 40 Ibs. 
894 Cap-Jumbo (Double thick) A-Z, 24 div. 4 45 Ibs. 

DEALER On orders for gross or more of a number, dealer's name and 


address can be imprinted without charge on the orange front 


IMPRI NTS and the index fly leaf of each file. 











STEEL BOX FILE 


No. 899. Well made to afford real protection for important papers. Modern grey 
hammerloid finish. Made with rounded back, two full piano type hinges, label holder 
and pull, metal pin index holder and attractive catch. Comes with 17 leaf A-Z manila 
index. Packed in individual cartons. 12 in master carton—weight 45 pounds. 


Write for Catalog of complete Amfile line 


AMBERG FILE & INDEX CO. 
Filing Specialists since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 
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BOX 
FILES 


LETTER 
and 
LEGAL 
SIZES 








LEATHERETTE FILE 


No. 95—Letter size. For home, 
executive and professional uses. 
Covered with attractive leather- 
ette material, decorated in silver. 
A-Z index, 16 division. Choice of 
red, green or tan. 


Packed 12 of a color to carton. 
Shipping weight 25 pounds per 
carton. 
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Showing Johnson Sectionals 1521R, 152IC and I52IL. Gr 

} 

d tically MODERN * 
eo GFaMaArICaily eee 
ver 

This is the kind of an office your customers want good-looking, oom 

dramatically modern and practical. 

And you can help them achieve this by suggesting Art: 
JOHNSON SECTIONALS — new exciting designs with that dramatic Abo 
styling that creates a warm friendly atmosphere Right 
Johnson SECTIONALS can be adapted to an infinite variety of saad 
a ron 

afrangements . . . one to fit any room Third 
You'll find Johnson SECTIONALS available in a wide choice of Robe: 
leathers . . . one to please every customer ior 
Learn how these new Johnson SECTIONALS can mean hands 
new profitable business for you. Write today for com- the Si 
plete details, prices and a copy of the new JOHNSON drame 

BUSINESS CHAIR CATALOG. is six 

IS21RL long. 
Robert 

JOHNSON CHAIR COMPANY ae 

tion o 

4401 West North Ave. Chicago 39, Illinois — 

ight ¢ 
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national Business Machines Corp., New York 


2,660,374. Key ey-Responsive Calculating Machine. George W. Hopkins 
Leandro, Calif., assignors to Friden Calculating 

stration 

2,460,376. Pa omputer. James M. Stanford, Fort Lauderdale, Fla 

ustration 

2,660,377. Constant Factor Mechanism. Harold J. Chall, San Leandro, Calif 
to 3 Machine Cx Inc., Hlustration, 

Mary M. Smith, Stamford, Conn. 

Delivery Filing Cabinet. Enrico Bertello, 


2,660,502. Typist's Desk 


2,660,503. Selective Borgo Sar 


2.660.504. Desk Rotating Drawer. Walter W. Bridge, San Franc 


Reynolds & Reynolds Reports Increase 


Reynolds Reynolds Company, Dayton, Ohio, de 
ener and er of business forms and systems, re- 
ported a | es increase for the year ending Septem 
her 30. Vo taled $8,500,000, or $1,018,000 more than 
the same p 1952, said Frank Pfeiffer, executive vice 


pre sident. 

During year, the company added 10,000 square 
space at its Celina, Ohio, plant, opened 
a new plant Dallas, Tex., and currently is enlarging its 
The company also began the manu 
paper for the systems it produces. Total 
mber 843, 462 of which work in Dayton. 


acture 
emplove¢ 


AK 





IBM Builds in Dayton 


Internati isiness Machines Corporation will soon 
ccupy a1 $250,000 two-story office building at 374 W. 
First St., D Ohio, now under construction, said J. 
arbutton, 1 of the Dayton branch, currently at 128 
W. First St the Talbott Building. IBM will lease the 


new struct parking space surrounding it upon its 

spring of 1954. 

Mr. Tarbutton said the firm will have 8,000 square feet 

| rst floor, and eventually will occupy the 
building will be yellow brick. Some 80 
with the Dayton branch.—AK. 


pletion 


ol space on 
second floor if 


mployees 





Greever’s Buys Typewriter Service 


Douglas H owner of Hale’s Typewriter Service, 214 

E. Euclid, McPherson, Kans., has sold his business to 

Greever’s O Machines Company, of Hutchinson, Kans. 

Mr. Hale | ) in the typewriter business in McPherson 
inv plans to retire. 

The firn doing business under the name of Gree 

Office nes Company, with George A. Elliott as 

inager. Gr r’s operates a sales, service and rental 

ness for riters and other office machines —-GMH 





Art Steel Sign Placed 
Above Building 


TEELMASTER 
© et tee Be 


Right in the heart of the | aa 


ws ' 


busy hub secti of the 
Bronx at 146t! >? and 
Third Ave., the ¢ gressive 
Robert A. Co o. has 
; Mie. 


installed an Art Stee 





Corp roof s gn which 
handsomely illustrates the 
the Steelmaste tems ina 
jramatic picture. The sign 
s six feet high 8 feet mR “ 
iong Officia f the Se eee aneaen 
Robert A. Coo ( are beckett 
te mplating the installa- " a 


tion of off-and 


furth 


ghts to} 


rer dramat high- 





light the sigr 
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Nu-Vise 


META 
PR JEC TIN 
GNALS 


Nu-Viz 


METAL 
SIGNALS 


Cellugraf 


TRANSPARENT 
SIGNALS 


ystem 







“systems” sales with Graf/co 
Show how they remind, com- 
mand action and point the way to 
facts. Notice how quickly they reveal 
to the customer greater efficiency and 
better control in any system. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 


Spark your 
Signals. 


® 


SIGNALS 


and MAPTACKS 











Records are safe 
in a SCHWAB SAFE 


. because SCHWAB SAFES are 
the finest available for protection 
from fire and theft. See the complete 
line of SCHWAB — Underwriter 
Labeled Class A. B. C. — T-20 Safes. 


Finest materials and 











workmanship have always 
made SCHWAB SAFES 
better safes. 





MAIL COUPON 


FOR COMPLETE INFORMATION | Gentlemen: Please send me information | 
| on the complete line of SCHWAB SAFES. 


| 
the SCHWAB SAFE | Mame... er 


oe ne ee ee eee 


COMPAN apas. Sreet 
_LAFAYETTE + cinpiana! | City... 














Now—BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM— 


Tubular Frame con- 
struction — STRONG 
and RIGID, yet sur- 
prisingly Light. They 
make upper boxes 
more rentable. 






Always Bright 


Neat Looking—no up- 
keep cost. Rubber 
feet prevent slipping. 
NON-SKID Rubber 
Treads on One-Piece 
Aluminum steps. 10° 
between steps in 
both models. Top 


2-STEP MODEL— 
20’’ high, 18°’ wide, 


18’’ long. Price step 1034” x 1634”. 
F. O. B. Ciearwater, Lower steps 9” x 
‘ 1434”. 


Florida 


ee 
3-STEP MODEL— Also CARD 
30°’ high, 18’’ wide, . ee 

Sturdi-Lite LADDERS 


26’ long. Price 
3, 4, 5 and 6-step models—hand 


F. O. B. Clearwater, 
Florida $ 75 

22 rails at sides, shelf or basket at 
top. Write for details. 


Eqvinped ea aaa 
D. R. CARD CO. 


829 Merchandise Bidg., MINNEAPOLIS 3, MINN. 











DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 

Dav-Son Changeable Letter Di- 
rectories — Copey “Office, 





© Wide Variety of pistes and Sizes 
e Glass Enclosed Fron 
. Hardwood or Metal = 
Highest Quality Felt 
° Absolutely Warpproof 
e@ Also Available with 5’ 5” 
Standards 


Dav-Son Genuine Self-Sealing 
Cork Bulletin Boards 
@ Indoor and Outdoor Styles 
¢ Hardwood or Metal Frames 
° With or Without Locking Glass 


@ World's Largest Selection 
DEALER INQUIRIES INVITED 
i Your Dealer Can’t Supply, 
Order Direct 


Dev-Son Changeable Name Plate 
Black card with white letters under 


beveled plexiglass shield. Triangular 
wood base in choice of Walnut, Oak, 
Mahogany, Blonde or Steel Grey fin- 
ish. 10%”x2%”. 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 
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ACME BULLETIN & DIRECTORY BOARD CORPORATION, 37 E. 
12TH ST., NEW YORK 3, N. Y.—Two catalogs were rec 
leased from this firm. The No. 953 features 
bulletin boards rk bulletin boards and name plates 
designed for churches, offices and 
The other pamphlet features changeable si 


ently re 
interchangeable letter 
especially 


hallways, various other places. 


yns for banking institu- 


ns. The catalogs are available from the firm at the above location. 


ART STEEL 8 CORPORATION, 170 W. 233RD ST., NEW 


vous 63, N. Y. help dealers plan ahead on newspaper adver 
empai yns this firm has issued a 32-page booklet of art work : 
and completed ads covering its line. Copies of the catalog, which ) 
features free mats and advertising material, are available upon 
request. 
C. L. BARKLEY & COMPANY, 1220 W. VAN BUREN ST., CHI- 
CAGO 7, ILL.—Featured on the colorful envelope stuffer from this 


filing system, magnifying index tabs, tab folders, 
Colorfully illustrated and giv 


yuides and a price list. 
ions and descriptions, the stuffer is available upon request. 


tirm are the Findit 


nq specifica- 


Boxes of one 


SLAISOELL PENCIL COMPANY, BATHAYRES, PA.- 
| f 2r-wrapped pencils now 


teature an open window 


—_— —”©~=— 





color. pens to form 





how pen shatt A new halt-gross cart 

effective counter display, also. For quick dealer identification 
stock, bold readable item numbers are printed on box ends. 
COOK'S INC., 780 WRIGHT AVE., CAMDEN I, N. J.—A color- 


displaying 36 Ful-Vu minature pt albums for 


metal stand 











elf-service inter sales is being offered by this firm. The wire 
frame unit holds six each of the six popular-size albums, in indi 
vidual boxe plete with self-service sales and price infor mation 
















NATIONAL 
Gives You More in ’'54 








Sell the NEW, Featherweight 


NO. 99-625 ee 


<p — ~ ey min = 


m ONLY 3% LBS. §. 








This lightweight but 
sturdy portable tray is Quick Facts 


@ High capacity — holds 1600 
sheets (32 sub.) with a 26 division 


one of the new National 
products for ’54 that help you 


index. 
score because they give your customers more! It’s an addition @ With No. A 9025 adapter, fits 
to National’s complete line of posting equipment. No, 9065 all-purpose ema. 
° Ideal for cards up to 6" wide 
The tray, molded of Boltaron plastic in modern gray morocco x 10° or 11" high, such as Bur- 


coughs Sensimatic. 


grain, packs plenty of eye appeal. One piece design also embodies © Over-all length: 16%". 


handsome nickel-plated edges. Seven matching separators of .050 
clear anodized aluminum are 10” high and 11°” apart in the tray 
...no follower plate necessary. PUSH THIS TRAY TO YOUR CUS- dnnitieeatinaien 
TOMERS AS LIGHT, EASY TO HANDLE AND ATTRACTIVELY = showing Notional Blank 


Book's complete 


PRICED AT $19.50 EACH LIST. poe = ky pa 
form line. 


a STSGISLETY NATIONAL BLANK BOOK 
NATIONAL COMPANY 


\4es? HOLYOKE, MASS. + NEW YORK + CHICAGO + SAN FRANCISCO + ATLANTA 
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MODEL 65 


























Let the Chai 
Fit the E fi | 
f 
MODEL 67 $1 
4 
In the full Harter line there’s a chair that’s right for every man in 
your prospects’ offices. The executive armchairs shown here 
range from the luxurious Harter 65 to the budget-priced MODEL 68 
model 68. Regardless of price all have full measure of Harter 
quality. All have the comfort of molded foam rubber 
cushioning. All have four easy, precision adjustments to fit a 
them exactly to the individual. ma 
tion 
That’s the beauty of the Harter line. You sell quality and still offic 
have the right chairs for every installation and every office F 
budget. Send for full information. ond 
HARTER CORP., 125 Prairie St., Sturgis, Mich. 
te lAl Q) R T EE R 
Sv’CR OS, At é€ &teaure 
POSTURE CHAIRS 
no ste 
man 
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f the albums is $28.80 with the usual dealer 
xtra charge for the display unit, which can 
e-filled ement albums as required. 

COMMERCIAL CONTROLS CORPORATION, ROCHESTER 2, 
N. Y.—A dealers in this newly designed display card 
that fit the firm's desk-sized mail handling 


»i| Master, 





ng in its red and green colors, the card 
je-mark figure—showing the customer how to 


Jisplay may be obtained by writing to the 


CLARY MULTIPLIER CORPORATION, SAN GABRIEL, CALIF. 
olor photographs of the 
okkeeping cash registe 
dealers and branch sales 
merchandising pieces. Dealers may 
Jer the finist r postcards at st price of $8.00 per 
00, or a ce ts under 1090 Orders should be addressed 


location. 


A half is from natural 
ng machine and b 
by this firm ¢ 


T } } ana 


ent at the above 

-Recently released fror 

Completely descrir 

ations, stock sizes and con 
kstitched pads. 


BALTIMORE, MD. 


ular on turniture pads. 


C. R. DANIELS, INC.., 

yiving specif 

andux 

INC., CANTON 2, OH!IO—This new piece of literature 
of silent signal and delayed control 
locking and signalling de 
ambush and burglary of 


line of 
DIEBOLD, 
je pe +r sna use 
these modern 
against holdup, 





rs and cash chests is fully described in this 

svailable to anyone using this type of protec 

hlet are available from any Diebold branch 
ting to the home address. 


INC., BOX 420, CARTHAGE, MO.—Application 


wing how wire insulators are used in up- 


FLEX-O-LATERS 


PERMA LAT 





ently produced. Of special interest to sales 
sell mattresses and furniture is the section 
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A 
READY 
SELLER 

AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 















Takes all copy up to 20 inches 


A money-moker that is easy to sell. 











; mW" Now the RITE-LINE Copy holder has 
= the new Telescopic Eyeguide at no 
a LE extra cost. Takes all widths of copy 


from a machine tape to 20 inches. 


EYEGUIDE CONTRACTED 
Self-contained, all-metal, compact, at- 











| 20" J}tractive. Requires no installation or 
aia service. Illustration shows it with LINE 
EY EE MAGNIFIER attached. Magnifier is 


EYEGUIDE EXTENDED extra equipment you can sell. 


For full particulars, discounts, etc., write to— 
RITE-LINE CORPORATION, 1025 15th Street, N. W., Washington 5, D. C. 


PREMIER 


AN IMPORTAN 
FACTOR IN : 


EVE 
ne ton vanes ICE 


+ Criss 2 
+. ee nent Lock on nee Srossed 1, 


@ All 
Sines of Board, Equipped With R 
e- 


Movable Modes 

e 

: an Biage: of He ardened Ss} 

© fess Cutting Precision 6 —y 

© Woor Si ng, Edge PERFECT 

: Warp S@ of Roc k Maple -+. WIN 
afety q 
Can’, Pane SECURES cutting ha 


ndie . 





334 N. Bell Ave... . CHICAGO 2 8 — 
Representatives 





Henry Deutsch, Cox Lane, Route Milton Stone, 320 Broadway, Reem 
No. &, Box 747, Dalles 9, Texas. 625, New York City, covering M. Y. 

Ss. Lichtenstein, 223 Seuth 10th 
Harry Henkel, Assoc., St., Phi ja, Pa. 
439 Ellis St., San Francisco. Jack kate, 5240 Sheriden Réd., 

at. 
Ec. 3. Mitchell, Sten Mollerstrom, South Eastern 
329 Belt Ave., St. Levis, Me. Atiaentic States. 
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EWv-EZE 


it's 
new 


no 
ear 


shock! 


MADE OF 
NEOPRENE 


retails for 
¢ sanitary 
e cushions the ear 69c 
e eliminates unnecessary noises 
e minimizes errors in conversations 


12 Units to a Counter Display Box—Good Dealer Dis- 
A Fast Selling Item. 


Mawal MANUFACTURING co. 


1014 W. BURBANK BLVD. BURBANK, CALIF. 

















FOLDING CHAIR 


trucks — 





For easier, faster stacking and 
mobility ... space saving storage 


Here's portable seating’s most popular 
chair truck. Heavy gauge carbon steel 
tubing, electrically welded into one rigid 
integral unit. Roller bearing rubber tired 
wheels with ball bearing swivels. Standard 
tubular chair size holds 50 chairs. 
Standard Channel chair size holds 75 chairs. 
Custom-built sizes are also available. 


Plus. . Finest quality Tubular 
and Channel steel folding chairs 


Krueger's complete line of steel chairs 
features types and models to meet every 
need and budget. Write for catalog. 
describing each chair in detail. 


RRUEGER 


METAL PRODUCTS @ GREEN BAY @ WISCONSIN 
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on how retailers are using the wire insulator teatures to sell mat- 


tresses and upholstered furniture. Listed in this section are the sales 
p 


aids which are furnished to manufacturers to assist their retailers 
with their bedding and furniture promotions. 
GIFT CRAFT LEATHER COMPANY, !0! SPRING ST., NEW 


YORK 12, N. Y.—An attractive new brochure features leather desk 
set and desk accessories, also prices of the No. 1050 line of execu- 
tive series open stock. These desk items are illustrated in the genuine 
top grain leather design, hand tooled in 24 karat gold. 


KALISTRON, INC., DECO SALES DIVISION, 55 W. 44TH ST., 
NEW YORK 36, N. Y.—Available from this firm are samples of the 
new luxury grain Kalistron for furniture covering, along with a 
mailing piece describing the three-way stretch fabric. A coupon 
printed on the brochure enables the dealer to order swatches of the 
new finish, without charge. 


NEVA-CLOG PRODUCTS, INC., BRIDGEPORT, CONN.—Another 
>f the jumbo-size N-C sales folders has been prepared under the 
signature of Frank R. Curtiss, director of sales. Dealers are advised 
to place one of the colorful N-C display cards in the window and 
another on the counter, each with an actual model of the stapler 
n it. Liberal use of N-C sales folders is also prescribed 


NU-CRAFT PRODUCTS COMPANY, 163 PACIFIC ST., BROOK- 


LYN 1, N. Y.—Catalog No. 54 recently released from this firm 
features steel office furniture, bank equipment, cash boxes, posting 
and sorting equipment and coin trays. The items are clearly illus- 


trated and provide prices and specifications also. 


THE PERFECT RUBBER SEAT CUSHION COMPANY, 6435 ED- 
MUND ST., PHILADELPHIA 35, PA.—This firm has recently pub- 
lished a new brochure with price sheets carrying illustrations of 
seating products and giving list prices and discounts for dealers, 


STACOR EQUIPMENT COMPANY, 768-778 E. NEW YORK AVE., 
BROOKLYN 3, N. Y.—WJust released is a new catalog on drafting 
room furniture and drawing, tracing and x-ray equipment. The new 
literature features types of filing cabinets, drafting, drawing and 
tracing tables, portable tracing boards, steel taborets and tripod 
easels and may be obtained by writing to the firm at the above 
address. 


THE WORDEN COMPANY, 200 E. 17TH ST., HOLLAND, MICH, 





Just out from this firm is a comprehensive catalog showing its 
ne of desks, tables and chairs, along with a sectior genuine 
eather furniture. The leather furniture is available in chairs, sec- 


tionals, davenports and love seats. 


Schubert Named West Coast Distributor 

The Home-O-Nize Company recently announced the 
appointment of the C. J. Schubert Agency, 540 S. Alameda, 
Los Angeles, Calif., as its West Coast distributor. 

The firm will serve as a warehouse and distribution 
point for the entire West Coast area and a large inventory 
of products manufactured by Home-O-Nize will be main- 
tained. 

Manufacturers’ representative for the area is V. W. Lee, 
Bakersfield, Calif. 
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$4 








Each carton of 6 files, letter size sales dali 
WEIGHS 7 POUNDS LESS made these savings possible 


\Sa 


Above: Old design. Heavy wires 
connect front and back, preventing 
a compact fold when knocked down. 
Large quantity of board added weight. 
Below: New design. Sides of file 
lock in place at all four corners, giv- 
ing less weight, less bulk, and easier 
set-up. 




















































Oxford files now cost you less to ship, 


—AND OCCUPIES 2.4 CU. FT. Le SPACE sid teemnattia “Weed waned 


buy for bigger profits. 








STEEL CLAD mod 





Don’t forget the unseen 
feature of all Oxford 
greenboard files — your 
customers will never see 
an Oxford File fade. 
The color is PER- 
MANENT, even when 


Oxford = gy to direct sun- 


FIBERBOARD FILES 


All models and sizes now in stock for immediate delivery. 
Better buy now —and avoid end-of-the-year shipping headaches! 














OXFORD FILING SUPPLY COMPANY yo 


Garden City, ie Louis 6, Me 
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METROPOLITAN F/RST 


FIRST STATE BANK 


Greenville, Michigan 


THE METROPOLITAN GROUP in 
handsome Champagne Walnut, came 
FIRST with the First State Bank in 
Greenville! Coopers’, of Grand Ha- 
ven, Michigan, installed the popular, 





practical group in the President’s 





office and in the clients’ consulta- ‘1naneaan PTT iititt.. 
asaaneqes ee ee 

4 TY v 

tion room. in ee 
aa — : 


Coopers’ is one of the many Impe- 
rial dealers throughout the country, 
profiting with our line of highest 
quality METROPOLITAN GROUP 


leaders. 


You can do the same .. . just let us 
tell you how. Write today for details! 


HAVE YOU JOINED 
COPS? 





desk company 


EVANSVILLE 7, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 


Ads running monthly 
in these national pub- 
lications, help “pre- 
sell” Imperial wood 
office furniture . . . 
help increase profits 
by multiplying sales. 





218 OA — 1/54 











whole, 
Physic. 
line fc 

How 
nesses 
we ha 


0A - 








America’s Greatest Pipe Line 
Main Street, U.S.A. 


by Dr. D. Cies 
Management and Research Consultant 


Address Del at the 47th annual 
convention of the Nation Stationery 
& Office Equipment Association, September 


vered 











30, 1953 
fe Ww k k with you about a subject close to my heart 
r Ma t businesses during the past few years have 
part they play in the economy of this nation. 
been focused on Main Street 
f all goods produced in the United States 
the shelves of the retail merchant on Mair 
No f tribution handles a greater amount of industrial 
tivity has more to do with goods reaching the 
stome st. No business has greater responsibility 
which goods flow and ntinue to flow fron 
Greatest Pipe Line 
America’s greatest pipe line. The merchants 
ng y the supply and equipment 
rtant group of managers Whose decisions have 
activity of this country 
the dollar, regardiess of your locatior 
se streets of combining merchandise and mar 
fe pow t service. You have to use men and merchandise 
r than the next fellow, if you are to stay 
How well are y ng that job? | would like to report to you me 
n ansy vestion—facts based upor x-months' study 
wer. In making this report, | would like t 
wit 4 sc+ vear and the year before for anoth 
New Consideration 
Ma Street, U. S. A., first 
two years ago. You will recall that 
w sidered sr volume and how you 
we ked at d profit. This year we 
ysical thing f merchandise a 
most de They represent only 
handise and Ie than half the amount of 
A “ } r waik 3S T T were r your Main Street 
average mposite of all Mair 
sre in San Francis or Boston, Dalia 
M ] whether vou are on Grant Street 
M Wall Street, Second Avenue or First 
s w t facts and trends we w 
Production U.S.A. 
uIck ok at what has happened to pro 
Changes in production have a profound 
effect t M f your home town. Present rates of production 
roblems you w face your Main Street 
untry has experienced a series of pr 
duct ; » greater volume of goods was produced 
e recorded in h Today, the industria 
States in term f phy al volume that 
the Federal Reserve Index of Industria 
n 1946. 
erms of actual physical quantities are being 


manufacturers are turning 


substantially more than twice the 


nent 4 . jucts of your Justry 
nome ; 5 great increase n the 


Main 


nage of office equir 
That is truly a phe 


productive capacity 


Main Street, U.S.A. 


Street during* these past !3 years? 


ir home town, if typical of the nation as a 


y | wh goods on a unit basis than in 1940 
) F bigger job. They are acting as a pipe 
erchandise that they did in 1940. 


§ EE hee for Ey 


being distr ndividual bu 


buted by 
t's take a look e 


of the merchants 
The 


at sorr 


during the past two years. reta 
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INTERCHANGEABLE 
PLASTIC NAMEPLATES 


By Rey changed instantly 
with new name inserts . . 
ments. Illustrated the 


be 
. h to suit require- 
mane changes your 













So gi coe RY $Y2S 


by &%”. 





desk 





i ifs 


ty 
“ 
wn 
Ss 


gr®, 
e 
Pa 


i 





New name inserts can be 
ordered as 
sonable prices. 
re 


ACME PRODUCTS CO. 


406-408 North Van Buren St. ° Green Bay, Wis. 


at rea- 
Prompt delivery . . . order your requirements 











This 
STORAGE 
CABINET 


is a real 
“BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’ wide by 18” 
deep by 78” high; weight 175 pounds. 


List price $50.00 each 


LESS DEALER'S DISCOUNT 
F. 0.8. ST. LOUIS, AD. 


MIDWES 





METAL MANUFACTURING CO. 
18th ST.- ST. LOUIS 6, MISSOURI 


1818 N 
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A 
dite, 


"““TWIN-POST” 


Extra Value F es 
To Help You S$ 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 

nts — corner Wye NEU- 
SAUER “TWIN-POST” de- 
sign is actually 2 posts with 3 
strong corners (see inset). 


Shelves fit tightly . . . every- 

thing stays in . Smooth, 

beautiful and strong—adaptable 

for most shelving needs. 

18 and 20 - ateel shelves 
in 25 rom 24”x9” 


to 48°x24”, 16 ga. posts from 
y live Green or Air- 
line Grey baked-on enamel. 
Special colors available. Built 
to last, priced to sell... a 
wonderful repeat order builder. 


#0 
*0 

















FREE ESTIMATES 


we'll quote through you. 





Write today for complete in- 
formation. 

Ask about NEUBAUER 
“TWIN-POST” Basket Racks 
for school and factory locker 
rooms. 








TAD TILL ALA _Minncopolic 10, Minnesote J 
Top Quality 
La Salle STEEL AND WOOD 


Smokers—Ash Trays 
and Costumers 


























Ne. 140-X.—New 


Ne. 156 medern dente 

All steel! sos- on 1S Miner 
s 2. a . 
tumer. Sturdily 13%” pest. Ship- 
ceaswrenset. Un- ping weight as- 
hooks, sembled ready te 

bal turned ends. use about 19 ibs. 
21” spread. 68” Now available in 
bel Fintohes: Statuary Brenze 


in additien te 
Golden brenze, 
bright and satin 
ehrome, 


satin ehreme, 
grees 


geiden bronze. 
in Units of six, 
weight 60 Ibs. 


seco 

o weighted 

Bri nt oF Satin Chrome, Statuary Bronze Plated 

Bronze. Chrome plated sereen with all 
All Smokers Individually bexed. 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 


Golden 
ishes. 











220 











industry, 
1940. The 
if typical of its industry, is carrying a 32% bigger load than 
in 1940. On a unit basis, the department store is delivering 43% more 
goods out of its doors; the super market 58% more; and the Sears type 


shelves of the druggist in your home town, if typical of his 
are acting as a pipeline for 31% more actual goods than in 
variety store 


of operation 82% more—or almost double that of 1940. The additional 
amount of merchandise that is being distributed via the Main Street pipe- 
line is truly phenomenal. Your Main Street is doing a much bigger job 
in terms of actual goods and services. 

What about you, the office supply and equipment dealer? If you are 
typical of your industry, you are acting as a distribution pipeline for 132% 
more goods in terms of actual quantity. You are distributing more than 
double the units of merchandise—for example, reams of paper, pounds of 
rubber bands, pieces of furniture, units of equipment. Your physical job 
has grown at a faster rate than any of your fellow merchants on Main Street. 


Stock Carried 


How efficiently are the merchants on Main Street handling their 
much bigger job? 

That is a most important question. American 
standard of living have come about primarily through American business 
learning how to do more work in less time; on individual managers learning 
how to complete a task with less material and less manpower: on American 
enterprise finding a way to perform each unit of work with greater effi- 
ciency, whether it be delivering a stenographer's notebook or building a 
skyscraper. 

In answering the question of how your Main Street is handling a mutch 
bigger job, let's first loek at the amount of stock being carried to meet 
increased demands for merchandise. Typically, all retail stores have 72% 
more physical stock on their shelves and in their stores than in 1940. As 
you note on the preceding chart, however, they are distributing 77% more 
merchandise. They are using their inventory They are 
making their inventory do more work. 

The drug store has 27% more physical stock on its shelves; the variety 
store 40%; the department store 52%. The super market has increased its 
physical stock only one-half of 1% since 1940. We learned on the pre- 
ceding chart, however, it is moving 58% more goods through its doors than 
in 1940. That is truly amazing,—distributing 58% more goods with virtually 
the same amount of physical inventory. The Sears type of store has 
increased its physical stock 44% since 1940. Note again, however, that it is 
moving a substantially larger amount of goods via its store—82% 

You have increased your physical stock 182% since 1940. On a unit basis 
you are carrying almost three times the physical amount of stock that 
you did in 1940. Note, however, that the physical volume of goods you 
are distributing has not increased by this amount. Actually you are carry- 
ing much more stock compared with volume than you did in 1940. Your 
is doing less work. 


your 


Improvements in the 


more effectively. 


inventory 
Inventory 

Today the typical retail store on your Main Street completes a transac- 
and delivers a unit of merchandise with 3% less physical 
inventory than in 1940. The drug store in your home town does the same. 
store and the department store have actually increased the 
The super market, on 


tion, i.e. sells 


The variety 
amount of stock they carry to handle a transaction. 
the other hand, carries 36% less stock to handle a transaction involving 
the same unit volume. The Sears type of operation carries 21% less stock. 
The office supply and equipment dealer instead of carrying less stock 
to handle a transaction involving the same unit volume as 1940 is carrying 
22% more stock. All retail stores are carrying 3% less stock than in 
1940 to handlé a transaction involving the same unit volume. The super 
market carries 36% less stock. The Sears type of operation 2!/% less. You 
are carrying 22% more 

What it Means 
goods to handle 
more space, more 


Let's stop for a moment and consider what 22% more 
a transaction of fixed physical amount means. It means 
inventory responsibility, and more management headaches 

Does it mean better service to the customer? 

lf so, is that service worth the additional cost? 

Currently all retail stores on your Main Street invest an average of $1.80 
dollar of monthly sales. The drug store invests $2.15; 
the variety store, $1.72; the department store, $1.82; the super market, @ 
cents; and the Sears type, $1.22. The typical office supply and equipment 
dealer, $2.48 per dollar of invests 
more than any merchant we have observed 


in inventory per 


however, invests monthly sales. He 
typical dealer risks 0% 
He gambles 3/2 times the invest 
dollar of sales 


outlet that is 


To ring up a dollar on his cash 
more money than the average merchant. 


market. His 


register, the 


ment of the super inventory investment per 
s double that of 
taking on more and more of the products of your industry. 

How much to invest in inventory is a question that must be decided bY 
each dealer individually. Every merchant honestly and rightfully feels that 
his business is different. How different, however, can you afford to be? 

Let us note fhat good service is being achieved by merchants 
with less stock. Let us also note that there are dealers in this room whe 
ring up a dollar on their cash register every 30 days and do not invelt 
anywhere near $2.48 in inventory. 

Their methods? No secrets—rather funda 

1. Detailed knowledge of their market in the form of carefully maintained 

stock records based upon regular counts 


the Sears store, an aggressive type of 


other 


nentais 
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BRIGIT 
CRAFTSMANSHIP OUR NEW CATALOG 


BEAUTIFULLY ILLUSTRATED 


NOW AVAILABLE 
__oie 






BUILDS 
REPEAT 


BUSINESS 


MANDFACTURERS OF d | Lahr A 
127-133 BLEECKER STREET, NEW YORK 12, N. Y. 


i @ Coat Trees @ Wall Racks 

: Only G L A R O © Wardrobe © Umbrella 

, Racks Stands 
has a complete line © Sand Urns 














@ Smokers 
aluminum and chrome @ And other accessories 





=> Send for our new catalog and price list 


vest- 





GLARO MACHINE PRODUCTS CO., Inc. Lindenhurst, L. I., N. Y. 
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THONG SECTIONAL CATALOG 
POST ) RING 





$ THE MasTer-CRAFT FRANCHISE SAVE THEIR CUSTOMERS 
ace through the correct use of loose leaf binders. The 7 
ere nt only a few of the thousands of modern 
ed through no other than Master-Craft’s exclusive 


available in your city. Write today for free catalog. 


-CRAFT CORPORATION 


DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 

































PERMANENT 
ita «6 Whal 


Every 
Master - 
Craft 
Dealer 


Knows 






TimE Is SAVED for busy dealers who always 
have available the right binder for the 
right purpose. Master-Craft’s exclusive 
franchised dealers have 16 kinds of binders 
on their shelves or available for immediate 
delivery. The 7 popular kinds pictured 
above are carried in a wide range of sizes 
and bindings. 9 other binders for more 
specialized services produce a complete 
**time-engineered”’ line. No customer need 
be acne oa 















THE BENTSON MANUFACTURING COMPANY- AURORA, ILLINOIS 
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a 


continue to 


employees? 


k i good housekeeping 


secure action obsolete and slow moving 
t every ne 

; terr 

employee 


rserverance and purpose 


Manpower 
ve. How efficiently is Main Street handling a 
nanpower 
ae the key 


t< »s better way of life. More 


ems being handled per man hour—is the 


rd of living 
nly 29% more hours of labor to handle 
s a good showing. With 29% more hours of 
tore is distributing 72% more merchandise 
iS% more manpower: the variety store |8% 
y 4%. The super market is using 24% less 


f labor. As noted on the first chart it is 


58% more physical goods 


Truly an amazing 
pe of store is using 32% less manpower. It is 
82 more goods 
@€ manpower in terms of hours of labor than 
ving, however, 132% more merchandise a: 
That is a wonderful achievement! Take satisfaction ir 


ergy for there is a bigger job ahead 


Goods Distributed Per Man Hour 
Ms Street is much higher than 1940 To 


a retail store is 38% more productive: the 
snd the department store 37%. Employees 
arket ears type stores are much more productive than 


3 many more transactions measured in actua 
ble 1940 figures—l06% and 167%, 
t n the 


790/ 
729 


respectively. 
The average 
more physical goods than in 1940 
3oods now distributed per man hour, how 


improvement list. 


f a dealer is not nearly as productive a 
ee on Main Street. 


yee on your Main Street now handles approx 


e an hour at current prices. The average 
t employee handle nly $6.67 of merchandise 
yee in the drug store handles $12.00 of 
store and also the department store, $7.50 
narket as well as the Sears type of store 


easons for a statronery employee handling less 


» majority of retail employees. Your type 
your markets, the need for service are only 
In view of present wage levels, 


labor 


however, can you 


productivity of retail 


be so far below the average 


ever be a super 
‘ 


market; an outside selling 
There are methods of 


wever, that make possible greater pro 


se 


election dea 
treet. h 

jirectly adaptable by you but they may well 
lified form. 
store layout 


utside and 


Your 
carefully studied 
more productive the 


might well be revised. 


inside orders 
finding ways to make 


ve self service and a turnstile in your store. 


possible through pen display of many items 

register at the front of your store marked 

juce labor cost and also make for happier 
rush hours 

ng methods, outside and inside, may well be 

Goods Sold Per Salesman 

ng your most important helpers, your sales 


ng their job? The average salesman today 
than he did in 1940. That is a great increase 
attributed to many things—self service 
establishment of national brands, better selling 
nanship, to name only a few. 

stand? The typical inside sales clerk is mov 
than she or he did in 1940. That is in units 
sman, however, as nearly as we can determine 
€ s actually moving 6% less goods than in 
productive he appears to be less productive 
finding and one we hope you will check wit 
je in your operatior it points clearly to one 
w labor productivity 

methods can 


greatly reduce the 


through returns and 


labor pro 
complaints alone 
, poor training and lack of directior 


ration 


personnel 
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GUARANTEES 


NO ss 


LEAKING 
SMUDGING _ petoils 
for only 
ALL-RITE starts snstantly, 
writes without pressure. 
Instant - drying, permanent 
ink. 10 beautiful colors... 
streamlined design. 
FREE: 3 Dimensional Display 
for counters, window or wall. 


Order from your supplier or write jor 
illustrated a and prices ...Today! 


is the secret 
of its 
perfection 


Upholstered Furniture 
Guuloud to the Moods of the 


OFFICE EQUIPMENT DEALER 





Buitding upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed ¢ 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for ‘any commercial application you run 
into. So boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 
Write for complete information on our line. 








STATIONERS 9 === 


MANUFACTURING CO. waite 




















VINYLITE 
TYPEWRITER COVERS 


Dustproof! Waterproof! Crackproof! 


Protect machines! Save repair 
bills! Streamline office appear- 
ance! 

Handsome Office Grey color! 
Individually packaged in 
usable plastic bag. 


Retail Price 


aay DS 


re- 













Individually packaged covers are 
packed in attractive two-color 
display box for fast self-sales on 
any counter! 








Customary Dealer's 
Discount 


Send your order today! 
SHIPMAN-WARD MFG. CO. 












325 N. Wells Street + Chicago 10, Illinois 


A proven way 
KeMeleolliltiieti= 





% 


‘STEERS 3 <7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 









COIN HANDLING ACCESSORIES 


Seal Presses ¢ Lead Seals * Downey Change Trays 
Teller’s Moisteners ¢ Currency Racks 
Manual Coin Counters « Packaging Trays 
Linen Shipping Togs 


COIN WRAPPERS 


Old Style * Rainbow * Automatic « Duzitall 
Kwartet ¢ Tubular « Gunshel 


BILL STRAPS 
Federal « Colored * Banding 


Write for information! 






—>— 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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can well be the reason for a dealer being at the bottom of the totem 
the preceding chart. If you do nothing else on 
we hope you will at least check your own people in 


pole on your return 


sales terms 


nome 


f the amount of actual merchandise they are now moving compared with 
earlier years. Dollar sales are most deceiving 

Goods Used Per Office Worker 

Finally, may we also suggest that you check carefully the selling job 

being done in your primary market, the office market. Are your salesmen 

showing office workers better and more effective ways of using your 


merchandise? Are more units of merchandise being sold per office worker 


than in 19407 

The average office worker today is using 28% more office items than 
he did 13 years ago. However, he is using fewer items that make up 
your bread and butter business, such as fasteners, adhesives, binders, tape 
scissors, letter openers, loose-leaf, writing instruments, rubber stamps 
stencils, ink, pins, paper clips, erasers, ribbons, carbon paper, card 
guides, staples, stapling machines, second sheets, envelopes, fillers, mark 


the host of fine supply items that can make him more 


ng devices and 


productive, effective, and efficient. Typically, he is using 4° ess supplies 
than he did in 1940. 

The increased use of office items has beer onfined to equipment 
machines and printing. With the exception of equipment, these products 
are not handled in significant quantities by many dealers here this 
morning. The typical office worker is using 50% more office equipment 
80% more office machines, and 20% more printing and printed forms. 

Let's pause and consider these figures. Equipment and machines create 
@ greater need for supplies in an office. Typewriter manufacturers, dupli 
ating machine companies, and office equipment producers are glad to 
show you figures and surveys that prove this statement. The desk of 
Mary Jones, a Randy" Addington so ably pointed out, needs many 
simple supply items that are not now being J quantitie omparable 
to market needs, let alone potentials. 

Under these ymstances, are you as a dealer satisfied to have a 
salesman se ess office supply merchandise per customer than he did 
thirteen years ago? Are you satisfied, particularly after viewing the many 
ew, improved and better products on exhibits at this Convention? Can 
ou afford, as a dealer or a manufacturer of office supplies, to let this 
trend continue 

Buying U.S.A. 

You will recal! that before our walk down Main Street we took a look 
at what had happened to U.S.A. production during the past 13 years. 
In closing, let's take a look at the other end of the pipeline, buying in 
the U.S.A. It forete @ great deal about Main Street, your future, and 
whether you can afford not to let your t important ustomer, the 
ffice worker, be shown profitable ways he can use more of your products 
particularly supplies 

Today, the purchase of ail goods by individua ustomers f final use 
s 1.8 times 1940 on a physical basis. Such purchases, howev take only 
58% of our total nation's production rather than 65% as was the case in 
1940. Government purchases for final use now take I8% of total pro 
Juction. Industr and foreign purchase mbined take a naller pro- 


portion of total output than 1940, 24% as compared with 27%, even though on 


a physical basis they are double 1940 figures 

lf government expenditures are to be reduced and there seems to 
be considerable agreement on at least the desirability of such a move 
@ major recession if not a depression can be avoided only by ore goods 
being sold and delivered to civilian user That means an even bigger 
ob for Main Street. That means a much bigger job for the office supply 
and equipment industry, including manufacturers and dealers here this 
morning. Many of your products have recent years been purchased 
in extremely large quantities by government agencies. New outlets and 
new users for these products may have to be found in the near future 
Recently an economist for a well-known reporting service reviewed the 
business outlook and predicted no shrinkage in industrial activity for the 


next twelve months. His basis for optimism was that any reduction in 
government expenditures would immediately be followed by a _ reduction 
taxes, and, in turn, an increase in consumer and industrial buying. 

One important step, however, was overlooked in his analysis which the 
merchant on Main Street knows well. Purchases, particula those made 
by consumers and private industry, represent successful selling and dis- 
tribution, not just buying. No research has ever proved that consumers 
or industries buy. All research indicates that nsumers and industry must 

sold. 
Final Step—Selling 

This final picture, therefore, should be sbeled selling What your 

villian customers buy tomorrow depends on how we you sell them 
today, how well you show them what your fine products can do. The 

Jegree to which the merchant on Main Street does an outstanding selling 
and distribution job today can well affect future economy more than 
any single government policy, barring al! out war. 

Again | ask: Can you afford to let the use of your major line decline 
under these circumstances? | know that outstanding members of your 
ndustry say the trend cannot be changed jo not agree after seeing 
the acres of fine office products on display these past five days and after 
three years of close relationship with the many fine dealers who are 
members of this association. 

Sentiemen, that is the story of what has happened to Americas 
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TF, 


Reg. U.S. Pat. Off. 


LOS ANGELES 
432 West Pico Boulevard 





Cha Stk Geer 


MILO HARDING COMPANY 


SAN FRANCISCO PITTSBURGH 
141 New Montgomery Street 317 Third Avenue 


A GOLDEN YEAR FOR TEMPO 
MEANS A GOLDEN OPPORTUNITY FOR YOU 


Fifty years of business, production and manufacturing expe- 
rience brings you the TEMPO of today — the finest and most 
complete line of stencil duplicating equipment and supplies. 

With each year showing more progress than the last, this 
year will top them all, for now Tempo offers the greatest line 
of duplicating machines, with a duplicator to fit every produc- 
tion requirement, no matter how large or how small. Five great 
models, with prices starting at less than two hundred dollars. 

The Tempo “Imperial” Duplicator, finest of the high-speed, 
heavy-production duplicators, is making a name for itself 
among those who appreciate the finest engineering, plus first 
class performance. 

And the four electric and hand models of the dual-cylinder 
GEHA Duplicator are opening new sales — bringing in new 
customers from among those who never before considered sten- 
cil duplicating for their office printing. 

Clean in operation and beautiful in results, the Geha Dupli- 
cators, together with Tempo Stencils and Tempo Inks, make 
a complete line, profitable to the dealer —and a line from 
which the Tempo Dealer can satisfy every customer's require- 
ments. 

Make 1954 a Golden year for you, too. Pin this page to your 
letterhead and mail it to us. We will enjoy telling you all about 
this great line of equipment and supplies. 











THIN-PRONG 


Perfect for current operations where sheets are 
changed frequently, Cesco’s exclusive Thin-Prong 
Binder is available in a wide vari of stock and 
special sheet sizes. (2 capacity only.) 


Send for complete catalog of Binders 
for marginal punched forms, Catalog L. 








For current use and permanent filing, Cesco’s Thin- 
Post Binder is carried in more than a dozen stock Binder is recommended in place of the 
co- 





Every Office using marginal punched 
forms needs these binders .... 





THIN-POST THIN-RING 


sizes, with special sizes made to your customer's Thin-Prong Binder, where only a 1” 


specifications. 


44-07 2\st ST., LONG ISLAND CITY 1, N. Y. 


Here are specialty binders often purchased in large quantities by firms who use office machines with mar- 
ginal punched forms. These binders, available in all three major types of loose-leaf construction, ore specially de- 
signed to house marginal punched forms, without the expense of additional punching. Check today to see how 
many firms in your area use marginal punched forms. They are all live prospects for you! 


THE C. E. SHEPPARD CO. 
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WITH PATENTED 


SOUNDEX PARTITIONS 











Here are a few firms whose 
offices are acoustically treated 








YOU CAN COUNT ON SALES LIKE THESE 


MR. DEALER! this month may be your last chance at a good 
protected territory. Dealerships are being snapped up fast. And 
here’s why . . . 

Our pioneering days are over .. . 
been tried, tested and acclaimed by hundreds of firms. They’re fast 
becoming the most wanted partition on the market. They do every- 


SOUNDEX PARTITIONS have 


thing expected of a movable partition . . . and more! They soak up 
noise . . . give acoustical treatment to any work area. They’re pat- 






with Soundex installations 


BELL TELEPHONE LABORATORIES FORD MOTOR COMPANY 

GENERAL ELECTRIC COMPANY U.S. ARMY 

CHICAGO TRANSIT AUTHORITY U.S. TREASURY 

DOW CHEMICAL COMPANY MOTOROLA INCORPORATED 

MONSANTO CHEMICAL COMPANY TIME INCORPORATED 
PRUDENTIAL INSURANCE COMPANY 


HUNDREDS OF SMALL BUSINESSES . . . WHEREVER TWO 
OR MORE PEOPLE WORK IN OWE ROOM. 
























WRITE US IMMEDIATELY FOR ONE OF 
THE FEW CHOICE SOUNDEX PARTITION 
DEALERSHIPS REMAINING. . 





144 FEDERAL SQUARE BLDG., GRAND RAPIDS, MICH. 


ented . . . have no rivals! 

With Soundex Partitions (plus your present line of desks and office 
furniture) you can offer the most versatile line of “PACKAGED 
OFFICES” possible . . . sound-conditioned offices for any size business, 
any application. 

if your sales force is one that “makes-the-calls” . . . Soundex Par- 
titions can easily become the most profitable item you carry. Get full 
details . . . write us today! 








proves 


DOLIN STEEL 


BEST 


FOR MAINTENANCE OF SEMI-ACTIVE RECORDS 


15 SIZES 


Write for complete information on this “Consumer 
Demanded” line .. . 





315 Lexington Avenue . 





INSTALLATION AFTER INSTALLATION 





STORAGE FILES 


LS ss RNA 
DOLIN METAL PRODUCTS, INC. 


Brooklyn 16, New York 


JUST ONE OF THE INSTALLATIONS AT 
HAMILTON STANDARD PROPELLER DIV.: 
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Street, during the past thirteen years e 


w have nsidered a lot of facts this morn 
jay, however, makes it necessary for y 
performed on Main Street. It is be 
up, merchants have learned to do their 
Ww prog manpower. The physica 
ed by a tail stores on your Main 
5 79 Stock f merchandise on Main 
ame prop but by a lesser amount 


nas been handied without & proportionate 


29 more man | rs are being used ft sel! 

ent deale ) distributing 132° 

8 more stock, and using 34% more man 

Ma Street ha creased its distribu 

€ the utlet has &@ more expensive 

Main Street based upon stock carried ar 

“ } the typical dealer ha greatly increasea the 
an average of 72% per man—he st 

nan hour than any ther outiet we observed 

Ma : ently invests more nventory per dollar ‘ 


erchant 


esmer nas reasea substantially ] 


utside salesr s actually selling or moving 
740 He is selling the average office worker 
ry day “bread and butter business." The 
3 more office merchandise overall. Much of 
ffice machines and printing, items not handled 
many dealers here tt morning. Finally, let's 
ustomer of many dealers and manufacturers 
ernment. Uncle Sam r ay not be in the picture 
ss in the past 


Conclusion 
ese rcumstances? In ynsidering that 
back t s story told at this conventior 
my home state, Dr. William Alexander of 
) sti ; rohibition. It has become 
wonderf f spor lf: you are for prohibition, you are 
egger f you are against prohibition, you are 


and Th direct questions 
‘ use 
e the p t 
by?’ 
stions in terms of your business? 
Joes inventory us 
es m anpowe ise y 
3 the office market, or are you the problem? 
work “by? Is your business a living or a way of 
olutions based on the facts must come 
; ngenuit f individuals such as here 
fine product f your industry, the ex- 
janizations, ¢ dealers, travelers and 
an be tions not problems. They are 
s vice 8 wer t 
was never greater. Today, office prod 
rtant. Most significant of ail, today you are 
e ants and manufacturers, free to act 
ve your problems individually and in 


forward to the future witt 





Form New Firm in Liberal, Kans. 


\ new ipply firm has been formed in Liberal, 
Kans., by Ike Hardin and Charles Moore. Mr. Hardin has 
Southwest Office Supply while Mr. Moore 
manager for the Southwest Daily Times. 
which will operate as Moore-Hardin Office 
is slated to open January 1, at 19 W. 


been manage 
has been cir 
The 
Supply Cor 
Third St.—GMH 


new 





X-acto, 

\, new 

X acto, Inc I € 

Inc. The new 
City 1, N.Y 

: Officials of 
X acto hob! 


Sary to exI 


Inc., Occupies New Building 


plant was occupied on December 1 by 
rly X-acto Crescent Products Company, 
idress is 48-41 Van Dam St., Long Island 


firm announced that wide acceptance for 
knives, tools, kits and sets made it neces 


ating facilities. 
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| SLAVT EVER 


CHICAGO SADDLERY CO. 


extends to its dealers friends from coast 
to coast BEST WISHES for a 


Happy New Pear 


and happily continued prosperity. 





CHICAGO SADDLERY co. 


105 SO. JEFFERSON ST. © CHICAGO 6, ILL. 








A typical installation of the Huntington 190 series 


Yurnitnre ty HUNTINGTON 

— always in good Fase 
Designed by Jorgen Hansen and Jens Thuesen 
to please the most particular client. 


The Huntington name is your guarantee of 
quality materials and workmanship. 




















MAIL TODAY 


HUNTINGTON 
ole) Vic mete)-1-1e)-) bale). 


NIA 








Please mai! complete information 
about Huntington furniture to 








N NG ‘ We VIRG 








Attach to your letterhead and maii to. 
Huntington Chair Corporation, Huntington, W Va 


Permanent Showrooms: Huntington, Chicago and New York | S 8 & 
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GUARDSMAN 


VAULT DOORS 


maximum 
VAULT DOOR 
fire protection 


Approved by Underwriters’ 
Laboratories for ¥-hour, 1-hour, 
2-hour, 4-hour and 6-hour exposure 
to fire. 





Available in single and double 
doors. Guardsman — symbol of 
sales opportunity for the dealer. 


Write for descriptive material 


Guardsman -Valentine Inc. 


La Porte « Indiana 














Remember .. . 
in Upholstered furniture 
what you DON’T SEE is more 
important than 
what you do see... 







425 


and deliver 
maximum 
value both 
inside 

and out! 


No. 285 
Handsome Nie- 
mann chair to 
Harmonize with 
modern office fur- 


The Niemann Label! on furniture means Custom 
Built quality from “the inside ovt.’’ The finest 
materials and the best workmanship in the 
niture. frame—interiors—construction and finish. 


Palitaiic bibl. 


Oo R |  ? ee ee. a a ee} 
Fee a2 tint “4 ward Aclet@aouw rea _ 


AT LAKE SHORE DRIVE, CHICAGO 11, ILL. 





















What's Old? 
by W. H. "BILL" GOVE 


Sales Development Director, 
Minnesota Mining & Mfg. Co. 


(Address delivered at the 47th annual 
convention of National Stationery & 
Office Equipment Association in- Conrad 
Hilton Hotel, September 30, 1953.) 








rs FRIENDS, I'D LIKE to have you eavesdrop on a conversation that | hope 
w take place in 20 years if my son, Billy, wants to sell and he comes to 
his daddy and says, ‘What is it?—tell me a little something about it.” 

| think | would say, ‘Billy, for the first time in your life you're going to 
be calling on strangers and you are going to ask them to do things for 
you. Many times, Bill, they are not going to be as anxious to do these things 
for you as you think they ought to. Your success is going to be in direct 


proportion to the number of people you can get to do these things that 
you think they ought to do. 

"So, Billy, No. | is a little simple thing that | would like to have you 
remember if you will. I'd like to have you remember, Billy, to be yourself. 
Make sure to be your best self, but Billy, be yourself. Oh, | know millions 
of words that have been written on personality, and public relations, but 


f you read all the books, Billy, you'll wind up ng a fugitive from a 


pound of peanut brittle. Bill, they will drive you crazy in this business. 
They'll tell you what you ought to add. Billy, do this for me. Subtract, don't 
add, subtract. Just cut out intolerance and prejudice and greed and 


ealousy and a few other of those things and what you have, Billy, is the 
whole purpose. You don't have to add. You've got it 


Recalls Early Days 

When your Daddy started selling back in 1/93! or 32, Billy, he was too 
young to go to work and too old to be a juvenile delinquent. He sold 
house to house, and in those days we didn't put our 
sed the 


vacuum cleaners from 
foot in the door, we put our head in and then if a housewife 

we could keep z3ht on talking. Those were the wonderful days. I'm 
what your daddy got in those days Sove, you 
don't have to be smart. We've got guys that spell Philadelphia with an ‘F.' 
All you've got to do is give everybody a big handshake and a pat on the 
back and a big wide grin. Give him that grin." 


trying to te yC 


So for two and a half years all | did was grin. | didn't sell a nickel's 
worth but | gave that long, champion grin, until | found out that the guy 
who had been leading our division month after month hadn't smiled since 
929. Billy, listen to your daddy for just a minute. When you get enthusiastic 
about yourself, and your company and your product, you know it. 

And Billy, when you know it, the other guy w know that you know it 
and you will be that way, too. Billy, be yourself. | had a boss that said, 
When you have a customer, talk to him the way you talk to your neighbor 


>ver the backyard fence in the middie of a summer with a hoe one hand 


and a bottle of coke the other."’ He said You make it hard for yourself 
when you do it any other way.” 


How Not to Write 


| remember a furniture dealer wrote a letter to a poor old lady to try to 
straighten things out. The letter went like this 
“Dear Mrs. Jones: 

Are you cognizant of the fact that, to wit: You have been delin- 
quent these many months and what would your neighbors think if we 
drove our moving van up in front of your home and in broad day- 
light took out every stick of furniture that you owe us for." 

She wrote back in a week, and she said: 
"Dear Sir: 

| checked with my neighbors and they said if you pull a trick like 
this you must be a dirty bunch of stinkers."’ 

A group wrote a letter to a customer and said, 
the fact that your bill is now a year old?"" The man wrote back and said, 
Well, Happy Birthday! What are you going to do about it?" 

So Billy, No. |. 4 little simple thing—but be yourself. Let me say it again, 
Billy, be yourself. But make sure it is your best self. 


"Are you cognizant of 


Be a Good Listener 


Now to quote another little simple thing, Billy, be a good listener. Oh, 
know what you are thinking. Your daddy has always been a biabber- 
mouth but he always says @ prayer every night fo 
Your sister Harriet came home one night when you were a baby. She asked 
your mother a question. Your mother said, "Wait until daddy 
Harriet said, ‘| don't want to know that much about it." Billy, be a good 


r peace in the future. 
nes home.” 


stener. 

Regardless of al! the gimmicks and the devices and the stunts that you 
learn about the selling business, you can't find out how people feel, think 
and act unless you listen. You know what they say, Billy, that when we crack 
up, many times its because we just don't listen to ourselves with under- 
tanding. It's all right to talk to yourself, but when you say something and 
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ecra-t ype for efficiency 


SECRA-TYPE FEATURES MAKING FOR 
EFFICIENCY AND FATIGUE REDUCTION 


The stationery compartment is am integral part of the Mechanism and 
is automatically controlled when typewriter is placed in position of 
storage or in use. Stationery is always at operator's finger tips, with- 
out changing from the writing position. 

The new Seng Mechanism now used on all Secra-Type desks has been 
greatly simplified. Its ball bearing operation requires a minimum of 
effort in either raising or lowering. 

Just the desk for small spaces. Really a combination of a flat top desk 
and a typewriter desk all in one. 


Positive action, no vibration, full top working surface. The last word 
242 ST — 42” x 32” in convenience, economy, labor saving and fatigue reduction. 

















— PROMPT DELIVERY — 


he 


=TH_PRODUCTS_OF_CAAPTEND Worden Company 
P.O. Box 805 . Holland, Michigan 


For detailed description of this and other desks, genuine 
leather chairs and suites in the WORDEN LINE — write 


for our complete catalogue. 


























Two of Many Reasons Why Jasper Chair Co. Chairs 
Are Recognized as “America’s Outstanding Line” 


Expertly-crafted by woodworking specialists . . . superb 
styling and practical designs . . . sensibly-priced to move in 
velume at a generous profit for you! That’s the unbeatable 
combination you get in Jasper Chair Company Chairs. 


Prove this profit story to yourself now. Write for descrip- 
tive literature of the entire line TODAY! 


“There’s EXTRA Wear in Every Chair” 





For 30 Years, “THE RIGHT CHAIR at the RIGHT PRICE” Write for Complete Specifications! 


Jasper Chair 








i ER, INDIANA 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 

Fred & George C. Deutch W. H. Brown, (Chicago-Midwest) 

(Southwest) 7207 Nerthaven Rd. 666 Lake Shere Dr. 

Dallas, Texas Chicago, IN. Space 844 

3 stern James S. Fowls, (Southern) R. A. Browne, (West) 
. pe, ? 327 Sunset Drive, Nerth 2925 Revere Ave. 
New York, N. ¥ St. Petersberg, Florida Oakland, Calif. 
<n SR 
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THIS IS A TYPICAL 
ADVERTISEMENT 





WHICH APPEARS IN 
“FORTUNE” 
“NATION’S BUSINESS” 
“AMERICAN BUSINESS” 
“MANAGEMENT METHODS’ 
TO HELP CREATE 

PRIME PROSPECTS 

FOR JACKSON DESK 
DEALERS EVERYWHERE 


Write for trade information to: 


JASPER OFFICE FURNITURE CO., 
JASPER, IND. 








KEEN JUDGES OF BETTER SURFACES 


For The Reardon Co., St. 
Lovis, 36 Jackson “Office 
Master” pieces were in- 
stalled by E. A. Holscher 
Office Furniture Company. 
The Reardon Company of St. Louis, 
important specialty water-paint 
manufacturer, selected JACKSON 
desks for its office modernization. Its 
colorful, durable 
. qualify 
Reardon to appreciate the finishes of 


own products .. . 
and moisture resistant . . 


all Jackson desks. 

If your own plans call for modern- 
ized office facilities express your suc- 
cess with Jackson desks. See your 


JASPER OFFICE FURNITURE CO. 


oe Oe FG. jGCHeoeetc ae Aa, U. S$. A. 


Selec? Jackson Desks 


Jasper Office Furniture dealer* and 
find out for yourself why keen judg- 
es of better desks everywhere favor 
JACKSON products. 

For your personal copy of our use- 
ful free Guide to Lower Office Costs, 
write Dept. N-4. . . today! 


*Name and address on request 


MEMBER OF WOOD OFFICE 
FURNITURE INSTITUTE 
.s ey 
S ; 























FOR TWO TUBES 


No. 612 for two tubes, statuary bronze 
No. 613 for two tubes, gray 


FOR ONE TUBE 


No. 610 with one tube, statuary bronze 
No. 611 for one tube, gray 





AMERICA’S MOST VERSATILE 
DESK LAMP — GOES ANYWHERE .. 


The newest GENERAL desk lamp has an amazing 
amount of eye appeal and a surprisingly low price! 
Comes in both two tube and one tube styles. The 
finishes are fused on for lifetime wear. Condenser 
suppresses radio interference. All parts U. L. ap- 
proved. Takes T8, 18”, 15 watt tubes. 





RETAIL PRICE 


TWO TUBE MODEL 


LAMPS MFG. 













COMPLETELY 
ARJUSTABLE 


CORP, ELWOOD, /ND. 
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say “Huh" that’s when you've got to worry. That is just talking things over 
with yourself. A pe » says, “I have fears and anxieties of cracking up— 


oing a lousy jot The other half says, “You're right. You're a mess." 
But if the person sa doing a rotten job, | shouldn't have gone into 
selling or business. | e don't like me." And the other half says, “Don't 
be y. Relax. Take it easy. You're all right. You're a good boy. ‘Ecoutez 


French say—listen with the heart. 
snager told me not too long ago that 80% of our 


in the plant could be solved just through a little 

better list g. | the foreman would listen to the men with under- 

standing, the superintendent to the foreman with understanding, the general 

anager to the tendent, the "V.P."" to the "G.M.", the president to 

the “V.P."" and the chairman of the board—merely listening with under- 
sta 3 


The Elephant Story 
heard a story about two fellows in New York. One fellow said, "! can 
you an elephant for $!00." The guy said, “! couldn't use it." The 

1 talking about—couldn't use an elephant for $100!" 
jot a small place. I've got a small living room, a 
mall dining roor small kitchen. Thanks for listing me among your most 
said, ‘But | can't use the elephant.” 

"But,"’ the fellow said, “You could buy it just for laughs.” He said, “If 
c the elephant's trunk then in the summer out in the 
backyard you could squirt the kids with cold water."' The fellow said, “Stop. 
ain't got no backyard, | couldn't use the elephant." 
ve got te admit that the price is good—$100 for an 


elephant."" “All right, it's a good price, but | couldn't use it.” He said, 

Wait a minute—don't go away. This might very well be your lucky day. 

Don't move. If y keep it under your hat, | can get you two of them for 
$150." The guy said, “Now you're talking, boy, now you're talking.” 

No, Billy, | can't tell you what makes a salesman good. | know salesmen 

who are trustwort and all those things that go with it, up at seven in the 

ng ‘till seven at night, they don't drink, smoke, or go out with the 

but they can't sell. | know others who are superstitious, they won't 

work any week th jot a Friday in it, but if they'd work, they could sell. 

Be a d list 

Last, and t important, Billy, sir them to death. It's the only 

ng philosophy that | know anything about, Billy, that’s without a flaw. 

t has no drawb at does it mean? It simply means passing on ideas 

udgment. | know means passing on ideas to your customers. Ideas 


that show them how to do a better job and if they do a better job you've 


st got to do a | »b, Billy, and it is as simple as that. 


Here’s an Example 
me giv sn example. Let me borrow your imagination, Billy, 


s assume th s a $195 executive posture chair—genuine leather. 
ather didn't rom contented cows, Billy. These cows were trying 

t sn those cows that were contented. The arms are 
tened th tive can move up closer to the desk, and the proper 
t. The A sn Medical Association says that eight out of I! 


ne time or another with their backs. This is more 


than a chair. It's a pedic device. It supports a weak and tired back, 
st like a brace ts a leg. 

The customer nterested in that. Now, Billy, | want you to tell him 
that if he buys he'll feel better and he'll look better and he'll work 
better. So Billy ; sir them to death. Be yourself, make sure it's your 
persuasive th en word and sir them to death. Be a go-giver at 
t tea yetter. Give many times without thought of reward. 

A Story with Moral 

" J like ¢ p these attitudes of a good salesman—!I don't know 

| t | knew an insurance man when you were a baby. 

yood, y he w He was awfully good. He wrote a million dollars 

t f ir ance 152, Billy. There weren't too many payrolls around 
but he had it think | caught the little thing that he had. 

went t y golf one morning and he said, "| want to stop at 

se, B ng enough to pick up a signed application.” | said 

é W n @ guy get,? ‘All | want to do is pick up a signed 

application.’ ame out his face was all the way down to here, Bill. 

What "| didn't get them." | said, ‘Well you can't get 

: es w but this guy ought to have it." | said, What?" 

le said, “This ought to have it. He's got three lovely kids. If anything 


ed to | would be a tragedy. He ought to have it." Going 
fa first tee, he kept repeating, “Bill, that guy ought 


He was Sincere 


t think that was thinking about premiums, | don't think he was 
nking about ns, Billy. | think he honestly and sincerely felt that 
t ave it. So, Bill, if you ever get to feeling that way 

t rf + ¢ world is your audience. When you feel your company 


r company has exercised every possible economy 

yood product wrapped well in a good package, 

that the er ought to have it, you can't miss, Billy. There can 

r mind. You've got to feel that he ought to have 

t. B epeat er and over again and fhen you wake up in the 
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STAKMASTER 
FOUR AND FIVE DRAWER FILES 


from the profit line of 
STACOR LIFETIME STEEL 
DRAFTING & OFFICE EQUIPMENT 


Write today for illustrated catalog 







770 East New York Ave. 
Brooklyn 3, N. Y. 


— 



















TEMPERED 
HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


MAROON 
BLACK 

GREY 
PROMPT 
SHIPMENTS 


Tempered DUOLUX 
CLIPBOARDS 


FIVE SIZES 
No. 120—6"x9" 
No. 12i—6'/,"x11" 
No. 122—9"'x!2'/," 
No. 123—9''xI5!," 
No. 124—9"'xi7" 


CIRCULAR—PRICES 
UPON REQUEST 








JQUAUT 
AROBOARD 
HARDBOARD FABRICATORS, INC. 


cy 


59 BRANCH s 
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advert 


seeaeentgeee, Samet, 3 the 
use they are ex ly made 
of only the finest materials. Beautifully 
kaged with colorful, sales-making 
‘aymus styling. Also available in at- 
tractive counter assorted dozens. And 


the features shown here are 
by any other line. 


@ BANDS OF RED RUBBER—far more durable, resis? 
evan Lieve 
© 6- LIPFE— year band is not quick!y ovtmoded, 


carries 6- of dates. 
@ BANDS TURN EASILY—never 


once set. 
@ RUGGED FRAME—for long, herd service. Heavily 


chrome 
@ HARDWOOD HANDLES—se/ect 
finished. 


@ EXTRA— year band carries useful wordings: Rec'd, 


Ans'd, Ent'd, Paid, A.M., P.M. 


© imprinting at no charge on quantities of one 


or more. 
° available without imprint 


Alse write for New Catalog 





Fase DATERS 


Cash in on the Ganging cohoder by 


Faymus daters— quality line 
that customers back for other 
items, because each stamp carries your 


YEAR COMING! 


unequalled 


stick, never slip 


wood, beautifully 


no. 183 ORDER 
TODAY! 


[I Faynw, DIV., Bankers & Merchants, Inc. 


3229 North Sheffie 


*Id Avenue : Chicago 13, Illinois 
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‘““SAFE-TEE”’ 


FOLDING CHAIRS 





232 


1s\ spring-filled seat and back. 


ma 606. Choice « colors. Write today for 


This lonia Model 40 is a low-cost, all- 
steel, indestructible folding chair with 
a new safety design. 





Again Available! 


Our Model 45—luxury chrome 
finish, leather upholstered 


For top-flight executive use. 











‘older and prices. 





IONIA MFG. CO. + IONIA, MICH. 



















morning, say to yourself, I've got’a good line—my customer ought to have 
it. It's the little things that make the difference. 


Community Spirit 


And now the little things, Billy, that makes the difference. | would like to 
tell you about community spirit. I'd like to tell you all about it, Billy. We 
had it pretty well summed up for us in Helsinki, back 20 years ago in 1953 
when the chairman of our committee over there said, “when people stand in 
line to get out of America instead of standing in line to get In then figure 
that you have failed. Until then," he said, "you've got it. Not only do you 
know you heave got it, but believe me the rest of the world knows that you've 
got it and you are going to keep it." 

So, Billy, that's pretty much it. | know you want to go on your date. Okay, 
daddy just wanted to bring up a couple of things that are kind of important. 
Let me repeat them to you please: That's right. Be a good listener, sir them 
to death. 

| remember 20 years ago, Billy, when you were only three and a half years 
old, things were pretty upset. A bunch of guys over in another part of the 
world were trying to sell us a red package. We didn't want to buy it. They 
were trying to be all things to all men, Billy. They were trying to push us 
around and we didn't like it. 

We had just been through one war and they were talking about another 
one—at least that's the cause most people gave for their unhappiness. 
Four out of five; one out of five marriages were ending in the divorce courts. 
Profits and wages were the highest in history, but still management wanted 
more profits and the people wanted more wages and they fought over it 
like @ couple of kids over a lollypop. 


The Code of ‘53 


The popular philosophy of the day in 1953 was what's In It for me. That 
was the living code of the day. Although all of us, lived by what's in 
it for me. If you ask people what's in it for you long enough, they are going 
to figure what's in it for me too. Then you bend it and you twist it. Then 
something happened back in 1953 and 1954, | don't know just when, but 
people all of a sudden decided that they had to learn to live together, 
instead of what's in it for me. Instead of who is right, they started to think, 
Billy, in terms of what is right? 

Corporations with three out of four people on the payroll suddenly decided 
they ought to assume social and moral responsibilities and labor figured 
out that without profit and capital the enterprise failed. And what was it 
that started all this thing? A very simple little formula, Bill, some call it 
the golden rule, some call it the moral fibre—but whatever it is, Billy, it 
started in ‘53 and you know, the last 20 years have been pretty terrific be- 
cause people finally, Billy, have been trying to find a way to get along. They 
found they had to! And | remember back, it was almost 20 years ago today, 
| spoke for Paul Burbank and his swell gang at the NSOEA Convention 
in Chicago—! think it was in Chicago—in the latter part of September, 1953. 

Billy, these people came in for three days or four days, good fellowship, 
meetings, really wonderful people. But they decided that last day in The 
Conrad Hilton Hotel, it was pretty wonderful, terrific day—70, 75, crisp, 
autumn day like football weather—i think the World Series was on—they 
decided that they wouldn't just come to the meetings and go home; they 
figured they'd do something about it. 


A Simple Conclusion 


So they made up a three-fold pledge, and they said, "We will, not we 
might, but we will better serve the people who work for us, better serve our 
customers, and better serve our community.’ And it was as simple as that. 
And a lot of other people got around the country and decided they would 
do it, too. Billy, and it was no surprise to me, and it's no surprise to you, 
that the last 20 years between 1953 and today, 1973, have been the biggest, 
fattest years in the history of the office equipment industry. No surprise at 
all—it had to be that way. 

So, Billy, I'm awfully glad you're going into selling; it'll give you a chance 
to do what you like to do. And if we're chasing this illusive thing called 
happiness, the only way we can come even close to it, Bill, is to find out 
something we like to do, and do it every day. And, No. 2, it'll give you a 
chance to do it well, Bill, because you can only get the psychic income and 
the recognition from doing a job well—it'll give you a chance to give—of 
yourself, of your considerateness, Bill. You're a terrific little guy. But what- 
ever you do, or wherever you do it, or however well you do at it, Billy, 
always remember—your daddy loves you. 





AMA Offers New Booklet on Interviews 


“Recruiting the College Graduate: A Guide for 
Company Interviewers” is the title of a new booklet 
written by Richard S. Uhrbrock and distributed by the 
American Management Association. 

Mr. Uhrbrock has served as conference and seminar 
leader on selection methods under the auspices of vari- 
ous groups, including the American Management As- 
sociation. 

Complete steps for a campus interviewer are outlined 
from the time he first reaches the school until the con- 
ference with graduates is completed. 
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A New Product with Great Demand 


REVERSE SIDE CONTAINS VALUABLE INFORMATION TO CONSUMER 





AMES Complete Typing Package 
ARE-P4, FUTURISTIC TYPE-PAK 
N - 4 For: ag Typists—Students 


| . Essentials of Personal 
ee Contains Business Stationery 


@ 10 Sheets Carbon Paper 


@ 25 Sheets White Correspondence Paper 
COMPLETE TYPING PACKAGE ® 6 Large No. 10 Envelopes 


@ 25 Sheets Manila Copy Paper 
®@ 6 Small No. 6% Envelopes 


ATTRACTIVE PACKAGE 
SELLS ITSELF! 


Contact your nearest Ames’ Branch for full details. 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander,N.W. 564 W. Randolph St. 1913%« ~ St. 777-779 E. Pico Blvd. 37 Murray St. 583 Market St. 














Something NEW for COLLATING! 
Evans SPEEDY JOGGER 


for use with 


Evans GATHERING RACKS 


e Your customers who have already bought Evans Gath- 
ering Racks will welcome this new JOGGER. It'll make 
new customers want both Racks and Jogger. It makes 
collating from Evans Gathering Racks even faster than 
before! 

e JOGGER fits on the end of any TU Evans Gathering 
Rack. It is installed by just setting in place. As sheets 
are gathered from rack, each handful of papers is drop- 
ped criss-cross into Jogger. As operator lifts hands away, 
she taps the handle—and sheets are jogged together 
into neat sets, ready for removal. 





Get In On... 


(1) BIG PROFITS (2) CUSTOMERS GOOD WILL 
Write Gor Dealer Franchise Sn 


EVANS SPECIALTY CO., INC., 404 N. MUNFORD ST., RICHMOND 20, VA. 
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NEW 1954 TAX CHARTS 
ALL FIGURES ON ONE LINE 
For All Salaries from $0.01 to $200.00 


INCLUDES DEDUCTIONS FOR 
2% Social Security—Weekly Withholding Tax—N. Y. State Disability 


(For firms —, N. Y. State, disregard the last column 
. Y. State Disability’) 


SHOWS ALL DEDUCTIONS ACCURATELY FOR ALL EARNINGS 
WHETHER EVEN DOLLARS, OR DOLLARS AND CENTS 


The Most Complete Tax Charts 





On The Market 
In Chart Form IN BOOKLET FORM 
Weekly Bi-Weekly Semi-Monthly Monthly 
(with protective No, 6400 No. 6500 | No. 6600 


traneparentjacee) | salaries to $400 | Salaries to $500 | Salaries to $1000 


3] Each 350 Each 3 Each 590 Each 
f.o.b. | f.o.b. f.0.b. f.0.b. 
(minimum 12) — (minimum 3) ! (minimum 3 GQninimum 3) 





The weekly chart also available with 94% New Jersey deductions 


No. 153 $1.25 Each 


The weekly chart also available with 114% Philadelphia deductions 
No. 950 $1.50 Each 


Order Now in minimum quantities for usual dealer discount. 
Payroll Books, 


eat. ~=Nation Wide Office-Aide 9 ‘Pocc! 225: 
CATALOG ON REQUEST. 


THE COLONIAL COMPANY 


2416 65th Street Brooklyn 4, N. Y. 
Nightingale 5-8880 








come ae nt merge 0 me gue 


Yoo IR_FUTURE LOOKS BRIGHT: with 








Qe. No. 202 


HEAVY DUTY OFFICE STAPLER 






= 
Model No. 105 
4-WAY OFFICE STAPLER 







Model No. T-50 
AUTOMATIC GUN TACKER 


Lae Tana w FASTENER [[0../NC. 
—\~ 


ONE JUNIUS STREET, BROOKLYN 12, N.Y 












A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 








34” Lip 
Greater 
Foot Space 





5 Colors 







EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets—covers worn spots. Made of Durable 
Tempered Fibre. Colors: Brown, Green, Black, Maroon 
and Silver Gray. 


4 SHIPPING POINTS 
Long Island, N. Y. © Chicago, Ill. ¢ Laurel, Miss. « Cleveland, Ohio 





Chicago Telephone co 7-2600 SKOKIE, ILL. 


3500 OAKTON ST. 











MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been offering 
our wares through the dealer exclusively. 


Write for our Illustrated Price Lists 


Manufacturers 


SUSPEND-O-FOLDERS * FILING SUPPLIES 
MANIFOLD BOOKS e@ PRINTED STOCK FORMS 


ADVANCo 
ADVANCO PRODUCTS 


Division of Advance Salesbook Co 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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Role of Pencil Sharpener 
Glorified in New Survey 


m@ “The wood-case pencil is here to stay,” says the 
preface of a new manual, “Pencil Sharpeners” edited 
by James W. Fitch and distributed by the C. Howard 
Hunt Pencil Company. 

The author did both undergraduate and graduate 


study at Harvard College. He concludes, “The amount 
of pencil sharpening done in this country certainly 
suggests that a pencil sharpener is as important to 
office efficiency as the other labor-saving devices such 


S Old Imew 








Display owed by C. Howard 


Old Fashioned Sharpeners .. . 


Hunt Pen Co. Many viewed these ancient contraptions at the 
recent NSOEA convention. 
as staplers, punches, files, date stamps and telephone 


extensions. Wood-case pencils and pencil sharpeners 
are unavoidably important to a business office. 
“This booklet was prepared after a field investigation 


showed that there is much useful information which 
should be summarized and passed on to office man- 
agers and purchasing agents, to help them in the 
proper selection, installation, and maintenance of 
pencil sharpeners.” 

One of the chapters of the survey tells how pencil 
sharpeners should be installed, used and maintained. 
Tips are given on how to diagnose troubles in use of 
sharpeners 

Various makes of pencil sharpeners are pictured. 


Prices and specifications are listed to make this a com- 
plete treatise on pencil sharpeners. 

Office managers and purchasing agents can be 
guided by what the author discovered in a survey of 
office workers’ reactions to the pencil sharpener situ- 
ation in offices where they work. 

In most places, it is noted, there were too few pencil 
sharpeners provided and these were poorly located or 
were not selected to meet specific needs. 





Appointed Pres-to-Line Distributor 


Fred A. Ernst, formerly Dallas regional sales man- 
ager for the Ediphone Division of the Thomas A. 
Edison Company, has been appointed distributor for 
the Pres-to-Line Corporation in North Texas and 
Oklahoma JHR 
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a) 


CHANGEABLE 
DESK NAME PLATES 


in a large variety of styles 





























BULLETIN, DIRECTORY and MENU BOARDS, 
CHANGEABLE LETTER SIGNS and CORK-BACK 


BOARDS for THUMB-TACK NOTICES 
7 
WRITE FOR OUR LATEST 
ILLUSTRATED CATALOG 








37 EAST 12™ STREET 
NEW YORK 3, N. Y. 
x |BULLETIN COMPANY 























QUALITY 
STEEL 
SHELVING 


To fit every 


purpose, from 


bin units to 


closed 


ered ccbel. baeert pak: 


shelves 


or. ae. 


for our line of Steel Shelving 


Units. It lists dimensions 


pel -erbetertetesal p 
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ESTEY METAL PRODUCTS, INC. 


1 Catherine Street Red Bank 


» 


. 


# 


4 


a 











ee ee 
u 2 Z a $e ee Re - 
d . £ aaa 
’ ’ Za Pe oi | 
be i S, 
" 


POSTURE CHAIRS 















ee | 
the biggest value i 
in Comfort, be 
Beauty, 
and Quality... 
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‘can buy. 
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PRINCE REGENT 
Deluxe Swivel Arm Chair 
MODEL 530 


git “6 , 
: Boe 
; Eki 
Bie 52 Ey 
ase ee S i We 
* Saat 2 ha stamens pr nts ° 
ay 753 South Raymond Avenue © Pasadena 2. California 


| Finer quality and 
workmanship 


ATTRACTS 


Comparison 
with others 


PROVES 


More for the 
money 


> eb & @ 









It will pay you 
to feature this 


HALVERSON 


DOUBLE DOOR 


DUPLICATOR CABINET 


Show your customers the spacious, 
dust-proof cabinet that easily 
houses all equipment. Point out 
the all-steel, welded construction 
that assures maximum rigidity and 
smooth, sound-proof operation. 
Talk about the Rich Hammerloid 
Grey liquid-resistant, baked-enamel 
finish, the big, rugged 29” x 191,” 
working area, the adjustable-height 





MODEL 62-DD 


$44.50 usr 


For Ball Bearing Caster 
(2 locking) add $7.50 list. 
Prices slightly higher in 
Mountain and Western 


States 
glides (2845” to 30”) that also 
Shipped completely setup, assure perfect leveling on uneven 
wt., 60 Ibs. floors. Tell ‘em and you'll sell ‘em! 


ee On ee ee ee 


Chicago 272, Illinois 
STENCIL FILES An 


HALVERSON 


W estnut St 
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Outselling the Price Cutter 


By ERNEST W. FAIR 


@ EVEN IN THE SMALLEST American community 
the price cutter is today again one of the plagues of 
the office supply business. It’s usually desperate mer- 
chandising indulged in by desperate men who cannot 
hold their business up under normal! selling conditions 
or who have plunged into our field on a get-rich 
scheme. 

Price cutting can only be done through cutting 
corners, sacrificing the traditional services of the office 
supply business, inferior goods passed as quality mer- 
chandise, or on a basis of a lack of profit making 
business sense. 

The legitimate office supply dealer need have little 
worry about the last named for though he will take 
away business for a time he will be in competition 
against us for a short length of time only. All of us 
know how long such price cutters can survive on sub- 
normal margins. 

Trust Loyal Friends 


Many office supply dealers give up in desperation 
when price cutters start operating against them. They 
trust to their loyal friends to stay with them. And 
if a man has been a reputable office supply dealer for 
a long period of time he can usually survive. 

But in the meantime business does go to the 
price cutter and we are only fooling ourselves if we 
think that he’s taking business away from anyone but 
our own stores. Price cutters can be outsold; hundreds 
of legitimate firms all over these United States are 
demonstrating this every day of the week. 


In paragraphs to follow are the selling methods - 


they are using to combat the price cutter; basic 
selling principles any office supply dealer anywhere 
can use against the problem in his own community. 

“Remember—You Get Only What You Pay For,” is 
the theme one dealer uses to his customers while such 
price cutters are in action. He stresses it in newspaper 
and spot radio advertising, by direct mail and in actual 
store selling. 

The average buyer is a lot smarter than we some- 
times give him or her credit for . . . they may be for- 
getful but basically they can grasp a sound idea and 
apply it to their buying. 

Pay for What You Get 


“You can’t get something for nothing,” is a truth 
they have been taught since childhood. We have to 
keep reminding them of this. The price cutters’ 
penchant for camaflouging lack of quality in his offer 
is well known. But we have to tell people about these 
things and keep right on telling them. 

Tell Folks About the Extra Services they receive 
from our stores that the price cutters can never offer. 
That’s advice from a number of experienced dealers. 
These many services have been made so much a rou- 
tine of our business that even we ourselves sometimes 
forget about them ... and so do our customers. 

Today’s customer is more than willing to pay for 
these extra services but they have a bad habit of 
forgetting about them when the price cutter starts 
screaming about his bargains. Such extra services as 
delivery, credit, wrapping, informed salespeople and 
better selections of merchandise, are only possible 
when a dealer secures the legitimate profit on his sale 

. never possible in price cutting. 


More Than a Typewriter 


“You’re Not Just Buying a Typewriter,” is one 
dealer’s way of putting this. With the declaration he 
lists all the firm’s services that go with every sale 

. . none of which are offered by the price cutters. 

“What About After You Buy?” is the question we 
can well put to our prospective customers in combating 
the price cutter. Pointing out how the fine type in 
such price cutting sales usually declare that “all sales 
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TYPEWRITERS 
ee 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-BEST FOR LESS 


Na TYPEWRITER COMPANY, INC. 


200 HUDSON ST. NEW YORK 13, N. Y 








ACETATE PRODUCTS 


A Complete Line of 
STOCK SHEET PROTECTORS 
SHOP TICKET HOLDERS 
and CARD HOLDERS 


— Also — 

Special Sewing, Folding & 
Fusing of Acetate or 
Vinyl to Order. 
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See Us 

also for 

e DESK PADS 
and Accessories 

e Foam Rubber 
CHAIR CUSHIONS 


Wide variety of Styles, 
Colors & Fabrics. 


e TELEPHONE DIRECTORY COVERS 
e DISPLAY BINDERS 
Write for our Complete Catalog. 


CHICAGO DESK PAD CO., INC. 


15 North Jefferson St. CHICAGO, ILL. 





















CAN | GET 
- PROMPT DELIVERY? 4 
ME » 
UT WHO Maye, NO Name er 
AKES tr qin 
wo MAKES THE ARE THEY IN CLEVELAND 
size | WANT? OR COLUMBUS? 





Here's where: 


2 ‘ BUYERS 
to find it 


INDEX 
ISSUE 
This is your ANSWER 


BOOK to all your Buy- 
ing Needs 


USE IT OFTEN « KEEP IT HANDY 
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| At last...STRAIGHT TALK 


on merchandising — 


Key pointers you can apply 
in any business of any size 
to move goods faster 








Just HERE is a crystal-clear guide- 
Out! book of the really essential 


features of sound on pe 
—proven operational rules that 
MERCHANDISING 
PRIMER 


will increase the efficiency and 

economy of your efforts, broaden 

markets, and lower marketing 

costs. Fast-reading, written in 

picture-primer style, it helps you 

plan and evaluate each phase of 

By BUD WILSON merchandising, from product 

‘ design through point of sale. 
President of Twining Sales Corpora- - 

tion. Formerly with R. H. Macy & Takes up each of your — 

“ ; merchandising decisions, fur 

Company, Young & Rubicam, Old a iching checklists of factors you 

Town Corporation, and Hanscom Bak- should weigh before promoting 
ing Conpocation. any product in any market! 

216 pp., illus., $3.95 


ee eae eae ee 


FREE EXAMINATION COUPON 


McGraw-Hill Book Co., 330 W. 42 St., NYC 36 
Send me Wilson's MERCHANDISING PRIMER for 
ing, Grey Advertising 10 days’ examination on approval. In 10 days I 

* as will remit $3.95, plus a few cents for delivery or 
Agency, Inc., says: “I return book postpaid. (We pay for delivery if you 


c 
; I 
®. B. WEISS, Direc- 4 
I 
! 
! 
recommend Mr. Wil- remit with this coupon; same return privilege.) 
! 
! 
! 
! 
! 
! 
! 
! 
I 


tor of Merchandis- 


l 
! 
! 
! 
I 
! 
! 
son's book not only (print) 
to the sales executive, Nome wovsecescenessenasensnonsncocsesmenssnenee fl 
the marketing and es oe ae 
merchandising execu- 
tives—but also to the 
advertising, and most i 
certainly to the copy, ' 
executives.” | 
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® 
Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 


why—ASF 


VERTICAL FILING? 


because 


e IT SAVES PAPER—MANPOWER 
e PRESERVES OFFSET PLATES 
AND MASTERS 


ATLAS DELUXE 
PLATE MODEL 


Capacity 200 to 600 plotes. 
25%" high, 13” wide, 26” deep. 


ATLAS PLATE HANGERS 


The vertical hanging of masters as- 
sures protection against scratching, 
dust and improper handling. One 
master is filed on each SHA Sen er, 
one or two masters on each Bsc 
hanger. 


ATLAS INDEXES t 


















SPECIFICATIONS 


All Steel Construction, Ball 
Bearing Suspensions, Separate 
Hanger Frame. Models fin- 
ished in gray, black, green 
wrinkle or gray hammerioid. 
Write for information on other 





The hangers are quickly identified by 
meons of the removable metal in- 
dexes which may be obtained as 
dditional equip t. Both standard 
and angular styles are available. finishes 





WRITE FOR ILLUSTRATED LITERATURE ON THE COMPLETE LINE 


ATLAS 
VERTICAL FILING 


FOR STENCHLS, OFFSET PLATES & NEGATIVES, X-RAY, ETC 








| 
ATLAS STENCIL FILES CORP. 16720 WESTFIELD AVENUE + CLEVELAND 10, OHIO 
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PALF FOE —- DX 
Industrial & Salesmen’s 


SAMPLE CASES 


| In Stock — or Made 
to Special Order to 
Fit Particular 
Needs 





5 


) ' 

















Here's Box-form style with 
tipper. Large capacity, 
solidly reinforced bottom & 
gussets, exterior straps, 
handle, lock & other spe- 
cial features. Top grain 
genuine leather. Choice of @ 
several colors. 


QUICK DELIVERY 
Write for Catalog of Complete Line 


BRIEF CASES—PORTFOLIOS—BRIEF BAGS— 
RING BINDERS 


| Bristol Mfg. C 
A 1670 MORROW ST. GREEN BAY, WIS. 
Bo PLR ELPA SPS PDP AERTD ER 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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are final” is powerful ammunition we can use in our 
own promotional effort. 

When we seek to sell any appliance, for example, 
we can well point out that we guarantee the appliance, 
that we service it free for a short period of time,— 
that the sale is never final until the customer is com- 
pletely satisfied 

The average customer wants such service and is 
smart enough to appreciate it cannot be guaranteed 
him by the price cutter. But, as we said before, he or 
she has to be told, and told often. 

Sell Shopping Comfort. Price cutters usually operate 
out of dingy quarters and in a dingy atmosphere. 
American shoppers long ago demonstrated that they 
are willing to pay for such things as shopping com- 
fort, convenience and courtesy. 

Many a merchant has completely defeated his price 
cutting enemy by emphasis on these phases of his 
store operation alone. They are particularly helpful 
during extreme weather periods. 


Reputation is Saleable 

Sell the Store Reputation. Through the years every 
legitimate office supply and appliance dealer has built 
up a reputation that is today the foundation of his 
business. That reputation is something he can offer 
that no price cutter can ever approach. It should be 
played up consistently in all of our advertising when 
we have to combat price cutters. 

Price Cutting Means Hidden Inferiority. Hardly a 
buyer exists today who hasn’t found how true this 
is at one time or another; generally in his or her 
youth. The top quality watch case containing a very 
inferior works is an outstanding example. 

“That bargain may look the same... but it seldom 
is,” offers the dealer one approach in advertising and 
selling against the price cutter. The customers’ eager- 
ness to obtain a big value may sometimes lead them 


to lose sight of this important fact . . . we have to 
keep telling them that no one can sell “something 
for nothing” .. . that the gimmick is usually well 
hidden beneath the surface of whatever the item 
may be 

Stability of One’s Business should never be over- 


looked in such a selling battle. “Before you buy ask 
yourself this question—Will the firm be in business 


tomorrow?” is one approach to be followed by the 
reasons customers should consider this question in 
their buying. The price cutter always comes and goes; 
he cannot exist for any extended period of time in 
any one location. The customer who wants a “guar- 
antee” made good, desires to secure a replacement 
or addition to a set, or other follow-up, will be out of 


luck in that case. But he or she has to be reminded 
of this constantly and particularly when a price cutter 
is putting on his big spiel. 

Tell Customers About Discounts. When price cutters 
appear local office supply dealers as well as business 
associations in that city can profitably launch a drive 
to point out to consumers that price concessions they 
find so attractive can only be made at the sacrifice 
of extra services local business men have given them. 


Can Overlook Services 


Customers tend to overlook many such services 
simply because they have been accustomed to receiv- 
ing them from legitimate merchants. “You Get More 
Than Merchandise for Your Dollar at Smiths,” is the 
method a number of dealers have used in the past 
to bring home this point to customers. The statement 
is followed up by an actual list of such things as 
trained personnel, wide selection of goods, tomfortable 
stores, delivery, credit, wrapping and guarantees. 
Even the average dealer will be amazed at the length 
of the list offered by his own firm when he puts them 
on paper 

Sell Harder. When a price cutter springs up we are 
suddenly presented with a new element in competitive 
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HANDY ‘GLIDEX” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, ete. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 





4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 








YOURS for the asking... 








Only Book of Its Kind 
Ever Published...Devoted 

to Increasing Retail Sales and 
Profits on Numbering Machines .. . 


50 informétive ; 60 pages of val- 
vable sell on. Special chart 
shows who and how they use all 
basic models. Write for your free copy. 


WM. A. FORCE 














PROMPT SHIPMENT 





PRONG FASTENER 
BINDERS 


Available with or 
without prong fasteners. 


Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 
standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 








continvous-base prong 
styles. Light-weight 
steel. Non-corrosive 
finish. All popular 
capacities and c. to c. 


Attachable-prong style 
ilustrated 


tas yo bina ee Our : 
omplete, age Illustrated 
NEW CATAL No. 56 


ELBE FILE & BINDER CO., INC. 
P. O. BOX 951 FALL RIVER, MASS. 














71530000 


‘54 STARK CALENDARS are in use Today! 
Did you get your sales share? 


It pays to keep your eyes on 
STARK CALENDARS all year ‘round 










A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
ender pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. 
Fast, 2-color lithograph printing enables us to 

give you the best in quality and prompt service. 
“IM CALENDARS THE QUALITY MARK IS STARK” 


GTARK CALENDARS incorporated 


> JOLIET, ILL. 


write or phone 


for complete 
details 





100-112 BISSELL ST. * PHONE ; 
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merchandising that requires greater selling than ever 
before ... not less. Sitting back and deploring the 
operations of the “cut throat” is an invitation to others 
to come in and do the same thing. 

“T’ve always been able to make headway against 
price cutters,” one dealer told us not long ago,” be- 
cause when they start their stuff I really cut loose 
with every selling technique I’ve learned. 

“Price cutters can be beat by aggressive selling. We 
have to realize their threat calls for harder selling 
than we have ever done before and we have to do 
something about it!” 





Our Customers Are Our Guests 


gw “HE’S OUR GUEST... we have to show him the 
utmost courtesy and consideration!” 

How many times has the Mrs. laid this rule down 
for a somewhat obnoxious individual who came to our 
own home? We accepted it as the proper rule to fol- 
low even though we would much have preferred to 
pitch him through the front door. 

Our customers are our guests also. Sometimes they 
may be the type we feel like escorting through the 
front door at a speed of 60 miles an hour but the 
impulses must be restrained. No office supply store 
can afford to pick and choose its customers to such an 
extent. 

The business of considering customers as guests has 
built many a successful institution in this land of ours. 
It’s an understanding that starts right with the in- 
dividual man and woman working in the store either 
as a salesperson or in any other part of the business 
that contacts our customers. 


Appearance Pays 


It begins with neatness and personal cleanliness, the 
same sort of appearance we would demand in our 
home to the guests we have there. This applies in like 
manner to our guests in the store, our customers, on 
the part of everyone in the store. 

Appearance always pays off. Everyone likes to do 
business with neat, clean and fresh-looking people. 
Keeping up a good appearance is one of the very best 
ways to attract customers. 

The person with face clean and fresh, hair tidy, a 
clean shirt, clean shoes and trousers clean and pressed 
can always make a favorable impression. People like 
to deal with the clean, fresh-looking individual. 


Keep Clothes Neat 


Office equipment store clothes should be clean, neat 
and simple. Employees should dress well but they 
should also dress for work. Overdressing is as bad as 
untidiness and gives almost as bad an impression as 
the saleslady who forgot to brush her hair or wash 
her face before coming to work. 

Store habits can make customers happy they are 
guests of the store or send them away with “Never 
again” on their lips. The practice of the common 
courtesies we would give a guest in our home are nec- 
essary. Wise store policy calls for going even beyond 
the courtesies we would extend in the informality of 
our home. 

A dangling cigarette or cigar from ones lips is no 
mark of courtesy to any customer. Smoking on the 
job may be all right in some parts of the store but it’s 
never good business to do so in front of a customer. 
Gum chewing will not necessarily interfere with an 
employee’s efficiency but it is also something discour- 
teous to do in front of our customer-guest. 

Talking about one customer to another is always 
asking for trouble. Not only can it be overheard by 
everyone in the store but everyone is sure to conclude, 
“T guess they talk about me that way too when I’m 
not in the store.” Very few of our customer guests are 
the least bit interested in such gossip anyway. If we 
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A NAME 
OUTGROWN 


\ paper clips 


\ staples . 
59 years ago we started 
clamps in business and chose the name: 


U. S. TYPEWRITER RIBBON MFG. CO. 


It was a good name then 
. but nowadays typewriter ribbons are only one 





\ tag wire 


pnete is now s vompinte Hae et ihe of dozens of different inked ribbons we manufacture. 
Products to fill your office supply needs 

Arma Gem Paper Clips; Arma Giant In addition, we make car- 
clips; No. 1 and No. 2 Ideal Clamps; bon papers of every type and description, which are 
Arma Standard Staples; and all standard also sold to dealers the world over. 


gauges of Tag Wire. Write direct or see 
your jobber for ARMA—The Quality 


Line! 


So in keeping with the 
comprehensive “U. S. Line’ a name change has been 
made .. . may we reintroduce ourselves as: 


Pittsburgh Cut Wire Co. | | ** mats amar: 


PHILADELPHIA 6, PENNA. 


1120 Galveston Avenue * Pittsburgh 33, Pa. Established 1895 




















WATCH OEC FOR VALUES! 


Don't Waste Time ! J vaeuarees - sone ae 


BOOKKEEPING MACHINES - CALCULATORS 


ice h ELECTRIC TYPEWRITERS * CHECKWRITERS 
ae : 








LOOK IT UP | 
Here 


We are one of America’s largest wholesalers. of 
used and rebuilt machines. Famous for high qual- 
ity, low prices! Prompt, dependable service 
anywhere in the world! 


Special offering 
of Reconditioned and 
Select Rough Machines 




















This is your ANSWER BOOK 





to all your Buying Needs 












Write, phone, wire, today 
ye to- Use BUYING | INFORMATION for Dealers Wholesale 
Price List #400-H for 

details on these and hun- 
idresses. dreds of other unbeatable 

3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with values! Easy-to-read list- 


1. PRODUCT INDEX—over 1,500 products classified 
2. DIRECTORY OF MANUFACTURERS—over 3,000 with names 











names of manufacturers ings; easy-to-order from: 
4. MANUFACTURERS’ ADVERTISING—many use catalog-type 

advertising giving complete product information 
5. TRADE ASSOCIATIONS—City, State and National—names 

and address of officers and meetings dates. 


(ir Equipment Corp. 


298 Broadway, New York 


Keep your copy handy-uwse it often 
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DESKS 
TABLES 


by 





Send for Catalog. 








106 Duane St., New York « Factory: Bethlehem, Pa. 








rss DESK CO., INC. 





MARRWELL 


STAPLING MACHINES AND STAPLES 
ARE “FASTEN-ATING" 


In many localities 2 out of every 3 
Staplers in use are Markwells. 


 OMARKWELU MEG. Co 


) 200 HUDSON ST., NEW YORK 13, W. Y 


A Specially lem 
SELL MASTER SPEED KEYS 
THE 


for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION  2%%,7,,Chauncey, Street 














JASPER “TRIMLINE” 


WILL MAKE YOU MORE IN "5A! 


Modern styling . . . flawless craftsmanship 

. simple and functional! Only Jasper “Trim- 
line” accessories offer you these yet are priced 
for rapid turnover. 








® BOOK 
CASE 
No. BC-637G 


37”x14”"x48\%” 
high. With framed 
glass doors. Genu- 
ine Walnut or 
Rift White Oak. 





Write for Catalog! 


JASPER TABLE CO. 


JASPER, INDIANA 





Atin ¢ MANUFACTURERS OF DESK ACCESSORIES 


Are You Selling “ROTTEN APPLES?” 


The case of one rotten apple spoiling the whole barrel is un- 
fortunately true of many of the pens in desk sets! If you're 
tired of customer complaints—and if it’s profits and compli- 
ments you want—then contact us for samples of our new “Wall 
Streeter’ Desk Pen—with fully filled ink cartridge. Nationally 
Advertised Refills Sold by Stores Everywhere Will Fit This Pen! 
CHATHAM styling is distinctive because we design and control 
our own molds and dies. 

We are basic suppliers to many prominent manufacturers for 
desk fountain pens (full covered sections, conventional sections, 
interchangeable point type), mechanical pencils, ball point pens, 
funnels, swivels, bases and related parts. 


Chatham Mfg. Co., Inc. Mow York 10, ta ¥. 














SALESMAN 


Old established manufacturer of Ex- 
panding Portfolios and Filing Supplies 
seeks full-time representative to call on 
Stationery & Office Supply Dealers in the 
Carolines, Ga., Fla., Ala., Miss., La. and 
Eastern Texas. Salary, expenses and bo- 
nus. Must be willing to travel extensively. 


Box N-96 care Office Appliances, Chi- 
cago 6. 
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have amusing incidents worth telling about let’s make 
certain all names are left out of the stories. 


Griping Hurts Morale 


Griping about the store or its management is never 
good for anyone’s morale. And it’s very bad business 
when done with customers. No customer cares much 
about our personal grievances in connection with our 
jobs. The customer enters the front door of the store 
to acquire something in our stock of merchandise that 
he needs; he is interested in little more. 

The practice of every possible little courtesy always 
shows our customers that we feel they are our guests 
and that we appreciate their having selected our store 
as the one at which to secure their needs. Helping 
load heavy purchases in the customers car, holding 
doors open, being extra courteous of older people and 
making it a policy to know a customers name are all 
such good selling practices. 

Everyone likes to go to the place where they are 
known and recognized. Store management and per- 
sonnel should both work hard at the job of finding 
the name of every customer, remembering it and using 
it every time that customer comes into the store. It’s 
one more touch that assures this individual we feel he 
is something more than a customer .. . that he is really 
our guest 


Stop to be Polite 


The courtesy of stopping whatever one may be doing 
to answer any customers question politely and com- 
pletely is another not practiced enough today. It’s one 
of top courtesy that’s a surefire good will builder. Keep- 
ing conversation quiet and courteous is another good 
procedure. Sharp answers are never polite even to 
people who annoy us. Taking an honest interest in 
the customers’ problems is a necessity in good store 
management if the store’s clientele is to grow and 
grow through the years. 

Correcting customer’s pronounciation of words or 
trade names, pointing out that they are in error about 
the qualities of some product we or our competitor sell, 
or in any manner calling the customers’ attention to 
their mistake or lack of knowledge, is never good policy. 


Remember the Children 


Children are more often a nuisance than a value in 
a store but wise is the store personnel that never for- 
gets children and teen-agers are the possible future 
customers of that store. Practicing the maximum of 
patience in handling the youngsters will pay off in 
dividends when they grow up and become customers 
under their own right. 

Then also we must never forget that no parent be- 
lieves his youngsters, whether eight or eighteen, are 
altogether undesirable individuals. Rough treatment 
to even an over-bearing youngsters will be viewed by 
the parent in a dim light. 

Good store manners and good store selling call for 
day-in and day-out consideration of every customer 
as a guest in our business home. Customers who are 
treated as guests are the customers who come back 
week-after-week and keep the store a profitable in- 
stitution, enable it to pay better wages and salaries to 
its employees, and assure it as a continuing and suc- 
cessful business institution ——-EWF 





B-K-H Appoints Sales Representatives 


Bainbridge, Kimpton & Haupt, Inc., of New York 
City has announced the recent appointment of a new 
sales representative in the person of W. A. Keenan 
of Billings, Mont. 

Mr. Keenan, who has had considerable experience 
in the commercial stationery and office supply field, 
will cover the states of Idaho, Wyoming, Montana, 
North Dakota and South Dakota. 
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SMOKERACK w SNO-KIN 


Everyone has a place 
for the “Smokerack”’ 
. » » newest addition to 
the Smo-King line. 
SMOKERACK is a nat- 
ural, combining a mag- 
azine rack and smok- 
ing stand into one useful 
and beautiful space- 
conserving accessory. 
SMOKERACK features 
sturdiness, balance and 
a gleaming triple- 
plated chrome finish for 
lasting protection and 
service. 

The magazine rack is 
16” wide, 13” high, and 
the 26” smoker has an 
easy cleaning, remov- 
able 8” amber glass tray with 4 cigarette rests. Shipping 
Weight: 16 Ibs. 


Packed in Individual Cartons, set-up. 
Write for the New BIG Smo-King Catalog. 
SMO-KING PRODUCTS 


Designers and Manufacturers of Quality Smokers 
111 Pioneer Street, Brooklyn 31, N. Y. 


























The Wise Dealer Profits with | 
| | hv 
THE MOST COMPLETE LINE TO MEET EVERY REQUIREMENT 


LOCKERS | 
CABINETS 


PARTS BINS 


Write for Catalog and Price List 
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SUPREME STEEL PRODUCTS, INC. 
52-85 74th Street, Maspeth 78, Long Island, N. Y. 
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ROGERS’ 
Now calling 








- e 
Handi - file Salesmen ©: satiorery 
Desk organizer trade who 
Beautiful hand-rubbed wish to add a well-established filing 
hardwood, finished un- supplies line. Manufacturer of excel- 
derneath with felt flock- : ’ ; 
ing. Lifetime aluminum lent reputation. Several territories open 
separators—1 inch apart. throughout country. State territory de- 
Price $3.95 sired. 
W. T. ROGERS CO ang 


Care Office Appliances, Chicago 6. 





Box 2095a Madison, Wisconsin 


The time-saving snap-on —Z I NO F € Oo D 

























List 
Price A Preservative for Linoleum DESK TOPS 
PENCIL CLIPPER | 
$] Makes Cleaning Easy—Restores Lustre and Becuty. 
. for Keeps linoleum pliable and resistant 

Artists, to wear and stains. 
Engineers, 
Draftsmen Made by a patented formula. Tested and used success- 


= pesca eo tewhes Gitte fully for years by one of the country’s leading office desk 





ae ll og Allows grading, free- 
7 of drafting machine, immediate manufacturers. 
selection of correct pencil. Prevents When you sell a Desk, at the same time sell at least 


soilage and lead point breakage. te oo 
Liberal Dealer Discounts one can of LINO FOOD to keep it in proper condition. 


ROW LEY’S List Price $2.50 per WRITE for details 
quart size can. and Dealer Discounts. 
Teen LINO FOOD  Gerand ‘Rapids 2, Mich. 


La Crosse, Wisconsin 


FREE HAND BINDER! {Don’t Waste Time / 


A quick selling loose leaf 


holder. When inserting LOOK IT UP HERES ? itn pe | 


and removing forms, in- 

































voices, que pabore. This is your ANSWER BOOK 

ee positively He all your buying Needs 

and’ secures contents ‘ . Ceres, Ppeenover 1,500 prod- 

against loss and spoil- 2. DIRECTORY OF MANUFACTURERS 

age. Thousands in use eo 3,000 with names and ad- 

° resses. 

daily. : 3. TRADE NAME—TRADE MARK INDEX 

Here's a ye agg item —Over 6,000 with names of manu- 

f d . Writ facturers. a 

rad p oe. shen aged Tist 4. MANUFACTURERS’ ADVERTISING— 5. TRADE ASSOCIATIONS— 

or Gescriptive price lis many use catalog-type advertising City, State and National— 

today. giving complete product informa- names and address of 
ion. i tes. 

F R E E H A N D tion officers and meetings detes 











43 Fulton Street, New York, N. Y. 


sORT-()-FILE THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 
SAVES 20% TO 60% TIME “aoa 
30 Models. Systems Sorting Service 


THOUSANDS IN USE For fast hand-sorting of cards, ““DUHONEY-20” 


checks, letters, invoices, orders, AUTOMATIC LOCK 
© 





BINDER CO. | Keep your copy handy —use it offen 











business forms or eo docu- a sec oe 








ments. We make al types from brace; steel channel 

apron; plastic edge; 

tiny desk models to shuttle-carri- only some of the many 

age machines. Write for illustrated Midwest 7 LC 

pe a a “DUHONEY-20° legs 

You've Always Wented Representatives everywhere. fold for easy dheaate 
° s ock automatically in S 
Associated Industrial Designers place — can’t collapse. DISTRIBUTORS IN ALL MAJOR CITIES 

P.O. Box 12652, Los Angeles 39, California CHOICE OF PLYWOOD. 

: IDTEX, FORMICA & 

Plant: 1248 East Sixth Street LINOLEUM TOPS. 
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reversible with full length zippers. 
Bolsters 


full length zipper. 







round wrought fron, black 


Ne. 101 30x74, in fabric, leather, legs 4%” b 
plastic. 100% foam rubber. Hardwood satin finish. 
rame. 
Seat _74x30”—17” high with 41/2” Fabric Base grade material (rubber 
Fabri backed fabric) in 5 colors: TOAST, 
b0O% foam rubber mattress, Taste § GOLD, OLIVE, GREY, er RED, all inter. 
Two 4x8x12” high—100% woven with BLACK threads. 


foam rubber. Fabric all around, with To be furnished with or without 
wrought iron Back Support. 


Hollywood Studio Divan 
Designed ond created by 





Grand Rapids 
Leather Furniture Co. 


201-207 Front Avenue N.W. 
Grand Rapids 4, Michigan 








All Styles of RING and POST 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S. HALSTED ST. CHICAGO 8, ILLINOIS 

















YAWMAN“»? FRBE MFG. 


1015 JAY STREET, ROCHESTER 3, N.Y., U.S.A. 














SORTKWIK—The New Finger-Tip Preparation 




















Replaces irritating rubber 
fingers and unsanitary 
sponges. When applied to 
the fingers, Sortwik creates 
a tacky film that picks up 
papers easily. Girls love it. 
Used by banks, depart- 
ment stores and offices 
throughout the country. 
Attractive Plastic Case Re- 
tail Price 50¢ each. 


Lee Products Co. 
2736 Lyndale Ave. So. 
Minneapolis 8, Minn. 











MAKES 8 BASIC FOLDS ON 
SHEETS UPTO 8'/, x 14 


Ore 


=) Con OFF sot 
DESK MODEL FOLDING MACHINE 


Cat 


PRINT-O-MAT 
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FOR ALL TRAVELERS 


by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 
“Common Sense” 


Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 


Beach Publishing Co. 
7338 Weedward Ave. Detreit 2, Mich. 











°CURMANCO- 


LETTER SORTER 


Helps the busy secretary or office man 
sort the incoming or outgoing mail. In- 
wardly sloping shelves increase ca- 
pacity and keep contents from sliding 
out. 2% inch clearance between shelves 
provides ample allowance for quick 
sorting, insertion and removal of papers. 
Green, Gray or Brown. Order a 


LETTER SIZE on LEGAL SIZE 
No. Trays Width Hot. Ea. No. e, Veaye waa B 
202 2 i2 s 50 
203 3 i2 7 6 5.50 303 ; is 
204 4 12 #10 7 6.50 
208 S i2 i2 8 7.50 28 
For each add tray add $4.00 


244s “w. a ae Ave. 
CURRIER MFG. eg St. Paul 8, Minnesota 
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TICKET PUNCHES 


FOR 
EVERY 
PURPOSE 








THE HOGGSON & PETTIS MFG. co, 1AIT Brewery St, New Haven, Conn. 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, *” deep; No. 33, 
not over 44” deep. 

No. 2—For %-%” round holes; 134” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 

Talley Punch—Registers number of punchings to 
99,999. Punches 4%”, %&” or %” round holes—also 
special “rs Same counter available in our Nos. 
3, » 21. Write for circulars. 











4 
\) 
Ansa 


DAYTON STENCIL 
WORKS CO. *oris™ 











Your PROFIT OPPORTUNITIES 


Are Greater 


Because “WE “VE 


Dealers who have their own private label brand duplicator 
supplies — Stencils — Ink—Spirit Fluid— Master Units, etc. etc. 
GET THE REPEAT ORDERS when they sell GUARANTEED, PRI- 
VATE LABEL merchandise made for them by the 


ACE DUPLICATING SUPPLY CO., Inc. 


Manufacturers of Duplicating Supplies since 1930 


2616 Sunset Bivd. Los Angeles 26, Calif. 
Write today for price list, samples and 


TYPE CLEANING MADE EASIER 








{ 


with the amazing 





with « ounting 
on shelving, Sling cabinets or 
ling. 


matic Brakes 
Send for Circular 42- OA and 





dealer 


ye 








on it. 
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nt. 
WELDED STEEL SAFETY 
LADDERS—Made from i” di- 
ameter round furniture tub- 
with expanded metal 


rolled pone when no one is 
ladder the rubber tipped legs 


dealer discoun' 


D. COTTERMAN “ “siiass “ 


nted on Swivel 
eters. Ladder can be 


When you step on the 





Manufactured by 


“1d Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 

ARTISTS, ACCOUNTANTS 

Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ELWARD MANUFACTURING CO. 


Boker Street, Coloma, Michigan 
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CLEANS 
© Typewriters 
© Billing Machines 
e Adding Machines 








Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
—it’s easy to use—no mess © Addressing Plates 
—no liquids to spill. e Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 
1165 Broadway, New York 1, N. Y. 


EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 
@ FOLDING 

@ NON-FOLDING 
@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and 8 Ft. TABLES 
@ SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quanti 














, Steel or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 
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RIGHT THIS MINUTE... 
ANOTHER "Tpib mie 


LAUNORY 


MARKING FEN 


IS BEING SOLD! 


Beautifully merchandised on self-selling 
counter display with 12 pens. Pre-sold 
with national ads—radio, TV, newspapers 

@ WON'T EVAPORATE @ ENOUGH BLACK 


@ WON'T RUN 
@ WON'T WASH OUT 


1S 


REFILLS 
INDELIBLE INK FOR 50¢ 
3000 MARKINGS 


SAMUEL TAUBMAN & CO.. 1 WEST 34th ST., DEPT. 0, NEW YORK 1, NY 


HANSON Postal Scales 


Model 1509 illustrated) — for average 


office use. 5 lb. by % oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 Ibs. 


Model 1546 — desk scale, with Lustron 
plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 151 A Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by 2 oz. 
HANSON SCALE CO. 


NORTHBROOK, ILLINOIS 











MARKILO 
CELLYWLO/0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, an iow 
menu covers; factory record protectors; tag h: 
bill-fold envelopes; stamp containers, etc. Modal 
acetate (flame resistant) transparent ‘cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A. 
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Tox Incl. 


At your Wholesaler or write direct for literature and prices. 





ee . « « Raise the headpiece to ony desired 
© OFFicEes position . . . it will automatically stay at 
—— that position . . . To release the “Magic- 


SAME ROOMS J114,” raise the headpiece all the way. 


eNIGHT CLUSS Wt con then be lowered to the “flat” posi- 

TERMINALS 

° pocross tion. Available in the finest plastic mate- 
rials in @ wide variety of colors. Show 


e GYMS 
@ INSTITUTIONS 
: Leisurest for extra sales!!! 
WRITE FOR OUR NEW CATALOG OF LEATHER FURNITURE 











NO ADJUSTMENTS 


Rest-A- Phase 


pe ParD 
Retails 


$175 












ONE PIECE 
MOLDED CONSTRUCTION 
ELIMINATES ADJUSTMENTS 


Exclusive Mfg. & Dist. 


REST-A-PHONE CO. 


P. O. Box 8788 Portiand 7, Ore. 





DON'T 
PASS UP THOSE 
EXTRA 
COMMISSIONS 













You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms te 
financial institutions, 











No. 1265 
Secretarial Posture Chair 


Spring tension tilting back 
rest with four way adjustment. 
Posture shaped height- 
adjustable seat of buoyant 
molded foam rubber. Re- 
placeable snap-on seat. 





to increase office efficiency and your profits! 


Now give your customers the finest in secretarial and 
executive posture seating. Royal combines comfort 
with perfect support in these precision engineered 
swivel models with fully adjustable seats and backs. 
Frames are of strong, durable square tubular steel, and 
island bases are all welded. Choice of handsome 
Plastelle finishes. 


P.S.—We’ve redesigned our entire line of square 
tube executive chairs. Improved features at no in- 
crease in prices! Write for free Royal catalog today. 


metal furniture since '97 E> costs much more 
r 
ood cha! 
ROYAL METAL MANUFACTURING COMPANY than ag 
175 North Michigan Avenve, Dept. 51, Chicago 1 


Factories: Los Angeles - Michigan City, ind. - Warren, Pa. » Walden, N.Y. + Galt. Ontario 
Showrooms: Chicago « Los Angeles » San Francisco » New York City 


















No. 1250 
Executive Posture Chair 


Free floating padded back rest 
adjustable up, down, forward 
and back. Spacious coil spring 
waterfall roll front seat with 
individualized up-down con- 
trol. 


No. 1268 
Secretarial Posture Chair é 


Four way adjustable floating 
padded back rest. Deep mold- 
ed foam rubber seat with 
height control. Waterfall roll 
front seat snaps on for easy 
replacement. 








@.-- 
irs cost jess, becaus 


i ho 
The best office € 
tired workel 
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Bright New Spot in the Heyox Line 








' HEKTOGRAPHS 


Are EASY TO OPERATE 
| IDEAL FOR SHORT 


RUNS 











on 
Surface 





| Print 
50-75 
Clean 
Sharp 

; Copies 

+ Quickly 


\ 





® General Offices and Factory 





{NE Tnprevedt 


Now, each Heyer Hektograph and its supplies are packed 


in an attractively designed, cleverly constructed, sturdy car- 
ton with a triple purpose. For the user the container pro- 
vides convenient storage for the Hektograph and all its 


supplies ... keeps them together, clean and ready for re-use. 
For the dealers’ stores it means better shelf and counter 


display . . . neat, clean, damage-free stock plus visible pro- 
duct identification and selling copy. For easy shipment by 
the dealer the Storage-Pak provides a ready-to-mail carton. 
Hektograph Gelatin Duplicators have been best sellers 
for stationers and office supply dealers since Heyer pio- 
neered them over 50 years ago. They're the answer to the 


ever-recurring need for low cost, short-run duplicating. Now 
more saleable than ever before, the new Storage-Pak Hek- 


FOR EVERYTHING IN GELATIN DUPLICATING—Look to the HEYER Line 






Gelatin Films for 
all Duplicators 


Efficiency Ideal 
Duplicators Duplicators 


THE 





1852 S. Kostner Ave. 
Chicago 23, Ill. 


SIORAGE-PAK HEKTOGRAPH 


Gelatin Rolls Refill 
for all Duplicators i 















tographs are low priced sales leaders that mean big business 
... sleeper” items in a dealer's basic line that bring returns 
when properly promoted. 

Every dealer should advise their sales personnel about 
the new Storage-Pak . . . they'll sell them by the hundreds! 
Most reliable, simple, low cost miniature printing plant 
a dealer can sell. Widely used in schools, restaurants, 
churches and as a handy household item. Prints up to 8 
colors at one time. Sold complete with bottle of Hekto- 
graph Ink, Sponge and complete instructions. Three 
popular sizes in Storage-Pak cartons: 

No. 21—Note Size 614 x 10 im............... $ 2.75 
No. 22—Letter Size 91/, x 12 im............... 
No. 23—Legal Size 91/4 x 15 im............... 


Heyer Gelatin Products have been 
famous for quality and perform- 
ance since 1 


. . + they're tops. 





Hektograph 


Hektograph Pencils, Inks, 
Carbons and Ri 


Ribbons 


CORPORATION, CHICAGO 23, ILLINOIS 


@ Eastern Office 


17 East 17th Street, 
New York 3, N. Y. 


® Canadian Distributors 

The Brown Bros., Ltd. 

Montreal-TORONTO 
Vancouver 


@ Western Office 


2610 Sunset Bivd., 
Los Angeles 26, Calif. 

















Here’s a distinctive ribbon that makes a 
good impression on any letterhead . . . and 
on every customer. This Underwood 
Corporation Gold Box Ribbon is pure 
silk for extra-long service and uniform 
ink distribution. 


...On Carbon Paper 


Typists get clean, strong carbon copies with 
Underwood Corporation Distinctive ‘‘Non-Curling”’ 
Carbon Papers . . . no wonder they always come 
back for more. Treated with a special plastic, 

they transfer type impact faithfully, and give up to 
50% longer wear. 








offer Distinctive Service 


You can’t beat this Distinctive pair when it comes to making 

a hit with the girls. And you can’t beat them for making profits 
... for you! Phone your nearest Underwood Corporation 

office for prices and data... today! 





Copyright——-UNDERWOOD CORPORATION 


One Park Avenue 


Underwood Corporation “28 








